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Let  us  shake  your 
hand  during  the 
Stratford  Furniture 
Exhibition  January 
8th  to  15th,  1916. 


The  Season's  Greetings 


^  The  most  satisfying  feature  of  our  business 
during  the  year  which  has  just  drawn  to  a 
close  is  the  very  happy  business  relations 
which  have  existed  between  the  furniture  trade 
of  Canada  and  ourselves. 


^  For  your  appreciation  and  support  we  thank 
you,  but  especially  at  this  happy  season,  our 
travelling  salesmen  and  staff  unite  with  us  in 
extending  to  you,  one  and  all,  our  sincere 
wishes  for  your  happiness  and  welfare.  May 
the  best  things  in  life  fall  to  your  lot  during 
the  year  upon  which  we  are  entering. 


THE  GEO.  McLAGAN  FURNITURE 
COMPANY,  LIMITED 


STRATFORD 


ONTARIO 


CANADIAN  FURNITURE  AVORLI)  AND  THE  UNDERTAKER 
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 One 

of  the 

best  examples  of 

the  ever 

popular 

I<"ireside 

Arm 

Chair. 

 Well- 

design- 

ed,  well 

-  built, 

and  well- 

•uphols- 

tered. 

 May  be  had 

in  various  Tap- 
estry upholster- 
ings,  (samples 
will  be  mailed  to 
you  at  your  re- 
quest) or  in  lea- 
ther.   

 Supplied  in 

any  finish  de- 
sired. 


Furniture  Makers 
ELORA  ONTARIO 


Mahogany  Finished,  Made 
in  Three  Sizes 


Try  Out  This 

Big  Profit  Maker 

This  Shafer  Cedar  Chest  is  a  live  seller 
because  it  combines  attractiveness,  fashion 
and  utility  with  modetate  price—  An  appeal 
the  modern  women  can't  resist. 

Write  For  Catalogue 

D.  L.  SHAFER  &  COMPANY 

ST.  THOMAS  ONTARIO 


THE  WABASH  SLIDE 


MADE  BY 


B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufaclurers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articles. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 
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Canadian  furniture  world  and  the  undertaker 


TRi^TFORD 


DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  UphoUtered  Living  Room 
Furniture  and  Chesterfieldi. 

Stratford  Chair  Co.,  Limited 

Dineri,  Rockers,  Bedroom  Chairt,  Office, 
Den  and  Library  Chain,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Cheffoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


V/OU  are  cordially  invited  to 
visit  Stratford  and  get  first 
hand  information  regarding  new 
designs  and  special  features  of 
Stratford  lines  for  1916  trade. 
We  hope  to  see  you  during  the 

Stratford  Furniture 
Exhibition 

January  8th  to  I5tk  1916 


The  Directory  on  this  page  will  give 
you  some  idea  of  the  great  variety  of 
furniture  manufactured  in  Stratford. 

Visiting  buyers  will  find  their  needs 
fulfilled  in  these  varied  lines — lines  which 
have  a  national  reputation  and  which 
are  in  demand  everywhere. 

"Stratford  Made  Increases  Trade" 

Stratford 

Furniture 

Manufacturers 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


January.  1916 


One  of  Our  Many  New  Designs 

This  new  deiign  keeps  up  to  the  high  standard  set  by  all  other  F-G  Lines. 
This  Chesterfield  with  Chair  to  match  has  made  a  hit  with  all  the  trade. 

Put  the  Chesterfield  with  chair  to  match  on  your  floor.    It  will  give  tone 
to  your  stock  and  appeal  to  your  better  class  trade. 


We  cordially  invite  you  to  attend  The  Stratford  Furniture  Exhibition  to 
be  held  January  8  to  15.  Samples  of  our  new  lines  will  be  on  exhibit  at 
our  factory  showrooms  for  your  inspection,  and  we  are  confident  that  they 
will  meet  with  your  approval.  We  want  you  to  come  and  see  our  ex- 
tensive display  of  Davenport  Beds  and  Living  Room  Furniture  for  your 
1916  trade. 

THE  FARQUHARSON-GIFFORD  CO.,  LIMITED 

STRATFORD  -  ONTARIO 

WHEN  ORDERING  DAVENPORT  BEDS  FROM  STRATFORD.  REMEMBER  TO  ORDER  F-G 


Stratford  Furniture  Exhibition       Jan.  8th  to  15  th,  1916 


January,  1916 


CANADIAN  FURNITUKE  WORLD  AND  THE  UNDERTAKER 


A  UNE  of  MANY 
DESIGNS 


We  are  displaying  an  immense  range 
of  chairs  in  our  showrooms  during 
January,  also  a  large  number  of  pleas- 
ing designs  in  low  priced  furniture, 
Buffets,  Extension  Tables,  China  Cabi- 
nets, Dressers  and  Stands  in  plain  and 
quartered  cut  oak  and  quartered  gum. 

Visit  our  showrooms  during  January 
and  inspect  the  new  designs  in  ample 
time  to  select  good  sellers  for  the 
coming  season. 


THE  STRATFORD  CHAIR  COMPANY,  LIMITED 


STRATFORD 


ONTARIO 


Stratford  Furniture  Exhibition      Jan.  8th  to  15  th,  1916 
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f    BEAUTIFUL  PERIOD  DESIGNS  I 


Designs  such  as  these  appeal  to  those  of  taste  and  position  who  make  the 
more  desirable  customers.  Turn  your  thoughts  to  McLagan's  for  the  better 
grades  of  furniture  that  win  the  popular  fancy.  This  Adam  Suite  will  be 
exhibited  along  with  many  other  new  designs  during  the  Stratford  Furniture 
Exhibition.    They  will  merit  your  careful  inspection. 


THE  GEO.  McLAGAN  FURNITURE  CO.,  Limited 

STRATFORD  -  ONTARIO 


I     Stratford  Furniture  ELxhibition     Jan.  8th  to  15th,  1916  | 
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CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


SELECTION  -  REQUIREMENTS 


A  large  and  very 
select  sto  ck  of 
Tapestry,  Chintz, 
Denim,  Imitation 
Leather  and  Solid 
Leather  Coverings 
in  Canada  is  car- 
ried in  Imperial 
Rattan  factories. 


You  must  meet  the 
people's  require- 
ments. The  Imper- 
ial Rattan  Line  has 
proven  its  durabil- 
ity and  salability 
under  all  conditions. 


FOR  YOUR  CONVENIENCE 


We  have  built,  at  consider- 
able expense,  a  permanent 
Display  Room  vv^ith  the  object 
of  properly  di  playing  our 
own  goods  also  to  offer  sug- 
gestions to  you  in  the  matter 
of  showing  goods  to  the  best 
retail  selling  advantage. 

We  are  showing  our  entire 
line  and  will  have  many  new 
features  which  will  interest 
you  for  the  coming  year. 


We  hope  to  have  y)ou  with  us  during  the  Stratford  Furniture 
Exhibition  and  will  make  your  visit  both  pleasant  and  profitable. 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD  :  ONTARIO 


Stratford  Furniture  Exhibition      Jan,  8th  to  15  th,  1916 
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OUR  NEW  LINE  FOR  1916 


'Davenports"  see  our  line  at  the  Stratford  Furniture  Exhibition.  Two 
Hnes  of  Davenport  Beds.  The  popular  Revolving  Seat  Davenport 
and  a  new  line  of  Automatic  Davenports  (the  kind  that  require  no 
mattress),  we  can  serve  you  in  both  quality  and  price. 

Let  us  show  you  other  additions  to  the  old  line.  Three  Piece  Suites, 
Davenettes  with  Chairs  and  Rockers  to  match,  all  exclusive  designs, 
Sewing  Rockers,  Stuffover  Rockers  and  Living  Room  Furniture. 


STRATFORD  DAVENPORT  COMPANY,  LIMITED 

STRATFORD  -  ONTARIO 


THE  DIEBEL  FURNITURE  CO.,  LIMITED. 


STRATFORD 


ONTARIO 


Send  us  your  specifications  for 


PARLOR  FRAMES 


We  are  fully  equippea  to  execute 
orders  promptly 


Stratford  Furniture  Exhibition       Jan.  8th  to  15  th,  1916 
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KATFO 


Globe -Wernicke  Sectional  Bookcases 

FIND  THE  GREATEST  SALE  AMONG  THE  CLASS  OF 
PEOPLE  WHO  MAKE  THE  MOST  PROFITABLE  CUSTOMERS 


1*3 


The  store  that  carries  Globe- Wernicke  Sectional  Bookcases  is  possessed 
of  an  asset  that  no  other  make  of  Canadian  Furniture  can  equal.  It 
constitutes  greater  prestige  and  more  opportunities  for  increased  profits. 

Globe-Wernicke  Bookcase  Units  are  made  in  many  Period  and 
Modern  Styles  for  home  and  office  use.  We  shall  be  pleased  to  send 
you  our  catalogs  and  dealer  proposition.  You  should  have  a  show- 
ing of  this  line  on  your  floors.  Visit  our  factory  showrooms  during 
January  and  see  Globe-Wernicke  Bookcases  on  exhibition. 

LINK  UP  WITH  GLOBE-WERNICKE  WORLD-WIDE  PUBLICITY 


STRATFORD 


ONTARIO 


i 
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IT'S  A  GOOD  BUY  IF  IT'S  STRATFORD  I 

These  pieces  shown  here  represent  a  few  of  the  well  known  lines  we  g 

manufacture.  Refer  to  the  directory  in  this  number  for  our  complete  1 

line.  "Stratford"  policy  has  always  been  to  provide  the  best  and  1 

newest,  and  to  place  the  goods  through  the  retailer  on  a  basis  that  1 

will  set  him  a  good  profit.  May  we  quote  you  prices  ?  1 


STRATFORD  MANUFACTURING  CO.,  LIMITED  '  I 

STRATFORD  ONTARIO  i 


January,  1916  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Second  Annual 

CANADIAN  FURNITURE  WORLD 
BUYER'S  DIRECTORY 

Containing  the  Most  Extensive  and  Most  Conveniently  arranged  Buyers* 
Guide  ever  compiled  for  Canadian  Furniture  Dealers  and  Manufacturers. 

^  This  Directory  Number  has  not  been  hastily  compiled.  Every  furniture 
manufacturer  in  Canada  has  been  ■written  to  for  information,  and  months 
have  been  spent  in  making  the  Directory  complete.  If  the  Directory  is  in- 
complete in  any  way  it  is  the  fault  of  the  manufacturers  who  failed  to  supply 
information  in  answer  to  our  requests. 

^  The  Directory  is  published  as  an  editorial  service  to  the  Furniture  Dealers 
of  Canada.  Manufacturers  from  whom  the  Furniture  World  has  never  re- 
ceived a  dollar  for  advertising — and  some  from  whom  it  probably  never  will — 
have  their  lines  listed  as  well  as  other  manufacturers  who  are  more  progres- 
sive and  recognize  the  advertisiiig  value  to  be  obtained  in  the  pages  of  a 
trade  newspaper  for  which  subscribers  pay  real  money. 

^  Being  an  editorial  service  to  readers,  and  not  part  of  any  advertising  pro- 
position, the  names  of  advertisers  and  non-advertisers  are  given  in  the 
same  style  of  type.   The  Dii'ectory  is  intended  to  be  a  real  Directory. 

^  Practically  every  furniture  retailer  in  Canada  will  receive  a  copy  of  the  Di- 
rectory Number,  and  to  enable  him  to  more  conveniently  preserve  the 
Directory  for  reference  during  the  coming  year,  each  copy  is  perforated  and 
corded  to  hang  up  like  a  telephone  directory. 

^  Compare  this  Directory  Number  with  other  publications,  consider  the  broad 
policy  of  service  followed  by  the  Furniture  World,  and  the  reason  for  the 
rapid  growth  of  this  paper  in  circulation  and  popularity  will  be  recognized. 
The  publishers  express  appreciation  for  the  liberal  support  given  the  Furni- 
ture World  by  the  furniture  trade  in  Canada  during  the  past  five  years,  and 
will  further  appivciate  suggestions  as  to  how  next  year's  Directory  Number, 
and  the  Fui'niture  World  every  month,  can  be  made  of  greater  service  to 
the  trade. 


Trade  Papers : 

Canadian  Furniture  World 
Canadian  Hardware  Jounnal 
The  Retail  Grocer  and  Provisional 
The  Retail  Druggist  of  Canada 

Technical  Papers  : 

The  Canadian  Manufacturer 

The  Canadian  Builder  and  Carpenter 

The  Canadian  Clay-Worker 

The  Electrical  Dealer  and  Contractor 

Magazines  : 
Motoring 

The  Canadian  Nurse 
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'Publishers 

32  COLBORNE  STREET 
TORONTO  CANADA 
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Bedroom  Furniture 


BEDS— Brass  only 

ALa^ka  Boddiiij;  Co.,  Wiuiiipeg. 
Canadia     Furniture  Manufacturers, 

Litd.,  W'Oonlsitock. 
Oauiadian  Meirsea-eau  0^  Toronto. 
Stratford  Bed  Co.,  Stratford. 
BEDS — Brass  and  Iron 

Alaska  Beddinj;-  Co.;  Winnipeg. 
Alaska  B.C.  Bedding  Co.,  Vameouver. 
Alaska  Feabher  and  Down  Co.,  Mont- 

reial. 

Canada     Furniture  Manufaicturers, 

Ltd.,  Woodsitock. 
Canad.iiain  Merserean  Co.,  Toronto. 
Dominion  Brass  &  Iron  Bedstead  Co., 

Montreal. 
Geo.  Gale  &  Sons,  Waterville,  Que. 
Ideal  Bedd'ing  Oo.,  Toro^nto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Ontai'io  Sparing  Bed  and  Mattre««  Co., 

London. 

BEDS — Iron  only 

Canada  Beds,  Ltd.,  Cbesley. 
Ridiahlp  Bedding  Co.,  Wes'ion. 

BEDS — Davenports 

See  D'avenijiort'S  (uipholstered  furni- 
ture.) 

BEDS— Folding 

Aliaiska  Bedding  Co.,  Winini:i)eg. 
Alaska  B.C.  Bedding  Co.,  Vaneou\-er. 
Alaska  Feather  and  Down  Co.,  Mont- 
reial. 

Antiseptic  Be<lding  Co.,  Toronto. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Mersexeau  Co.,  Toronto. 

Faj'quharsion-Giffiord  Co.,  Stratfoird. 

Geo.  Gale  &  Sons,  Waterville,  Que. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Hachborn  &  Co.,  Berlin. 
Ideal  Bedding  Co.,  Toronto. 
Iniiperial  Rattan  Co.,  Stratford. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Kindel  Bed  Co.,  Toronto. 
D.  H.  Langloiis  &  Co.,  St.  .Johns,  Que. 
Lippert  Furniture  Co.,  Berlin. 
Montreal  U:pholstering  ('o.,  Montreal. 
Ontario  Spring  Bed  and  Mattress  Co., 
London. 

Otterville  Mfg.  Co.,  Otterville. 
Owen  Daveno  Co.,  Hesqieler. 
Snyder  Bros.,  Ujiholstering  Co.,  Wa- 
terloo. 

BEDS — Institution 

Alaska  Bedding  Co.,  Winndfjieg. 
Alaska  B.C.  Bedding  Co.,  Vanco^l^'er. 
Alaska  Feather  and  Down  Co.,  Mont- 
real. 

Canada  Beds,  Ltd.,  (Mvesley. 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Geo.  Gale  &  Sons,  Waterville,  Que. 
Ideal  Bedding  Co.,  Toronto. 
IveB  Modern  Bedstead  Co.,  Cornwall. 
Maple  Leaf  Bedding  Co.,  Gait. 
Ontario  Spring  Bed  and  Mattress  Co., 

London. 

Vietoriaville  Bedding  Co.,  Victoria- 
ville.  Que. 

BEDS — Sofa 

Alaska  Bedding  Co.,  Winnipeg. 
Alaska  B.C.  Bedding  Co.,  Vancouver. 
Alaska  Feather  &  Down  Co.,  Mont- 
real. 

Canadian  MerseTeau  Co,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 
Kindel  Bed  Co.,  Ltd.,  Toronto. 
Montreal  TT[iholstering  Co.,  Montreal. 
Owen  Daveno  Bed  Co.,  Hes/peler. 


Snyder  Bros.  Upholstering  Co,  Wat- 
'"'•loo. 

Stratford  Davenport  Co.,  Stratford. 

BEDS— Wooden 

Alaska  B.C.  Beddinig  Co.,  Vancouver. 

Anthes  Furniture  Co.,  Berlin. 

Beach  Furniture  Co.,  Cornwall. 

M.  F.  Beach  Co.,  Winchester. 

Bell  Furniture  Co.,  Southampton. 

Berlin  Furniture  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Classic  Furniture  Co.,  Stratford. 

Crown  Furniture  Co.,  Preston. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Durham  Furniture  Co.,  Durham. 

Dymond-Colonial  Co. '.s,  Strathroy. 

Eastern  Townsihijis  Furn.  Mfg.  Co., 
Arthabaska,  Que. 

Flora  Furniture  Co.,  Flora. 

Gibbard  Furniture  Co.,  Na{)anee. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

CJeo.  Gale  &  Sons,  Waterville,  Que. 
Harriston  Furniture  Mfg.  Co.,  Har- 
risbon. 

Hepworth  jNlfg.  Co.,  Hepworth. 
Hesijieler  Furniture  Co.,  Hespeler. 
Kilgour  &  Bros.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  (!o.,  Chesley. 
A.   Malcolm    Furniture   Co.,  Kincar- 
dine. 

IMalcolni  it  Souter  Furniture  Co., 
■  Hamilton. 

]Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
North  Ameri'Cain  Furniture  Co.,  Owen 
Sound. 

S|)iesz  Furniture  Co.,  Hanover. 

St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Que. 

Stratford  Chair  Co.,  Stratford. 

Tickell  Sons  &  Co.,  Belleville. 

Toronto  Furniture  Co.,  Toronto. 

Vietoriaville  Furnitui-e  Co.,  Vietoria- 
ville, Que. 

Winilsor  Furnitui'c  Co.,  Windsor.  X.S. 

BEDROOM  CHAIRS  AND  ROCKERS 

Also  see  Upholstei-ed  ("haii's. 

Alaska  B.C.  Bedding  Co.,  Vancouver. 

Anthes  Furniture  Co.,  Berlin. 

Baetz  Bros.  &  Co.,  Berlin. 

Ball  Furniture  Co.,  Hanover. 

Beill  Furniture  Co.,  Soutliaimidon. 

Berlin  Furniture  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Classi'C  Furniture  Co.,  Stratford. 

F.  E.  Coomfbe  Furniture  Co.,  Kincar- 
dine. 

Dymond-Colonial  Co. 's,  Strathroy. 

Elmijra  Furniture  Co.,  Elmiira. 

Fraserville  Chair  Co.,  Riviere  du 
Louji,  Quebec 

Giddings,  Ltd.,  Granby,  Que. 

Hesxieler  Furnitiu'e  Co.,  Hespeler. 

Hibner  Furniture  Co.,  Berlin. 

Knechtel  Furniture  Co.,  Hanover. 

Kruig  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Oo.,  Berlin. 

Lippert  Furniture  Co.,  Berlin. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Flora. 
North  American  Bent  Chair  Co.,  Owen 

Sound. 

NoTth  American  Ftirnitnre  Co.,  Owen 
Sound. 

Owen  Sound  Chair  Co.,  Owen  Sound. 
Preston  Chair  Co.,  Preston. 
Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 


Stan  fold  Chair  Mfg.  Co.,  Stanfold, 
Quebec. 

Stratford  Chair  Co.,  Stratford. 
Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Toronto  Furniture  Co.,  Toronto. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

BEDROOM  TABLES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
Anthes  Furniture  Co.,  Berlin. 
Beach  Furniture  Co.,  Cornwal. 
Bell  Furniture  Co.,  Southampton. 
Berlin  Furniture  Co.,  Berlin. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Ghesley  Furniture  Co.,  Chesley. 
Classic  Furniture  Co.,  Stratford. 
Durham  Furniture  Co.,  Durham. 
Dymou'd-Colonial  Co.'s,  Stratihroy. 
Eastern   Townships  Furn.  Mfg.  Co., 

Arthabaska,  Que. 
Elmira  Furniture  Co.,  Elmira. 
I'Mora  Furniture  Co.,  Flora. 
11.  K.  Furniture  Co.,  Milverton. 
Geo.  Gale  &  Sons,  Waterville,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
Knechtel  Furniture  Co.,  Hanover. 
King  Bros.  &  Co.,  Chesley. 
(!.  .1.  Liip)iert  Table  Co.,  Berlin. 
Lui-know  Table  Co.,  Lucknow. 
D.  H.  Langlois  &  Co.,  St.  John's,  Que. 
Malcolm    &    Sonter    Furniture  Co., 

Hamilton. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co..  Meaford. 
G.  McLagan  Furniture  Co.,  Stratford. 
J.  C.  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 

Owen  Soiuid. 
North  American  Furniture  Co.,  Owen 

Sound. 

.1  Oliver  &  Sons,  Ltd.,  Ottawa. 

Spiesz  Furniture  Co.,  Hanover. 

St.  Lawrence  Furniture  Co.,  Riviere 
du  Lonp,  Qu^ebec. 

Stratford  Chair  Co.,  Stratford. 

Strathroy  Furniture  Co.,  Strathroy. 

Toronto  Furniture  Co.,  Toronto. 

Windsor  Furniture  Co.,  Windsor,  N.S. 

Vietoriaville  Furniture  Co.,  Vietoria- 
ville, Que. 

Woeller,  Bolduc  &  Co.,  Waterloo. 

BED  SPRINGS 

Alaska  Bedding  Co.,  Winnipeg. 
Alaska  B.C.  Bedding  Co.,  Vancouver. 
Alaska  Feather  &  Down  Co.,  Mont- 
real. 

Canada  Beds,  Chesley. 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Feather  and  Mattress  Co., 

Toronto. 

(Canadian  Mersereau  Co.,  Toronto. 
Colleran  Patent  Sfjring  Mattress  Co., 
Toronto. 

Geo.  Gale  &  Sons,  Waterville,  Que. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ham  &  Nott  Co.,  Brantford. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Kilgour  &  Bro.,  Beauhairnois,  Que. 
Krug  Bros.  &  Co.,  Chesley. 
Leggett  and  Piatt  Spring  Bed  Co., 
Windsor. 

Munro  Wire  Works,  Ltd.,  New  Glas- 
gow, N.S. 

Maydwell  Mfg.  Co.,  Toronto. 

.1.  Oliver  &  Sons,  Ltd.,  Ottawa. 

Ontario  Sprin"  Bed  and  Mattress  Co., 
London. 

J.  C.  Sloane,  Owen  Sound. 
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St.  Liawrence  Fm-niture  Co.,  Biviere 

du  Loup,  Que'bec. 
James  Steel  &  Co.,  Guelpii. 
The  Steel  Furnishing  Co.,  New  Glas- 

g-Oiw,  N.S. 
Viet'oriaville  Bedding   Cio.,  Victoria- 

ville.  Que. 
W/hitworth  &  Eestall,  Toronto. 

BOX  SPRINGS 

Alaska  Bedding'  Co.,  Winnipeg. 
Alaska  B.C.  Bedding  Co.,  Vancouver. 
Alaska  Feather  &  Down  Co.,  Mont- 
real. 

Oaniad'a     Furniiture  Manufacturers, 

Ltd.,  Woiodstock. 
Canadian  Feather  land  Mattress  Co., 

Torointo. 

Dymond-Colonial  Co.'s,  Stria throy. 
Geo.  Gale  &  Sons,  Wiaterville,  Que. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedsteiad  Co.,  Gornwail. 
F.  W.  &  S.  Mason,  St.  Andxewis,  N.B. 
Onitario  Spring  Bed  and  Mattress  Co., 
London. 

Quality  Mattress  Co.,  W'aterloo. 
Shurly-Dietrieh  Co.,  Gait. 
Standard  Beddiiin-  Co.,  Toronto. 

BOLSTEK  ROLLS 

Alaska  Bedding  Co.,  Winnipeg. 
Alaska  Feather  &  Down  Co.,  Mont- 
real. 

Dymonid-Coilonial  Co, 's,  Strat'hroy. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Ontario  Spring  Bed  and  Mattre-ss  Co., 
London. 

Quality  IMattress  Co.,  Waterloo. 

CHIFFONIERS  (Odd  or  to  match  Dres- 
sers and  Stands)  — 

Alaska  B.C.  Bedding  Co.,  Vancouver. 

M.  F.  Beach  Co.,  Winchester. 

Beach  Furniture  Co.,  Cornwall. 

Bell  Furniture  Co.,  Southampton. 

Berlin  Furniture  Co.,  Berlin. 

Canada  Furniture  Manuifactureirs, 
Ltd.,  Woiodstock. 

Classic  Furniture  Co.,  Stratford. 

Crown  Furniture  Co.,  Prestom. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Diirlham  Furniture  Co.,  Durhiam. 

Dyimond-Colonial  Co.'s,  Strathroy. 

Eastern  Townships  Furn.  Mfg.  Co., 
Artihabaska,  Que. 

Giiblbard  Furniture  Co.,  Napanee. 

Geo.  Gale  &  Sons,  Waterville,  Que. 

Harriston  Fui'niture  Mfg.,  Co.,  Har- 
ris ton. 

Hepworth  Mfg.  Co.,  Hepworth. 

Heepeler  Furniture  Co.,  Hespeler. 
.Kineehtel  Furniture  Co.,  Hanover. 

Krxiig  Bros.  &  Co.,  Chesiey. 

Miallcoim  &  Souter  Furniture  Co., 
Hamilton. 

Andrew  Malcolm  Furniture  Co.,  Kin- 
cardine. 

Markdale  Furniture  Co.,  Markdiale. 

Meaford  Mfg.  Co.,  Mea.foird. 

Moffat  Stove  Co.,  Winnipeg. 

J.  Oliver  &  Sons,  Ltd.,  Ottawa. 

Sipiesz  Furniture,  Ltd.,  Hanover. 

Stratford  'Chair  Co.,  Stratford. 

St.  Lawrenice  Furniture  Co.,  Riviere 

du  Loup,  Queibeic. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

COMBINATION  STANDS 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
Berlin  Furniture  Co.,  Berlin. 
Chesiey  Furniture  Co.,  Chesiey. 
Durham  Furniture  Co.,  Durham. 
Geo.  Gale  &  Sons,  Wiaterville,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Oo.,  Chesiey. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 


COMFORTERS 

Alaska  Feather  and  Down  Co.,  Mont- 
'  real. 

Canada  Feather  and  Mattress  Co,. 
Toronto. 

Ttoa-onto  Feather  and  Down  Co.,  To- 
ronto. 

COSTUMERS 

Alaska  Bedding  Co.,  Winnipeg. 
Alaska  B.C.  Bedding  Co.,  Vancouver. 
Alaska  Feather  land  Down  Co.,  Mont' 
real. 

Anthes  Furniture  Co.,  Berlin. 

Beach  Furniture  Co.,  Cornwall. 

Bell  Furniture  Co.,  Soutihianiipton. 

Berlin  Furniture  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woo'dstock. 

Canaidiian  Mer&ereau  Co.,  Toronto. 

Ooilie-Oockerill  Mfg..  Co.,  Aiu-ora. 

Dymond-Colonial  Co.  ''S,  Strathroy. 

Elmira  Interior  Woodwork  Co.,  El- 
niira.  n 

Hespe>ler  Furniture  Co.,  Hespeler. 

Ideal  Bedding  Co.,  Toronto. 

Ives  Modern  Bedstead  Co.,  Cornwall. 

J.  &  J.  Kohn,  Toronto. 

Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  BerUn. 

Krug  Bros.  &  Co.,  C'heslC'y. 

A.  Mad'Colm  Furniture  Co.,  Kincar- 
dine. 

Mak'oI'm    &    Souter    Furniture  Co., 

Hamilton. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
Niationial  Table  Co.,  Owen  Sound. 
Nortih  American  Furniture  Co.,  Owen 

Sound. 

North    American    Bent    Chair  Co., 

Owen  Sound. 
Ontario  Spring  Bed  &  Mattress  Co., 

London. 

Snyder  Bros.  Ur>holstering  Co.,  Wiat- 
erloo. 

Toronto  Furniture  Co.,  Toronto. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

COTS 

Alasika  Bedding  Co.,  Winnipeg. 
Alaska  BjC.  Bedding  Co.,  Vancouver. 
Alaska  Feather  and  Down  Co.,  Mont- 
real. 

Oaniada  Beds,  Ltd.,  Chesiey. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Caniadian  Mersereau  Co.,  Toronto. 

Geo.  Gale  &  Sons,  Waterville,  Que. 

Goild  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Haim  &  Nott  Co.,  Brantford. 
Ideal  Bed'dinig  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Ohesley. 
Maple  Leaf  Bedding  Co.,  Gailt. 
Maydwell  Mfg.  Co.,  Toronto. 
Munro  Wire  Works,  St.  Andi-ows,  N.S. 
Ontario  Siiring  Bed  and  Miattress  Co., 
London. 

Ottervilie  Mfg.  Co.,  Otterville. 

St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que'bec. 
Victoriaville  Bedding  Co.,  Victoria- 

ville.  Que. 

CRADLES 

((See  also  Iron  'and  Brass  Beds). 
Durham  Furniture  Co.,  Durham. 
Eastern  TowniS'hips  Furn.  Mfg.  Co., 

Arthabaska,  Que. 
Gendron-  Mfg.  Co.,  Toronto. 
Kilg'our  &  Bros.,  Beauhariiois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesiey. 
North    American    Bent    Chair  Co., 

Owen  Sound. 


J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Progress  Spring  Bed  Mfg.  Co.,  Mont- 
real. 

Eoxton  M'iil  &  Chair  Mfg.  Co.,  Wat- 
erloo, Quebec. 

St.  Lawrence  Furnitui'e  Co.,  Riviere 
du  Loup,  Quebec. 

CRIBS 

See  Beds  (ibrass  and  iron). 
(See  also  Cradles j. 

DRESSERS  (Only) 

Alaska  Bedding  Co.,  Winnipeg. 
Crown  Furniture  Co.,  Preston. 
Harriston  Furniture  Mfg.  Co.,  Har- 
riston. 

DRESSERS,  CHIFFONIERS,  CHE- 
VA1.S,  WAiSHSi'ANDS,  SOM- 
NOES,  DBESSIJNG  TABLES, 
EIC. 

Alaska  B.C.  Bedidiuig  Co.,  Vancouver. 

Anthes  Furnituii-6  Co.,  iJerlin. 

Beach  Furniture   Co.,  Cornwiall. 

Bell  Fui-niture  Co.,  Southampton. 

iteiiin  Furniture  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  WioO'dstO'Ck. 

Chesiey  Furniture  Co.,  Chesiey. 

Classic  Furnitui'e  Co.,  Strattfiord. 

DoMiinion  Fui'niture  Mifg.  Co.,  St. 
Therese,  Que. 

Durham  i'urn'iture  Co.,  Durham. 

Dymond-Colonial  Co.  's,  Strathroy. 

Eastern  Townships  Furn.  Mt'g.  Co., 
Arthabaska,  Que. 

Geo.  Gale  &  Sons,  Waterville,  Que. 

Gibibard  Furniture  Co.,  Napanee. 

Hepworth  Mfg.   Co.,  Hepworth. 

Hespeliei'  Fui-niture  Co.,  Hespeler. 

Kilgour  &  Bro.,  Beauliarnois,  Que. 

Kneeiitel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesiey. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

A.  Maleolim  Furniture'  Co.,  Kincar- 
dine. 

Meaford  Mfg.  Co.,  Meaford. 

North  American  Furniture  Co.,  Owen 

,  Soun-d. 
Orillia  Furniture  Co.,  OriUia 
J.  'Oliver  &  Sons,  Ltd.,  Ottawa. 
Spiesz  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
S't.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Toronto  Furniture  Co.,  Toronto. 
Vieitoriaville  Furniture  Co.,  Victoria- 
ville, Que. 
Windsor  Fuj-uiture  Co.,  Windsor,  N.S. 

DRESSERS  AND  WASHSTANDS 
(Odd) 

Alaska  B.C.  Bedding  Co.,  Vancouver. 

M.  F.  Beach  Co.,  Winchester. 

Bell  Furniture  Co.,  So'utihampton. 

Berlin  Furniture  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Gliassic  Furniture  Co.,  S'tratford. 

Cro'wn  Furniture  Co.,  Preston. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Durham  Furniture  Co.,  Durh.am. 

Dymond-Colonial  Co.  's,  Stratihroy. 

Eastern  Townsliips  Furniture  Mfg. 
Co.,  Arthaibaska,  Que. 

Geo.  Gale  &  Sons,  Waterville,  Que. 

Gibbard  Furniture  Co.,  Napanee. 

Harriston  Furniture  Mfg.  Co.,  Har- 
riston. 

Hej)Worth  Mfg.  Co.,  Hepworth. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesiey. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Markdiale  Furniture  Co.,  Ma.rkdale. 
Meaford  Mfg.  Co.,  Meafo-rd. 
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Mt'Gill  Chair  Co.,  Ooriivvall. 
.).  Oliver  &  Son,  Ltd.,  Ottawa. 
Spies/,  Furniture  Co.,  Hanover. 
St.  Lawrence  Furniture  Co.,  Riviere 

(lu  Lou^),  QueJbec. 
Stratford  Chair  Co.,  Stratford. 
Wiiiidsor  Kii rrii t lire  Co.,  Windsor,  N.S. 

DRESSING  TABLE  DESKS 

Berlin  Furniture  Co.,  Berlin. 

Cauiad'a  Furniture  Manuf  aeturers, 
Ltd.,  W'OO'distoek. 

CliaiSBdc  Furniture  Co.,  Striatford. 

D.yjnoDd-Coiloniial   Co. '.s,  Stratihroy. 

Geo.  Gale  &  Sons,  Wiater\'iMe,  Que. 

Kneehtel  Furniture  Co.,  Hanover. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

National  Talble  Co.,  Owen' Sound. 
Miatcolm    &    Soiiter    Furniture  Co., 

Hiamiiilton. 
St.  Lawrence  Furniture  Co.,  Riviere 

(lu  Loup,  Quebec. 
Meaford  Mfg.  Co.,  Meaford. 

HAMPERS 

ALaska  B.C.  Bedilino;  (!o.,  Vancouver. 
Canada     Furniture  Mannfacturers, 
Ltd.,  Woodistoek. 

IRON  BUNKS 

Alaska   Beddiiif;   Co.,  Winnipeg. 
Ala.sika  B.C.  Bedilinif;  Co.,  Vancouver. 
Alaska  Feather  and  Down  Co.,  Mont- 
real. 

Geo.  Gale  «S:  Sons,  Waterville,  Que. 

Ideal  Bedding  Co.,  Toi^onto. 

lve«  Modern  Bedistea-d  Co.,  Cornwall. 

LADIES'   DRESSING   TABLES  (Odd 

or  to  match  Dressers  and  Stands) 
M.  F.  Beach  Co.,  Winchester. 
Beacih  Furniture  Co.,  GornwaM. 
Bell  Fumiiture  Co.,  Southampton. 
Berlin  Furniture  Co.,  Berlin. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstoick. 
Classic  Furniture  Co.,  Stratford. 
Crown  Furniture  Co.,  Preston. 
Durham  Furniture  Co.,  Durham. 
Dyinond-Coloniai    Co.'s,  Stnathroy. 
Eastern    Town.ships    Furniture  Mfg. 

Co.,  Arthabaska,  Que. 
Geo.  Gale  &  Sons,  Waterville,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
Hesipeler  Furniture  Co.,  Hespeler. 
Knechtel  Furniture  Co.,  Hanover. 
Kruig  Bros,  &  Co.,  Chesiey. 
Stratford  Ohair  Co.,  Stratford. 
Malcolm    &    Souter     Furniture  Co., 

Hamilton. 

And.  jNialcolm  Furniture  Co.,  Kincar- 
dine. 

Meaford  Mfg.  Co.,  Meaford. 
J  Oliver  &  Son,  Ltd.,  Ottawa. 
Spiesz  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

MATTRESSES 

Alaska  Bedding  Co.,  Winnipeg. 
Alaska  B.C.  Bedding  Co.,  Vancouver. 
Alaska  Feather  and  Down  Co.,  Mont- 
real. 

Antiseptic  Bedding  Co.,  Toronto. 
Berlin  Bedding  Co.,  Toronto. 
Bothw,ell  Mfg.  Co.,  Bothwell. 
Canada     FHirniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Feather  and  Mattress  Co., 

Toronto. 
Clai'k  Mattress  Co.,  Toronto. 
Dymon'd-Colonial   Oo.'s,  Strathroy. 
Eidimonton    Tent   and    Mattress  Co., 

Edmonton. 
Fis'C'hman  Mattress  Co.,  Toronto. 
Geo.  Gale  &  Sons,  Waterville,  Que. 
Gold    Medal    Furniture    Mfg.  Co., 

Toronto. 

Golden  Fleece  Bedding  Co.,  Toronto. 


Ham  &  Nobt  Co.,  Brantford. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Keystone  Bedding  Co.,  London,  Ont. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knecihtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
J.  B.  Larose,  Hull,  Que. 
F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 
Ontario  Spring  Bed  and  Mattress  Co., 
London. 

Peterboro  Mattress  Co.,  Peterboro. 
Quality  Mattress  Co.,  Waterloo. 
Quebec  Mattress  Co.,  Quetoec. 
Restmore  Mfg.  Co.,  Vancouver. 
Schreiter  &  Co.,  Berlin. 
Standard  Bedding  Co.,  Toronto. 
St.  Lawreu'ce  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Spiesz  Furniture  Co.,  Hanover. 
Thomson  Matrfress  Co.,  Montreal. 
Victoriaviile   Bedding  Co.,  Viictoria- 

ville. 

Whitworth  &  Restall,  Toronto. 

PILLOWS 

Alaska  Bedding  (Jo.,  Winnipeg. 
Alaska  B.C.  Bedding  Co.,  Vancouver. 
Alaska  Feathei'  and  Down  Co.,  Mont- 
real. 

Antiseptic  Bedding  Co.,  Toronto. 
(Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Feather  and  Mattresis  Co., 

Toronto. 

F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 

Geo.  CTa\e  &  Sons,  Waterville. 

Ideal  Bedding  Co.,  Toronto. 

Ives  ]\Iodern  Bedstead  Co.,  Cornwall. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

Krug  Bros.  &  Co.,  Chesley. 

Munro  Wire  Works,  Ltd.,  New  Glias- 
gow,  N.S. 

Ontario  Spring  Bed  and  Mattress 
Co.,  London. 

Quality  Mattress  Co.,  Berlin. 

Restmore   Mfg.  Co.,  Vancouver. 

Standard  Bedding  Co.,  Toronto. 

Spiesz  Furniture  Co.,  Hanover. 

Toronto  Feather  and  Down  Co.,  To- 
ronto. 

Victoriaviile   Beilding   Co.,  Victoria- 

\  iile,  Que. 
Whitworth  &  Restall,  Toronto. 

WARDROBES 

Alasita  B.C.  Bedding  Co.,  Vancouver. 

Berlin  Interior  Hardwood  Co.,  Berlin. 

Berlin  Furniture  Co.,  Berlin. 

M.  F.  Beach  Co.,  Wiiwhester. 

Oanada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Oollie-Cockerill  Mfg.  Co.,  Aurora. 

(Jrown  Furniture  Co.,  Preston. 

Czerwinski  Box  Co.,  Winnipeg. 

Dominion  Furniture  Mf|g.  Co.,  St. 
Tiherese,  Que. 

Eastern  Townships  Furniture  Mfg. 
Co.,  Arthaibaska,  Que. 

Elmira  Interior  Woodwork  Co.,  El- 
mi  ra. 

Hep'worth  Mfg.  Co.,  Hepworth. 

Hespeler  Furniture  Co.,  Hespeler.  ' 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

Malicobn  &  Souter  Furniture  Co., 
Hamilton. 

And. -Malcolm  Furniture  Co.,  Kincar- 
dine. 

Mark  dale  Furniture  Co.,  Mark  dale. 
Meaford  Mfg.  Co.,  Meaford. 
Moffat  Stove  Co.,  Winnipeg. 
.1.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Peppier  Bros.,  Hanover. 
Spiesz  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Que. 


Dining  Room  Furniture 


BUFFETS,  SIDEBOARDS,  EXTEN 
SION  TABLES,  SIDE  TABLES, 
CHINA  CABINETS,  DINERS. 

Alaska  B.C.  Bedding  (Jo.,  Vancouver. 
.\nthe«  Furniture  Co.,  Berlin. 
M.  F.  Beach  Co.,  Winchester. 
Beacih  Furniture  (Jo.,  Cornwall. 
Bell  Furniture  Co.,  Southamipton. 
(Canada     Furniture  .\ranufacturers, 

Ltd.,  Wood.stoek. 
Classic  Furniture  Co.,  Stratford. 
(Jrown  Furniture  (Jo.,  Preston. 
Durhaim  Furniture  Co.,  Durham. 
(3eo.  Gale  &  Sons,  Waterville,  Que. 
Harriston   Furniture  Mfg  Co.,  Har- 

riston. 

Hepworth  Mfg.  Co.,  Hepworth. 
He.speler  Furniture  Co.,  Hesjieler. 
Hibner  Furniture  Co.,  Berlin. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Lijipert  Furniture  Co.,  Berlin. 
And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 
North  American  Furniture  Co.,  Owen 
Sound. 

.1.  Oliver  &  Sons,  Ottawna. 

Peppier  Bros.,  Hanover. 

Charles  Rogers  &  Sons  Co.,  Toronto. 

Stratford  Chair  Co.,  Stratford. 

Strathroy  Furniture  Co.,  Strathroy. 

St.  Tjawrence  Furniture  Co.,  Riviere 
du  Loup,  Que. 

Tickell  Sons  &  Co.,  Belleville. 

Toronto  Furniture  Co.,  Toronto. 

Victoriaviile  Furniture  Co.,  Victoria- 
viile, Quo. 

Windsor  Furniture  Co.,  Windsor,  N.S. 

Wunder  Furniture  Mfg.  Co.,  Berlin. 

BUFFETS  AND  SIDEBOARDS  (only) 

(Also  sec  Buffets,  etc.). 

Dominion  ITurniture  Mfg.  Co.,  St. 
Tiherese,  Que. 

Eastern  Townships  Furniture  Mfg. 
Co.,  Arthabaska,  Que. 

Gibbard  Furniture  Co.,  Napanee. 

Harriston  Furniture  Mfg.  Co.,  Har- 
riston. 

Kilgour  &  Bros.,  Beauharnois,  Que. 
H.  Krug  Furniture  Co.,  Berlin. 
D.  H.  Langlois  &  Co.,  St.  .lohn 's.  Que. 
Markdale  Furniture  Co.,  Markdale. 
Megantie   Furniture    Co.,  Megantdic, 
Que. 

Orillia  Furniture  Co.,  Orillia. 
Paquet  &  Godbout,    St.  Hyacinthe, 
Que. 

S])iesz  Furniture  Co.,  Ltd..  Hanover. 

CHINA  CABINETS  (Only— Odd  or  to 
match  Sideboards  and  Buffets) 

Berlin  Furniture  Co.,  Berlin. 
Crown  Furniture  Co.,  Preston. 
Dominion    Furniture    Mfg.    Co.,  St. 

Tiherese,  Que. 
Eastern   Townships   Furniture  Mfg 

Co.,  Arthabaska,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
H.  Krug  Furniture  Co.,  Berlin. 

CURATES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 
H.  Krug  Furniture  Co.,  Berlin. 
Toronto  Furniture  Co.,  Toronto. 

DINERS  (only) 

(Also   see.  Buffets,  etc.). 
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EVERY  CLOUD 

HAS  A 
SILVER  LINING 


Turn  the  darl^  cloud 
inside  out  and  shaJ^e 
some  of  the  silver 
into  your  cash  box. 


^  At  the  front  with  Medium  Priced  Goods  for  several  years,  has  had  its  advance 
guard  out  after  the  most  popular  designs  in  the  latest  Period  Furniture.  You 
can't  make  a  mistake  by  keepmg  a  well  assorted  stock  of  medium  priced,  well 
finished  goods  on  your  floor. 

^  Complete  suites  for  Dining  Room,  Bedroom  and  Library  will  be  a  feature  of  the 
line  the  coming  season. 

^  William  and  Mary,  Jacobean,  Adams,  Louis  XVI,  all  up  to  the  Meaford 
standard  at  the  right  price  to  get  trade. 


THE 

MEAFORD 
MANUFACTURING 
COMPANY 
LIMITED 


MEAFORD 
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Bacitz  Bros.  &  Co.,  Berlin. 
Rail  Fiiniiturp  Co.,  Hanover. 
Chesley  Ohair  Co.,' Chesley. 
Cihesloy  Furniture  Co.,  Che>sley. 
F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Elimiria  Furniture  Co.,  Elinira. 
Fraserville    (Jhair    Co.,    Riviere  (hi 

Loup,  Que. 
Oid'dinpjs,  lAid.,  Granibv,  Que. 
Golil  Medial  Furniture  Co.,  Toronto. 
H.  Kru<;  Furniture  Co.,  Berlin. 
Joilin  C!.  Mundell  &  Co.,  Flora. 
MeCill  (^lair  Co.,  Cornwiall. 
National  Furniture  Co.,  Berlin. 
Neustadt  Mig.  Co,  Neustadt. 
North  Aimeriean  Beiit  Chair  Co.,  Owen 

Sound. 

Owen  Sound  Chair  Co.,  Owen  Sound. 
Presiton  Ohair  Co.,  Preston. 
Roxton  Mill  &  Chair  Co.,  Waiterloo, 
Que. 

Sehienlioltz  FHimiture  Co.,  New  Haim- 
huTg. 

Stanfold   Chair   Mfg.   Co.,  Stanfold, 
Quebec. 

Victoriiaville  Chair  Co.,  Vi>ct'ori'a\alle. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

DINING  ROOM  TABLES  (not  adjust- 
able) 

Canada     Furniture  ^Vlannfa.rturers, 

Ltd.,  Woodstock. 
Olapsic  Furniture  Co.,  Stratford. 
Chesley  Furniture  Co.,  Ohe.slev. 
Dominion  Furniture  Co.,  St.  Therese, 

Que. 

Flora  Furniture  Co.,  Flora. 
H.  Kiniw  Furniture  Co..  Berlin. 
Krus  Bros.  &  Co.,  Chesley. 
Nationial  Table  Co.,  Owen  Sound. 

EXTENSION  TABLES  (odd) 

(Also  see  Buffets,  etc.). 
Baird  Bros.,  Plattsville. 
Berlin  Table  Mfg.  Co.,  Berlin. 
Ohesley  Furniture  Co.,  Chesley. 
Dominion    Furniture    Mf"'.    Co.,  St. 

Tlierese,  Que. 
Eastern  Towns'hips  Furniture  Co.,  Ar- 

th  aba  ska,  Que. 
Gi-bbard    Furniture    Co.,  Na.panee. 
Harriston  Furniture  Co.,  TTarriiston. 
Kilfrour  &  Bro.,  Beaulharnois,  Que. 
IT.  King  Furniture  Co.,  Berlin. 
Geo.  .T.  Lippert  Ta;ble  Co.,  Berlin. 
Lucknow  Table  Co.,  Lucknow. 
Markdale  Furniture  Co.,  Markdale. 
National  Table  Co.,  Owen  Sound. 
Orillia  Furniture  Co.,  Orillia. 
.T.  Oliver  &  Sons,  Ottawa. 
Sipiesz  Furniture  Co.,  Hanover. 


Parlor  and  Living  Room 


FOR  SPECIAL  LINES,  SUCH  AS  PED 
ESTALS,  TELEPHONE  STANDS, 
ETC.,  SUITABLE  FOR  VARIOUS 
ROOMS,  SEE  NOVELTIES. 

CHESTERFIELDS 

See  upholstcreil  furniture. 

DAVENPORTS 

See  upholstered  furniture. 

MUSIC  CABINETS 

Beach  Furniture  Co,  (Jornwa/11. 
Bell  Furniture  Co.,  Southampton. 
Brantford  Piano  Case  Co.,  Brantford. 
Canada     Furniture  Mannfactiirer.s, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Chesley  Furniture  Co.,  Chesley. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Dominion    Furniture   Mtg.    Co.,  St. 

Therese,  Quo. 
Dymond-Colonial  Co.'s  Strathroy. 
Geo.  Gale  &  Sons,  Waterloo,  Que, 


Gold  Medal  l^urniture  Mfg.  Co,  To- 
ronto. 

Hespeler  Furniture  Co.,  He.speler 
D.  Hibner  Furniture  Co.,  Beriin. 
Kneclite'l  Furniture  Co.,  Hano\'er. 
Malcolm    &    Souter    Furn:tur<^  Co., 
Hamilton 

And.  Malcoitn  l''urniture  Co.,  Kin.i'ar- 
dine. 

Cieo.  MicLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mtg.  Co,  Meafonl 
Newbigging  Cabinet  Co.,  Hamilton. 
North  American  Furnitiire  <'o..  Owen 
Sound. 

('hai-ies  i.'ogers  &  Si.ii.-;  Co,  Tm-onto. 

PARLOR  CTIAIRS  and  ROCKERS 

Sec  rc!'M  ,:nd  upholnero  1  Li;i-nilure. 

PARLOR  SUITES 

See  Uid')lsiered  f n i ixre 

PARLOR  CABINETS 

.M;ilc(ilm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

PIANO  BENCHES 

Knechtel  Fuinitiire  Co.,  Hanover. 
Woeller,  Bolduc  it  Co.,  Waterloo. 

PARLOR  TABLES 

Alaslsu  H.(.'.  Bedding  Co.,  Vancouver. 

Antheis  Furniture  Co.,  Berlin. 

Beach  Furniture  Co.,  Cornwall. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock.- 

Classic  Furniture  Co.,  Stratford. 

Chesley  Furniture  Co.,  Chesley. 

F.  E.  (^oombe  Furniture  Co.,  Kincar- 
dine. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Durham  Furniture  Co.,  Durham. 

Elmira  Furniture  Co.,  Elmira. 

Elora  Furniture  Co.,  Flora. 

Fravne  Furniture  Co.,  Iroquois. 

Gendron  Mfg.  Co.,  Toronto. 

Harriston  Furniture  Mfg.  Co.,  Har- 
riston. 

Hespeler  Furniture  Co.,  Hespeler. 

D.  Hibner  Furniture  Co.,  Berlin. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

Knechtel  Furniture  Co.,  Hanover. 

J.  Kreiner  &  Co.,  Berlin. 

H.  Krug  Furniture  Co.,  Berlin. 

Krug  Bros.  &  Co.,  Chesley. 

D.  H.  Langlois  &  Co.,  St.  John's,  Que. 

Geo.  .J.  Lippert  Table  Co.,  Berlin. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Markdaie  Furniture  Co.,  Markdale. 
Meafoi-d  Mfg.  Oo.,  Meaford. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
J.  Oliver  &  Sons,  Ottawa. 
Orillia  Furniture  Co.,  Orillia. 
Peppier  Bros.,  Hanover. 
Strathroy  Furniture  Co.,  Strathroy. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Toronto  Furniture  Co.,  Toronto. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

PEDESTALS 

Bai't/.  Bios.  &  Co.,  Berlin. 
Beach  Furniture  Co.,  Cornwiail 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Chesley  Furniture  Co.,  Chesley. 
Elmira  Furniture  Co.,  Elmira. 
Elora  Furniture  Co.,  Elora. 


Frayne  Furniture  Co.,  Iroquois. 
Globe  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

D.  Hibner  Furniture  Co.,  Berlin. 

Knechtel  Furniture  Co.,  Hanover. 

•I.  Kreiner  &  Co.,  Berlin. 

Krug  Bros.  &  Co.,  Chesley. 

G.  .1.  Lijipert  Table  Co.,  Berlin. 

Lippert  Furniture  Co.,  Berlin. 

Malcolm  &  Souter  Furniture  Co. 
Hamilton.  ' 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 

Otterville  Mfg.  Co.,  Otterville. 
Peppier  Bros.,  Hanover. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Strathroy  Furniture  Co..  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 
Woeller,  Bolduc  &  Co.,  Waterloo. 


Library  ancj  Den  Furniture 

BOOKCASES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
Berlin  Furniture  Co.,  Berlin. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canada  Office  and  School  Furniture 

Co.,  Preston. 
Classic  Furniture  Co.,  Stratford. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Domininon  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Elniina  Interior  Woodwork  Co.,  El- 
mira. 

Gii>bard  Furniture  Co.,  Napanee. 
Gloibe  Furniture  Co.,  Waterloo. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
.1.  Kreiner  &  Co.,  Berlin. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Berlin. 
Lippert  Furniture  Co.,  Berlin. 
And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Markdale  Furniture  Co.,  Markdale. 

G.  McLagan  Furniture  Co.,  Stratford. 
Meaford  Mfg.  Co.,  Meaford. 

North  American  Furniture  Co.,  Owen 
Sound. 

Charles  Rogers  &  Sons  Co.,  Toronto. 
Strathroy  Furniture  Co.,  vStrathroy. 
St.  LawTence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Spiesz  Furniture  Co..  Hanover. 
Toronto  Furniture  Co.,  Toronto. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

BOOK  STANDS 

(See  Magazine  Backs). 

BOOKCASES  (Sectional) 

Cniiada  Fuiniture  Manufacturers, 
Ltd.,  Woodstock. 

Classic  Furniture  Co.,  Stratford. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 

Elmira  Interior  Woodwork  Co.,  El- 
mira. 

Globe-Wernicke  Co,.  Stratford. 
D.  Hibner  Furniture  Co.,  Berlin. 
Knechtel  Furniture  Co.,  Hanover. 
George     Mcljagan     Furniture  Co., 
Stratford. 

CARD  AND  DEN  TABLES 

.Alaska  B.C.  Bedding  Co.,  Vancouver. 
Baetz  Bros,  &  Co.,  Berlin, 
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The    Twins*'  Have  Been  Doubling  Sales 


Begin  the  Year  With  "  Twins  " 

That  the  public  want  something  different  and  better  in  Extension 
Tables  is  forcibly  shown  in  the  remarkable  increase  in  Twin 
Pedestal  Extension  Tables  sales  during  the  present  year  since  we 
have  been  giving  extensive  publicity  to  their  superior  features. 


Our  Trial  Offer 
is  Still  Open 

For  those  dealers  who  did  not 
take  advantage  of  last  month  s 
opportunity  we  agam  offer  our 
No.  55742  "Twin"  Pedestal 
Table  m  plam  oak  with  42-inch 
top  extending  to  6  feet  at  $9.75. 

Did  You  Ever  Hear  of  a 
Better  Bargain  7 


No.  55742  at  $9.75  net 


Helps  to  Dealers 


We  supply  dealers  with  an  attractive  line  of  selling  helps,  including 
a  wide  range  of  window  cards,  picture  slides  for  use  in  motion 
picture  shows,  newspaper  cuts  of  Tables  and  street  car  advertising. 

Don 't  Neglect  the  Above  Offer 


The  Chesley  Furniture  Company,  Limited 

Chesley  :  Ontario 


m 
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Bell  Furniture  Co.,  South)ami)toii. 
Canad/a     Furniture  Manufacturers, 

Ltd.,  Woodstoek. 
Chesley  Furniture  Co.,  Chesley. 
Classic  Furni-ture  Co.,  Stratford. 

F.  E.  Coomibe  Furniture  Co.,  Kincar- 
dine. 

IvLmira  Furniture  Co.,  Flmira. 

Gendron  Mfg.  Co.,  Toronto. 

Geo.  Gale  &  Sons,  Waterville,  Que. 

Hespeler  Furniture  Co.,  Hesx)eler. 

Hourd  &  Co.,  London. 

D.  Hibner  Furniture  Co.,  Berlin. 

Knechtel  Furniture  Co.,  Hanover. 

.7.  Kreiner  &  Co.,  Berlin; 

Krug  Bros.  &  Co.,  Ohesley. 

H.  Krug  Furniture  Co.,  Berlin. 

G.  .1.  Lippert  Table  Co.,  Berlin. 
Malrolni    &    Soutor    Furniture  Co., 

Hamilton. 
And.  Makolin  Furniture  Co.,  Kincar- 
dine. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 
Montreal  Upholstering  Co.,  Montreal. 
J.  C.  Mundell  &  Co.,  Flora. 
Niaitional  Table  C'o.,  Owen  Sound. 
North    Aimeriean    Bent    Chair  C!o., 

Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 

Otterville  Mfg.  Co.,  Otterville. 
Snyder  Bros.,  Upholstering  Co.,  Wat- 
erloo. 

Stratford  Mfg.  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
Walker  &  Cleigg,  Winghaim. 
Westport    Woodworking   Co.,  West- 
port,  Ont. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

CELLARETTES 

C'aiiada  Furniiture  Manuf  aeiturers, 
Ltd.  Woodstock. 

Clasisie  Furniture  Co.,  Stratford. 

Dymond-Colonial  Co. 's,  Stratihroy. 

Hespeler  Furniture  Co.,  He.sj)eler. 

J.  Kreiner  &  Co.,  Berlin. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

J.  C.  Mundell  &  Co.,  Flora. 
North  American  Furni'ture  Co.,  Owen 
Sound. 

Toronto  Furniture  Co.,  Toronto. 

CHAIRS  and  SETTEES 

See  upholstered  tuiiiiture. 

COUCHES 

See  upholstered  furniture. 

DAVENPORTS 

Sei'  ujiholstereil  turniture. 

DESKS,  LIBRARY 

Ant'hes  Furniture  Co.,  Berlin. 

Baetz  Bros.  &  Co.,  Berlin. 

Baird  Bros.,  Plafctsville. 

Canada     Furtiiture  Manufacturers, 

Ltd.,  Woodstock. 
Canada  Office  and  School  Furniture 

Co.,  Preston. 
Classic  Furniture  Co.,  Stratford. 
F.  E.  Coombe  Furniture  Co.,  Kincar-  ' 

dine. 

Dominion  Furniture  Co.,  St.  Therese, 
Que. 

Dymond-Colonial  Co. 's,  Strathroy. 
Eimira  Interior  Woodwork   Co.,  El- 
mira. 

Gibhard  Furniture  Co.,  Napanee. 
Globe-Wernicke  Co.,  Stratford. 
Krug  Bros.  &  Co.,  Chesley. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Berlin. 
Lippert  Furniture  Co.,  Berlin. 
Markdale  Furniture  Co.,  Markdale. 


Meaford  Mfg.  Co.,  Meaford. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

.J.  C.  Mundell  &  <'o..  Flora. 
National  Table  Co.,  Owen  Sound. 
North  American  Fui-niture  (Jo.,  Owen 
Sound. 

Preston  Furniture  Co.,  Preston. 
Strathroy  Furniture  Co.,  Strathroy. 
Wuinler  Furniture  Mfg.  Co.,  Berlin. 

LIBRARY  TABLES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
Anthes  Furniture  Co.,  Berlin. 
Baetz  Bros.  &  Co.,  Berlin. 
Beach  Furniture  Co.,  Cornwall. 
Bell  Furniture  Co.,  Southampton. 
Berlin  Furniture  Co.,  Berlin. 
Berlin  Office  &  Fixture  Co.,  Berlin. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canada  OfiSce  and  Srhool  Furniture 

Co.,  Preston. 
Chesley  Furniture  Co.,  Chesley. 
Classic  Furniture  Co.,  Stratford. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 

F.  E.  Cooinbe  Furniture  Co.,  Kincar- 
dine. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Durham  Furniiture  Co.,  Durham. 

Dymond-Coloniai  Co.'s,  Strathroy. 

Eimira  Furniture  Co.,  Elniira. 

Eimira  Interior  Woodwork  Co.,  Ei- 
mira. 

Hespeler  Fuiniture  Co.,  Hespeler. 
D.  Hibner  Furniture  Co.,  Berlin. 
Kilgour  &  Bros.,  Ltd.,  Beauharnois, 
Que. 

Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Berlin. 
H.  Krug  Furniture  Co.,  Berlin. 
Krug  Bros.,  &  Co.,  CJhesley. 

G.  .7.  Lijiiiert  Table  Co.,  Berlin. 
And.  I\[ali-olim  Furniture  Co.,  Kincar- 
dine. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Fui-niture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 
.7ohn  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Peppier  Bros.,  Hanover. 

C.  Rogers  &  Sons  Co.,  Toronto. 
Spiesz  Furniture  Co.,  Hanover. 
Snyder  Bros.  TTphotstering  Co.,  Wat- 
erloo. 

Stratford  Chair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
Tororrto  Furniture  Co.,  Toronto 
Walker  &  Clegg,  Wingiham. 
Waterloo  Furniture  Co..  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Fui-nitm-e  Mfg.  Co.,  Beidin. 

MAGAZINE  RACKS  AND  STANDS 

Haet/.  I-510S.,  Berlin. 

Bell  Furniture  Co.,  Southampton. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Office  and  School  Furniture 
Co.,  Preston. 

Ohesley  Furniture  Co.,  Chesley. 

Clas'sic  Furniture  Co.,  Stratford. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 

Dymond-Cononial  Co.'s,  Strathroy. 

Eimira  Interior  Woodwork  Co.,  Ei- 
mira. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

D.  Hiliner  Furniture  Co.,  Berlin. 
Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Berlin. 

H.  Krug  Furniture  Co.,  Berlin. 


Krug  Bros.  &  Co.,  Chesley. 
Lippert  Furniture  Co.,  Berlin. 
Ami.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

J.  C.  Mundell  &  Co.,  Elora. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 

Preston  Chair  Co.,  Preston. 
Snyder  Bros.  Upiholstering  Co.,  Wat- 
erloo. 

Strathroy  Furniture  Co.,  Strathroy. 
Walker  &  Clegg,  Wingiham. 
Wunder  Furniture  Mfg.  Oo.,  Berlin. 

MORRIS  CHAIRS 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
J.  P.  Albrough  &  Co.,  Ingersoll. 
Ganiada     Furniture  Manufa.tturers, 
Ltd.,  Woodstoek 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Ellis  Furniture  Co.,  Ingersoll. 

Farquharson-Gififord  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Hachborn  &  Co.,  Berlin. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Ohesley. 

H.  Krug  Furniture  Co.,  Berlin. 
Lippert  Furniture  Co.,  Berlin. 
Walter  Mead  &  Co.,  Hanover. 
Morlo'ck  Bros.,  Hanover. 

.1.  C.  Mundell  &  Co.,  Elora. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Standard  Upholstering  Co.,  Toronto. 
Victoriaville   Bedding   Co.,  Victoria- 
ville. 

Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

SMOKERS'  SETS 

F.  E.  Coomibe  Furniture  Co.,  Kincar- 
dine. 

Knechtel  Furniture  Co.,  Hanover. 
And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Meaford  Mtf.g  Co.,  Meaford. 
.1.  C.  Mundell  &  Co.,  Elora. 
North  American  Furniture  Co.,  Owen 
Sound. 

National  Table  Co.,  Owen  Sound. 

WRITING    TABLES    AND  SECRE- 
TARIES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
Anthes  Furniture  Co.,  Berlin. 
Baetz  Bros.  &  Co.,  Berlin. 
.  Bell  Furniture  Co.,  Southampton. 
F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canada  Office  &  School  Furniture 
Co.,  Preston 

Ohesley  Furniture  Co.,  Chesley. 

Classic  Furniture  Co.,  Stratford. 

Dominion  Furniture  Mfg.  Co..  St. 
Therese,  Que. 

Durham  Furniture  Co.,  Durham. 

Eimira  Furniture  Co.,  Eimira. 

Eimira  Interior  Woodwork  Coo..  Ei- 
mira. 

Kilgour  &  Bro.,  Beauiharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
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I  Pleasing  Period  Patterns  at  | 
I  Reasonable  Prices  I 


No.  155  Suite— Gum^T  Pieces,  Complete  194.25  (List) 


The  above  suite  is  one  of  the  results  of  our  efforts  to  provide 
attractive,  modish  designs  at  prices  that  w^ill  make  them  popular. 
Notice  the  well  balanced,  good  looking  outlines  and  the  ex- 
cellent details  of  the  design.  Imagine  this  suite  in  a  dark  brown 
American  Walnut  Finish,  rubbed  dull,  or  Mahogany  Finish 
or  White  Enamel  and  then  look  at  the  price  (subject  to  our 
usual  catalog  discount.)  Wouldn't  it  look  fine  in  your  show 
window,  on  your  sales  floor  or  in  your  customer's  home — 
Get  in  Hne  with  the  other  wise  storekeepers  and  order  it  at  once. 


I     THE  KNECHTEL  FURNITURE  CO.  | 

I  LIMITED  i 

I  HANOVER  ONTARIO  I 
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Krug  Bros.  &  Co.,  Ohesley. 
H.  Krug  Furniture  Co.,  Berlin. 
G.  J.  Lippert  Table  Co.,  Berlin. 
And.  Malcolm  Fu'rniture  Co.,  Kinear- 
dine. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Markd.ale  Furniture  Co.,  Markdale. 

Meaford  Mfg.  Co.,  Me^aford. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

J.  C.  Mundell  &  Co.,  Flora. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Niational  Table  Co.,  Owen  Bound. 
North  American  Furniture  Co.,  Owen 
Sound. 

Snyder  Bros.  Upliolstering  Co.,  Wat- 
erloo. 

Spiesz  Furniture  Co.,  Hanover. 
Stratford  Ohair  Co.,  Stratford. 
Rtrathroy  Furniture  Co.,  Stra^broy. 
St.  Lawrence  Furniture  Co.,  Eiviere 

du  Lfoup,  Que. 
Toronto  Furniture  Co.,  Toronto. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 


Hall  Furniture 


CONSOLE  TABLES  AND  MIRRORS 

Baetz  Bros.  &  Co.,  Berlin. 

Canada.  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Hes'peler  Furniture  Co.,  Hespeler. 

H.  Krug  Furniture  Co.,  Berlin. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

National  TaJble  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 

Wunder  Furniture  Mfg.  Co.,  Berlin. 
HALL  CHAIRS 

Baetz  Bros.  &  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Classic  Furniture  Co.,  Stratford. 

F.  E.  Coom.be^  Furniture  Co.,  Kincar- 
dine. 

Elmira  Furniture  Co.,  Elmira. 
He&peler  Furniture  Co.,  Hespeler. 
D;  Hibner  Furniture  Co.,  Berlin. 
Krug  Bros.  &  Co.,  Ohesley. 
H.  Krug  Furniture  Co.,  Berlin. 

C.  P,  Gilinias  &  Frere,  Three  Rivers, 
Que. 

McGill  Ohair  Co.,  Cornwall. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

J.  0.  Mundell  &  Co.,  Flora. 

North    American    Bent     Chair  Co., 

Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 

Preston  Chair  Co.,  Preston. 
Stianfold   Chair   Mfg.   Co.,  Stanfold, 
Que. 

Stratford  Ohair  Co.,  Stratford. 
Wunder  Furniture  Co.,  Berlin. 

HALL  CLOCKS 

Baetz  Bros.  &  Co.,  Berlin. 
Berlin  Furniture  Co.,  Berlin. 
Elimira  Interior  Woodwork  Co.,  El- 
mira. 

J.  C.  Mundell  &  Co.,  Flora. 
HALL  SEATS  AND  MIRRORS 

Anthes  Furniture  Co.,  Berlin. 
Canada     Furniture  Manufacturers, 

Ltd.,  Wood'stock. 
Classic  Furniture  Co.,  Stratford. 
Ohesley  Furniture  Co.,  Ohesley. 
Dymond-Colonial  Co.'s,  Strathroy. 

D.  Hibner  Furniture  Co.,  Berlin, 
H.  Krug  Furniture  Co.,  Berlin, 
Krug  Bros.  &  Co.,  Ohesley, 


Lippert  Furniture  Co.,  Berlin. 
Geo.  McLagan  Furniture  Co.,  Strat- 
.  ford. 

Meaford  Mfg.  Co.,  Meaford. 
Markdiflle  Furniture  Co.,  Markdale. 
North  American  Furniture  Co.,  Owen 

Sound. 
Pepjiler  Bros.,  Hanover. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
.Tafmes  Smart  Mfg.  Co.,  Brockville. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

HALL  TREES 

Bact/,  Bros.  &  Co.,  Berlin. 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Ohesley  Furniture  Co.,  Ohesley. 
Collie-Cockerill  Mfg.  Co.,  Aurora, 
Geo.  Gale  &  Sons,  Waterville,  Que. 
Hespeler  Furniture  Co.,  Hespeler. 
D.  Hibner  Furniture  Co.,  Berlin. 
Ideal  Bedding  Co.,  Toronto. 
H.  Krug  Furniture  Co.,  Berlin, 
Lindsay   Library    &   Office  Fittings, 

Lindsay. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

.1.  C.  Mundell  &  Co.,  Flora. 

Meaford  Mfg.  Co.,  Meaford. 

National  Table  Co.,  Owen  hound. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

North  American  Furniture  Co.,  (Jwen- 
Sound. 

Pejijiler  Bros.,  Hanover. 

Snyder  Bros.  TTpholstering  Co.,  Wat- 
erloo. 

Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

HALL  RACKS 

.\nthes  Furniture  Co.,  Berlin. 
Chesley  Furniture  Co.,  Chesley. 
Canada     Furniture  Manufacturers, 

Ltd..  Woodstock. 
Classic  Furniture  Co.,  Sf.ratford. 
Dominion   Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Dymond-Colonial   Co.'s,  Strathroy. 
D.  Hibner  Furniture  Co.,  Berlin. 
Kilgour    Bros.    &    Co.,  Beauharnois, 

Que. 

Lip-pert  Furniture  Co.,  Berlin. 
Meaford  Mfg.  Co.,  Meaford. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Peppier  Bros.,  Hanover. 

St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Wunder  Furniture  Co.,  Berlin. 

UMBRELLA  STANDS 

.\nthes  Furniture  Co.,  H"rlin. 

Berlin  Interior  Hardwood  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock 

Classic  Furniture  Co.  Stratford. 

Chesley  Furniture  Co.,  Chesley. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dymond-Colonial  Co  's,  Strathroy, 
Ei.'n  .'n  Furnltuir    Co..  Klniirn 
Elmira  Interior  Woodwork   Co.,  El 
mira. 

Flora  Furniture  Co.,  Flora. 

Glaeser  &  Leinberger,  Hanover. 

Hesrieler  Furniture  Co.,  Hespeler. 

.7.  Kriener  &  Co.,  Berlin. 

H.  Krug  Furniture  Co.,  Berlin. 

Knechtel  Furniture   Co.,  Hanover. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 
.1.  C.  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 


North  American  Furniture  Co.,  Owen 
Sound. 

Peppier  Bros.,  Hanover. 

Snyder  Bros.  UpQiolstering  Co.,  Wat- 
erloo. 

St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 


Kitchen  and  Laundry 


BAKE,  AND  IRONING  BOARDS 

Cliesley  Furniture  Co.,  Chesley. 
H.  E.  Furniture  Co.,  Milverton. 
Krug  Bros.  &  Co.,  Chesley, 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CHAIRS 

Ball  Furniture  Co.,  Limited,  The, 
Hanover. 

Canada  Furniture  Manufacturers^ 
I/td.,  Woodstock. 

Chesley  Chair  Co.,  Ltd.,  Chesley. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Domin-ion  Chair  Co.,  Limited,  Bass 
River,  N.S. 

Durham  Furniture  Co.,  Durham. 

Fraserville  Chair  Company,  Fraser- 
ville,  Que. 

C.  P.  Gilinas  &  Frere,  Three  Rivers, 
Que. 

Giddings,  Limited,  Granby,  Que. 
Harriston  Furniture  Mfg.  Co.,  Har- 
riston. 

D.  Hibner  Furniture  Co.,  Berlin. 
Kilgour    Bros.    &    Co.,  Beauharnois, 

Que. 

Krug  Bros.  &  Co.,  Chesley. 
Knechtel  Furniture  Co.,  Hanover. 
McGill  Chair  Co.,  Cornwall. 
North    American    Bent    Ohair  Co., 

Owen  Sound. 
Neustadt  Mfg.  Co.,  Neustadt. 
J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Roxton  Mill  &  Chair  Co.,  W.aterloo, 

Que. 

Otterville  Mfg.  Co.,  Otterville. 
Stanfold   Chair  Mfg.  Co.,  Stanfold, 
Que. 

George  Valliere,  Quebec,  Que. 

Victoria ville  Chiair  Co.,  Limited,  Vic- 
torin^'ille,  Que. 
CLOTHES  DRIERS 

Stratford  Atfg.  Co..  Stratford, 
CLOTHES  WRINGERS 

J.  H.  Connor  &  Sons,  Ottawa, 

CUPBOARDS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock, 
Durham  Furniture  Co,,  Durham, 
Eastern    Townships    Furniture  Mfg. 

Co.,  Arthabaska. 
H.  E.  Furniture  Co.,  Milverton, 
Harriston  Furniture  Mfg.  Co.,  Har- 
riston. 

Hepworth  Mfg.  Co.,  Hepworth. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
J.  Oliver  &  Sons,  Ottawa. 
St.  Lawrence  Furniture  Co.,  Rivier« 
du  Loup,  Que. 

KITCHEN  CABINETS 

Canada  Furniture  !^Lmufactu^ers, 
Ltd.,  Woodstock. 

Eastern  Townships  Furniture  Mfg. 
Co.,  Artha.baska,  Que 

Haul  &  Nott,  Brantford. 

Harriston  Furniture  IMfg.  Co.,  Har- 
riston. 

Hepworth  Mfg.  Co.,  Hepworth. 
Hourd  &  Co,,  London. 
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Made  in  Canada  Nothing  Better  Anywhere 


FEATURE  A 

Kitchen  Cabinet  Window 

We  Help  You  Create  Sales 

Nothing  will  interest  your  women  customers  so  quickly  as  a  labor 
saving  kitchen  convenience.  Place  an  order  now  for  "Knechtel"  Kitchen 
Cabinets  and  fit  up  your  window.  It  will  bring  business  to  your  store 
as  it  has  to  others.  We  will  supply  any  dealer  with  a  photo  of  an  easily 
arranged  Kitchen  Cabinet  Window  together  with  1  6  display  cards. 

Some  of  the  Features  That 
Make  the  Sale 

All  panels  in  doors,  gables,  back,  etc.,  are  3-ply 
built  up  stock  which  cannot  warp. 

The  flour  bin  is  removable  and  tilts  forward  for  fill- 
ing. Has  a  neat  oval  glass  spyport  to  show  contents. 

Note  the  handy  rack  on  right  hand  lower  door 
for  holding  flavoring  extract  bottles. 

The  sliding  extension  top  is  our  latest  improved 
type.    Cannot  warp  or  get  out  of  order. 

Base  has  a  dust  shield  immediately  below  the  slid- 
ing top.  This  prevents  any  dust  or  dirt  from  get- 
ting into  the  inside  of  the  case  when  the  top  is 
drawn  forward. 

Note  the  tapered  posts  protected  with  nickel 
plated  ferrules.  Prevents  the  legs  from  splitting 
and  adds  greatly  to  the  appearance. 

The  base  is  sanitan  ,  being  raised  off  the  floor  so 
that  it  is  easy  to  sweep  under. 

Height  69  inches ;  size  of  Nickeloid  extension 
top  27  x  41  inch;  Finish,  light  golden  flat; 
Trimmings,  nickel  plated;  Price,  $72.00  list. 
For  enamel  interior  add  $3.75  list. 

Push  the  sale  of  Knechtel  Kitchen  Cabinets. 
They  are  widely  advertised  and  quick  sellers. 

Knechtel  Kitchen  Cabinet  Company 

Selling  Agents : 

The  Knechtel  Furniture  Co.,  Limited,  Hanover,  Ontario 
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H.  E.  Furniture  Co.,  Milverton. 
Kneehtel  Furniture  Co.,  Hano\pr. 
Knechtel  Kitchen  Cabinet  Co.,  Han- 
over 

Krug  Bros.  &  Co.,  C'hesley. 
Markdalc  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
.).  Oliver  &  Sons,  Ottawa. 
Stratford  Mfg.  Co.,  Stratford. 
Thomipson  Kanuck   Kitchen  Cabinet 

Co.,  Belleville. 
Watson,  Ltd.,  Bradford. 

SAFES 

Cianada     Furniture  Manufacturers, 
Ltd.,  Woodistock. 

STOVES  AND  RANGES 

Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamilton. 
Canadian  Heating  &  Ventilating  Co., 

Owen  Sound. 
Clare  Bros.,  Preston. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry    Co.,    Sack  villi 

N.B. 

Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto 
Hall-Zryd  Foundry  Co.,  Hes.peler. 
Hauiilton  Slove  .»^"H.;irc  Co.,  Hamil- 
ton. 

Kir-Ben,  Limited,  Almonte,  Ont. 

MeClary  Mfg.  Co.,  London. 

Moffat  Stove  Co.,  Weston. 

D.  Moore  Co.,  Hamilton. 

Jas.  Smart  Mfg.  Co.,  Brockvill(>. 

Jias.  Stewart  Mfg.  Co.,  Woodstock. 

Supreme  Heating  Co.,  Well  and. 

TABLES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Chesley  Furniture  Co.,  Chesley. 
Gushing  Bros.,  Calgary. 
Czerwinski  Box  Co.,  Winniiieg,  Man. 
Durham  Furni:u.-e  Co.,  Durhcim. 
Eastern  Townships    Furnitin-'^  Mt',2. 

Co.,  Arthabaska,  Que.  ( 
Geo.  Gale  &  Sons,  Waterville,  Que. 
Kilgour  &  Bros.,  Ltd.,  Heauharnois, 

Que. 

Kneehtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Berlin. 

D.  H.  Langlois  &  Co.,  St.  John 's.  Que. 

Lncknow  Table  Co.,  Lueknow. 

Hepworth  Mfg.  Co.,  Hepworth. 

D.  Hibner  Furniture  Co.,  Berlin. 
G.  J.  Lippert  Table  Co.,  Berlin. 
Maydwell  Mfg.  Co.,  Toronto. 
Meaford  Mfg.  Co.,  Meaford. 
Niational  Table  Co.,  Owen  Sounrl. 
J.  Oliver  &  Sons,  Ottawa. 
Peppier   Bros.,  Hanover. 
Spiesz  Furniture  Co.,  Hanover. 

St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Strathroy  Furniture  Co.,  Strathroy. 
Vietoriaville  Furniture  Co.,  Victoria- 

ville.  Que. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
Weiler  Bros.,  Victoria,  B.C. 

TUB  STANDS 

.7.  H.  Connor  &  Sons,  Ottawa. 
REFRIGERATORS 

Eureka  Refrigerator  Co.,  Toronto. 
Ham  &  Nott,  Brantford. 
John  Hillock  &  Co.,  Toronto. 
Sanderson,   Harold,   Co.,  Paris. 
James  Smart  Mfg.  Co.,  Brockville. 

WASHING  MACHINES 

E.  H.  Briggs  Co.,  Winnipeg. 
J'.  H.  Connor  &  Sons,  Ottawa. 
Cumimer-Dowswell,  Hamilton. 
Excello  Motor  Washer  Co.,  Berlii), 
iJep.  C,  Kaitting  &  Son,  Gait, 


D.  Maxwell  &  Sons,  St.  Mary's. 
One  Minute  Washer  Co.,  Toronto, 
.lames  Sni;ii-|   Mfg.  Co..  P.rockville. 

CURTAIN  STRETCHERS 

Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

PORCELAIN  TABLES 

H.  K.  Kuril  it  II  rr  •'(].,  Mih  erton. 

STEP-LADDER  CHAIRS 

Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

TUB  STANDS 

Otterville  Mfg  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 


Bathroom  Furniture 


BATHROOM  FITTINGS 

•  Iriiilrdn   Mfg.  •'().,  Toronto. 

MEDICINE  CABINETS 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
(■Jhesley  Furniture  Co.,  Chesley. 
Czerwinski  Box  Co.,  Winnipeg. 
Dymond-Colonial   Co. 's,  Strathroy. 
Dominion  Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Durham  Furniture  Co.,  Durham. 
Gendron   Mfg.   Co.,  Toronto. 
H.  E.  Furniture  Co.,  Milverton. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Meaford  Mfg.  Co.,  Meaford. 
Miarkdale  Furniture  Co.,  Markdale. 
Matthews  Bros.,  Toronto. 
Maydwell  Mfg.  Co.,  Toronto. 
North  American  Furniture  Co.,  Owen 

Sound. 

.1.  Oliver  &  Sons,  Ottawa. 

St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Que. 

D.  L.  Shafer  Co.,  St.  Thomias. 
MIRRORS 

Si'(i  Novelties. 
STOOLS 

See  Novelties. 


Verandah,  Law^n  and  Camp 


AWNINGS  AND  WINDOW  SHADES 

(ieo.  H.  Hees  &  Sons  Co.,  Toronto. 
Fred  G.  Soper  Co.,  Toronto. 

CAMP  STOOLS 

Ideal  Bedding  Co.,  Toronto. 
Krug  Bros.  &  Co.,  Chesley. 
Maydwell  Mfg.  Co.,  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 
Quebec. 

Stratford  Mfg.  Co.,  Stratford. 
Southampton  Seating  Co.,  Southamp- 
ton. 

CAMP  BEDS  AND  COTS 

(See  Iron  and  Brasis  Beds). 
Colleran  Patent  Spring  Mattress  Co., 
Toronto. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Kindel  Bed  Co.,  Toronto. 
Krug  Bros.  &  Co.,  Chesley. 
Maydwell  Mfg.  Co.,  Toronto. 
.  Otterville  Mfg.  Co.,  Otterville. 
J.  Oliver  &  Sons,  Ottawa. 
Progress  Sj)ring  Bed  Co.,  Montreal. 
Stratford  .Vf-fg.  Co.,  Stratford. 
CHAIRS,  ROCKERS  AND  SETTEES 
Baetz  Bros.  &  Co.,  Berlin. 
F.  Bib'by  &  Co.,  Dun  das. 
Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 


Canadian  Rattan  Chair  Co.,  Vietoria- 
ville, Que. 

Chesley  Chair  Co.,  Chesley. 

Danville  Chair  Co.,  Danville,  Que. 

Fraserville  Chair  Co.,  Fraserville, 
Que. 

Gendron  A'Ifg.  Co.,  Toronto. 
C.  P.  Gilinas  &  Frere,  TTiree  Rivers, 
Que. 

Imperial  Rattan  Co.,  Stratford. 
W.  B.  Jennings,  St.  Thomas. 
Krug  Bros.  &  Co.,  Chesley. 
Malcolm  Co.,  Limited,  Vancouver. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
Royal  Chair  Co.,  Quebec,  Que. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 

Que. 

Siiyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Southampton  Seating  Co.,  Soutihamp- 
ton. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Que/bec. 

Stratford  Mfg.  Co.,  Stratford. 
Jno.  Watson  Mfg.  Co.,  Ayr. 

COUCH  HAMMOCKS 

Alaska  Pcddiug  (.'o.,  Winnif)eg. 
Alaska  B.C.  Bedding  Co.,  Vancouver. 
Alaska  Feather  &  Down  Co.,  Mont- 
real. 

Geo.  Gale  &  Sons,  Waterville,  Que. 
Gait  Robe  Co.,  Gait. 
Ideal  Bedding  Co.,  Toronto. 
Steel  Furnishing  Co.,  New  Glassrow, 
N.S. 

FOLDING  CHAIRS 

Alaska  Bedding  Co.,  Winnipeg. 

Berlin  Interior  Hardwood  Co.,  Berlin. 

Berlin  Office  &  Fixture  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.,  Vietoria- 
ville, Que. 

Canadian  Steel  Specialty  Comi)any, 
Grimsby. 

Chesley  Ohair  Co.,  Chesley. 

Ideal  Bedding  Co.,  Toronto. 

Krug  Bros.  &  Co.,  Cheslev. 

McGill  Chair  Co.,  Cornwall. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

Otterville  Mfg.  Co.,  Otterville. 

Roxton  Mill  &  Chair  Co.,  Waterloo, 
Que. 

Stratford  Mfg.  Co.,  Stratford. 
FOLDING  TABLES 

Alaska  F^.C.  Beilding  Co.,  Vancouver. 

Canada  Furniture  Manufaeturers. 
Ltd..  Woodstock. 

Canadian  Rattan  Chair  Co.,  Vietoria- 
ville, Que. 

Chesley  Furniture  Co.,  Chesley. 

Durham  Furniture  Co.,  Durham. 

Hourd  &  Co.,  London. 

Krug  Bros.  &  Co.,  Chesley. 

National  Table  Co.,  Ow-en  Sound. 

Otterville  Mfg.  Co.,  Otterville. 

J.  Oliver  &  Sons,  Ottawa. 

Roxton  IMill  &  Chair  Co.,  Waterloo. 
Quebec. 

Strathroy  Furniture  Co.,  Strathrov. 
Stratford  Mfg.  Co.,  Stratford. 

HAMMOCKS 

Miniiinion  Hammock  Co.,  Duiin\ille. 
Cair   Robe  Co.,  Oalt. 

LADDERS 

Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.  Co.,  Otterville. 

I  AWN  SEATS  AND  SWINGS 

Canailian  Buffalo  Sled   Co.,  Preston. 
Canadian   Rattan   Co.,  Vivtoriaville, 
Que. 

Danville  Ohair  &  Specialty  Co.,  Dan- 
ville, Que. 
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THE  "KAPOK" 

The  Fastest  Selling  Mattress 

The  "Kapok"  mattress  has  become 
very  popular  and  fast  selling,  owing 
to  it  bemg  of  high  quality  and 
moderate  in  price. 

"Kapok,"  otherwise  known  as  the 
Queen  of  Bedding  Material,  is 
positively  the  lightest,  softest  and 
most  durable  and  comfortable 
mattress  known  to  the  bedding 
industry. 

ORDER  A  SAMPLE  MATTRESS 
TO-DAY  OR  WRITE  FOR  BOOKLET 

The  Canadian  Feather  and 

Mattress  Co.,  Limited 

Toronto  -  Ottawa 


After  the  6bre  has  been  thoroughly  cleaned  and  prepared,  the  tick  is  filled  by 
compressed  atr.  The  above  cut  shows  a  mattress  prepared  for  tufting  and  finishing. 
This  niattiefls  is  now  thirty-six  inches  through  the  middle  and  when  it  is  com- 
pressed to  six  inches,  as  it  is  when  finished,  some  idea  can  be  had  of  its  elasticity, 
yet  it  is  not  hard  or  uncomfortable. 


This  cut  shows  the  finished  KAPOK  mattress.  Notice  its  symmetry  and  beauty. 
Tickings  and  coveiings  of  the  best  qualitv  obtainable  are  used.  They  are  the  latest 
patterns  and  designs,  and  do  rot  contain  any  finishing  substance  to  increasethe  body. 
Our  Imperial  edge  with  six-inch  border,  closely  stitched,  insures  that  our  Mattresses 
always  retain  their  shape,  and  cannot  break  down  on  the  edges  as  Mattresses 
made  of  other  materials  will. 


DEALERS  IN 


Mattress  Makers'  and  Upholsterers'  Supplies 

SAMPLES  AND  PRICES  ON  APPLICATION 


Head  Office  and  Factory : 
Bloor  Street  and  St.  Helen's  Ave. 
TORONTO 


Branch  Warehouse: 
252  St.  James  St. 
MONTREAL 
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J.  C.  Mundell  &  Oo.,  Elora. 
Stratford  Mfg.  Co.,  Stnatford. 
Jiames  Smart  Mfg.  Co.,  Brockville. 
\V.  F.  Vilas,  Cowansville,  Que. 

PARK  SEATS 

Stratford  Mfg.  Co.,  Stratford. 
James  Smart  Mfg.  Co.,  Brockville. 
John  Watson  Mfg.  Co.,  Ayr. 

REED  AND  RATTAN  FURNITURE 

Canada  Furniture  Manufaoturer.s, 
Ltd.,  Woodstock.. 

Canadian  Rattan  Chair  Co.,  Victoria- 
villa,  Que. 

Gendron  Mfg.  Co.,  Toronto. 

Imjierial  Rattan  Co.,  Stratford. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

J.  E.  Smith  &  Co.,  Windsor,  N.S. 

SEAGRASS  FURNITURE 

W.  B.  Jennings  Co.,  St.  Thomas. 
The  Malcolm  Co.,  Vancouver,  B.C. 

WILLOW  FURNITURE 

r.  Bibby  &  Co.,  Dun  das. 
Brantford  Willow  Works,  Brantford. 
Imiperiial  Rattan  Co.,  Stratford. 
Malcolm  Co.,  Limited,  Vancouver. 


Office  Furniture 


BOARDROOM  TABLES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
Berlin  Interior  Hardwood  Co.,  Berlin. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canada  Office   &   School  Furn.  Co., 

Preston. 

Chesley  Furniture  Co.,  Chesley. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
F.  E.  Coombe  Furn.  Co.,  Kincardine. 
ELmira  Interior  Woodwork  Co.,  El-  . 
mira. 

Globe  Furniture  Co.,  Waterloo. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Berlin. 
Krug  Bros.  &  Co.,  Chesley. 
J.  C.  Mundell  &  Co.,  Elora. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
John  B.  Snider,  Waterloo. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Toronto  Furniture  Co.,  Toronto.  . 

BOOKCASES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  €o.,  Stratford. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Globe  Furniture  Co.,  Waterloo. 
Glo'be-Wernicke  Co.,  Stratford. 
D.  Hibner  Co.,  Berlin. 
Knechtel  Furniture  Co.,  Hanover. 
Geo.  McLagan  Furn.  Co.,  Stratford. 
Meaford  Mfg.  Co.,  Meaford. 
North  American  Furniture  Co.,  Owen 

Sound. 

St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Quebec. 
CHAIRS 

Ball  Furniture  Co.,  Hanover. 

Bell  Furniture  Co.,  Southampton. 

Berlin  Interior  Hardwood  Co.,  Berlin. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesley  Chair  Co.,  Chesley. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 

F.  E.  Coombe  Furniture  Co.,  Kin- 
cardine. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Elmira  Interior  Woodwork  Co.,  El- 
inira 


Elmira  Furniture  Co.,  Elmira. 
Fraserville    Chair    Co.,    Riviere  du 

Loup,  Quebec. 
Globe  Furniture  Co.,  Waterloo. 
D.  Hibner  Furniture  Co.,  Berlin. 
Kneahtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Berlin. 
Krug  Bros  &  Co.,  Chesley. 
McGill  Chair  Co.,  Cornwall. 
Jo:hn  C.  Mundell  &  Co.,  Elora. 
North    American    Bent    Chair  Co., 

O'wen  Sound. 
Owen  Sound  Chair  Co.,  Owen  Sound. 
Stanfold   Chair   Mfg.   Co.,  Stanfold, 

Quebec. 

Stratford  Chair  Co.,  Stratford. 
John  B.  Snyder,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

DESKS— FLAT  AND  ROLL-TOP 

Baird  Bros.,  Plattsville. 

Beach  Furniture  Co.,  Cornwall. 

Berlin  Interior  Hardwood  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Elmira  Interior  Woodwork  Co.,  El- 
mira. 

Krug  Bros.  &  Co.,  Chesley. 
Kilgour  &  Bros.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
A.   Malcolm   Furnitui'e    Co.,  Kincar- 
dine. 

Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 

J.  Oliver  &  Sons,  Ottawa. 
Paquet    &    Godbout,    St.  Hyacinthe, 
Que. 

Preston  Furniture  Co.,  Preston. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Strathroy  Furniture  Co.,  Strathroy. 
Stratford  Desks,  Ltd.,  Stratford.' 
John  B.  Snider,  Waterloo. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Lou]),  Que. 
Steel  Equpiment  Co.,  Ottawa. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

DESKS— STANDING 

Berlin  Interior  Hardwood  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Woodstock. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Collie-Cockerill  Mfg.  Co.,  Aui-ora. 

Elmira  Interior  Woodwork  Co.,  El- 
mira. 

Glo'be- Wernicke  Co.,  Stratford. 
Glo'be  Furniture  Co.,  Waterloo. 
Knechtel  Furniture  Co.,  Hanover. 
A.  Malcolm  Furn.  Co.,  Kincardine. 
John  B.  Snider,  Waterloo. 
Stratford  Desks,  Ltd.,  Stratford. 

FILING  CABINETS  AND  SUPPLIES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Collie-Cockerill  M- -  Co,  Aurora 
Clas'sie  Furniture  Co,  Stratford 
Elmira  Interior  Woodwork   Co.,  El- 
mira. 

'  Globe-Wernicke  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Steel  Equipment  Co.,  Ottawa. 

OFFICE  TRUCKS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Czerwinski  Box  Co.,  Winnipeg. 


Elmira  Interior  Woodwork  Co.,  El- 
mira. 

Il('s|ieler  Furniture  Co.,  Hespeler. 

SETTEES 

Berlin  Interior  Hardwood  Co.,  Ber- 
lin. 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co,  Victoria- 

ville.  Que. 
Canada  Offive  &  School  Furniture  Co., 

J'reston. 

Collie-Co'ckerill  Mfg.  Co.,  Aurora. 
Elmira  Interior  Woodwork  Co.,  El- 
mira. 

Elmira  Furniture  Co.,  Elmira 
Globe  Furniture  Co.,  Waterloo. 
Imperial  Rattan  Co.,  Stratford. 
H.  Krug  Furniture  Co.,  Berlin. 
J.  C.  Mundell  &  Co.,  Elora. 
Snyder  Bros.  Upiholstering  Co.,  Wat- 
erloo. 

Walker  &  Clegg,  Wingham. 
STOOLS 

Ball  Furniture   Co.,  Hanover. 

Bell  Furniture  Co.,  Southampton. 

Berlin  Interior  Hardwood  Co.,  Berlin. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesley  Chair  Co.,  Chesley. 

F.  E.  Coomibe  Furniture  Co.,  Kincar- 
dine. 

Danville  Chair  Co.,  Danville,  Que. 
El  mira  Furniture  Co.,  Elmira. 
Elmira  Interior  Woodwork   Co.,  El- 
mira. 

Globe  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Berlin. 

J.  C.  Mundell  &  Co.,  Elora. 

McGill  Chair  Co.,  Cornwall. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

Otterville  Mfg.  Co.,  Otterville. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Quebec. 

TABLES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 

Bell  Furniture  Co.,  Southampton. 

Berlin  Interior  Hardwood  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Chesley  Furniture  Co.,  Chesley. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 

Elmira  Furniture  Co.,  Elmira. 

Elmira  Interior  Woodwork  Co.,  El- 
mira. 

Globe  Furniture  Co.,  Waterloo. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Berlin. 
Krug  Bros.  &  Co.,  Chesley. 
G.  J.  Lippert  Table  Co.,'  Berlin. 
J.  C.  Mundell  &  Co.,  Elora. 
A.   Malcolm   Furniture    Co.,  Kincar- 
dine. 

Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
Preston  Furniture  Co.,  Preston. 
Peppier  Bros.,  Hanover. 
Strathroy  Furniture  Co.,  Strathroy. 
Stratford  Desk  Co.,  Stratford. 
John  B.  Snider,  Watreloo. 
Stratford  Desks,  Ltd.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Quebec. 


January,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


25"- 


Order  This  Cabinet 

Now! 


We  offer  to  the  trade  our  No.  41  "Kitchen- 
aid  "  at  $8.75  net,  F.O.B.  Milverton.  One 
glimpse  of  a  customer  at  this  cabmet  and 
it's  sold.  Your  lady  customers  notice  this  : 

Two  large  bms  (capacity  50  lbs.  each), 
bread  box  with  metal  shdmg  hd,  linen 
drawer,  cutlery  drawer,  roomy  cupboard 
space,  two  sugar  bins,  copper  trimmings, 
golden  or  fumed  ElmJ 

The  dealer  who  takes  advantage  of  this 
opportunity  will  reap  a  rich  profit.  The  only 
man  who  can  lose  is  the  man  who  postpones. 

The  H.  E.  Furniture  Company,  Ltd. 


Milverton 


Ontario 


Roomy  and  CoHif  ortaMc 

This  Popular  Windsor  Rocker 


Made  in  nicely  finished  Oak  with 
sohd  seat,  well  braced,  it  is  very  dur- 
able yet  surprisingly  low  in  price. 

Place  it  along  with  others  of  our  staple 
lines  on  your  floors  for  a  brisk  selling. 

Write  for  illustrations  and  prices  of 
our  new  and  profitable  designs. 


No.  1384 


THE 

NORTH  AMERICAN  BENT  CHAIR  CO. 

LIMITED 


OWEN  SOUND 


ONTARIO 
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Snyder  Bros.  Upholstering  Co.,  W'at- 
erloo. 

Windsor  Furniture  Co.,  Windsor,  N.S. 
TYPEWRITER  DESKS 

Ajiaska  B.C.  Bedding  Co.,  Vancouver. 
Baird  Bros.,  Plattsville. 
Berlin  Interior  ELardwood  Co.,  Berlin. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Office  &  Scliool  Furniture 

Co.,  Preston. 
Collie-Coekerill  Mfg.  Co.,  Aurora. 
Dominion    Furniture    Mfg.    Co.,  St. 

Thercso,  (juo. 
Klmira  Interior  Woodwork   Co.,  El- 

mira. 

Glo'be- Wernicke  Co.,  Stratford. 
Kiiechtel  Furniture  Co.,  Hanover. 
A.   Malcolm   Furniture   Co.,  Kincar- 
dine. 

Preston  Furniture  Co.,  Preston. 
.John  B.  Snider,  Waterloo. 
Stratford  Desks,  Ltd.,  Stratford. 

WARDROBES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Canada  Office  &  School  Furniture  Co., 

Preston. 

Knechtel  Furniture  Co.,  Hanover. 
Meaford  Mfg.  Co.,  Meaford. 
Preston  Furniture  Co.,  Preston. 
Peppier  Bros.,  Hanover. 
Stratford  Desks,  Ltd.,  Stratford. 

WASTE  BASKETS 

See  Novelties. 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Eimira  Interior   Woodwork   Co.,  Ei- 

niira. 

Cilobe-Wernicke  ('o.,  Stratford. 
Imiperial  Rattan  Co.,  Stratford. 
Knechtel  FHirniture  Co.,  Hanover. 
H.  Krug  Fuiniture  Co.,  Berlin. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
,T.  C.  Mundell  &  Co.,  Flora. 
Pre.ston  Furniture  Co.,  Preston. 


Church  and  School  Furniture 


ASSEMBLY,  HALL  AND  THEATRE 

Berlin  Interior  Hardwood  Co.,  Berlin 
Berlin  Office  &  Fi.xture  Co.,  Berlin. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Canadian   Steel   Specialty  Company, 

Grimsby. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Cliesley  Chair  Co.,  Chesley. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Dominion  Chair  Co.,  Bass  River,  N.S. 

Fraserville  Chair  Co.,  Fraserville. 

Globe  Furniture  Co.,  Waterloo. 

Ideal  Bedding  Co.,  Toronto. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

J.  Oliver  &  Sons,  Ottawa. 

Owen  Sound  Chiair  Co.,  Owen  Sound. 

Otterville  Mfg.  Co.,  Otterville. 

Royal  Chair  Co.,  Quebec. 

Stratford  Mfg.  Co.,  Stratford. 

Stanfold  Chair  Mfg.  Co.,  Stanfold. 

James  Smart  Mfg.  Co.,  Brockville. 

Valley  City  Seating  Co.,  Dundas. 

BLACKBOARDS 

(ilo'he  Furniture  Co.,  Waterloo. 

CHURCH,  SCHOOL  AND  LODGE 

Berlin  Interior  Hardwood  Co.,  Berlin. 
Berlin  Office  &  Fixture  Co.,  Berlin. 
Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 


Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Canadian    Steel    Sjiecialty  Company, 

Grimsby. 
Globe  Furniture  Co.,  Waterloo. 
.1.  C.  Mundell  &  Co.,  Elora. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
National  Table  Co.,  Owen  Sound. 
J.  Oliver  &  Sons,  Ottawa. 
James  Smart  Mfg.  Co.,  Brockville. 
John  B.  Snider,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Valley  City  Seating  Co.,  Dundas. 
W.  F.  Vilas,  Cowansville,  Que. 
Watson,  Ltd.,  Bradford. 
Westport  School  Furniture  Co.,  West- 

]iort. 

Walker  cV  Clcgg,  Wiii.uhnni. 

LODGE  SETTEES,  PEDESTALS,  AL 
TARS,  ETC. 

Berlin  Office  &  Fixture  Co.,  Berlin. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
McGill  Chair  Co.,  Cornwall. 
Walker  &  Clegg,  Wingham. 
PRAYER  DESKS 

1).  11,  Langlois  &  (Jo.,  St.  .John's,  Que. 


Upholstered  Furniture 


CHESTERFIELDS 

Alaska  B.('.  Bedding  Co.,  Vancouver. 

.1.  J'.  Albrougli  &  Co.,  IngersoU. 

Haetz  Bros  &  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Jitd.,  Woodstock. 

F.  E.  Coomibe  Furniture  Co.,  Kincar- 
dine. 

Farquharson-Ciifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  Ilachl)orn  &  Co.,  Berlin. 
Imperial  Furniture  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
.Jeffries  Furniture  Co.,  Welland. 
II.  Krug  Furniture  Co.,  Berlin. 
Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

\Valker  &  Clegg,  Wingham. 

COUCHES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
.J.  1'.  Albrough  &  Co.,  Ingersoll. 
Alaska  Bedding  Co.,  Winnipeg. 
Alaska  Feather  and  Down  Co.,  Mont- 
real. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Dymond-Colonial  Co.'s,  Strathroy. 

Ellis  Furniture  Co.,  Ingersoll. 

Farquharson-Gifford  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  Hachborn  &  Co.,  Berlin. 
D.  Hibner  Furniture  Co.,  Berlin. 
Imperial  Furniture  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 
.Teffries  Furniture  Co.,  Welland. 
Kindel  Bed  Co.,  Toronto. 
Kilgour  &  Bros.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Berlin. 
Walter  Meads  Upholstering  Co.,  Han- 
over. 

Maple  Leaf  Couch  Co.,  Toronto. 


Montreal  Upholstering  Co.,  Montreal. 
Morlock  Bros.,  Hanover. 
.John  C.  Mundell  &  Co.,  Elora. 
Ontario  Spring  Bed  &  Mattress  Co., 
London. 

Owen  Daveno  Bed  Co.,  Hespeler. 
Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Standard  Uj)holstering  Co.,  Toronto. 
Steel  Furnishing  Co.,  New  Glasgow, 
N.S. 

Victoriaville   Bedding   Co.,  Victoria- 

ville.  Que. 
Walker  &  Clegg,  Wingham. 
Wateiloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

COUCH  FRAMES 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Czerwinski  Box  Co.,  Winnipeg. 

Ellis  Furniture  Co.,  Ingersoll. 

Eimira  Interior  Woodwork  Co.,  El- 
mi  I'a. 

Farquharson-Gifford  Co.,  Stratford. 
Gobi  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Knechtel  Furniture  Co.,  Hanover. 
.James  Steele  &  Co.,  Guelph. 

DAVENPORTS 

Alaska  B.C.  Bedding  Co.,  Vancouver. 

Alaska  Bedding  Co.,  Winnipeg. 

Baetz  Bros.  &  Co.,  Berlin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dymond-Colonial  Co.'s,  Strathroy. 
Eimira  Furniture  Co.,  Eimira. 
Farquharson-Giflord  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  Hachborn  &  Co.,  Berlin. 
Ideal  Bedding  Co.,  Toronto. 
.Jeffries  Furniture  Co.,  Welland. 
H.  Krug  Furniture  Co.,  Berlin. 
Lippert  Furniture  Co.,  Berlin. 
Maiple  Leaf  Couch  Co.,  Toronto. 
Montreal  Upholstering  Co.,  Montreal. 
J.  C.  Mundell  &  Co.,  Elora. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Walker  &  Clegg,  Wingham. 
W^iatpTloo  Furuitiire  Co.,  Waterloo. 

DAVENPORT  BEDS 

(See  also  Iron  and  Brass  Beds). 

Alaska  B.C.  Bedding  Co.,  Vancouver. 

Alaska  Bedding  Co.,  Winnipeg. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Dymond-Colonial  Co.'s,  Strathroy. 

Farquharson-Gifford  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Hachborn  &  Co.,  Berlin. 
Ideal  Bedding  Co.,  Toronto. 
Imjierial  Rattan  Co.,  Stratford. 
Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  Co.,  Berlin. 
Montreal  Upholstering  Co.,  Montreal. 
John  C.  Mundell  &  Co.,  Elora. 
Progress  Spring  Bed  Mfg.  Co.,  Mont- 
real. 

Quality  Furniture  Makers,  Welland. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Stratford  Davenport  Bed  Co.,  Strat- 
ford. 
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G.  L  IRISH 


499  QUEEN  ST.,  W. 
TORONTO,  ONT. 


Manufacturer  and  importer  of  high-class  Alabastine  Statuary, 
Framed  Pictures,  Mirrors,  Mouldings,  Picture  Mat  Board, 

Etc.  Write  for  our  catalogue. 


The  above  illustration  of  statuary  represents  a  selection  of  80  pieces.  We 
are  offering  this  selection  at  $150.00  net.  The  majority  are  big  pieces 
and  run  as  high  in  price  as  $14.25  net,  and  are  assorted  in  ivory,  Antique, 
Art  Gallery,  Natural  Colors  and  French  Bronze.  We  w^ill  confine  our  line 
to  reliable  dealers,  if  not  already  in  your  city,  no  furniture  store  should  be 
without  statuary  or  framed  pictures. 

We  also  make  up  assortments  of  framed  pictures 
to  retail  at  25c,  50c,  75c,  $1.00,  $2.00  and  $3.00 

Write  us  the  amount  you  wish  to  invest 

G.  L.  Irish,  499  Queen  St.  W.,  Toronto,  Ont. 
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Waterloo  Furniture  Co.,  Waterloo. 
Walker  &  Clegg,  Winghain. 

DAVENPORT  FRAMES 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstoelt. 

Pvlmira  Interior  Woodwork  Co.,  El- 
mi  ra. 

Farqubarson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

J.  C.  Mundell  &  Co.,  Flora. 
Snyder  Bros.  Upliolstering  Co.,  Wa- 
terloo. 

Walker  &  Clegg,  Wingliam. 
F.  E.  Coomibe  Furniture  Co.,  Kincar- 
dine. 

DEN  CHAIRS 

.J.  P.  Albrough  &  Co.,  Ingersoll. 
Baetz  Bros.  &  Co.,  Berlin. 
Bell  Furniture  Co.,  Southajnipton. 
Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.j  Kincar- 
dine. 

Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 
Farquharson-GifiEord  Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Bachiborn  &  Co.,  Berlin. 
.Jeffries  Furniture  Co.,  Welland. 
Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Berlin. 
Lipipert  Furniture  Co.,  Berlin. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Maple  Leaf  Coucih  Co.,  Toronto. 
Walter  Meads  Upholstering  Co.,  Han- 
over. 

McGill  Chair  Co.,  Cornwall. 
Meaford  Mfg.  Co.,  Meaford. 
Montreal  U^vholstering  Co.,  Montreal. 
Morlock  Bros.,  Hanover. 
J.  C.  Mundell  &  Co.,  Flora. 
North  American  Furniture  Co.,  Owen 
Sound. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

Owen  Daveno  Bed  Co.,  Hespeler. 

Quality  Furniture  Makers,  Welland. 

Charles  Eogers  &  Sons  Co.,  Toronto. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Standard  Upholstering  Co.,  Toronto. 
Stratford  Chair  Co.,  Stratford. 
Stratiroy  Furniture  Co.,  Stratlhroy. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Boldue  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

DIVANS 

Alaska  Bedding  Co.,  Winnipeg. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Dyimond-ColonLal  Co. 's,  Strathroy. 

Ellis  Furniture  Co.,  Ingersoll. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 
Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  Co.,  Berlin. 
Montreal  Upholstering  Co.,  Montreal. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Snyder  Bros.  Upiholstering  Co.,  Wa- 
terloo. 

Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

blVANETTES 

Alaska  Bedding  Co.,  Winnipeg. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Farquharson-Gifford  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  Haxjliborn  &  Co.,  Berlin. 


Jiindel  Bed  Co.,  Toronto. 
Lippert  Furniture  Co.,  Berlin. 
Montreal  Upholstering  Co.,  Montreal. 
J.  C.  Mundell  &  Co.,  Flora. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Snyder  Bros.  Ujiholstering  Co.,  Wa- 
terloo. 

Wunder  Furniture  Mfg.  Co.,  Berlin. 
LIVING  ROOM  CHAIRS  AND  ROCK- 
ERS 

Imperial  Kattan  Co.,  Stratford. 
LIVING    ROOM    FURNITURE  AND 
SUITES 

J.  F.  Albrough  &  Co.,  Ingersoll. 

Bell  Furniture  Co.,  Southampton. 

Baetz  Bros.  &  Co.,  Berlin. 

Classic  Furniture  Co.,  Stratford. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Eknira  Furniture  Co.,  Elmira. 
Farquharson-GifiEord   Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Gold  Medal  Furniture  Co.,  Toronto. 
Geo.  Hachborn  &  Co.,  Berlin. 
Imperial  Battau  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
JeflEries  Furniture  Co.,  Welland. 
Knechtel  Furniture  Co.,  Hanover. 
Lipipert  Furniture  Co.,  Berlin. 
A.  Malcolm  Furniture  Co.,  Kincardine. 
Morlock  Bros.,  Hanover. 
John  C.  Mundell  &  Co.,  Flora. 
National  Table  Coj^  Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 

Owen  Sound  Chair  Co.,  Owen  Sound. 
Standard  Upholstering  Co.,  Toronto. 
Sehierholtz  Furniture  Co.,  New  Ham- 
burg. 

Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Boldue  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 
LOUNGES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 
Alaska  Feather  &  Down  Co.,  Mont- 
real. 

•J.  P.  Albrouglh  &  Co.,  Ingersoll. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Ellis  Furniture  Co.,  Ingersoll. 

Farquharson-GiHord  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

Montreal  Uifholstering  Co.,  Montreal. 

Knechtel  Furniture  Co.,  Hanover. 

J.  C.  Mundell  &  Co.,  Elora. 

Owen  Daveno  Bed  Co.,  Hespeler. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 
MORRIS  CHAIRS 

See  Library  and  Den  Furniture. 
PARLOR  FRAMES 

Baetz  Bros.  &  Co.,  Berlin. 

Berlin  Specialty  Furniture  Co.,  Ber- 
lin. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Dymond-Colonial    Co.'s,  Strathroy. 

Ellis  Furniture  Co.,  Ingersoll. 

Elmira  Furniture  Co.,  Elmira. 

Elmira  Interior  Woodwork  Co.,  El- 
mira. 

Elora  Furniture  Co.,  Elora. 
Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Berlin. 
Lippert  Furniture  Co.,  Berlin. 
Snyder  Bros.  Upiholatering  Co.,  Wa- 
terloo. 


Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  <fc  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

PARLOR,  RECEPTION  AND  DRAW- 
ING ROOM  CHAIRS  AND  ROCK- 
ERS. 

.J.  1*.  Albrough  &  Co.,  Ingersoll. 

Baetz  Bros.  &  Co.,  Berlin. 

Canada  Furniture  Manuf  acturere, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.,  Victoria- 
ville,  Que. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Dymond-Colonial  Co.'s,  Strathroy. 

Ellis  Furniture  Co.,  Ingersoll. 

Elmira  Furniture  Co.,  Elmira. 

Farquharson-GifiEord   Co.,  Stratford. 

Fraserville  Chair  Co.,  Eiviere  du 
Loup,  Quebec. 

Gendron  Mfg.  Co.,  Toronto. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  H.  Hachborn  &  Co.,  Berlin. 
D.  Hibner  Furniture  Co.,  Berlin. 
Imperial  Furniture  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
Jeffries  Furniture  Co.,  Welland. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Berlin. 
Krug  Bros.  &  Co.,  Ohesley. 
Lippert  Furniture  Co.,  Berlin. 
The  Malcolm  Co.,  Vancouver,  B.C. 
Montreal  Upholstering  Co.,  Montreal. 
Morlock  Bros.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
McGill  Chair  Co.,  Cornwall. 
Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Sehierholtz  Furniture  Co.,  New  Hjann- 
burg. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Quebec. 

Victoriaville  Bedding  Co.,  Victoria- 

ville.  Que. 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Boldue  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

PARLOR  SUITES 

J.  P.  Albrough  &  Co.,  Ingersoll. 
Baetz  Bros.  &  Co.,  Berlin. 

F.  Bibby  &  Co.,  Dundas. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Dymond-Colonial  Co.'s,  Strathroy. 

Danville  Ohair  &  Specialty  Co.,  Dan- 
ville, Que. 

Ellis  Furniture  Co.,  Ingersoll. 

Elmira  Furniture  Co.,  Elmira. 

Farquharson-GifiEord  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Hachborn  &  Co.,  Berlin. 
D.  Hibner  Furniture  Co.,  Berlin. 
.Jeffries  Furniture  Co.,  Welland. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Berlin. 
Lippert  Furniture  Co.,  Berlin. 
McGill  Chair  Co.,  Cornwall. 
Walter  Meads  Upholstering  Co.,  Hian- 

over. 

Morlock  Bros.,  Hanover. 
J.  C.  Mundell  &  Co.,  Elora. 
Sehierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

St.  Lawrence  Furniture  Co.,  Riviere 
^u  Loup,  Que. 
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Greetings 

to  the  Trade 


WE  WISH   TO  CON- 
VEY THROUGH 
THE  MEDIUM  OF 
THIS  PAPER  OUR  SIN- 
CEREST  GOOD  WISHES 
FOR  A  HAPPY  AND 
PROSPEROUS  NEW 
YEAR 


WE  HAVE  MANY  NEW 
FEATURES  FOR  1916 

A  large  variety  of  new  and  attractive 
designs  in  Walnut,  Mahogany  and 
Inlaid  Gum  will  be  on  exhibition  in 
our  factory  showrooms  in  Hamilton 
during  January. 

In  addition  we  will  show  special  de- 
signs in  Bedroom  and  Dining  Room 
Furniture,  Library  and  Bedroom 
Tables  and  Cabinets,  Music  Cabinets, 
and  Ladies'  Desks.  Don't  fail  to  visit  us. 

MALCOLM  &  SOUTER  FURNITURE 
COMPANY,  LIMITED 

HAMILTON  CANADA 

Makers  of  High-GraJe  Furniture 


O J\/f^fi^      Nothing  but  the  best  in  Upholstered 
Ur   IVIOllO      Q^^j^    pi^^^  Reasonable  Prices. 

TO  THE  TRADE: 

Before  placing  your  Spring  order  for  Upholstered  Furniture,  it  will  pay  you  to  visit 
our  Show  Room.  Our  Sample  Room  is  50  x  1 00  feet  and  we  have  all  the  lines  that 
we  manufacture,  on  the  floor.  A  visit  to  our  Show  Room  will  save  you  money. 

tV e  Manufacture  the  following  Lines : 

DIVANETTES  DAVENPORT  BEDS 

COUCHES  LIVING  ROOM  SUITES 

DAVENPORTS  WITH  CHAIRS  TO  MATCH 

Our  new  Circular  will  be  mailed  to  the  trade  on  January  the  20th.  Write  for  it, 
and  your  name  will  be  first  on  our  mailing  list. 

MONTREAL  UPHOLSTERING  CO. 

1611-1613  CLARKE  ST.  MONTREAL 
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Vifttoriaville   Bcclding   Co.,  Victoria- 

ville,  Que. 
Woeller,  Eolduc  &  Co.,  Waterloo. 
Walker  &  Clegg,  Winghairn. 
Waterloo  Furniture  Co.,  Waterloo. 
Wuiuler  Furniture  Mfg.  Co.,  Berlin. 

RECLINING  CHAIRS 

ivipppi't  Kiniiitiirc  Co.,  Berlin. 

Reed  and  Rattan  Furniture 

LIVING  ROOM  SUITES  —  CHAIRS, 
ROCKERS,  SETTEES,  COUCHES, 
FOOTSTOOLS,  TABLES,  DESKS, 
BOOK  STANDS,  FLOWER 
STANDS,  TEA  TABLES,  TEA 
TRAYS,  WORK  BASKETS,  CUR- 
ATES, WASTE  BASKETS, 
CRADLES 

Alaska  B.C.  Bedding  Co.,  Vancouver. 

Canada  Furniture  Manufacturers, 
Ltd.,  Wooflstock. 

Canadian  Rattan  Chair  Co.,  Victoria- 
ville.  Que. 

Gendron  Mfg.  Co.,  Toronto. 

Giddings,  Ltd.,  Granby,  Quo. 

Imperial  Rattan  Co.,  Stratford. 

W.  Hl  Jennings  Co.,  St.  Thomas. 

Kilgour  Bros.,  Beauharnois,  Que. 

Malcolm  Co.,  Limited,  Vancouver. 

J.  E.  Smith  &  Co.,  Windsor,  N.S. 

Novelties  and  Sundry  Lines 

ARTS  &  CRAFTS  FURNITURE 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Classic  Furniture  Co.,  Stratford. 

F.  E.  Coomibe  Furniture  Co.,  Kincar- 
dine. 

Elmira  Interior  Woodwork  Co.,  El- 
mi  ra. 

Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Berlin. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

John  C.  Mundell  &  Co.,  Elora. 
National  TMe  Co.,  Owen  Sound. 
Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Strath  roy  Furniture  Co.,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 

ASBESTOS  TABLE  COVERS 

Canadian  H.  W.  Johns-Manville  Co., 
Toronto. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

BABY  CARRIAGES,  GO-CARTS  AND 
SULKIES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 
Giddings  &  Co.,  Granby,  Que. 
J.  W.  Kilgour  &  Bro.,  Beauharnois, 

Que. 

Lloyd  Manufacturing  Co.,  Berlin. 
Sid-wiay  Mercantile  Co.,  Goderich. 
J.  E.  Smith  &  Co.,  Windsor,  N.S. 

BABY  GATES 

Rock  Island  Mfg.  Co.,  Rock  Island, 
Que. 

BENT  WOOD  FURNITURE 

Canada     FHirniture  Manufacturers, 

Ltd.,  Woodstock. 
John  C.  Mundell  &  Co.,  Elora. 
North    American    Bent    Chair  Co., 
Owen  Sound. 
BREAKFAST  TABLES 

H.  Krug  Furniture  Co.,  Berlin. 

BI-TABLES  (Combination  table  and 
desk) 

Canada  Furniture  Manufacturers, 
Jjtd.,  Wpodstoek. 


BUNGALOW  CHAIRS  AND  SUITES 

Baetz  Bro.s.  &  Co.,  iJerliu. 

Canada     Furniture  Manufacturers, 

Ltd.,  WoodstO'Ck. 
Elmira  Furniture  Co.,  Elmira. 
J.  C.  Mundell  &  Co.,  Elora. 
McGill  Chair  Co.,  Cornwall. 
Walker  &  Clegg,  Winghain. 
W.aterloo  Furniture  Co.,  Waterloo. 

CAMP  FURNITURE 

Alaska  Bedding  Co.,  Winnipeg. 
Ideal  Bedding  Co.,  Toronto. 
Otterville  Mfg.  Co.,  Ottervillo. 
Southampton  Seating  Co.,  Southiamip- 
ton. 

Str;itford  Mfir.  Co.,  Stratford. 
CANDLESTICKS 

11.  Krug  Furniture  Co.,  Berlin. 

CARPETS  AND  RUGS 

Hi  inton  Carj>et  Co.,  Peterboro. 
Canadian  Carpet  Co.,  Milton. 
Canadian   Carpet  &  Comforter  Mfg. 

Co.,  Toronto. 
Dominion  Axminster  Co.,  Toronto. 
Gueipii  Cari)et  Mills  Co.,  Toronto. 
Perth  Caripet  Co.,  Perth. 
Toronto  Carpet  Mfg.  Co.,  Toronto. 
Thomas  Bros.,  Toronto. 

CEDAR  BOXES 

Keenan  Bros.,  Owen  Sound. 
J.  C.  Mundell  &  Co.,  Elora. 
NTational  Table  Co.,  Owen  Sound, 
n.  L.  Shafer  &  Co.,  St.  Thomas. 
Ti.'kell,  Sous  &  Co.,  Belleville. 

CHAIRS  AND  ROCKERS 

.1.  1'.  Alhi-oiigh  &  Co.,  Ingersoll. 

Baetz  Bros.  &  Co.,  Berlin. 

Ball  Furniture  Co.,  Hanover. 

Bell  Furniture  Co.,  Southampton. 

F.  Bibby  &  Co.,  Dundas. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Ghesley  Chair  Co.,  Chesley. 

F.  E.  Coombe.  Furn.  Co.,  Kincardine. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Durham  Furniture  Co.,  Durham. 

Dymond-Colonial  Co.'s,  Strathroy. 

Ellis  Furniture  Co.,  Ingersoll. 

Elmira  Furniture  Co.,  Elmira. 

Fraserville  Chair  Co.,  Riviere  du 
Loup,  Quebec. 

C.  P.  Gilinas  &  Frere,  Three  Rivers, 
Que. 

'  Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  H.  Haohborn  &  Co.,  Berlin. 

D.  Hibner  Furniture  Co.,  Berlin. 
He.sipeler  Furniture  Co.,  Hespeler. 
Tmiperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
Knet'ihtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Berlin. 
Lippert  Furniture  Co.,  Berlin. 
A.  Malcolm   Furniture   Co.,  Kincar- 
dine. 

Morlock  Bros.,  Hanover. 

McGill  Chair  Co.,  Cornwall. 

J.  C.  Mundell  &  Co.,  Elora. 

North    Amerioan    Bent    Ghiair  Co., 

Owen  Sound. 
Neustadt  Mfg.  Co.,  Neustadt. 
Owen  Sound  Chair  Co.,  Owen  Sound. 
Preston  Chair  Co.,  Preston. 
Quality  Furniture  Makers,  Welland. 
Roxton  Mill  &  Chair  Co.,  Waterloo. 

Que. 

Charles  Rogers  &  Sons  Co.,  Toronto. 
Schierholtz  Furniture  Co.,  Neiw  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Quebec. 


Stratford  Chair  Co.,  Stratford. 
Vietoriaville  Chair  Co.,  Victoriaville, 
Que. 

Walker  &  Clegg,  Wingham. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wundcr  Furniture  Mfg.  Co.,  Berlin. 

CHAIRS— Children's 

Hall    Furniture   (Jo.,  Hanover. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesle.y  Chair  Co.,  Ghesley. 

Danville  Chair  Specialty  Co.,  Dan- 
ville, Que. 

Durham  Furniture  Co.,  Durham. 

Fraserville  Chair  Co.,  Riviere  du 
Loup,  Quebec. 

C.  P.  Gilinas  &  Frere,  Three  Rivers, 
Quebec. 

Gendron  Mfg.  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
McGiIl  Chair  Co.,  Cornwall. 
Neustadt  Mfg.  Co.,  Neustadt. 
•^Torth  American  Bent  Chair  Co.,  Owen 
Sou  nd. 

Stanfold  Chair  Mfg.  Co.,  Stanfold,, 
Quebec. 

Stratford  Chair  Co.,  Stratford. 
CHILDREN'S  HIGH  CHAIRS 
Bell  Furniture  Co.,  Southampton 
Canada     Furniture  Manufacturers 

Ltd.,  Woodstock. 
Chesley  Chair  Co.,  Chesley. 

D.  Hibner  Furniture  Co.,  Berlin 
Knechtel  Furniture  Co.,  Hanover. 
McGill  Chair  Co.,  Cornwall. 

Noi-th    American    Bent    Chair  Co 
Owen  Sound.  '' 

North  American  Furniture  Co.,  Owen 
bound. 

^°QuT  ^  Waterloo, 

Stanfold  Chair  Mfg.    Co.,  Stanfold, 

CLOCK  CASES 

Berlin  Furniture  Co.,  Berlin 
Berlin  Office  &  Fixture  Co.,  Berlin 
Llmira  Interior  Woodwork  Co  EI- 
m  i  r  a . 

COMMODE  CHAIRS   (for  adults  and 
children) 

Knechtel  Furniture  Co.,  Hanover. 

CROKINOLE  BOARDS 

Canadian  Buffalo  Sle.l  Co.,  Preston. 

CUSHIONS  AND  FORMS  (Plain  and 
Fancy) . 

Alaska  Bedding  Co.,  Winnipeg. 
Canadian  Feather  &  Mattress  Co.  To- 
ronto. ' 
Canada     Furniture  Manufacturers 

Ltd.,  Woodistock. 
Elmira  Furniture  Co.,  Elmira. 
Ideal  Beddin-r  Co.,  Toronto. 
J.  C.  Mundell  &  Co.,  Elora. 
Toronto  Feather  &  Down  Co.,  Toronto 
Whitworth  &  Restall,  Toronto. 
DESK  TRAYS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 

Elmira  Interior  Woodwork  Co.,  El- 
mira. 

GInbe-Wernii-ke  Co.,  Stratford. 

DOLLS'  BEDS 

Alaska  Bdlding  Co.,  Winnipeg. 

DRAPERIES     AND  UPHOLSTERY 
GOODS 

Daly  <t  Morin,  Montreal,  Que. 
Dominion  Hanjmock  Mfg.  Co.,  Dunn- 
ville. 
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Real 
Live 
Sellers 


"Mersereau"  Beds  are 
dignified  in  appearance 
and  have  proven  a 
very  popular  line. 
Here  are  two  beds 
which  will  keep  your 
salesmen  busy  as  bees. 
If  you  want  a  line  of 
beds  which  will  please 
your  customers  and 
give  you  a  good  profit, 
order  these  now. 


Canadian  Mersereau  Co.,  Limited 


81  Fl 


orence 


Street 


Toronto,  Ont. 


Mighty 

Good 

Values 


"Mersereau"  Beds  are 
well  made  and  the 
materials  used  in  their 
manufacture  are  of 
superior  quality  and 
we  ship  promptly  on 
receipt  of  order.  We 
pack  the  goods  pro- 
pedy  so  that  they 
reach  you  in  good  or- 
der. Get  next  to  the 
Mersereau  Line  for 
1916. 
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DRAPERY  HARDWARE 

Daly  &  Moriii,  Nroiitreal. 

FALL  LEAF  TABLES 

K iK'c'lit el  Kuiiiiturc  Co.,  Hanover. 

FERN  STANDS 

U.  Kiufi  l''iiinitiire  Co.,  Berlin. 

FLOWER  STANDS 

(Janaiia  I'^uriiituro  Manufacturers, 
Ltd.,  Woodstock. 

FOLDING  TABLES 

("See  also  Card  and  Deii  Ta:hles). 
Hoard       Co.,  Tjondon. 
Otterville  Mfg.  Co.,-  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 
National  Table  Co.,  Owen  Sound. 

FOOTSTOOLS 

Oanada  Furniture  Manufacturers, 
Ltd.,  Wood'stoclv. 

F.  E.  Coomibe  Furniture  Co.,  Kincar- 
dine. 

D.rmond-Colonial  Co.'s,  Strathroy. 
Elmira  Furniture  Co.,  Elmira. 
Gold  Med-al  Furniture  Mfg.  Co.,  To- 
ronto. 

Kneehtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co..  Berlin. 

J.  C.  Mundell  &  Co..  Flora. 

NortTi  American  Bent  Chair  Co.. 
Owen  Sound. 

Otterville  Mfg.  Co.,  Otterville. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  T^i|)liolstering  Co.,  Wa- 
terloo. 

Woeller,  Bolduc  &  Co.,  Waterloo. 
FURNITURE  POLISH 

Clements  Mfg.  Co.,  Toionto. 
Domestic  STieci«lty  Co.,  Hamilton. 
Ronuk,  Ltd.,  Toronto. 
St.  Lawrence  Furniture  Co.,  Riviero 

du  Loup,  Quebec. 
Wunder  Furniture  Co.,  Berlin. 

GO-CARTS  AND  CHILDREN'S  SUL- 
KIES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co..  Toronto. 
W.  B.  Jennings  Co.,  St.  TTiomas. 
Sidw.ay  Mercantile  Co.,  GodericTi. 

HOTEL  AND  RESTAURANT  TABLES 

Canadian    Steel  "  Specialty  Company, 

Grimsby. 
Knecli'tel  Furniture  Co.,  Hanover. 
Lucknow  Table  Co.,  Lucknow. 

ICE  CREAM  TABLES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian   Steel   Specialty  Com^pany, 

Grimsby. 
Ohesley  Furniture  Co.,  Chesley. 
Elmira  Furniture  Co.,  Elmira. 
Kneehtel  Furniture  Co.,  Hanover. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
J.  Oliver  &  Sons,  Ottawa. 
St.  Lavsrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 

INVALID  CHAIRS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 
Gendron  Wheel  Co.,  Toledo,  Ohio. 
Otterville  Mfg.  Co..  Otterville. 
Victoriaville  Chair  Mfg.  Co.,  Vietoria- 
ville,  Que. 

INVALID  TABLES 

Maple  Leaf  Bedding  Co.,  Gait. 
National  Table  Co.,  Owen  3ound. 


Otterville  Mfg.  Co.,  Otterville. 
J.  Watson  Mfg.  Co.,  Ayr. 

INVALID  TRAYS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Otterville  Mfg.  Co.,  Otterville. 
.Tno.  Watson  Mfg.  Co.,  Ayr. 

JARDINIERE  STANDS 

Beach  Furniture  Co.,  Cornwall. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Ohesley  Furniture  Co.,  Ohesley. 

Classic  Furniture  Co.,  Stratford. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Dymond-Colonial   Co.'s,  Strathroy. 

Elmira  Furniture  Co.,  Elmira. 

Flora  Furniture  Co.,  Elora. 

Freyne  &  Co.,  Iroquois. 

Gendron  Mfg.  Co.,  Toronto. 

H.  E.  Furniture  Co.,  Milverton. 

Knechtel  Furniture  Co.,  Hanover. 

G.  .T.  Lipnert  Table  Co.,  Berlin. 

Andrew  Malcolm  Furniture  Co.,  Kin- 
cardine. 

Markdale  Furniture  Co.,  Markdale. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mf<?.  Co..  Meaford. 
-L  0.  Mundell  &  Co..  Elora. 
National  Table  Co..  Owen  Sound. 
•T.  Oliver  &  Sons,  Ottawa. 
Penniler  Bros..  Hanover. 
Snvder  Bros.  TTpholstering  Co.,  Wa- 
terloo. 

Strathrov  Furniture   Co..  Strathrov. 
Windsor  Furniture  Co.,  Windsor.  N.S. 
Woeller  Bolduc  &  Co..  Waterloo. 
Wunder  Furniture  Mfg.  Co.,  Berlin. 

KINDERGARTEN  SETS 

Canada  Furniture  Manufacturers, 
Ltd..  Woodstock. 

Canadian  Rattan  Chair  Co.,  Victoria- 
ville. One. 

Cheslev  Chair  Co..  Chesley. 

Dnnville  Chair  &  Specialty  Co..  Dan- 
ville. One. 

Durham  Furniture  On..  Durham. 

Gendron  Mfp-.  On..  Toronto. 

National  Table  Co..  Owen  Sound. 

■T.  Oliver  Xr  Sons.  Ottawa. 

Roxton  Mill  &  Chair  Co..  Waterloo. 
Qu  ebec. 

LADIES'  DESKS 

P-aird  Bros..  Platt«ville. 

Beach  Furniture  Co..  Cornwall. 

Bell  Furniture  Co..  Southampton. 

Berlin  Furniture  Co.,  Berlin. 

Oanada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Classic  Furniture  Co.,  Stratford. 

Crown  Furniture  Co.,  Preston. 

D.  Hibner  Furniture  Co..  Berlin. 

Knechtel  Furniture  Co..  Hanover. 

•T.  Kreiner  &  Co..  Berlin. 

H.  Krucr  Furniture  Co.,  Berlin. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malfolm    &    Souter    Furniture  Co., 

Hamilton. 
l^Tarkdale  Furniture  Co.,  Markdale. 
Opo.  McLarran  Mfg.  Co..  Stratford. 
Menford  Mfsr.  Co..  Meaford. 
-T.  C.  Mnnflell  &  Co..  Elora. 
Nfltionai  T!>ble  Co..  Owen  Sound. 
Sfrathrov  Furniture  Co.  Strathrov. 
W'ndsor  Furniture  Co..  Windsor.  N.S. 

LAMPS  fRppd  and  willow) 

Tini'orial  T?attan  Co.,  Stratford. 
T.^M-pc!   p-M-f-iijles  a"*!  Chandeliers 
<^°ndron  Mfc.  Co..  Toronto. 
Hespeler  Furniture  Co..  Hespeler. 
Imperial  Rattan  Co.,  Stratford. 


Meaford  Mfg.  Co.,  Meaford. 
J.  0.  Mundell  &  Co.,  Elora. 

MANTELS— Wood,  Tile,  Electric 

Khnira   Interior    Woodwork   Co.,  El- 
mira. 

MIRRORS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
G.  L.  Irish  &  Co.,  Toronto. 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.,  Toronto. 

MOPS  (Polish  and  dry) 

(Moments  Mfg.  Co.,  Toronto. 

MOULDINGS  &  PICTURE  FRAMES 

G.  L.  Irish,  Toronto. 

S.     Knechtel     Wood     Turning  Co., 

Southamyiton. 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.,  Toronto. 
Reliance  Moulding  Co.,  Kingston. 

NOVELTY  CURTAINS 

Daly  &  Morin,  Montreal. 

ORIENTAL  MATS  AND  RUGS 

.Malcolm    Cfi.,  Liniited,  Vancouver. 

PATRIOTIC  CHAIRS 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

PICTURES  &   FRAMING  SUPPLIES 

G.  Tj.  Irish  &  Co..  Toronto. 
Matthews  Bros.,  Toronto. 
Phillijjs  Mfg.  Co.,  Toronto. 

PIANO  LAMPS  (Reed  and  willow) 

Imperial  Rattan  Co.,  Stratford. 

PILLOW  SHAM  HOLDERS 

TarhoN-  Bros.,  Toronto. 

SANITARY  COUCHES 

Kindcl  Bed  Co.,  Toronto. 

SCREENS 

Otterville  INifg.  Co.,  Otterville. 

SEWING  TABLES 

Oanada     Furniture  Manufacturers. 

Ltd.,  Woodstock. 
Classic  Furniture   Co.,  Stratford. 

H.  Krug  Furniture  Co.,  Berlin. 
.7.  0.  Mundell  &  Co..  Elora. 

North    American    Bent    Ohair  Co., 

O-wen  Sound. 
National  Table  Co.,  Owen  Sound. 
Stratford  Mfg.  Co.,  Stratford. 

SHIRT  WAIST  BOXES 

Imperial  Rattan  Co.,  Stratford. 
D.  L.  Shafer  &  Co.,  St.  Thomas. 

SILVER  CHESTS 

Brantford  Piano  Case  Co.,  Brantford. 
SLIP  ON  CHAIR  COVERS 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

SMOKING  CABINETS 

Bell  Furniture  Co.,  Southamipton. 
Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furn.  Co.,  Kincardine. 
Dymond-Colonial  Co.'s,  Strathroy. 

J.  Kreiner  &  Co.,  Berlin. 
H.  Krug  Furniture  Co.,  Berlin. 
A.   Malcolm   Furniture   Co.,  Kincar- 
dine. 

Geo.   McLagan    Furniture   Co..  Ltd., 

Stratford. 
Meaford  Mfg.  Co..  Meaford. 
John  O.  Mundell  &  Co.,  Elora. 
Nortih  American  Furniture  Co.,  Owen 

Sound. 

STATUARY 

G.  L.  Irish  &  Co.,  Toronto  fall  kinds). 
Lippert  Furniture  Co.,  Berlin  (wood). 

TABLES— DAVENPORT  END 

H.  Krug  Furniture  Co.,  Berlin. 
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THE  "HYGIENIC"  LINE 


LEE-BURRELL 


There's  a  lot  of  satisfaction  in  giving  every 
■  customer  a  little  more  than  their  money 
buys.  Better  values  in  material  and  work- 
manship. This  is  made  possible  when  you 
sell  the  Hygienic  Line. 

Exceptional  manufacturing  facilities  make 
possible  lower  prices  without  any  way  inter- 
fering with  the  quality  of  materials  used. 

Try  these  grades.  You'll  find  them  quick  sellers 
with  a  profitable  turnover  that  will  agreeably 
surprise  you. 


REX 


REGENT 


The  Standard  Bedding  Company 

Mattress  Specialists 
27-29  Davies  Ave.  Toronto,  Ontario 


TABOURETTES 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstoick. 

Ctesley  Furniture  Co.,  Chesley. 

Dymond-Colonial  Co.'s,  Strathroy. 

Elimira  Furniture  Co,.  Elmira. 

Flora  Furniture  Co.,  Flora. 

Kneohtel  Furniture  Co.,  Hanover. 

G.  J.  Lippert  Table  Co.,  Berlin. 

Lippert  Furniture  Co'.,  Berlin. 

Andrew  Malcolm  Furniture  Co.,  Kin- 
cardine. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 

J.  C.  Mundell  &  Co.,  Flora. 

N'ortli  American  Furniture  Co.,  Owen 

Sound. 
Peppier  Bros.,  Hanover. 
Strathroy  Furniture  Co.,  Strathroy. 
Woeller  Bolduc  &  Co.,  Waterloo. 
Wiinder  Furniture  Mfg.  Co.,  Berlin. 

TAPESTRY  CURTAINS 

Dominion  Hammock  Mfg.  Co.,  Dunn- 
ville. 

TEA  STANDS 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 
TEA  TRAYS 

See  also  Eeed  and  Rattan  Furniture. 
Berlin  Furniture  Co.,  Berlin. 
Canada'    Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Toronto  Furniture  Co.,  Toronto. 

TEA  TABLES 

(See  Card  and  Den  Tables). 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 


•Jcnilron  Mfg.  Co.,  Toronto. 
Malcolm    &    Souter    Furniture  Co., 

Haimilton. 
G.  McLagian  Furniture  Co.,  Stratford. 
National  Table  Co.,  Owen  Sound. 
.  Phillips  Mfg.  Co.,  Toronto. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

TEA  WAGONS 

Canada  Furniture  Manufaoturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

TELEPHONE  CABINETS 

Berlin  Interior  Hardwood  Co.,  Berlin. 

CoUie-Cockerill  Mfg.  Co.,  Aurora. 

Canadian  OfSee  &  School  Furniture 
Co.,  Preston. 

Czerwinski  Box  Co.,  Winnipeg. 
TELEPHONE  STANDS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 

Classic  Furniture  Co.,  Stratford. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dymond-Colonial  Co.'s,  Strathroy. 
Elmira  Furniture  Co.,  Elmira. 
D.  Hibner  Furniture  Co.,  Berlin. 
A.   Malcolm   Furniture   Co.,  Kincar- 
dine. 

J.  C  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 
TEA  COSIES 

Toronto  Feather  &  Down  Co.,  Toronto. 

TRAYS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Matthews  Bros.,  Toronto. 


TOY  SETS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.,  Victoria- 

ville.  Que. 
Chesley  Furniture  Co.,  Oh&sley. 
Gendron  Mfg.  Co.,  Toronto. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
J.  Oliver  &  Sons,  Ottawa. 

UMBRELLA  STANDS 

Canada     Finn  itii  re  Manufacturers, 
Lt<l.,  Woodstock. 

VACUUM  SWEEPERS  &  CLEANERS 

J.  H.  Connor  &  Sons,  Ottawa. 
Clements  Mfg.  Co.,  Toronto. 
Onward  Mfg.  Co.,  Berlin. 

WAGONS  AND  SLEDS  (Children's) 

Canadian.  Buffalo  Sled  Co.,  Preston. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg>  Co.,  Toronto. 

WASTE  PAPER  BASKETS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Oflflce  &  School  Furn.  Co., 

Preston. 

Dymond-Colonial   Co.'s,  Strathroy. 
Elmira  Interior  Woodwork  Co.,  El- 
mira. 

Gendron  Mfg.  Co.,  Toronto. 
Globe- Wernicke  Co.,  Stratford. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Berlin. 
Malcolm    &    Souter    Furniture  Co., 
J.  C.  Mundell  &  Co.,  Elora. 
North    American    Bent     Chair  Co., 

Owen  Sound. 
Snyder  Bros.  Upholstering  Co.,  Wa-  ' 

terloo. 
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WINDOW  SHADES 

it  Mdi'ili,  Montreal. 

WORK  BASKETS 

(Canada     Furniture  Manufafiturers, 
Ltd.,  Woodstock. 


Factory  Supplies 


ALUMINUM  CAULS 

British  Aluminum  Co.,  Toronto. 

ART  WOOD  STAINS 

Adams  it  J'Jlting  Co.,- Ohicago. 
Marietta  I'aint  &  Color  Co.,  Marietta, 
Ohio. 

BED  FASTENERS 

.Jas.  Smart  Mfg.  Co.,  Brockville. 

BRASS  TRIMMINGS 

Hahn  Brass  Co.,  New  Hamburg. 
Stratford  Brass  Co.,  Stratford. 

CASTERS 

John  Duer  &  Sons,  Baltimore,  Md. 
Foster  Merriman  Co.,  Meriden,  Conn. 
.James  Smart  Mfg.  Co.,  Brockville. 
l^niversal  tlaster  &  Foundry  Co.,  New 
York. 

J  no.  Watson  Mfg.  Co.,  Ayr. 

HOUSE  FURNISHING  FABRICS 

Col. I  M.'(l;il  Funiituiv  Mfg.  < 'n.,  To- 
ronto. 

Rioharil  Haworfh  Co.,  Limited,  Man- 
chester, Kng. 

Stonards,  Ltd.,  Paternoster  Bldgs., 
London,  K.C,  England. 

Thomas  Brothers,  Toronto. 

CLAMPS 

B;ita\  ia  ('la-imp  Co.,  Batavia,  N.Y. 
.l;irnos  Smart  Mfg.  Co.,.  Brockville. 

CURLED  HAIR 

Delani'v  &  I'cttit,  Toronto, 
(iritiin  Cur]('(l   Hair  Co.,  Toronto. 
DOWELS  AND  DOWEL  PINS 

S.  Knec.htel  Wood-turning  Co.,  South- 
!ini|itoii. 
DRY  KILNS 

(iiaud   Hapids  Diy  Kiln   Co.,  Grand 

Rapids,  Micih. 
Morton  Dry  Kiln  Co.,  Chicago. 

FURNITURE  HARDWARE 

flahn  Brass  Co.,  New  ILiaiiliurg. 
James  Smart  Mfg.  Co.,  Brockville. 
Stratford   Brass   Co.,  Stratford. 

FURNITURE  SHOES 

Onward  Mfg.  Co.,  Berlin. 
Stratford  Brass,  Co.,  Stratford. 

GLASS  AND  MIRRORS 

Hcidin  Plate  Glass  &  Mirror  Co.,  Ber- 
lin. 

(Consolidated  Plate  Glass  Co.,  Toronto. 
Excelsior  Plate  Glass  Co.,  Toronto. 
Hobibs  Mfg.  Co.,  London. 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.,  Toronto. 
Toronto  Plate  Glass  Co.,  Toronto. 

HAIR  SUBSTITUTES 

F.  W.  &  S.  ]\[a<son,  St.  Andrews,  N.B. 

FURNITURE  CARVINGS 

.1.  Walter  &  Sons,  Berlin. 

DRAW  KNOBS 

.1.  Walter  &  Sons,  Berlin. 

GLUE 

Berlin  Glue  Co.,  Berlin. 
Canada  Glue  Co.,  Brantford. 
Delaney  &  Pettit,  Toronto. 
Snap  Co.,  Montreal. 

GLUE  JOINTING  MACHINES 

Canadian  LiiidciinMn  Co..  Woodstock. 

KITCHEN  CABINET  ACCESSORIES 

American  Can  Co.,  Hamilton. 


American  Nikeloid  Co.,  Peru,  Ind. 
Northern  Aluminum  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Hamilton. 

LADDERS 

Stiatford  Mfg.  Co.,  Stratford. 
LEATHER  SUBSTITUTES 

British  Leather  Cloth  Mfg.  Co.,  Man- 
chester, Eng. 

Du  Pont  Fabrikoid  Co.,  Toronto. 

Farquharson-Gifford  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Laekawianna  Leather  Co.,  Hacketts- 

town,  N.J. 
Marlatt  &  Armstrong,  Oakville. 
Peerless  Leather  Co.,  Berlin. 
Textileather  Co.,  New  York,  N.Y. 

MIRRORS  AND  GLASS 

Berlin  Plate  Glass  Co.,  Berlin. 
Consolidated  Plate  Glass  Co.,  Toronto. 
Excelsior  Plate  Glass  Co.,  Toronto. 
Hobbs  Mfg.  Co.,  London. 

OFFICE  STOOL  SCREWS 

.las.  Snii.-irt  Mfg.  Co..  Brockville. 
PAINT  MILLS 

.1,-is  Smart  Mfg.  (Jo.,  Brockville. 
PLATIKG 

P.  L.  RclMM-tson  :\lfg.  Co.,  Milton. 

PLATE  GLASS  FOR  DESK,  TABLE, 
DRESSER,  SIDEBOARD  TOPS 

C(,iis<didati'd  Phitc  (ila>s  Co.,  Toronto. 

REVOLVING  AND  TILTING  CHAIR 
FIXTURES 

Jas.  Smart  Mfg.  Co.,  Brockville. 

RIVETS    (Iron,   Copper,   Brass,  Alum- 
inum) AND  SCREWS  (Wood) 

P.   P.   Rol.citsoii   Mf;;.  Co.,  .Milton. 

SCHOOL  DESK  CASTINGS 

.las.  Smart  Mfg.  ('o.,  Brockville. 

SANDPAPER 

Dcdaney  &  Pettit,  Toi'onto. 
SPRINGS 

.\laska  Feather  and  Down  Co.,  Mont- 
real. 

(ioid  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ideal  Bed<ling  (Jo.,  Toronto. 
National  Spring  Co.,  Windsor. 
James  Steele  &  Co.,  Guelph. 
.lames  Smart  Mfg.  Co.,  Brockville. 
WatiM-loo   Spi'iiig   Co.,  Waterloo. 

TABLE  SLIDES 

National  Table  Co.,  Owen  Sound. 
B.  Walter  &  Co.,  Wabash,  Ind. 
TRUCKS 

.lames  Smart  Mfg.  Co.,  Brockville. 
J.  Watson  Mfg.  Co.,  Ayr. 

UPHOLSTERERS'  SUPPLIES 

(ioid  Aleilal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Hees  &  Son,  Toronto. 
Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Thomas  Brothers,  Toronto. 

UPHOLSTERERS'  SPRINGS 

.las.  Steele  &  (Jo.,  (iuel|>h. 
VARNISHES 

Adamis  &  Elting,  (Chicago. 
Ault  &  Wiborg,  Toronto. 
Dougall  Varnish  Co.,  Montreal. 
Glidden  Varnish  Co.,  Toronto. 
Imperial  Varnish   &  Color   Co.,  To- 
ronto. 

International  Varnish  Co.,  Toronto. 
R.  C.  Jamieson  &  Co.,  Montreal. 
Scarfe  &  Co.,  Brantford. 
Sherwin-Williams  (Jo.,  Montreal. 


Standard  Paint  &  Varnish  Co.,  Wind- 
sor. 

VENEERS 

Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEERED  PANELS 

Hay    \    Co..  Woodstock. 

VENEER  PRESSES 

Wm,   I;.   Perrin,  Toronto. 

VENEERS,  PANELS  AND  LUMBER 

Des  Arc  Veneer  ic  Lumber  Co.,  Des 

Arc,  Arkansas. 
Grand  Rapids  Veneer  Works,  Grand 

R^upids,  Mich. 
Henry    S.    Holden,    Grand  Rapids, 

Mich. 

Geo.  W.  Hartzell,  Piqua,  Ohio. 

Indiana  Veneer  &  Lumber  Co.,  In- 
dianapolis, Ind. 

J.  .T.  Nartzik,  Chicago,  111. 

Tl^nderwood  Veneer  Co.,  Wausau,  Wis. 

Wisconsin  Timber  &  Land  Co.,  Ma- 
toon,  Wis. 

WASHERS 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
•  lames  Smart  Mfg.  (Jo.,  Brockville. 
WIRE  NAILS 

P.  P.  Kohertson  Mfg.  Co.,  Milton. 

WIRE  (Bright  or  annealed) 

P.  L.  Hohertso)!  .^rfo.  Co..  Milton. 

WOODWORKING  MACHINERY 

Berlin  Machine  Works,  Hamilton. 
(Janadian  Linderman  Co.,  Woodstock. 
I'^'eston  Woodworking  Machinery  Co., 
Preston. 

WOOD  DRAWER  KNOBS 

S.   I\' ii(>cliti'l   Woo.  1 1  III  rii  Mg  Co.,  South- 
am  I  it. 111. 
WOODWORKERS'  VISES 

.las.  Smai't  Mfg.  (Jo.,  Brockville. 

Store  Equipment 


BANK,  OFFICE  &  STORE  FITTINGS 

Berlin  Interior  ilar.lvvoo.l  (Jo.,  Berlin. 

Berlin  Office  &  Fixture  Co.,  Berlin. 

(lameron  &  Campbell,  Toronto. 

(Jzerwinski   Box  Co.,  Winnijieg. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

(Jollie-Coekerill  Mfg.  Co.,  Aurora. 

Walker  Bin  &  Store  Fixture  Co.,  Ber- 
lin. 

CARPET  AND  RUG  RACKS 

Steel  Furnishing  Co.,  New  Glasgow, 
N.S. 

COUNTER  STOOLS 

(Janada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
North    American    Bent  ,  Chair  Co., 

Owen  Sound. 
Otterville  Mfg.  Co.,  Otterville. 
James  Smart  Mfg.  (Jo.,  Brockville. 

RUG  DISPLAY  RACKS 

Steel  Furnishing  Co.,  New  Glasgow, 
N.S. 

John  H.  Best,  (Jialva,  111. 
SHOW  CASES  &  SILENT  SALESMEN 

Berlin  interior  Hardwood  Co.,  Berlin. 

(Janadian  Office  &  School  Furniture 
Co.,  Preston. 

Kent-McClain  Co.,  Ltd.,  Toronto. 

Knechtel  Furniture  Co.,  Hanover. 

Newbiggiug  Cabinet  Co.,  Hamilton. 

Walker  Bin  &  Store  Fixture  Co.,  Ber- 
lin. 

STORE  FRONTS 

K;i\\  iii'i'i    Mfg.  Co..  Cuelph. 

TABLE  DISPLAY  RACK 

Strathroy  Furniture  Co.,  Strathroy. 
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Furniture  Exhibition  News 

Preparations  are  complete  for  large  and  interesting 
exhibits  of  well-known  furniture  by  the  leading 

manufacturers  of 

Berlin  —-  Waterloo —Elmira 

At  their  Factory  Showrooms 

During  January  1916 

The  successful  furniture  buyers  realize  that  a  visit  to  these 
exhibits  is  a  profitable  education.  Never  before  have  we 
shown  a  greater  variety  of  new  designs  than  will  be  ready  for 
your  inspection  in  January  for  the  coming  season.  No  dealer 
can  afford  to  miss  seeing  them. 

Consult  this  directory  of  leading  exhibitors  and  announcements  on  pages  following 


Baetz  Bros.  Furniture  Co.,  Berlin 

Dining  room  chairs,  bedroom  chairs,  parlor  frames, 
bungalow  and  living  room  furniture. 

H.  Krug  Furniture  Co.,  Berlin 

Jacobean,  full  line ;  office  chairs,  den  furniture  and 
fancy  parlor  tables,  etc. 

Kreiner  &  Co.,  Berlin 

Library  tables,  den  furniture,  parlor  tables,  bookcases 
and  ladies'  desks,  Jacobean  furnituie. 

Lippert  Table  Co.,  Berlin 

Dining  room  tables,  library  tables,  table  lamps, 
pedestals  and  candlesticks. 

Lippert  Furniture  Co.,  Berlin 

Parlor  frames,  den  furniture,  living  room  furniture, 
diners,  f*ncy  odd  chairs,  automatic  reclining  chairs, 
bedroom  chairs  and  rockers. 


Wunder  Furniture  Co.,  Berlin 

Hall  furniture,  parlor  furniture,  and  dining  chairs, 

Snyder  Bros,,  Waterloo 

Living  room,  den  and  parlor  furniture. 

Waterloo  Furniture  Co.,  Waterloo 

Mahogany  and  birch  parlor  suites,  living  room  chairs, 
fancy  rockers,  and  Morris  chairs. 

Elmira  Furniture  Co.,  Elmira 

Dining  chairs,  den  furniture,  fancy  rockers  and  parlor 
tables. 

Elmira  Interior  Woodwork  Co.,  Elmira 

Mantels,  oak  and  mahogany ;  library  and  writing 
tables. 
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ANNOUNCEMENT 


We  take  great  pleasure  in 
announcing  to  our  many 
friends  that  a  complete  line 
of  our  product  will  be  on 
display  during 

January  and  February 

19  16 

at  our  factory  showroom 
and  extend  a  very  cordial 
invitation  to  the  trade  to 
call  and  inspect  our  line. 


THE  K  KRUG  FURNITURE  CO. 

LIMITED 

BERLIN  ONTARIO 
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IVe  extend  a  special 
invitation  to  the  Furn- 
iture Trade  to  visit  our 
immense  permanent 
showrooms  during  the 
month  of  January. 
Our  exhibit  will  con- 
tain numerous  new 
designs  which  we  are 
sure  will  interest  you. 


No.5133X  Chair 


■if  •  -   ■  g^g'.t      '                                                                 .  H   -     !IT.mTSt 

No.  5132X  Chesterfield 


SNYDER  BROS.  UPHOLSTERING  CO. 

WATERLOO  ONTARIO 
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We  Lad  B 


ecause 


We  Specialize 


iiilllll II III*" 

ini#W  ii  H  II  I*  'I* 
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By  specializing  on  Parlor 
Suites  and  by  concentra- 
ting on  ten  popular  de- 
signs we  have  produced 
values  absolutely  unequal- 
led in  Canada. 

The  numerous  repeat 
orders  for  these  ten  de- 
signs are  the  result  of 
comparisons  on  your 
floors. 


Come  and  see  us  any  time  during  January. 
We  have  a  display  worth  seeing.  Always 
new  and  up-to-the-minute. 


A  Display  in  Our  Permanent  Factory  Showroom 


Waterloo  Furniture  Company,  Limited 


Waterloo 


Ontario 


January,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


39 


lijiitiimnitiii  iiiiicuiriiiiiiiKtH 
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New  Features  of  the 

Wunder  Line 

^^UR  complete  line  of  Living 
Room,  Hall  and  Dming 
Room  Furniture  will  be  on  exhibi- 
tion in  our  factory  showrooms 
during  January. 

Over  one  third  of  our  floor  space 
will  be  devoted  to  attractive  new 
lines.  We  invite  you  to  visit  this 
exhibition  and  can  assure  you  it 
will  be  well  worth  your  while. 

The  Wunder  Furniture  Co. 


Limited 


Berlin 


Ontario 


■ii!mmnaii]miiiiiiiiwi»um«itiiiiiiiini(!iiMii»i]irimitiM«imiUMuiHur[]iiiimriiniM^^^   nnmointinniDiirmuiniutitiiniiiimd  iiiBitiiiiimtiiti 
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ARE  YOU  READY  /or  1 9 1 6  ? 


Let  Us  Show  You  What  We  Have  to  Offer 

LIBRARY  TABLES.  DEN  FURNITURE, 
PARLOR  TABLES,  BOOKCASES, 
LADIES'   DESKS   and  our  NEW  LINE 
OF  JACOBEAN  FURNITURE 


IV e  will  display  these  lines  at  our  factory  showrooms  during  Janu- 
ary) and  \)ou  will  find  it  to  your  advantage  to  give  us  a  call. 


J.  KREINER  &  CO.  BERLIN,  ONT. 


BAETZ  BROTHERS  &  COMPANY 

BERLIN  ONTARIO 
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1  ^  L 

Well  Wishes  to  Furniture  I 

World  Readers  j 

\                        That  which  makes  a  Christmas  merry  and  a  year  | 
happy  is  the  attitude  of  a  man's  mind  towards  his  | 
environment  and  his  fellow  men.  j 

Prosperity  in  business  and  heahh  in  body  are  not  | 
without  their  influence  in  determining  the  attitude  j 
of  mind.  | 

! 
i 

! 

But  the^  are  not  the  sole  factors.    If  they  were  \ 
every  man  enjoying  prosperity  and  health  would  | 
be  at  all  times  happy.    But  all  men  thus  blessed  j 
are  not  happy.  1 

m  ine  nnai  analysis  inai  wnicn  Keeps  a  man  on  i 
the  high-way  of  happiness  is  the  way  he  sets  his  j 
mind  to  meet  the  difficulties  and  perplexities  of  life.  ! 

i 
1 

: 
1 

"  One  ship  drives  east,  and  another  drives  west,  | 
yy  itn  the  selfsame  winds  that  blow ;  | 
'Tis  the  set  of  sails  and  not  the  gales  | 
Which  tells  us  the  way  they)  go.  "  | 

i 
1 

j 

! 
! 
! 

°  I 

May  the  sails  of  the  minds  of  CANADIAN  FuRNlTURE  ! 
World  readers  be  so  set  that  whether  the  winds  blow  i 
favorably  or  unfavorably  they  may  experience  a  Happy  | 
New  Year.  | 

\ 
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Mm  laifi 
Irtng 

to  AU 


"  THE  ELMIRA  LINE" 


T/jf/TE  are  glad  of  this  oppor- 
tunity to  extend  to  all 
in  the  Furniture  Trade  Greet- 
ings and  Good  Wishes  for  a 
Prosperous  New  Year. 


There  being  no  furniture  exhibition 
this  year  we  will  be  pleased  to 
have  a  visit  to  our  factory  where 
our  hne  will  be  displayed.  Elmira 
is  right  in  the  furniture  hive  of 
Watedoo  County  being  but  I  2  miles 
from  Berlin.  It  is  worth  a  run  up 
from  Berlin  to  see  the  new  values 
of  The  Elmira  Line. 


THE  ELMIRA  FURNITURE 
COMPANY,  LIMITED 

ELMIRA  .  ONTARIO 


Electric  Grate  Mantel 


Dealers  Make  Big  Money 
Selling  Electric  Grate  Mantels 


No  Chimney  Required 


No  Tiling  Necessary 


Just  as  convenient  to  handle  and  more  profitable 
than  any  furniture — besides  opening  up  another 
sure  source  of  revenue.  They  present  many  at- 
tractions to  people  in  all  circumstances — easy  to  in- 
stall; no  dust,  dirt  or  smoke,  and  are  easily  removed. 
Made  with  or  without  summer  grates  in  three  or 
four  burners,  all  ready  to  connect  with  house  wir- 
ing. Electric  current  is  cheaper  than  coal,  and  by 
its  use  brings  attractive  mantels  within  reach  of  all. 

We  can  furnish  Tiles,  Coal  or  Gas  Grates  if  required 


May  We  Send  You  Our  Illustrated  Catalogue  and  Price  List  ? 

The  Elmira  Interior  Woodwork  Co. 


G.T.R. 


ELMIRA      ::  ONTARIO 


C.P.R. 
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As  Long  as  Hot  Dishes  Exist  and  Dining  Tables  aie 
used  you  can  sell  J-M  ASBESTOS  TABLE  COVERS 

The  very  pride  that  makes  a  housewife  eager  for  a  handsome  dining-  table  makes  her  anxious  to  keep 
it  always  at  its  shining  best,  and  makes  it  easy  for  you  to  sell  her  a  J-M  ASBESTOS  TABLE  COVER. 

Hot  dishes  mean  ruin  to  the  highly  finished  surface  of  polished  tables,  and  every  housewife  knows  it. 
Show  her  how  J-M  ASBESTOS  TABLE  COVERS  and  MATS  guard  table  tops  against  this  danger  and 
you've  half  sold  them  already.  Show  her  that  these  covers  and  mtits  are  ivaterproofed  as  well,  and  will 
avert  the  danger  of  spilled  water  taking  varnish  off.  Show  her  how  their  heavy  wool-felt  center  prevents 
the  table  top  from  being  dented  and  scarred  by  falling  dishes. 

These  are  sales  arguments  that  are  moving  J-M  ASBESTOS  TABLE  COVERS  and  MATS  into  the 
homes  of  thousands.   Are  you  getting  your  share  of  this  business?  Write  for  information. 

The  Canadian  H.  W.  Johns-Manville  Co.,  Limited 


Toronto 


Montreal 


Winnipeg 

iiiiiiiiiiiiiiiiiiii 


Vancouver 


Tht  Bed  That 
Makes  Itself 


The  randet 


Da})  and  Night 
Service 


No  other  Davenport  can  compare  with  the  Kindel  Kind  where  a  good  bed 
is  required.  The  only  reason  in  the  world  why  a  person  would  not  buy 
a  Kindel  Bed  is  because  he  has  not  made  a  thorough  investigation. 


The  Kindel  Beds  have  the  simplest 
mechanism,  the  easiest  movement,  the 
most  comfortable  seat  as  a  davenport, 
and  the  most  luxurious  bed. 

Consider  the  Kindel  itself,  its  range 
of  profit,  the  selling  plan  and  the  fact 
that  before  you  buy  it,  it  is  practically 
sold.    Let's  get  together. 


The  Kindel  Bed  Company 


Toronto 


Limited 


Ontario 
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MADE  IN 


CANADA 


Macey  Advertising  Reaches  all  of  Canada 

and  is  creating  a  demand  that  means  mcreased  profits  for 
you  if  you  will  reach  out  and  take  them. 


Start  Now 

And  link  up  your  store 
with  the  "Macey'  name 
and  advertising  that  is 
making  "Macey"  cases 
the  most  popular  and 
best  selling  line  on  the 
market. 

We  Will  Help 
You 


Let  Us  Know 


If  you  can  stand  to  do  any  more  business  than  you  are  now  doing  and  we  will  show  you  how  you  can 
do  it.  We  have  done  it  for  others  and  can  do  the  same  for  you  if  you  get  in  on  our  big  sales  campaign. 


Do  It 
Now 


Qanada  puRNiTURE  Manufacturers 

WOODSTOCK  ONTARIO. 


Dolt 
Now 


SOLE  MANUFACTURERS  FOR  CANADA 


MADE  IN 


Jtace// 


CANADA 
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Number  One 


Show  Visible  Signs  The  writer  frequently  finds  in  his 
of  Your  Faith.  interviews   with   retailers,  that 

they  will  declare  their  faith  in 
the  window  as  a  selling  agent  in  most  emphatic  form, 
and  yet  some  of  those  same  dealers  are  not  reaping  as 
richly  from  their  display  windows  as  they  might,  for 
the  simple  reason  that  they  are  not  giving  them  suffi- 
cient attention. 

These  dealers  are  strong  enough  in  their  declaration 
of  faith  in  the  window,  but  weak  in  outward  and  vis- 
ible signs  that  such  faith  exists  within  them.  This  is 
a  bad  business  weakness,  and  very  much  akin  to  the 
man  who  is  an  enthusiastic  religionist  when  the  min- 
ister is  around  but  who  loses  his  enthusiasm  when  left 
to  himself  and  the  regular  routine  of  life. 

We  would  say  some  very  uncomplimentary  things 
about  the  farmer  who  can  harvest  four  crops  of  alfalfa 
a  year  and  who  took  off  only  one.  Yet  there  are  no 
doubt  many  retailers  who  could  reap  four  times  as 
large  a  harvest  from  their  display  windows  if  they 
would  only  give  them  sufficient  attention.  Especially 
at  the  present  time,  when  competition  for  business  is 
keen,  it  behooves  the  dealer  to  show  outward  and  vis- 
ible signs  of  his  faith  in  the  display  window. 

The  clerk  who^attams  success  in  life  is  he  who  is 
zealous  for  the  success  of  his  employer' s  business. 

Be  Friendly  With  Did  you  ever  see  two  neighbors 
Your  Neighbors.  living  beside  one  another  for  a 
considerable  time  and  neither 
one  making  any  advances  towards  that  friendliness 
that  assists  so  much  in  making  home  life  congenial? 
I  have  seen  that  kind  and  felt  like  giving  them  both  a 
swift  kick.  I  feel  the  same  when  I  see  two  dealers  in 
the  same  line  of  business  in  the  same  block  or  com- 
munity refusing  to  have  anything  to  do  with  one  an- 
other. They  are  not  only  missing  a  chance  for  pleasur- 
able intercourse,  but  they  are  passing  up  a  business 
advantage. 

The  exchange  of  ideas  and  information  between 
dealers  in  the  same  line  of  trade  is  very  helpful.  All 
have  practically  the  same  troubles,  and  it  is  well  for 
one  retailer  to  explain  to  his  neighbor  and  friend  how 
he  meets  this  and  that  difficulty. 

This  exchange  of  information  cannot  help  but  be  very 


helpful,  and  it  is  a  splendid  idea  for  every  retailer  to 
have  at  least  one  or  two  other  retailers  whom  he  can 
consult  from  time  to  time  as  to  methods  employed. 

Those  who  practise  putting  off  till  to-niorrow  that 
which  should  be  done  to-day  have  a  weak  spot  in 
their  will  power. 

Value  of  a  Did  yoii  ever  stop  to  consider 

Good  Front.  how  important  a  factor  the  front 

cover  is  in  inducing  a  person  to 
purchase  a  niagazine?  The  name  counts  for  consider- 
able of  course,  but  if  there  are  two  or  three  that  you 
are  pretty  well  acquainted  with,  the  one  with  the  most 
attractive  front  cover  is  the  one  you  will  buy. 

The  dealer  should  remember  that  his  sitore  to  the 
average  passerby  is  much  akin  to  a  magazine.  Ali 
ne  sees  from  the  outside  is  the  front  cover — your  show 
■\\nndow.  There  are  a  good  many  people  v/ho  see  only 
the  front  of  the  store--that  is  all  they  take  into  con- 
sideration in  deciding  which  store  they  shall  de.al  at. 

Thns  the  importance  of  keeping  the  store  front  in 
proper  tn"m.  It  is  taken  by  the  average  person  as  a 
reflec*:icn  of  wh'at  can  be  expected  inside,  and  to  make 
a  good  impre'ssiOn  on  the  purchasing  publiie  it  should 
be  made  to  appeal  to  the  eye  and  attract  attention. 
It  can  be  made  a  vallnahle  publicity  agent  if  given  the 
attention  it  deserves. 

Keep  up  your  courage  if  you  would  maintain 
your  business. 

Good  Roads  Anything  and  everything  which 

and  Business,  tends  to  make  it  easier  for  the 

customer  to  reach  the  store  of  the 
merchant,  and,  vice  versa,  ?hoiild  elicit  the  co-opera- 
tion of  the  business  men  of  the  country. 

This  explains  why  so  many  retailers  are  taking  such 
an  active  interest  in  the  movement  for  good  roads  which 
is  in  these  days  developing  so  much  momentum  in  all 
parts  of  Canada. 

Being  men  of  vision,  they  see  the  benefit  that  must 
ultimately  accrue  to  them  personally.  Prom  experience 
they  have  learned  the  losses  that  occur  to  business,  par- 
ticularly during  the  spring  and  autumn  months,  because 
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of  the  impassable  condition  of  the  average  country 
road. 

One  authority  some  years  ago,  speaking  of  conditions 
in  the  United  States,  estimated  this  loss  at  about  25 
per  cent,  annually.  Providing  this  estimate  is  high  for 
either  the  United  States  or  Canada,  one  thing  is  cer- 
tain, the  annual  loss  to  business  because  of  bad  roads 
must  be  considerable.  It  is  no  wonder  business  men 
are  enlisting  in  the  good  roads  movement. 

It  is  better  to  make  your  fellow  hitsifiess  men 
your  allies  than  your  enemies. 

How  Often  Should  How  often  should  the  dealer 
Window  be  change    his    window  displays? 

Changed?  This  is  a  question  that  has  fre- 

quently been  asked.  A  success- 
ful dealer  who  has  made  a  feature  of  window  display, 
when  asked  his  opinion  recently,  said  they  should  be 
changed  at  least  once  a  week — oftener  if  possible. 

Of  course,  freriuency  of  change  depends  to  some  ex- 
tent on  circumstances.  Where  pretty  much  the  same 
people  are  seeing  the  window  every  day,  it  is  good 
business  to  change  it  very  frequently,  ff  you  have  a 
particularly  attractive  display,  and  especially  where 
there  is  a  considerable  change  each  day  in  the  people 
passing  the  store,  it  may  be  left  in  for  a  con.siderable 
time.  When  you  spend  time  and  money  1o  arrange  a 
good  display  you  want  to  get  as  much  publicity  as 
possible  from  it. 

It  can  be  safely  said,  however,  that  there  are  few 
dealers  Avho  change  their  displays  too  frequently.  The 
big  majority  err  decidedly  in  the  other  direction  and 
do  not  change  them  often  enough.  People  are  not  inter- 
ested in  looking  at  a  paper  they  have  already  read,  nor 
are  they  apt  to  be  very  much  interested  in  a  window 
display  that  they  have  seen  before.  Thus,  the  value 
and  the  need  of  changing  the  window  display  fre- 
quently. 

It  may  be  necessary  for  some  business  men  to 
entrench  themselves,  but  it  is  not  necessary 
that  they  should  bury  themselves. 

Give  Individuality  The  merchant  who  can  give  indi- 
to  Your  Store.  viduality  to  his  store  has  scored 
an  important  point  in  his  bid  for 
success.  The  outstanding  dealers  of  to-day  are  those 
who  have  made  their  store  stand  out  prominently  in  the 
public  mind  by  one  method  or  another.  For  instance, 
there  is  the  man  who  called  his  store  the  "Red  Store," 
painting  it  that  color  and  in  other  ways  connecting 
that  color  with  his  place  of  business  in  such  a  way  as 
to  impress  it  on  the  people  whose  trade  he  catered  for. 

Probably  the  best  results  are  secured  when  the  plans 
to  give  individuality  to  the  store  are  directly  related 
to  the  goods  offered  for  sale.  Some  men  have  made  a 
remarkable  success  by  pushing  and  featuring  some  spe- 
cialty in  such  a  way  as  to  get  people  regarding  their 
store  as  the  best  place  to  buy  that  article. 

Most  merchants  do  well  to  specialize  on  certain  lines. 
If  people  are  induced  to  purchase  these  it  proves  the 
opening  wedge  for  business  in  other  lines.  Advertising 
is  generally  found  a  valuable  aid  in  establishing  a 
dealer  as  a  specialist  in  any  one  line,  and  in  allowing 
him  to  give  character  and  individuality  to  his  store. 


Don't  neglect  to  continually  practise  suggestive 
salesmanship.  The  power  of  suggestion  in  inducing 
sales  is  so  great  that  it  is  a  most  important  factor  in 
business. 


How  Much  Are  You  Losing  to 
the  Mail  Order  Houses? 


IT  is  difficult  to  gauge  the  amount  of  money  that  is 
flowing  into  the  coffers  of  the  big  mail  order  houses 
from  the  small  towns  and  villages.   The  mail  order 
houses  are  not  giving  out  any  information  along  this 
line,  but  their  steady  and  in  many  cases  spectacular 
growth  indicates  that  the  amount  is  enormous. 

Weekly  papers  in  some  of  the  smaller  towns  where 
the  mail  order  evil  is  prevalent  have  been  arriving  at 
the  amount,  approximately,  by  finding  out  the  sum 
that  was  sent  out  of  the  town  in  money  orders.  The 
figures  have,  in  many  cases,  proved  startling  to  the 
merchants.  While  realizing  that  they  were  losing  con- 
siderable trade  to  the  mail  order  houses,  they  never 
imagined  that  it  reached  the  proportions  that  investiga- 
tion of  money  orders,  in  many  cases,  has  disclosed. 

For  instance.  The  Standard,  of  Havelock,  Ont.,  a 
village  of  1,500  population  one  hundred  miles  east  of 
Toronto,  found  that  in  one  year  $54,119  had  been  sent 
out  of  the  town  in  money  orders  alone.  The  amount 
of  orders  paid  in  the  same  time  was  only  $7,302,  leav- 
ing the  enormous  difference  of  $46,817.  Commenting 
on  these  figures.  The  Standard  said: 

Is  there  not  a  moral  in  these  striking  figures  for 
our  citizens  and  our  merchants? 

How  much  better  off  Havelock  would  be  if  that 
$46,817  were  spent  here,  and  how  much  are  our  mer- 
chants to  blame  for  not  having  more  of  it  spent  here? 

Get  together,  good  citizens,  and  co-operate  more 
than  you  have  been  in  the  habit  of  doing.  Let  next 
year's  figures  show  a  tremendous  deerease  in  the 
out  of  town  figures,  and  let  the  merchants  wake  up 
to  the  value  of  better  values  and  the  absolute  neces- 
sity of  letting  the  people  know  about  them  through 
their  advertisements,  instead  of  whining  about  poor 
times  and  complaining  of  people  buying  out  of  town. 

Also,  and  this  is  most  important,  let  the  merchants 
practise  what  they  preach.    The  Standard  preaches 
week  by  week,  to  "buy  at  home,"  and  lots  of  our 
merchants  applaud  our  sentiments  and  then  turn 
around  and  buy  their  printing,  and  other  needs  not 
in  their  own  business — where?    The  very  place  those 
they  complain  about  do — out  of  town. 
The  figures  in  this  particular  case  were  astonishing 
to  the  merchants,  and  no  doubt  retailers  in  many  other 
centres  would  be  similarly  surprised  to  find  out  the 
huge  amount  that  they  are  losing  yearly  in  this  way. 
Just  imagine  what  the  sum  for  the  whole  Dominion 
must  be,  when  this  large  amount  is  going  out  of  one 
village  of  1,500  population. 

It  certainly  drives  home  the  necessity  for  dealers 
putting  forth  their  best  efforts  to  stem  the  flow  of 
money  to  the  larger  centres,  that  should  be  spent  in  the 
local  stores.  One  means  towards  this  end  is  that  sug- 
gested above — a  strong  persistent  effort  to  impre^  on 
local  buyers  the  value  and  service  that  the  local  dealer 
can  give  them,  and  one  of  the  best  ways  of  doing  this 
is  through  advertising  space  in  the  local  paper,  which 
will  be  found  willing  at  all  times  to  assist  the  mer- 
chants by  appealing  to  its  readers  to  spend  their  money 
in  their  home  town. 

One  thing  stands  out  prominently,  however,  and  that 
is  the  need  of  .some  effort  to  induce  people  in  these 
towus  to  buy  at  home — no  matter  what  the  means  em- 
ployed may  be. 
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Don't  Sacrifice  Selling  Power  in  Making  Window  Attractive 


Experienced  window  trimmer  points  out  that  while  attractiveness  should  be  aimea 
for,  selling  value  should  not  he  sacrificed  to  secure  it — General  hints  on  display 


By  D.  HADGKISS,  Calgary,  Alta. 


THERE  are  two  things  that  a  trimmer  should  aim 
for  in  arranging  his  windows,  one  being  a  good 
display  from  an  artistic  point  of  view,  and  the 
other  a  good  display  from  a  business  getting  stand- 
point. An  artistic  display  is  a  very  good  thing  in  its 
way  and  may  prove  quite  an  attraction,  but  a  window 
that  is  dressed  to  sell  the  goods  can  be  made  both 
attractive  and  profitable. 

In  my  opinion  a  store  cannot  afford  to  give  way  to 
the  artistic,  to  the  disadvantage  of  selling  value,  and 
so  I  would  advise  everyone  who  attempts  window  dress- 
ing at  all  to  keep  in  his  miiid  the  fact  that  the  windo-"v 
is  part  of  the  store,  and  that  the  more  goods  sold  by  the 
window  display  the  better  for  the  store. 

In  the  first  place  a  window  dresser  should  find  out 
\yhat  goods  he  has  at  his  disposal,  then  he  should  form 
some  kind  of  plan  in  his  mind  that  Avil'l  guide  him  in 
his  work.  If  he  has  a  special  line  of  goods  that  is 
good  value  and  that  he  wishes  to  get  a  good  sale  for, 
he  sihonld  always  give  it  a  centre  position. 

Use  Price  Tickets 

I  have  left  what  I  consider  to  be  the  most  importaiit 
point  in  a  window  display  until  last,  and  that  is:  "Al- 
ways price  your  goods."  If  your  stock  is  selling  at 
reduced  prices  mark  each  item  with  a  ticket,  stating  the 
original  price  and,  underneath,  the  reduced  price,  but 
do  not  get  your  cards  so  large  that  they  hide  too  much 
of  your  display.  A  small,  neat  ticket  is  always  more 
efficient  than  a  big  one,  for  the  simple  reason  that  in- 
stead of  showing  a  big  display  of  pasteboard  you  have 
the  advantage  of  showing  nearly  all  your  goods. 


WINDOW'S  PLACE  IN  MERCHANDISING 

Successful  merchandising  consists  chiefly  in  getting 
the  public  interest.  "Goods  well  displayed  are  half 
sold."  If  merchandise  can  be  shoAvn  in  pictures  oa 
billboards  and  in  street  ears  and  interest  the  public, 
how  much  more  interesting  must  be  the  display  of  the 
merchandise  itself  tastefully  arranged  in  your  store 
window.  Work  your  windows  steadily  and  consist- 
ently. Make  frequent  and  noticeable  changes.  Your 
window  must  attract  attention,  draw  people  from  across 
the  street,  make  them  go  out  of  their  way  to  see  your 
latest  display. 

SEASONABLE  POINTERS  ON  WINDOW  DISPLAYS 

You  don't  need  an  expert  to  trim  your  Avindows; 
any  man  with  good  taste  can  make  a  neat  window  dis- 
play. An  elaborate  display  is  not  essential,  although 
it  pays  to  sbow  one  once  in  a  Avhile.  Don't  put  too 
many  things  in  your  window;  it's  apt  to  confuse.  Get 
the  pu'blic  interested  in  what  you're  going  to  show  next 
by  changing  your  displays  frequently.  Slow-selling 
articles  can  often  be  disposed  of  by  displaying  them 
with  the  announcement  of  a  special  sale  on  a  certain 
day.  Use  cut-outs  and  show  cards,  and  adapt  your 
displays  to  the  season. 

The  front  window  is  advertising  space  that  has  to 


be  paid  for  wihether  used  or  not.  It  is  paid  for  in  the 
rent  or  the  taxes  and  interest  on  the  investment  in 
premises.  Indeed  it  is  frequently  urged  that  the  win- 
dow represents  40  per  cent,  of  a  fair  rental.  At  any 
rate  it  is  very  valuable  and  should  be  used  to  the  limit. 
It  has  to  be  paid  for.   Make  it  pull.   Make  it  pay. 


WINDOW  DISPLAYS  VS  ADVERTISING 

If  any  merchant  is  doubtful  as  to  how  much  his  show 
windows  sell  let  him  put  some  special  bargain  in  a 
window  and  a  card  with  the  price  and  the  place  in  the 
store  to  find  it.  Then  take  another  article  and  advertise 
it  in  the  newspapers.  Compare  the  results  and  it  will 
be  found  that  the  window  will  outsell  the  advertise- 
ment every  time. — Merchants'  Record  and  Show 
Window. 


Example  of  triple-decked  furniture  windows  of  Canadian 
dealer,  showing  his  three  prinnipal  departments- 
furniture,  beds  and  stoves. 
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Many  New  Lines  of  Furniture  to  be 
Shown  at  January  Exhibitions 

Stratford  mariufadurers  to  make  special  displays  January  8  to  15, 
and  those  at  Berlin  and  Waterloo  during  the  whole  of  the  month. 
A  few  outside  manufacturers  to  mal^e  a  central  display  in  Toronto. 

ADTHOUCH  central  exhibitions  will  not  be  held  this  January  by  furniture  rnanufac- 
tui'ers  to  the  extent  of  former  years,  yet  the  retail  trade  will  be  afforded  ample 
opportunity  of  seeing  the  latest  ideas,  styles  and  designs. 

The  nearest  approach  to  a  central  exhibition  will  be  in  Toronto,  where  two  or  three 
outsith-  fii-ms  will  make  a  display  in  the  C'raig  Building,  at  219  Victoria  Street.  The 
manufactni'ci's  in  Stratfoi'd,  Berlin  and  Waterloo  were  unable  to  secure  a  building  of 
sufficient  size  in  which  to  hold  a  central  exhibition.  The  building  in  Berlin  which  was 
last  year  used  for  the  purpose  is  occupied  by  the  militia  as  barracks. 

Nearly  all  the  manufacturers  of  Stratfoi'd  have  decided  to  make  individual  displays 
in  their  own  factories.  The  period  fixed  upon  is  January  8  to  15.  In  many  instances 
the  displays  will  be  larger  and  more  elaborate  than  usual.  A  committee  of  entertain- 
ment has  been  appointed.  All  trains  will  be  met  and  visiting  retailers  will  be  entertained 
at  luncheon. 

Furniture  manufacturers  at  Bei'lin  and  Waterloo  will  make  special  displays  in  their 
individual  factories  during  the  whole  of  the  month  of  January.  Tliis,  to  dealers  who 
may  not  be  able  to  get  away  from  their  home  towns  on  any  particiilar  week,  will  prove 
of  great  advantage.  Many  of  the  furniture  manufacturers  in  the  "twin  towns"  are 
making  preparations  for  especially  good  displays.  J.  C.  Mundell  &  Co.,  too,  will  hold 
an  exhibition  throughout  the  month  in  1  heir  showrooms  at  Elora. 

The  exhibition  to  be  held  at  the  Cr-aig  Building,  Toronto,  will  run  during  the  whole 
of  January,  and  the  reputation  of  the  firms  who  are  to  display  there  is  a  guarantee  of 
its  character.  The  firms  which  have  so  far  decided  to  exhibit  at  the  Craig  Building, 
Toronto,  are  The  Andrew  Malcolm  Furniture  C'ompany,  Limited  and  the  F.  E.  Coombe 
Furniture  ('ompany,  both  of  Kincardine.  Local  manufacturers  in  Toronto  will  receive 
visiting  retailers  at  their  respective  factories. 

Retailers  throughout  Canada  will  be  well  advised  to  make  a  tour  of  the  displays 
which  are  to  be  made  in  the  dif¥erent  cities.  Not  only  has  business  taken  a  decided 
turn  for  the  better,  but  there  was  probably  never  a  time  in  the  history  of  the  furniture 
trade  when  so  many  new  ideas,  designs  and  styles  were  being  turned  out  by  the  manu- 
facturers of  the  Dominion.  I 

Period  furniture  will  be  much  more  in  evidence  than  usual  at  the  exhibitions,  and 
particularly  the  Jacobean  and  William  and  Mary  descriptions.  Another  feature  of  the 
furniture  industry  this  season  is  an  increase  in  the  variety  of  lines  being  manufactured. 

Judging  from  the  increasing  volume  of  business  which  is  coming  into  the  factories 
of  late,  there  is  quite  a  probability  that  a  difficulty  may  be  experienced  before  a  great 
while  in  filling  orders  promptly.  This  makes  it  all  the  more  important  that  retailers 
should  take  advantage  of  the  January  exhibitions  to  get  around  and  see  what  is  being 
made  for  this  season's  trade.  Even  if  they  purchase  little  oi-  nothing,  it  will  give  them 
an  opportunity  of  meeting  both  manufacturers  and  fellow  dealers  and  gathering  a  fund 
of  valuable  information  that  will  stand  them  in  good  stead  throughout  the  whole  of 
the  year.  ' 

It  will  not  pay  to  stay  away. 
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Sales  Stunts  and  Methods  for  Canadian  Furniture  Dealers 

Frequent  conferences  of  staff — Novel  bargain  days 
— Helps  for  the  office  work — Savings  in  overhead. 


THE  "get-together"  spirit  is  becoming  more  and 
more  noticeable  in  the  retail  trade.  It  is  show- 
ing itself  not  only  in  associations  of  retail 
dealers,  but  also  in  conferences  of  sales  stal¥s,  al- 
though the  latter  have  not  been  taken  up  in  the  man- 
ner which  their  value  warrants.  Therefore,  there  is 
much  room  for  development,  particularly  in  the  hard- 
ware business,  where  their  value  has  not  been  realized, 
and  where  they  have  not  been  tried  out  to  any  great 
extent. 

These  conferences  can  be  held  for  different  purposes. 
Sometimes  it  is  so  that  the  clerks  may  confer  on 
methods  and  plans  that  will  stimulate  sales.  The  men 
behind  the  counter  frequently  have  some  good  ideas 
for  getting  more  trade,  and  at  these  conferences  an  op- 
portunity is  afforded  to  suggest  them.  In  addition, 
it  causes  clerks  to  take  a  deeper  interest  in  the  busi- 
ness, as  they  feel  that  they  are  factors  in  the  building 
of  it.  They  begin  to  feel  that  they  are  important  spokes 
in  the  business  wheel.  They  tackle  their  work  with 
greater  interest  and  enthusiasm,  so  that  these  confer- 
ences are  valuable  in  the  fact  that  they  inject  more 
pep  into  the  sales  staff,  as  well  as  bring  out  many 
good  business  suggestions. 

MIDWEEK  BARGAIN  DAYS. 

Custom  has  decreed  that  the  general  public  shall  do 
its  shopping  at  the  beginning  and  end  of  the  Aveek. 
Hence,  on  Monday  and  Saturday  the  average  city  store 
is  crowded  with  shoppers,  while  on  intervening  days 
there  is  little  doing.  It  is  either  a  feast  or  a  famine — 
one  day  the  sales  force  is  worked  to  its  capacity :  the 
next  it  is  idle.  These  conditions  are  prevalent  where- 
ever  they  have  not  been  corrected  by  the  retailers  them- 
selves. In  a  number  of  Eastern  cities  retail  merchants 
have,  by  co-operative  methods,  established  midweek 
shopping  days  which  help  to  relieve  the  strain  on  Sat- 
urday and  Monday,  and  which  have  also  been  produc- 
tive of  considerable  additional  business.  The  merchants 
of  Dallas,  Texas,  have  agreed  upon  Thursday  as  a  mid- 
week shopping  day. 

HANDLING  MONTHLY  ACCOUNTS  SPEEDILY 

Every  day  of  delay  in  the  preparation  of  statements 
means  that  they  will  get  into  the  hands  of  customers 
late,  and  that  remittances  will  not  come  in  promptly. 

The  time  consumed  in  making  oiat  statements  consists 
of  transcribing  the  items  on  the  statement  blank,  enter- 
ing the  date  and  afterwards  going  over  them  and  add- 
ing the  amounts. 

Here  is  a  method  of  making  up  statements  which  has 
proved  a  most  efficient  one  in  practice : 

When  the  dates  and  the  amounts  have  been  tran- 
scribed on  the  statement,  it  is  torn  off  and  dropped 
into  the  ledger  opposite  the  account  from  which  the 
amounts  have  been  taken.  The  edge  is  left  projecting 
sliffh^^ly  above  the  page  so  that  it  will  serve  as  a  marker. 
Tp  this  mannpr  all  the  statements  are  dropped  into  the 
ledepr  opposite  the  respective  accounts.  When  the 
adding  and  listing  of  the  amounts  has  been  completed, 
the  bookkeeper  turns  to  the  first  account  and  enters 
the  name  on  the  statement,  which  completes  it. 


But  there  is  another  important  point  just  here  that 
should  not  be  overlooked.  Since  all  the  items  taken 
from  a  customer's  account  have  been  added  and  listed 
on  the  statement,  the  total  should  agree  with  the 
ledger  total. 

By  making  the  comparison  between  the  statement 
and  the  ledger  totals  when  the  names  are  filled  in,  the 
bookkeeper  is  enabled  to  check  both  his  statement  total 
for  items  transcribed  and  to  check  up  his  ledger  footing 
at  the  same  time. 

This  very  important  feature  of  this  method  of  mak- 
ing out  statements  is  incidental  to  the  method  itself 
and  does  not  require  any  extra  time  for  the  check. 
Besides,  it  enables  the  bookkeeper  to  get  out  his  state- 
ments much  more  quickly  and  with  far  less  effort. 

CHECK  THE  FREIGHT  BILLS 

In  a  great  many  stores  money  is  being  lost  every  day 
by  the  dealer's  neglect  of  freight  bills  and  all  matters 
pertaining  to  the  proper  transportation  of  merchan- 
dise ;  for  this  reason  freight  matters  should  receive 
the  m.ost  careful  attention.  There  is  good  money  to  be 
made  for  the  time  spent  in  figuring  over  freight  bills 
and  making  ont  claims  for  overcharges.  It  is  an  easy 
matter  to  obtain  from  the  local  railway  agent  and 
your  jobbers  the  correct  freight  rates  on  each  class  of 
goods  you  handle,  and  this  information  will  enable  you 
to  speedilj^  check  over  the  rates  charged  on  your  freight 
bill,  to  see  that  some  raihvay  clerk  has  not  given  the 
shipment  too  high  a  rate.  You  will  see  the  necessity 
for  doing  this,  when  you  learn  that  a  railway  clerk  who 
makes  an  error  that  costs  the  company  ahvays  has  to 
stand  the  loss  himself.  It  is  only  natural,  then,  when 
there  is  any  doubt  on  the  part  of  the  clerk  as  to  exactly 
what  classification  your  goods  should  come  under  that 
you  be  charged  the  higher  rate. 

A  SIMPLE  METHOD  OF  ACCOUNTING 

In  keeping  his  customer's  ledger  accounts  in  check 
one  bookkeeper  used  a  series  of  consecutive  numbers 
to  designate  each  settlement,  miarking  the  number  in  a 
small  cheek  column  opposite  each  of  the  debit  and 
credit  items  covered  by  the  payment. 

These  numbers  did  nothing  more  than  identify  the 
items.  By  making  the  numbers  express  dates,  however, 
such  as  7/12  for  July  12th,  he  could  tell  at  a  glance  the 
date  each  charge  was  paid  without  having  to  look  for 
the  corresponding  number  on  the  credit  side. 

VACUUM  CLEANER  DISPLAY  STOPS  CROWDS 

In  th?  striking  window  display  of  an  electrical  com- 
pany a  dummy  arm  protruding  through  a  hole  in  a 
large  placard  Avaved  a  handkerchief  at  a  broom  in  one 
corner  of  the  window.  On  the  card  was  the  legend  : 
"Good- by,  old  broom;  the  electric  vacuum  cleaner  has 
come  to  take  your  place."  The  continual  motion  of 
the  arm  waving  the  handkerchief  stopped  manA-  hurry- 
ing pedestrians. 


About  the  coldest  day  I  know  of  for  the  dealer  is 
when  a  big  draft  sweeps  down  on  him  from  an  ice- 
hearted  firm  just  when  his  bank  account  is  at  the  zero 
mark. 
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Make  Your  Advertising  Bring  Maximum  Results 

Many  dealers  Jo  not  gel  the  best  possible  results  either  from 
lack  of  proper  copy  or  neglect  to  change  their  ads  often  enough 


By  THE  SCRIBE 


SOME  dealers  seem  to  think  that  paying  money  to 
the  printer  for  space  is  advertising.  At  least, 
that  is  the  opinion  that  one  would  get  from  watch- 
ing the  kind  of  advertising  that  some  dealers  do.  The 
writer  looks  regularly  over  a  large  number  of  news- 
papers from  various  parts  of  Canada  and  he  is  struck 
by  the  fact — and  frequently  disgusted  too — that  many 


The  Gift 

That's  Sure  to  Please 


Surely  no  gift  could  be  more  suitable 
or  mort;  appreciable  than  one  of  these 
MORBIS  CHAIRS. 

They  have  a  good  strong  oak  frame, 
with  spring  seat  and  back,  upholstered 
in  black 'leather  cloth;  regular  $8.50. 

This  week  only,  to  clear   $6.00 

We  have  a  limited  number  of  these ; 
so  shop  early  in  order  to  secure  one. 

There  is  no  more  Attractive  Gfift 
than  a  beautiful  piece  of  Furniture,  to  add  to  the  comfort  of 
the  home.  Our  §tore  is  packed  full  of  new  things  for  Xmas, 
and.we  liave  a  splendid  variety  of  Presents  for  Children  and 
Grown  Ups. 


[ompiele  Home  Farnlsliars 


139  &  143  ARGYLE  ST.    144  &  146  BARRINGTON  ST. 


Siiiiple  anil  well  laid  out.  An  ad.  like  tins  attracts  attciiUon  anil 
should  bring  bu.sines.s. 

dealers  allow  the  same  ad.  to  run  in  their  advertising 
space  for  such  a  long  period  that  it  cannot  be  expected 
to  produce  results. 

Neglect  to  Change  Ads.  Often  Enough 

I  have  in  mind  the  advertising  of  a  dealer  in  an  On- 
tario town  that  is  only  changed  about  twice  a  year. 
It  is  very  good  advertising  as  a  rule,  too,  but  it  is  left 
week  after  week  until  it  becomes  unseasonable  and 
must  have  little  or  no  publicity  value,  except  it  be  to 
advertise  the  dealer  as  a  listless  and  unambitious  mer- 
chant, and  giving  the  public  such  an  opinion  is  cer- 
tainly not  likely  to  induce  business. 

Using  space  in  that  manner  is  not  advertising  in  the 
real  sense  of  the  word,  but  it  is  certainly  gross  extrav- 
agance for  that  merchant  to  pay  good  money  for  adver- 
tising space  and  not  get  the  returns  from  it  that  he 
might. 

Good  Copy  Makes  Difference  in  Results 
Yet,  there  are  many  merchants  who  are  failing  to 


cash  in  on  their  advertising  expenditure  in  the  way 
they  might.  All  are  not  as  bad  as  this  particular  mer- 
chant, which  is  some  consolation,  but  a  good  many  are 
not  securing  the  maximum  returns.  Sometimes  it  h 
neglect  to  change  the  copy  frequently  enough,  and 
quite  often  neglect  to  use  the  kind  of  copy  that  will 
induce  the  largest  sales.  There  is  much  bad  advertis- 
ing copy  used  by  merchants  to-day,  but  it  is  pleasing 
to  note  that  the  standard  of  advertising  matter  used  by 
furniture  dealers  is  showing  improvement. 

Use  Suggestions  in  Canadian  Furniture  World. 

More  consideration  and  study  to  the  question  oi 
good  advertising  copy  is  advisable.  In  this  regard  the 
advertising  of  other  dealers  will  be  found  helpful,  while 
the  suggestive  ads.  that  we  are  running  each  month  will 
be  found  of  much  assistance  by  readers  in  preparing 
their  ads.  Many  subscribers  are  finding  the  suggestive 
ads.  appearing  in  Canadian  Furniture  World  of  much 
practical  help  to  them.   Frequently  they  can  be  run 


GiftSpecials 

Saturday 


$14.50  for  this  New 
Model  Heater 


for  $10.60  I 

for  $7.50 


$6.90  for  Folding 
Steel  Bed  Couch 


Toy  Sets,  $1.49 


$6.90  for  this  $11 
Couch 


$4.75  for  this  $7.00 

Miuion  or  Fumed  Oak 
ROCKER 


$5.90  for  Big  Easy 


99c  for  $1.50  High  Chair 


Confidental  Credit 
Easy  Terms 


Juit  AboTt 
Wilton  kit. 
Wf.l  SiJf 


DALE  FURNITURE  CO. 

3O4;-308  YONGE  STREET 


Open 

wmmwi 


An  ad.  lha-t  helps  [lie  reailer  becoaie  a  prospective  buj  er. 

just  as  they  are  with  a  few  minor  price  changes  Other 
times,  some  slight  changes  will  be  found  necessary  to 
comply  with  the  special  requirements  of  some  dealers. 
At  all  times,  however,  the  suggestions  contained  in 
ihem  will  be  found  valuable.  Make  use  of  them. 
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Collins'  Course  m  Show  Card  Writing 


26th  of  a  series  of  articles 
specially  prepared  for  this 

paper. 


THE  New  Year  always  brings  new  desires,  new 
ambitions  and  new  determinations.  Almost 
every  merchant  is  ambitious  to  exceed  the  busi- 
ness of  the  year  past.  The  Christmas  season  is  a  har- 
vest period,  possibly  the  greatest  of  the  year,  for  nearly 
all  trades.  Naturally,  this  is  followed  in  the  first  few 
weeks  of  January  with  disappointing  dullness  that 
seems  intensified , in  one's  mind  when  compared  with 
the  hustle  and  bustle  of  the  pre-Christmas  days.  But 


^xtraopdir^apy 
^  Values  ip\ 

House 

Needs 

llote.  -tke. 


Sample  window  card  which  may  be  lettered 
in  color  or  black. 

the  live  and  wide-awake  merchant  does  not  sit  down 
and  bemoan  the  unfortunate  condition,  but  hustles  to 
make  business  come  his  way. 

One  method  of  accomplishing  this  is  to  offer  extra 
inducements  in  the  way  of  special  values  and  price  re- 
ductions. Usually  there  are  odd  lines,  odd  pieces,  etc., 
left  over  from  the  Christmas  trade,  that  can  be  worked 
into  a  special  sale  of  some  character.  Or  special  lines 
may  be  obtained  expressly  for  this  sale.  Furniture 
dealers  can  devote  the  latter  part  of  January  and  the 
fore  part  of  February  to  a  sale  of  various  lines  that  will 
be  sure  to  make  brisk  buying.  A  generous  reduction 
of  prices  and  a  careful  buying  of  suitable  supplemen- 
tary lines  for  this  sale  Avill  make  it  a  big  trade  event. 

The  hardware  merchant  may  conduct  a  similar  sale 
of  household  lines,  featuring  graniteware  especially. 
A  special  grade  may  be  obtained  expressly  for  this 
sale.  Other  odd  lines  and  left-over  Christmas  goods 
may  be  included  for  variety. 

The  name  of  the  sale  will  have  some  bearing  on  its 
results.  It  should  always  be  remembered,  however, 
that  the  object  of  a  special  sale  should  be  two-fold. 
First,  to  rid  the  stock  of  slow-selling  lines  and,  second, 
to  attract  customers  to  your  store.    The  more  people 


coming  to  your  place  of  business  the  more  goods  you 
will  sell.  Every  merchant  should  make  this  a  yearly 
or  semi-yeariy  selling  event,  and  popularize  one  name 
for  it.  "Blank's  Once-a-year  Furniture  Sale," 
"Blank's  Twice-a-year  House  Goods  Sale,"  or  such 
name  that  can  be  retained  each  time  that  will  grow 
into  a  sort  of  trade-mark. 

Use  plenty  of  newspaper  space  and  circulars.  But, 
above  all,  USE  YOUR  WINDOWS.  Beyond  all  doubt, 
your  windows  are  the  best-selling  agency  you  have 
outside  of  your  clerks.  Carefully  plan  your  displays 
just  as  you  would  plan  any  other  part  of  your  busi- 
ness. Get  away  from  the  idea  of  "putting  something 
into  the  windows."  Get  the  idea  of  a  well  laid-out, 
well  thought-out  window  display.  It  pays,  and  it  pays 
well.  Change  the  lines  and  arrangement  at  least  twice 
a  week,  and  oftener  if  you  can.  Time  spent  on  window 
arrangement  is  not  wasted,  for  it  will  bring  rich  re- 
turns. 

A  Word  About  Price  Tickets 

Every  article  on  display  should  be  price-marked.  If 
the  window  should  be  dressed  with  all  one-priced  goods, 
then  one  window  card  will  suffice,  but  when  otherwise, 


J)olkpa 


striking  card  which  would  look  well  lettered 
in  black. 

each  article  should  be  separately  marked.  One  or 
more  large-sized  attractive  cards  should  be  used,  calling 
attention  to  the  prices  or  the  lines  displayed,  etc. 

Sample  Cards 

For  just  such  a  sale  as  we  suggest  we  offer  three 
samples  that  will  give  some  hint  of  what  may  be  util- 
ized in  the  way  of  window  cards.  These  are  all  simple 
designs  that  can  be  elaborated  at  will.    They  can  be 
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done  in  various  colors  to  suit  the  taste  of  the  window 
trimmer.  The  House  Needs  card  can  have  the  small 
letters  in  black  and  the  large  ones  in  red.  The  lines 
may  be  done  in  pale  green. 

The  Once-a-year  KSale  card  may  be  done  in  the  same 
way  as  the  one  above,  or  will  look  <iuite  well  iti  plain 
black. 

The  Sale  Prices  card  will  permit  of  a  similar-  treat- 
ment as  the  above.  You  will  note  that  the  saving  of 
money  is  featured  in  two  of  the  cards.  It  may  be  well 
to  emphasize  the  fact  that  mentioning  the  matter  of 
money  saving  is  always  good  advertising  for  the  general 
public,  which  is  made  up  of  ordinary  people,  who  always 
like  to  hear  of  anything  that  may  save  them  money. 


HOW  TO  CONDUCT  A  FURNITURE  STORE 

One  of  our  exchanges  recently  commented  on  the 
proper  conduct  of  a  store. 

The  great  majority  of  furniture  dealers,  it  said 
truthfully,  are  in  the  smaller  places,  where  the  huge 
catalogues,  offering  everything  from  a  carving  knife 
to  an  automobile,  or  a  threshing  machine,  may  have  to 
be  delivered  by  express  on  aceoiint  of  being  too  bulky 
to  go  by  mail. 

One  who  travels  about  very  much  cannot  but  note 
the  lack  of  enterprise  of  many  such  merchants.  While 
it  is  impossible  to  keep  everything  that  may  be  called 


YoVi  CaR  Save.  Morey 
lyTakind  Advanta^ey 


Well  thought  out  phrases  make  telling  window  cards. 

for  in  stock,  there  are  ways  of  holding  trade  and  ac- 
commodating patrons  by  getting  the  desired  articles. 
Often  the  furniture  sought  may  not  be  required  at  once, 
and  there  is  time  to  order.  The  catalogue  of  the  manu- 
facturer should  be  at  hand  to  show  the  person,  enabling 
him  or  her  to  make  a  choice  without  much  effort.  They 
would  buy  from  a  catalogue  in  dealing  with  a  mail 
order  house,  thus  they  should  not  object  to  doing  the 
same  in  favoring  a  local  dealer  who  is  responsible  and 
through  whom  there  is  recourse  for  any  damage  or  in- 
feriority in  the  article  delivered. 

In  opening  a  furniture  store  it  is  to  be  supposed  that 
the  merchant  has  some  knowledge  of  the  business  of 
selling  household  goods  and  knows  what  is  required  to 
fill  ordinary  orders,  thus  he  should  keep  up  the  stock 
in  staple  lines  in  constant  demand.  Formerly  the  man 
who  did  not  have  the  article  asked  for  was  content  with 
saying  so  and  letting  the  customer  go  elsewhere  to 
place  the  order;  some  merchants  do  so  now,  but  the 
live  man,  who  is  up-to-date  and  posted  in  modern 
methods  vdll  not  do  so.  He  knows  that  to  lose  one  sale 
often  means  the  loss  of  all  trade  in  his  line  from  that 


person.  The  impression  given  that  the  stock  is  not 
well  kept  up,  and  that  other  desired  articles  cannot  be 
found  therein,  may  result  in  ignoring  the  store  in 
future,  with  a  possibility  of  such  a  customer  making 
adverse  remarks  to  her  friends  regarding  the  store, 
thus  giving  it  a  bad  name. 

It  is  out  of  the  question  to  maintain  a  business  of  any 
kind  now  and  retain  local  trade  in  competition  with 
city  stores  and  mail  order  houses  without  constant 
study  relating  to  keeping  up  to  date.  This  can  only  be 
done  through  reading  a  live  trade  journal  and  being 
well  posted,  not  only  in  the  new  styles  of  furniture  and 
ino.^t  popular  woods  and  drapery  fabrics,  but  also  as  to 
tlie  latest  in  window  dressing,  advertising  and  methods 
of  business  conduct.  The  man  who  reads  his  trade 
papers  and  keeps  posted  in  the  line  that  he  has  chosen 
lo  invest  his  time,  money  and  brains  in  will  be  greatly 
aided  in  meeting  this  competition  and  retaining  his 
share  of  local  business.  This  cannot  be  done  by  con- 
tinuing to  run  his  affairs  by  antiquated  and  obsolete 
methods.  Ilnat  his  father  and  grandfather,  perhaps, 
succeeded  by  this  means  is  no  assurance  that  he  can, 
since  times  have  changed  and  people  change  with  them. 
Pei-'haps  his  father  did  not  have  plate  glass  in  the  front 
of  his  store,  with  large  panes  so  that  the  public  might 
gaze  in  with  unobstructed  view,  but  the  son  must  re- 
model his  store  front  to  make  it  conform  to  modem 
ideas  of  Avhat  looks  best. 

Only  those  who  make  their  principal  stock  really 
good  antiques  can  hope  to  vdn  trade  with  furniture 
that  is  far  behind  the  present  modes.  Tbe  stock  must 
be  kept  clean  and  carefully  dusted  to  make  it  look 
well.  It  must  be  tastefully  arranged  and  the  windows 
must  be  set  off  with  the  best  in  the  house  and  attrac- 
tively displayed.  Siieh  things  are  so  well  understood 
in  the  city  that  it  would  seem  almost  unnecessary  to 
mention  them,  but  the  city  merchant  is  the  exception, 
;iik1  does  not  have  to  compete  so  sharply  -with  mail 
ofder  houses. 


BRANDON  FIRM  CHANGES  NAME 

The  old  furniture  firm  of  Vincent  &  Macpherson, 
Brandon,  Man.,  which  for  the  past  five  years  has  been 
composed  of  Richard  Macpherson  and  Harry  B.  Bed- 
ford, have  decided  to  drop  the  name  of  Vincent,  and 
adopt  their  own  names.  From  henceforth  the  firm  will 
be  know  as  Macpherson  &  Bedford.  Both  members  of 
the  firm  are  well  known  in  Brandon,  Mr.  IMaepherson 
having  been  connected  with  the  furniture  business  of 
Brandon  for  twenty-seven  years.  Mr.  Bedford,  the 
younger  member,  is  a  son  of  Prof.  S.  A.  Bedford,  hav- 
ing spent  his  boyhood  days  on  the  Experimental  Farm, 
receiving  his  edncation  in  the  Brandon  schools.  He 
has  been  coniieetiMl  with  tlie  furniture  business  for  over 
ten  years. 


NEW  WUNDER  FURNITURE  REPRESENTATIVE 

W.  O.  Winterhalt,  of  Berlin,  will  be  a  busy  man 
fi'om  now  on,  for  besides  being  secretary  of  the  Wunder 
Furniture  Co.,  Ltd.,  he  will  represent  his  firm  on  the 
road.  Retaining  his  supervision  of  the  office,  Mr. 
Winterhalt  will  be  in  a  splendid  position  to  meet  cus- 
tomers, for  he  will  be  acquainted  with  both  the  inside 
and  the  outside  departments  of  his  company's  work. 
On  the  road  he  is  taking  Mr.  Zinkmann's  territorj'-, 
that  gentleman  having  resigned,  and  expects  to  start 
out  early  in  the  new  year  with  a  fine  new  range  of 
furniture. 
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Canadian  Mattress  Makers  to 
Standardize  Product 


AMOVE  is  on  foot  to  use  a  standard  label  on  Cana- 
dian-made mattresses,  reputable  manufacturers 
realizing  that  it  is  high  time  that  mattresses, 
which  are  so  closely  connected  with  the  health  of  the 
public,  should  be  standardized. 

A  meeting  was  held  at  Toronto  recently,  and  an  asso- 
ciation formed  of  a  majority  of  the  Ontario  matti-ess 
makers,  and  at  which  some  of  the  prominent  Canadian 
companies  outside  that  province  were  also  represented, 
and  the  above  was  the  unanimous  conclusion  arrived  at. 
With  this  conclusion  dealers  and  the  public  generally 
will  agree.  It  is  the  first  step  towards  a  Dominion-wide 
sanitary  bedding  law,  which  would  be  in  the  best  in- 
terests of  all  citizens  of  the  country.  And  until  a  uni- 
form sanitary  bedding  law  is  adopted  it  means  that  the 
makers  of  the  mattresses  carrying  the  standard  label 
guarantee  the  contents  to  be  absolutely  sanitary. 

Canadian  Furniture  World  has  lent  its  columns  to 
the  furthering  of  any  scheme  that  would  help  improve 
the  methods  of  making  and  handling  mattresses  and 
bedding,  and  has  been  forward  in  advocating  sanitary 
bedding  regulations  for  the  various  provinces  of  the 
Dominion.  During  the  past  several  years  particularly 
there  have  appeared  many  articles  giving  in  detail  the 
regulations  covering  sanitary  bedding  in  the  different 
states  of  the  American  union.  And  we  will  contin;ie 
to  give  helpful  information  along  this  line. 

It  is  felt  by  Canadian  manufacturers  and  dealers  of 
mattresses  that  when  there  is  no  standard  to  live  up 
to,  unscrupulous  makers,  finding  themselves  unable  to 
compete,  resort  to  shoddy  and  other  cheap  filling,  which 
should  never  enter  into  the  construction  of  a  mattress 
for  sanitary  reasons.  There  should  be  a  law  governing 
such  a  standard,  and  makers  of  bedding  Avould  wel- 
come such  a  laAv,  but  it  will  take  time  to  get  such  legis- 
lation, and  in  adopting  a  imiform  registered  label, 
guaranteeing  the  contents  of  every  mattress  carrying 
this  label,  a  step  towards  the  ultimate  goal  will  have 
been  made. 


WHAT  PENNSYLVANIA  IS  DOING 

An  extended  campaign  to  prevent  the  spread  of  in- 
fectious and  contagious  diseases  through  the  sale  of 
contaminated  mattresses  is  to  he  instituted  throughout 
Pennsylvania  by  the  Department  of  Labor  and  Indus- 
try. Labor  Commissioner  Jackson  has  issued  instruc- 
tions to  his  inspectors  to  enforce  rigidly  in  factories, 
cleaning  establishments,  wholesale  and  retail  stores,  the 
laws  that  place  the  manufacture,  renovation  and  sale  of 
all  mattresses  under  jurisdiction  of  the  department. 

Complaints  have  been  received  that  some  manufac- 
turers are  using  in  the  manufacture  of  cheap  mattresses 
material  which  has  not  been  sterilized,  and  other 
material  that  is  specifically  forbidden.  Further  com- 
plaints specify  that  large  numbers  of  mattresses,  im- 
properly made,  and  not  bearing  labels,  as  required  by 
law,  are  being  shipped  into  the  state  and  offered  for 
sale  by  Pennsylvania  dealers.  Dealers  who  offer  such 
mattresses  are  liable  to  prosecution. 

The  sweeping  character  of  the  Mattress  Act  of  1913 
and  the  enlargement  of  its  scope  by  an  amendment 
passed  by  the  last  Legislature  virtually  prohibits  the 
sale  of  any  mattress  that    is    not    manufactured  of 


approved  material,  thoroughly  sterilized,  disinfected 
and  labeled.  Resale  of  a  mattress  that  has  been  used 
by  a  person  having  any  infectious  or  contagious  disease 
is  forbidden,  and  resale  of  any  mattress  that  has  not 
been  sterilized  or  disinfected  is  unlawful.  The  inspec- 
tors, so  far  as  possible,  will  keep  a  check  on  the  resale 
of  all  mattresses  in  bulk  from  hotels  or  lodging  houses. 

Under  the  terms  of  the  Act,  even  the  reselling  of  a 
mattress  in  a  sale  of  household  furniture  is  unlawful, 
unless  it  has  been  sterilized  and  has  never  been  used 
by  a  sufferer  from  a  communicable  disease.  The  ster- 
ilizing must  have  the  approval  of  the  state  health  com- 
missioner. 

For  the  information  of  inspectors  every  mattress 
offered  for  sale  must  have  securely  sewed  to  its  cover 
a  linen  or  muslin  tag  not  less  than  3  by  4^/2  inches 
in  size  and  bearing  the  names  and  addresses  of  the 
manufacturers  and  vendors  and  a  complete  description 
of  the  material  contained  in  the  mattress.  If  it  is  of- 
fered for  resale  the  words  "second-hand"  must  appear 
on  the  label,  with  the   date  of  sterilization  and  the 


R.  Bradshaw,  of  the  Ideal  Bedding  Co.,  Toronto,  and  his  deer.hagged 
on  his  recent  shooting  trip  to  the  Laurentian  Mountains. 


names  and  addresses  of  those  performing  the  process. 
Any  person  who  removes,  defaces  or  changes  state- 
ments on  the  label  is  liable  to  a  fine  of  $25  to  $50  for 
each  offence. 

The  law  declares  a  mattress  to  be  any  quilted  pad, 
mattress,  mattress  pad,  bunk  quilt  or  cushion  stuffed 
or  filled  with  wool,  hair  or  other  soft  material,  except 
feathers,  to  be  used  on  a  couch  or  other  bed  for  sleep- 
ing or  reclining  purposes.  Old  or  worn  clothing,  car- 
pets and  "shoddy"  are  prohibited. 


NEW  U.S.  MATTRESS  ASSOCIATION 

The  cotton  felt  mattress  manufacturers  of  the  United 
States  met  in  New  York  on  Dec.  8,  for  the  purpose  of 
forming  an  organization.  More  than  forty-five  of  the 
leading  cotton  felt  mattress  manufacturers  across  the 
line  were  represented.  "Conditions  in  the  cotton  felt 
mattress  industry  have  recently  been  such  that  the 
manufacturers  have  had  brought  home  to  them  in 
pointed  fashion  the  advantages  which  would  rebound 
to  them  if  they  were  linked  together  in  an  association, 
Avorking  shoulder  to  shoulder  in  the  common  interest 
of  each  other,"  stated  one  of  those  interested  in  the 
new  body. 

Canadian  Brass  Bedsteads,  Ltd.,  Montreal,  has  been 
incorporated  at  Ottawa,  with  a  capital  of  $45,000,  to 
make  hoiisehold  articles  of  all  kinds,  especially  brass 
and  iron  bedsteads. 
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WHO  'S  WHO  IN  BEDDING  WORLD 

J.  Hamilton  Parkhiil,  vice-presidc^nt  Alaska  Fieiafclier 
(Sr  Down  Co.,  Ltd.,  Montreal,  is  also  president,  Alaska 
Bedding  Co.,  Ltd.,  Winnipeg;  president,  Alaska  B.C. 
Bedding  Co.,  Ltd.,  Van'couveir;  president,  Ideal  Bedding 
Co.,  Ltd.,  Toronto,  and  Adco-pTesidten't,  David  Boivman 
Coal  and  Lime  Co.,  Ltd.,  Winnipeg. 

He  was  bom  in  Wellinigton  County,  Ont.,  August  17, 
1869,  and  Avas  educated  vat  tlie  Pulblic  and  Grainmar 
Sohools,  Hamilton.  He  began  his  businosis  career  as 
clerk  for  A.  Murray  and  Co.,  drygoods  merchants.  Ham- 
ilton, Ont.,  in  1884,  remaining  with  that  tinn  until 
.1891 ,  -vvben  he  went  to  Brandon,  Man.,  and  took  charge 


J.  Hamilton  Pahi,  i 
Vice-President  Alaska  Feather  and  iJovvn  (  o..  Ltd.,  .Monti  eal. 
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of  the  retail  general  store  business  of  .4.,  Rankin  &  Co,, 
remaining  there  until  1895.  He  returned  to  Toronto 
and  beeame  associated  with  Boulter  and  Stewart,  manu- 
facturers' agents,  >vfho  were  representatives  of  the  To- 
ronto Feather  Ik  Down  Co.,  Ltd.,  and  this  was  his  first 
connection  with  that  line  of  businesa 

In  1898  he  became  associated  with  James  H.  Sher- 
rard  in  the  Alaska  Feather  &  DoAvn  Co.,  Ltd.,  as  secre- 
tary-treasurer of  the  company,  having  charge  of  the 
sales  and  credits  departments;  he  wa.s  elected  vi'ce- 
president  in  1902:  went  Wesit  in  1904,  and  opened  a 
branch  of  the  Alaska  Fe^ather  &  Down  Co.  at  Winnipeg, 
which,  in  1908,  was  incorporated  as  the  Alaska  Bedding 
Co.;  Ltd.,  of  A\''hich  he  became  president.  Tn  March, 
1915,  he  was  elected  president  of  th^e  Ideal  Bedding  Co., 
Ltd.,  Toronto,  and  in  April  located  permanently  at 
Montreal  as  managing  director  of  and  with  executive 
supervision  over  the  bedding  raanufacturiiig  companies 
with  wbich  he  is  asisociated. 

Mr.  Parkhiil  married  Alys  Elaine  Smith.  Toronto,  in 
1897,  and  has  one  son  and  one  daughter.  He  is  a  mem- 
'per  of  these  clubs  ;  N^'^tional  (Toronto)  j  Manito'ba  and 


Adanae,  and  Winnipeg  Coif  (Winnipe'g),  and  Oaaiad'a 
(Montreal).  His  recreations  are  golf,  motorinig  and 
lawn  bowling. 


After  the  Shutters  are  Up 


Mrs.  Finnickle  (entering  kitchen  witb  new.spaper)  — 
Norah,  a  celebrated  doctor  says  that  brooms  are  full  of 
microbes,  so  hereafter  you'll  have  to  give  your  broom 
an  antiseptic  bath  everj'  day. 

Norah — Sure  Oi'll  not!  Next  thing  ye'll  be  asking 
me  to  give  it  massage  thratements  and  hippydermic  in- 
jections, an'  ye  may  as  well  understand  right  now  that 
Oi'm  no  thrained  nurse  ! 

*  #  * 

"Sure,  Oi'll  write  me  name  on  the  back  o'  your  note, 
guaranteein'  ye'll  pay  ut,"  said  Pat,  smiling  pleasantly 
as  he  indorsed  Billup's  note,  "but  Oi  know  doomed  well 
ye  won't  pay  ut.  We'll  have  a  laugh  at  th'  ixpinse  of 
the  bank." 

*  •  • 

"You  are  about  recovered  from  that  attack  of  ner- 
vous prostration,"  said  the  doctor  at  his  final  visit, 
"and  if  in  the  future  I  can  possibly  help  you  to  ward 
off  a  repetition  of  it  I  shall  do  it!" 

"Very  well,  then,  doctor,  don't  send  in  your  bill!" 

*  *  * 

Proud  Mother — Do  you  know,  dear,  I  believe  our 
baby  will  be  a  great  singer,  perhaps  a  famous  tenor? 

Tired  Father — ^He  strikes  high  C  mighty  often,  if 
that  is  what  you  mean. 

Proud  Mother — ^Yes,  the  tones  are  so  sweet  and  shrill. 
T  hope  he  will  be  able  to  have  his  voice  cultivated  in 
Italy. 

Tired  Father — ^By  Jove!  Oood  idea!  Send  him  now." 

*  *  • 

A  tenderfoot  was  standing  directly  behind  the  dealer 
in  an  old-time  poker  game  in  a  Western  mining  town, 
and  saw  the  latter  deal  himself  aces  from  the  bottom  of 
the  pack.  He  turned  to  the  native  who  stood  beside 
him,  who  also  had  been  watching  the  deal  closely,  but 
the  face  of  the  native  was  quite  expressionless. 

After  a  moment  or  two  the  tenderfoot  leaned  over 
closer  to  the  native  and  whispered : 

"Say,  did  you  see  that?" 

"See  what?"  queried  the  native. 

"Why,"  exclaimed  the  tenderfoot,  in  some  surprise, 
"that  man  just  dealt  himself  four  aces  from  the  bot- 
tom of  the  pack!   Didn't  you  see  it?" 

"Well,"  responded  the  native,  complacently,  "it's 
his  deal,  ain't  it?" 

*  *  « 

But,  sav,  Hardware,  what  are  you  looking  so  glum 
about?" 

The  hardwaroman  turned  a  sad  face.  "  lost  one 
of  my  best  customers  yesterday,"  he  sighed. 

"Too  bad!"  sjnnpathized  everybody.   "Did  he  die?" 

"No,"  siaid  the  hardwareman  gloomily  "It  was  my 
fault,  I  told  him  I  had  a  great  line — remarkable' — -a 
line  that  would  knock  his  eye  out."  The  hardAvareman 
stopped  and  blew  his  nose.  There  was  a  trace  of  tears 
in  his  eyes. 

"And?"  questioned  the  glass  man.  Everyone  was 
respectfully  silent. 

"Oh!"  .sobbed  the  bardwareman,  "too  late  I  remem- 
Ibered  that  he  had  only  one  eye !" 
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Knobs  of  News 


The  P.  B.  Thompson  Co.  has  opened  a  furniture  store 
at  Montreal. 

Peter  Tinning  has  opened  up  a  furniture  store  at 
Windsor,  Ont. 

The  Commonwealth  Furniture  Store  has  opened  up  at 
Medicine  Hat. 

H.  A.  Dirks,  furniture  dealer  at  Waldheim,  Sask., 
has  sold  his  business  to  J.  &  J.  Siemens. 

The  Binkley  Furniture  Co.,  Ltd.,  Shaunavon,  Sask., 
with  $10,000  capital,  has  been  incorporated. 

Wm.  H.  Bunt,  furniture  dealer  and  undertaker  at 
Flesherton,  Out.,  has  removed  to  Owen  Sound. 

Canadian  Brass  Bedsteads,  Ltd.,  Montreal,  has  been 
incorporated  with  a  capital  of  $45,000,  to  make  furni- 
ture, brass  and  iron  bedsteads. 

A.  E.  Evans,  Toronto,  is  the  successor  of  the  late 
Edwin  Roat,  Berlin,  in  carrying  the  D.  Hibner  Furni- 
ture Co.'s  line  in  Ontario  and  Quebec. 

J.  B.  Juillet  &  Fils,  Cascade  Point,  Qiie.,  have  been 
registered  as  dealers  in  carpets,  etc.,  J.  B.,  J.  H.  and 
J.  A.  Juillet  being  members  of  the  company. 

Struck  in  the  head  by  a  piece  of  double  action  band 
saw,  which  had  suddenly  broken,  Charles  Powell,  fore- 
man in  the  cutting-out  department  in  the  machine  room 
of  the  George  McLagan  Company's  furniture  factory, 
at  Stratford,  some  few  days  ago,  was  almost  instantly 
killed. 


FURNITURE  MEN  ENLISTING 

Jim  Sussex,  representing  in  Western  Ontario  the 
Victoriaville  and  other  furniture  factories,  has  joined 
the  London  city  regiment  for  service  at  the  Front. 

Joseph  Jennings,  Walter  Rye  and  Joseph  Bernard, 
of  the  Edwards  Furniture  Co.,  Sherbrooke,  Que.,  are 
serving  with  various  contingents  of  the  Canadian  over- 
seas forces. 

Henry  B.  Jennings,  son  of  W.  B.  Jennings,  of  the 
Jennings  Furniture  Co.,  St.  Thomas,  Ont.,  has  joined 
the  91st  Batt.  C.E.F. 

A  visitor  to  Canadian  Furniture  World  office  brings 
information  that  Jack  Mundell,  jun.,  of  John  C.  Mun- 
dell  &  Co.,  Elora,  and  Godfrey  Smith,  one  of  their 
traveling  representatives,  have  enlisted  for  service  at 
the  Front. 

The  Meaford  Mfg.  Co.  has  a  big  list  of  employes  serv- 
ing in  the  various  units.  Among  them  are  F.  Redmond, 
J.  Johnson,  R.  Davey,  E.  Mobsby,  Geo.  Kelly,  John 
Petch,  C.  Pickett,  B.  Clifton,  Geo.  Smith,  A.  Patterson, 
A.  Morgan,  C.  Raper,  C.  Finley,  R.  Dillon,  V.  Croft,  F. 
Allan,  M.  Linsley,  E.  Ribbans,  and  W.  C.  Robinson. 
Besides  these,  of  the  first  Canadian  contingent  Alf. 
Raper  is  a  prisoner  in  Germany,  Wm.  Rae  and  A.  White 
were  killed  in  action,  and  A.  J.  Jucksch  is  reported 
missing. 


BIG  FURNITURE  FACTORY  FIRE 

A  spectacular  blaze,  causing  damage  amounting  to 
$100,000  or  over,  occurred  last  month  in  the  Toronto  fac- 
tory of  the  Gold  Medal  Furniture  Manufacturing  Co., 
when  a  portion  of  their  office  and  factory  building  was 
almost  totally  destroyed.  The  inflammable  nature  of 
the  contents  of  the  building  and  its  structure  made  it 
spread  with  great  rapidity. 

The  burned  building  was  a  three-storey  wooden  struc- 


ture. The  fire  started  in  the  southwest  corner,  and  in 
spite  of  the  rapid  response  of  the  fire  apparatus  was 
soon  a  furnace.  The  contents  of  the  building  were  raw 
materials,  such  as  felt  and  sea  grasses,  as  well  as  a 
large  quantity  of  furniture  just  from  the  factory.  Forty 
men  were  at  work  in  the  factory  at  the  time,  but  they 
escaped  without  any  danger. 

Cloths  used  in  upholstering  and  other  material  neces- 
sary toward  the  manufacturing  of  furniture  in  the 
portion  of  the  building  not  gutted  suffered  through 
damage  by  water  and  smoke,  which  in  some  instances 
will  render  it  valueless.  The  factory  occupies  half  a 
city  block  and  fronts  on  Van  Horne  street.  W.  J. 
McMurtry  is  the  manager  and  principal  owner  of  the 
company. 


COLUMBIA  GRAPHOPHONES  IN  WINNIPEG 

J.  A.  Banfield,  one  of  Winnipeg's  leading  furniture 
dealers,  has  opened  up  graphophone  parlors,  with  a 
stock  of  Columbia  lines.  In  connection  with  the  open- 
ing of  this  department  was  a  public  concert  and  con- 
test, the  latter  being  called  "Unravelling  the  Tunes." 
The  record  of  "Tangled  Tunes"  was  played  and  a  prize 
given  to  the  person  giving  the  names  of  the  tunes  on 
the  record.  The  Banfield  graphophone  department  is 
located  on  the  top  floor  of  the  Main  Street  warehouse 
and  is  in  charge  of  Mr.  Tanney.  .  •  ■ 


FURNITURE  DEALERS  IN  MUNICIPAL  LIFE 

W.  T.  Henry,  of  the  Blowey-Henry  Co.,  Edmonton, 
who  last  year  was  elected  mayor  of  that  city  by  a 
majority  of  over  6,000  votes  on  the  clean  city  ticket, 
has  made  so  good  and  has  satisfied  his  fellow  citizens  so 
well  that  he  has  just  been  elected  by  acclamation  for 
another  term.  Mr.  Henry's  many  friends  in  the  trade 
will  be  highly  gratified  to  learn  of  the  renewed  con- 
fidence placed  in  him  by  his  fellow  citizens  of  Edmon- 
ton. 


ARE  TIMES  IMPROVING?  READ  THIS 

"Our  business  for  this  month  will  easily  double  that 
of  November  of  last  year,"  writes  a  prominent  Western 
Ontario  manufacturer.  "This  we  did  not  anticipate, 
and  have  had  to  delay  some  orders  on  that  account,  but 
have  considerably  increased  our  stafi:',  and  we  expect 
to  be  able  to  fill  all  orders  that  reach  us  for  Christmas." 


LETTER  BOX 

Kindly  let  me  know  where  I  can  buy  baby  sleighs^ — 
M.  Saffron,  Springhill,  N.S. 

Canada  Furniture  Manufacturers,  Woodstock,  Ont.; 
Canadian  Buffalo  Sled  Co.,  Preston,  Out;  Gendron  Mfg. 
Co.,  Toronto. — Editor. 

MAHOGANY  SCARCE 

Herbert  E.  Sumner,  writing  in  Furniture  Manufac- 
turer and  Artisan  on  the  mahogany  situation,  states 
that  consumption  of  this  wood  is  greater  than  the 
supply.  The  African  stock  is  scarce ;  the  Mexican 
camps  have  disbanded  because  of  the  disturbances  in 
that  country  ;  and  ocean  freight  rates  on  mahogany  logs 
have  been  doubled  since  the  outbreak  of  the  war.  Be- 
sides this  latter  fact,  logs  are  short  on  offerings. 


QUEER  COMBINATION 

H.  A.  Dirks,  who  conducts  a  furniture  business  at 
Waldheim,  Sask.,  has,  as  an  added  department,  a  con- 
fectionery section. 
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RATTAN  CO.  BANQUET  EMPLOYES 

The  Luperial  Rattan  Co.,  Ltd.,  Stratford,  Out.,  gave 
their  annual  baiujuet  to  their  employes  on  November 
19,  in  their  new  showrooms,  in  the  basement  of  their 
building.  The  dining  room  was  splendidly  decorated, 
resembling  a  Jaj)anese  bower.  Flags  of  Britain.  Canada 
and  the  Allies  sus])ended  from  tlie  ceiling  gave  a 
patriotic  ef^'ect,  and  llie  electric  lights  were  encased  in 
wicker  frames. 

About  a  hundred  were  present  at  (he  banquet,  some 
of  the  prominent  business  men  of  the  city  being  also 
guests.  Mr.  Strudley  was  chairman  of  the  proceedings, 
which  were  voted  by  all  to  be  the  best  of  the  series  of 
banquets  given  by  the  company.  Besides  the  chairman, 
speeches  were  delivered  by  D.  F.  Ferguson,  merchant; 
C.  A.  Mayberry,  principal  of  the  Collegiate  Institute, 
and  Mr.  Ranton,  on  behalf  of  the  press.  The  menu  card 
was  a  work  of  art.    The  outside  cover  was  embossed 


suggestions  in  the  furnishing  of  various  rooms  in  the 
house — breakfast  room,  living  room,  bedroom,  den,  lib- 
rary, etc. — in  reed,  rattan  and  willow  furniture,  in  the 
very  latest  coverings  of  cretonnes,  tapestries,  and 
shadows.  Different  finishes  will  also  be  shown — ivory, 
white  enamel,  grey  stain,  brown,  etc.  , 


THE  NEW  1916  FURNITURE 

Willi  the  opening  of  the  new  year  a  number  of  Cana- 
dian furniture  manufacturers  will  show  for  the  first 
time  0)ie  or  more  new  lines  which  they  have  taken  up 
since  the  outbreak  of  the  big  war.  Some  of  the  new 
goods  are  along  the  natural  trend  that  manufacturers 
laid  down  in  advance  for  their  plants,  and  all  of  them 
show  the  advances  which  have  been  made  of  late,  espe- 
cially during  the  past  year  and  a  half. 

The  North   American    P^'nrniture   Co.,    Ltd.,  Owen 


Group  photo  of  guests  and  employes  at  annual  banquet  of  Imperial  Rattan  Co.,  Ltd.,  Stratford. 


with  the  British  coat-of-arms  in  colors,  and  the  menu 
itself  was  such  a  good  one  that  it  is  reproduced  beloAV : 

Menu 

Reed  Bleach — Cream  of  Tomato  Soup 
Prime  No.  1  Sirloin  Roast  Beef 
Brown  Gravy 

Potatoes — Ivory  White  Shrapnel  Peas 

Rattan  Salad 
No.  12  Rolls  Fumed  Bread 

"Jack  Johnston"  Crackers 
16th  Century  Pudding  Flat  Mission  Sauce 

White  Enamel  Ice  Cream 
White  Willow  Celery  Rods 
Zeppelin  Pickles 
North  Sea  Salted  Nuts  Fruit 
Washers  de  Wafer  Mint 
Coffee  Stain 
Bagdad  Music  by  Reeves'  Imperial  Orchestra 


NEW  SHOWROOMS  AT  IMPERIAL  RATTAN  CO. 

The  Imperial  Rattan  Co.,  Ltd.,  are  opening  new  per- 
manent showrooms  for  the  display  of  their  goods,  and 
will  have  them  ready  for  the  opening  of  the  furniture 
exhibition  at  Stratford  on  January  8.  The  showrooms, 
which  are  60  x  120  feet,  will  be  divided  so  as  to  give 


Sound,  will  have  ready  in  January  new  dining,  bed,  and 
living  room  suites,  in  oak  and  walnut  in  William  and 
Mary  designs. 

C.  P.  Gilinas  &  Frere,  Three  Rivers,  Que.,  makers  of 
"Jumbo"  chairs,  will  bring  out  baby  "Jumbo"  chairs 
for  children. 

The  F.  E.  Coombe  Furniture  Co.,  Ltd.,  Kincardine, 
will  bring  out  some  new  living  room  tables  in  mahogany 
and  walnut. 

The  Ivnechtel  Furniture  Co.,  Hanover,  will  show  some 
new  piano  benches,  a  line  they  have  added  this  year. 

The  Phillips  Mfg.  Co.,  Ltd.,  Toronto,  are  to  put  out  a 
number  of  new  pictures,  and  will  publish  a  complete 
catalogue  of  their  full  line  in  January. 


T.  EATON  CO.  BUYS  SASKATOON  WAREHOUSE 

The  T.  Eaton  Co.,  of  Winnipeg,  is  reported  to  have 
taken  over  the  buildings  of  the  Stamco  Manufacturing 
Co.  in  Saskatoon,  and  will  utilize  same  as  a  disti'ibuting 
warehouse.  The  machinery,  etc.,  in  the  building  has 
been  purchased  by  the  Alaska  Bedding  Co.,  of  Winni- 
peg, and  it  is  stated  the  company  will  use  it  for  manu- 
facturing purposes  next  spring. 

The  Standard  Upholstering  Co.,  Toronto,  has  been 
organized,  with  Mr.  MeFar(iuhar.  late  of  the  Maple 
Leaf  Couch  Co.,  as  manager. 
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SPECIAL  ILLUSTRATED  SECTION 

Showing  Some  of  the  Newest  Articles  of  Furniture 


Suggestions 
from  the 
Canadian 
Factories 


Organola  model  of  the  Phonola  line,  manu- 
factured by  The  Pollock  Manufacturing 
Co.,  Limited,  Berlin,  Canada. 


S 


New   design    Grafonola,    made   by  Columbia 
Graphaphoue  Co.,  Limited,  Toronto. 


No.  258.    Jacobean  dining  suite  in  plain  oak,  wilh  a  .54-inch  buffet,  made  by  the  Knechtel  Furniture  Co.,  Ltd.,  Hanover. 
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New  design  brass 
bed  made  by  the 
Alaska  Feather  & 
Down  Co.,  Limited, 
Montreal. 


Below  is  shown  No.  51321  Chesterfield,  made  by  the  Snyder 
Bros.  Upholstering  Co.,  Waterloo,  Ont. 
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NEW  MUNITIONS  NEEDED 

BY  MR.  PROGRESSIVE  DEALER  TO  BATTER  DOWN  THE  OBJEC- 
TIONS RAISED  BY  MR.  HESITATING  BUYER. 

WANT  TO  SEE  THEM?  WELL  COME  TO  THE  BIG 

Exhibition  of 
,    "Malcolm  ''1916  Patterns 

at  2 1  9  Victoria  Street,  Toronto 
Jan.  1 0th  to  20th,  1916 


20  new  rnaiched 
Dining  Room,  Bed- 
room and  Library 
Suites  in  Black 
W  alnul,  Enamel 
and  Mahogany. 
It  will  pay  every 
dealer  to  see  them. 


We  are  counting 
on  big  business  this 
year,  and  want 
your  orders  early  to 
enable  us  to  give 
you  prompt  ship- 
ments. 


No.  123  Toilet  Tabu 

THE  ANDREW  MALCOLM  FURNITURE  CO.,  LTD. 

Head  Ojfice:  KINCARDINE,  ONT.  LISTOWEL.  ONT. 
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Two  Mighty  Good  Sellers 


Should  be  on  Display  in 
Every  Furniture  Store 


frf  ELITE 

•    I     FOLDING  TABLE 


This  table  has  fewer  parts  than  any  other  folding 
table  on  the  market.  It  is  made  in  30  in.  size  only,  and 
weighs  but  1  1  pounds.  Supplied  with  felt  or  leather- 
ette top  and  woodwork  in  golden  oak,  fumed  or 
mahogany  finish.  The  legs  are  firmly  braced,  nraking 
a  table  that  is  absolutely  rigid  and  will  not  wobble. 


Write  now  for 
illustrated  liter- 
ature descrip- 
tive of  Peerless 
and  Elite  fold- 
ing tables. 


WPEERLES5 

'    FOLDING  TABLET 


May  be  had  in  either  felt,  leatherette  or  polished  wood 
top,  and  golden  oak,  fumed  or  mahogany  finish.  Sizes  from 
24  inches  up  to  full  dining  table.  Put  a  display  of  these 
tables  in  your  window.  You  will  be  surprised  to  find 
how  this  will  help  your  furniture  sales. 

HOURD  &  CO.,  Limited,  LONDON,  ONT. 

SOLE  LICENSEES  AND  MANUFACTURERS 


1} 


Wood 
Fibre 
Carvings 

Stronger 

than  Wood 


Our  expert  designer 
will  be  pleased  to  sub- 
mit special  exclusive  de- 
signs for  your  line. 

Write  us  for  particulars 
of  our  proposition. 


A  few  samples  of  over  2000  designs  we  now  have 
to  offer  to  furniture  manufacturers.    More  to  follow. 


Sharp  in  detail 
Everlasting  in  use 


J.  WALTER  &  SONS     ::     BERLIN,  ONT. 
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The  Furniture  Manufacturer 


A  Department 
of  News 
and  Ideas 


ALTHOUGH  furniture  manufacturers  in  Canada 
have  not  been  getting  as  much  business  in  the 
home  market  as  was  the  case  two  or  three  years 
ago,  yet  there  is  some  satisfaction  in  the  fact  that  the 
imports  of  furniture  from  abroad  are  much  less  than 
they  were.  The  returns  covering  the  past  six  months 
make  this  <|uite  clear,  the  total  value  from  all  coun- 
tries being  .$372,604,  compared  with  $1,020,861  during 
the  corresponding  period  of  last  year.  This  is  a  de- 
cline of  a  little  over  63  per  cent. 

The  principal  countries  from  which  we  imported,  and 
the  amounts,  together  with  a  comparison  with  the  cor- 
responding six  months  of  1914,  were  as  follows:  United 
States,  $325,040,  compared  with  $884,144;  Great  Bri- 
tain, $19,011,  compared  with  $71,958;  Hong  Kong, 
$16,141,  compared  with  $22,684;  France,  $5,729,  com- 
pared with  $17,663. 


IN  CONTRADISTINCTION  to  the  experience  in  the 
import  trade,  Canada's  export  trade  in  furniture 
of  domestic  production,  for  the  past  six  months  of 
the  present  fiscal  year,  shows  an  increase.  True,  the 
increase  does  not  amount  to  a  great  deal,  but  still  there 
is  some  satisfaction  in  knowing  there  is  an  increase 
at  all. 

The  actual  figures  for*  the  six  months  of  the  two 
respective  periods  were  $154,937  and  $154,309. 

The  increase  was  due  altogether  on  British  account, 
we  having  exported  $49,509  worth  to  that  country, 
compared  with  $12,565  in  the  corresponding  six  months 
of  1914.  There  was  a  decrease  in  the  exports  to  all 
other  countries,  the  most  marked  being  those  to  Aus- 
tralia, wliich  only  took  $2,117  worth,  compared  with 
$33,707.    This  is  a  rather  hard  l)low  from  one  of  our 


best  furniture  markets,  none  of  which  liave  been  any  too 
good  during  the  last  six  months. 


THE  LUMBER  trade  in  Canada,  while  still  on  the 
whole  quiet,  is  gradually  getting  into  better 
shape.  Even  the  furniture  manufacturers  are 
buying  a  little  more  than  they  were.  But  the  most 
satisfactory  feature  of  the  lumber  trade  at  present 
is  the  export  trade  with  the  United  States.  Detroit, 
particularly,  has  been  a  good  market,  where  the  auto- 
mobile manufacturers  have  been  particularly  good 
buyers.  The  demand  on  United  States  account  is  being 
felt  as  far  east  as  New  Brunswick,  and  while  prices 
thei'e  are  still  low,  the  outlook  is  gradually  improving. 
The  export  trade  with  Europe  is  still  unsatisfactory, 
owing  largely  to  the  high  freight  rates  and  the  .scarcity 
of  tonnage.  In  view  of  the  condition  of  the  British 
market,  where  prices  are  firm  and  the  demand  good, 
it  is  expected  that  the  export  trade  from  Canada  to 
that  market  will  eventiially  be  more  satisfactory.  In 
the  meantime,  however,  the  market  in  Canada  is  some- 
what unsettled  as  far  as  the  overseas  export  trade  is 
concerned.  In  British  Columbia,  the  lumber  trade  is 
gradually  getting  into  healthier  shape  in  sympathy 
with  the  big  crops  in  the  Prairie  Provinces,  which  in 
normal  times  take  about  90  per  cent,  of  the  output 
of  the  mills  in  that  province.  The  cut  of  timber  in  the 
Canadian  woods  this  winter  will  probably  be  on  the 
whole  below  normal,  and  in  New  Brunswick  they  are 
talking  of  a  cut  one-third  less  than  that  of  last  year. 


0\J]  of  the  evidences  of  the  duiness  of  the  furni- 
ture and  building  industries  is  to  be  found  in  the 
import  trade  of  various  kinds  of  woods.  The 
deeliiic  in  the  imports  during  the  first  six  months  of 


British  Furniture.  —  Parlor  suite  as 
wanted  and  sold  in  the  Old  Country. 
(See  article  on  next  page.) 


January,  1916  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  63 


If  You  Are 
Planning  the  Greatest  Success 

For  1916 
You  Must  Include  the 

COLUMBIA 

In  the  fact  that  it  was  impossible  for  us  to  deliver 
much  more  than  about  7  5  %  of  the  total  demand 
for  Grafonolas  this  year  there  is  both  regret  and 
pride — regret  because  you  and  we  could  not  add 
that  business  to  our  sales,  and  because  your  cus- 
tomers were  disappointed.  But  at  the  same  time 
it  is  for  you  and  us  to  be  proud  that  so  many  more 
people  wanted  Columbia  that  even  we  in  our 
confident  optimism  expected. 

We  will  be  able  to  do  better  next  year — plans  that  we  have  been  working  on, 
including  substantial  additions  to  the  factory,  are  well  under  way,  and  that 
rwill  mean  a  greater  output  of  every  Columbia  type.  So  don't  let  anything 
deter  you  from  making  your  1916  plans  on  big,  broad  and  sanehnes,  always 
remembering  that  the  Columbia  is  a  money-in-the-bank  proposition. 

Write  for  "  Music  Money "  a  booklet  full  of 
meat  for  those  dealers  interested  in  quick 
and  frequent  turnover  of  capital. 
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the  present  fiscal  year,  compared  with  the  correspond- 
ing period  in  19l'4,  is  most  marked.  Taking  nine  of 
the  principal  woods  imported,  the  falling  ofP  is  nearly 
63  per  c(>nt.  Details  will  be  gathered  fi-om  a  glance 
at  the  following  table  : 


Cherry,  eliestmil.  gunnvood, 
hickory,  whitewood  .... 

Mahogany   

Oak  ...  ■  

Pitch  pine  

Redwood   

Spaiush  cedar   

Walnut   

White  ash   

Planks  and  boards,  dressed 
on  one  side  only   


1915— M  ft. 

1914— M  ft. 

4,342 

9.587 

203,770 

792,588 

11,215 

23,181 

24.029 

69,527 

120.538 

595.445 

180,472 

209,951 

210,308 

181,947 

305,749 

965,725 

35,943 

108,038 

1,096,366 

2,955,989 

FURNITURE  manufacturers  can  scarcely  be  unin- 
terested in  the  condition  of  the  wire  products 
market.    Prices  have  for  some  time  been  steadily 
advancing  in  both  Canada  and  the  United  States.  In 


Mr.  R.  Crigg,  the  Commissioner  of  Commerce,  we  have 
been  accorded  the  ]n-ivi]ege  of  rei)roducing  these  illus- 
trations. 

"It  is  stated  that  it  should  be  borne  in  mind,"  writes 
Mr.  Arnaud,  "that  the  pattern  must  be  English,  and 
not  Canadian." 

"With  abundance  of  necessary  raw  materials,"  he 
continues,  "Canadian  furniture  manufacturers  favor- 
ably situated  to  carry  on  an  export  trade  should  be  in 
a  position  to  compete  with  English-made  goods  if  sent 
to  Great  P>ritain  in  a  knocked-down  form  to  be  put 
together  and  finished  after  arrival  in  the  United  King- 
dom. Bentwood  chairs  are  also  in  demand.  These 
were  sold  by  Austrian  manufacturers  in  large  quanti- 
ties prior  to  the  outbreak  of  the  war.  As  war  condi- 
tions have  interfered  to  a  considerable  extent  with 
the  nsual  sources  of  wood  supply  to  the  United  King- 
dom, the  present  appears  to  be  an  opportune  time  for 
Canadian  makers  of  furniture  to  develop  an  export 
trade.  A  list  of  furniture  importers  may  be  found  in 
the  Directory  of  Foreign  Importers,  which,  if  not  al- 
ready to  hand,  can  be  obtained  on  application  to  the 
Commissioner  of  Commerce,  Ottawa." 

At  present  Canada's  exports  of  furniture  to  Great 


British  Furniture.— Leather  suite,  solid  oak  frames. 


Pittsburg  the  situation  is  so  acute  that  nearly  all  the 
manufacturers  of  wire  nails  will  not  accept  further 
orders  until  April,  many  of  them  having  booked  orders 
for  their  complete  output  up  to  the  second  quarter  of 
the  new  year.  The  manufacturers  of  steel  products  in 
Canada,  who  some  months  ago  urged  their  customers 
to  place  orders  in  anticipation  of  much  higher  prices 
obtaining  before  a  great  while,  were  evidently  giving 
sound  advice. 


OPENING  FOR  CHEAP  FURNITURE  IN  BRITAIN 

The  Canadian  commercial  agents  in  Great  Britain 
have  lately  been  paying  a  great  deal  of  attention  to 
the  study  of  the  latter  country  as  a  market  for  Cana- 
dian furniture.  In  the  Weekly  l^ulletiu  of  the  Depart- 
ment of  Trade  and  Commerce  is  a  report  on  the  subject 
by  Mr.  E.  D.  Arnaud,  the  commissioner  at  Bristol. 
Accompanying  the  report  are  four  illustrations  show- 
ing certain  styles  of  the  cheaper  grade  of  furniture  in 
demand  in  Great  Britain.    Through  the  courtesy  of 


Britain  are  very  small.  During  the  last  fiscal  year 
they  only  amounted  to  $31,645.  In  1914  they  were 
$35,891,  and  four  years  ago  $24,777. 


MARKET  FOR  FOLDING  CHAIRS 

Several  Canadian  firms  have  recently  made  inquiries 
regarding  the  demand  for  various  kinds  of  chairs  in 
the  United  Kingdom,  states  J.  E.  Ray.  Canadian  Trade 
Commissioner  at  Birmingham,  England,  in  his  report  to 
the  Department  of  Trade  and  Commerce  at  Ottawa. 
Keen  competition  with  British  maniafaeturers  in  the 
past  made  it  ditficult  for  Canadian  manufacturers  to 
establish  satisfactory  connections  in  the  United  King- 
dom, but  the  enhanced  cost  of  production  at  the  present 
time,  due  to  shortage  of  labor  and  the  rise  in  prices 
of  raw  materials,  should  encourage  them  to  reconsider 
the  market.  It  may  be.  however,  that  the  advantage 
offered  by  these  changed  conditions  is  nullified  by  the 
increased  cost  of  freights.    This  can  only  be  tested  by 
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THE  LATEST 

PHONOLA  TYPE 
"ORGANOLA" 

The  Greatest  Advance  in  Talking-Machine 
Construction  since  the  beginning  of 
the  industry! 

For  those  who  want  the  best  obtainable  results,  this 
new  type  will  supersede  all  models  that  have  gone 
before,  regardless  of  make. 

Experts  who  have  heard  it  and  critically  examined 
its  performance  are  astonished  at  its  infallible  purity 
of  tone,  clearness,  volume  and  freedom  from  objec- 
tionable harshness  and  foreign  noises. 

Equipped  with  the  new  device,  the  Phonola  unques- 
tionably takes  front  rank  among  talking  machines  as 
furnishing  the  truest,  clearest,  purest  and  sweetest  tone 
possible  to  reproduce. 


Showing  the  "Organola"  Model  in  use. 


Showing  the  pipes  in  position. 


The  new  invention,  which  will  revolutionize  the  talk- 
ing machine  industry  and  all  means  of  sound-repro- 
duction, consists  of  a  cluster  of  pipes  of  various  sizes, 
from  inch  to  5  inches  in  diameter  and  from  3 
inches  to  6  feet  in  length.  These  pipes  embrace 
every  note  in  the  scale  and  vibrate  in  sympathy  as 
their  no'^es  are  given  forth  by  the  record  which  hap- 
pens to  be  playing. 

This  sympathetic  vibration  not  only  steadies  and  clanfifs  the 
note  actually  sounded  at  the  moment,  but  submerges  discordant 
sounds  and  tends  to  exclude  foreign  noises  of  any  character. 

Thus,  the  new  Phonola  plays  with  a  marked  absence  of 
scratching,  grating,  blurring,  blasting,  or  any  of  those  ear- 
offending  sounds  that  so  frequently  mar  the  performance  of  the 
highest  priced  machines  and  records. 

The  cluster  of  pipes  is  attached  to  the  bottom  of  the  horn 
inside  the  cabinet  and  is  in  direct  connection  with  the  tone  arm 
and  the  sound-conveying  and  amplifying  passage  of  the  machine. 

Each  pipe  is  mathematically  correct,  being  based  upon  experi- 
ments covering  many  months  of  painstaking,  methodical  re- 
search governed  by  unalterable  acoustic  laws. 


THE  POLLOCK  MANUFACTURING  CO.,  LIMITED 

BERLIN  CANADA 
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forwarding  (|notations  to  British  importers  for  their 
'Consideration. 

Thousands  of  folding  chairs  are  sold  annually  in  that 
country.  They  are  easy  to  pack,  which  is  an  important 
asset  in  relation  to  freightage  charges.  They  retail  in 
Great  Britain  from  $1  to  $10.  according  to  strength  and 
finish. 


THE  recent  decision  of  the  National  Furniture 
Manufacturers'  Association,  in  convention  at 
Grand  Rapids,  Mich.,  to  advance  furniture  prices 
after  January  1st  five  per  cent,  over  all  designs  now  on 
the  market,  and  ten  per  cent,  on  all  new  designs,  has 
created  some  stir  in  the  furniture  world.  The  early 
reports  stated  that  advances  would  run  from  20  to  50 
per  cent,  above  prevailing  prices.  Some  Canadian 
dealers  have  already  been  notified  that  after  Decem- 
ber 31st  all  discounts  will  be  cut  otT. 

The  daily  press  says  this  means  a  regular  knockout 
for  Battling  Danny  Cupid,  as  Mr.  and  Mrs.  Newlywed 
are  going  to  pay  so  much  more  for  their  furnishings 
next  year  on  account  of  the  war.  The  reason  for  the 
increase  is  that  lumber  has  advanced  10  per 
cent.,  hardware  100  per  cent.,  and  mirrors  150  per  cent., 
not  to  mention  wages,  which  have  advanced  15  per 
cent. 

While  all  these  conditions  do  not  apply  to  the  Cana- 
dian manufacturing  field,  it  will  be  found  that  hard- 
ware lines  have  advanced,  screws  particularly,  so  many 
screw  manufacturers  having  taken  to  the  making  of 
munitions.  There  is  also  a  scarcity  of  labor  on  account 
of  the  thousands  of  men  who  have  gone  to  the  war. 

In  the  retail  field  business  is  booming.  "We  had  the 
best  November  in  our  history."  said  one  Toronto  firm. 
"There  is  a  real  boom  on  in  the  furniture  business, 
and  the  prices  are  normal." 


pore  as  the  principal  city  of  export,  and,  before  the 
war,  had  been  cut  up  and  prepared  in  Germany  for 
use.  'I'he  T'ind  or  outer  part  of  the  rattan  is  the  cane, 
u  iiile  the  core  or  heart  is  the  reed.  While  the  ma- 
cliinery  required  for  this  process  of  removing  the  cane 
iind  cutting  the  reed  for  commercial  uses  is  not  com- 
plicated, very  few  American  concerns  so  far  have  at- 
tempted to  go  it  alone  in  this  regard. 

The  United  States  Department  of  Commerce  has  been 
investigating  the  Philippine  rattan  situation  and  finds 
that  while  there  is  plenty  of  rattan  in  the  islands  there 
there  is  no  organization  for  the  harvest  and  shipment 
of  this  product.  It  is  stated  that  business  of  this  kind 
on  an  extensive  scale  could  not  be  built  up  in  less  than 
two  to  five  years. 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American   Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining'  Room,  Bedroom,  Hall, 
Living^  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


WHO  IS  HE 

This  half-portrait  of  a  prominent  Canadian 
connected  with  the  furniture  trade  was  taken 
at  a  recent  festal  gathering.  There  is  no 
reason  in  the  world  why  the  other  half  of 
his  figure  should  not  be  shown,  as  it  exactly 
matches  this  half,  but  the  camera  man  did 
only  half  his  duty,  so  only  half  the  figure 
was  taken. 

To  "get  our  readei-s  busy"  the  imblishcrs 
of  Canadian  Funriture  World  v\'ill  give  to 
the  first  manufacturer,  the  first  traveler,  and 
the  first  dealer  sending  in  the  correct  naiin' 
and  address  of  the  "unknown"  a  yeai-'s 
subscription  to  Canadian  Furniture  World. 
If  the  winners  are  already  subscribers  to  tin' 
paper  their  subscriptions  will  be  advanced  ;i 
year. 

All  readers  are  invited  to  send  in  ini me- 
diately their  guess.  One  guess  for  each  con- 
testant. 


RATTAN,  CANE  AND  REED 

The  present  war  seriously  interferes  with  the  im- 
portation of  this  product  so  largely  used  in  furniture, 
says  an  American  authority.  Raw  rattan  tied  in 
bundles  has  been  coming  from  the  East,  with  Singa- 


NO  COMPLAINTS  OF  ANY 
CHARACTER  ON  THE 

^^HjKOU^ 

Covered  Furniture 

WHICH  WE  HAVE  SOLD  " 

ONE  of  the  leading  departmenl  stores  sendi  us  the 
following  letter  concerning  Craflsman  Quality 
FABRIKOID,  —  the  upholstery  meterial  guaranteed 
superior  to  coated  splits. 

THE  BAILEY  COMPANY 
Mr.  G.  F.  Lord.  Cleveland,  O..  Aug.  6,  1915 

Du  Pont  Fabrikoid  Co  . 
Wilmington.  PeL 

Dear  Sir:  Our  complaint  departmenl  has  been  having 
more  trouble  than  ever  this  summer  with  split  leathers. 
Have  been  advised  to-day  that  we  have  received  no 
complaints  of  anv  character  on  any  of  the  large  amount 
of  FABRIKOID  covetfd  furniture  sold. 

(Signed)  THE  BAILEY  COMPANY 

Adopt  FABRIKOID  for  upholstfry  requirements  and 
eliminate  the  possibility  of  di'satisfied  cuftomers. 

Samples  of  FABRIKOID  and  FactM  About 
Leather  Sent  on  Request 

DU  PONT  FABRIKOID  CO. 

TORONTO,  ONTARIO 


) 
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AT  THE  BEGINNING 
OF  NINETEEN-FIFTEEN 

we  all  had  to  admit  that,  owing  to  conditions, 
the  business  outlook  for  the  year  was  by  no 
means  the  brightest. 

Pessimism  ran  riot  and  blue  was  the  predomi- 
nating color. 

But  now — now  that  we  have  navigated  what  might  be 
termed  the  imaginary  sea  of  adversity,  it  wasn't  such  a 
rough  voyage  after  all — was  it  ? 

And  as  we  total  up  the  volume  of  business  for  the  year, 
we  are  agreeably  surprised  at  its  proportions,  and  find  we 
have  done  mighty  well. 

This,  at  least,  is  our  experience ;  and  now,  at  the  close  of 
the  year,  we  desire  to  voice  our  appreciation  of  your 
assistance  in  bringing  about  this  condition,  in  that  short 
but  earnest  expression — 


WE  THANK  YOU" 


HEAD  OFFICE 

Corner  Tecumseth  and  Niagara  Streets 
TORONTO  CANADA 
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AND  NOW  FOR 

NINETEEN-SIXTEEN 

Judging  from  the  steady  improvement  in  business  condi- 
tions during  the  past  few  months,  it  rather  appears  that 
we  are  to  get  away  to  a  good  start. 

The  general  feehng  is  that  "  Business  is  Good.  '  Pros- 
perity is  here,  factories  are  running  to  full  capacity,  money 
is  plentiful,  and — the  people  are  spending  it.  All  of  this 
naturally  has  a  direct  bearing  on  the  business  of  the 
undertaking  profession. 

Of  course,  owing  to  the  nature  of  the  profession,  the 
volume  of  business  cannot  be  increased  by  a  greater 
demand  for  quantity,  but  it  can  be  increased  by  a  greater 
demand  for  better  goods  and  better  service. 

And  therefore  it  is  on  better  goods  and  better  service  that 
we  must  concentrate  our  efforts  during  nineteen-sixteen. 

So  let  us  begin  at  the  beginning  and  make  the  keynote 
for  the  year — 

BETTER  GOODS 


BETTER  SERVICE 

BIGGER  BUSINESS 

HEAD  OFFICE 

Corner  Tecumseth  and  Niagara 

Streets 

TORONTO 

CANADA 

January,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


69 


Quality    Dominion  Manufacturers  & 

LIMITED 


To  Reach  the  Highest 

Standard  of  Perfection 

in  all  matters  pertaining  to  our  business  is  our  objective  point.  This, 
we  realize,  can  only  be  reached  through  thoroughness  of  organization. 

From  the  beginning  we  have  endeavored  to  locate  and  utilize  ways 
and  means  that  would  in  any  way  contribute  to  the  improvement 
of  our  organization. 

And  to-day  we  know  we  are  in  position  to  start  nineteen-sixteen 
with  an  organization  prepared  to  extend  to  the  profession  a 
standard  of  quality  and  a  degree  of  service  that  will  be  most 
valuable  in  assisting  them  to  increase  volume  through  concentra- 
tion on  Better  Goods  and  Better  Service. 

So  you  see  we  are  already  applying  the  key-note  "  Better  Goods, 
Better  Service,  Bigger  Business,"  and  it  but  remains  for  you  to  do 
likewise  in  order  that  we  may  all  experience  a  prosperous  and 
profitable  year. 


HEAD  OFFICE 

Corner  Tecumseth  and  Niagara  Streets 

TORONTO  CANADA 
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NoWy  just  a  word  about 

Our  New  Price  List 

Some  time  ago  we  mailed  to  each  member  of 
the  profession  a  copy  of  our  latest  price  list, 
covering  hnes  illustrated  in  our  No.  1  5  General 
Casket  Catalogue  and  a  range  of  Funeral 
Accessories. 

As  you  will  now  be  in  possession  of  your  copy, 
we  desire  to  point  out  that  it  contains  many 
revised  prices. 

And  we  therefore  ask  you  to  devote  a  little  of  your  time 
to  digesting  thoroughly  the  contents  of  this  price  list,  as 
the  bulk  of  the  revisions  are  in  your  favor,  and  should 
prove  mighty  interesting. 

Should  it  so  happen  that  you  did  not  receive  a  copy  of 
the  price  list,  we  will  appreciate  your  letting  us  know,  in 
order  that  we  may  see  that  another  copy  reaches  you  at 
the  earliest  possible  moment. 


HEAD  OFFICE 

Corner  Tecumseth  and  Niagara 

Streets 

TORONTO 

CANADA 
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Undertakers'  Department 


Problems  affecting  the  Undertaf(ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Proper  Use  of  Embalming  Fluids 

By  Prof.  Chas.  O.  Dhonau 

EMBALMING  fluids  are  to  the  embalnier  what  drugs 
are  to  the  physician.  It  is  just  as  necessary  to 
know  the  action  of  his  fluids  as  it  is  for  the  physi- 
cian to  know  the  action  of  his  drugs.  Likewise,  the 
conditions  that  prevent  the  proper  action  of  embalming 
fluids  are  as  necessary  to  the  embalmer  to  know  as  the 
physician  should  know  the  conditions  that  prevent  the 
proper  action  of  his  drugs. 

In  this  connection  it  is  my  purpose  to  discuss  the 
various  conditions  that  have  to  do  with  what  the  em- 
balmer might  term  "improper  or  incomplete  results 
after  using  his  fluid  in  the  way  he  considers  proper." 

An  embalming  fluid  sold  continuously  over  a  term  of 
years  must  contain  all  the  necessary  principles  that 
enable  it,  when  used  in  and  on  the  body,  to  prepare  a 
body  in  the  way  most  embalmers  like  to  have  it.  Did 
it  not  contain  all  these  chemical  principles  it  would  not 
remain  on  the  market,  for  the  penalty  of  selling  an  in- 
ferior combination  of  chemicals  for  this  purpose  is  con- 
tinuous trouble  of  all  kinds,  and  oblivion  for  the  fluid 
and  the  compounder  of  the  same.  I  am,  therefore,  tak- 
ing the  position  that  the  standard  fluids  are  well  able, 
when  conditions  are  right,  to  do  all  that  the  embalmer 
wishes  them  to  do. 

Most  embalmers  are  rather  partial  to  a  body  in  which 
the  under  tissues  are  firm  and  well  preserved  and  the 
skin  is  left  comparatively  soft  to  the  touch.  This 
ideaf  condition  is  always  conducive  to  the  best  kind  of 
finishing  work  Avhen  the  body  is  to  be  placed  in  its 
casket.  A  soft  skin  is  (|uite  the  natural  thing  in  life, 
it  takes  ordinary  complexion  powders  nicely,  and  if 
we  are  to  create  the  maximum  amount  of  "life-like" 
appearance,  we  must  not  interfere  too  much  with  the 
consistency  of  the  skin. 

Almost  any  man,  with  little  or  no  experience  in  em- 
balming, can  make  a  body  look  "dead."  That  is  not  at 
all  difficult.  That  which  makes  the  scientific  embahner 
is  his  ability  to  soften  the  "dead"  appearance.  To  do 
this  is  to  create  a  condition  that  is  most  pleasing  to  the 
bereaved,  and  that  means  that  your  professional  repu- 
tation is  enhanced  in  the  same  ratio.  As  your  profes- 
sional reputation  is  a  thing  to  be  guarded  as  you  would 
your  life,  it  becomes  a  matter  of  self-defence  to  be  scien- 
tific in  your  work  and  by  the  exercise  of  the  dictates  of 
science' to  be  able  to  con([uer  conditions  that  hold  the 
less  able  man  back  in  his  professional  work. 

There  are  about  four  conditions  that  govern  the  re- 
sults to  be  obtained  from  the  use  of  embalming  fluid  in 
the  body,  and  these  four  conditions  should  guide  you 
in  your"  use  of  the  fluid  in  cases  that  present  peculiar 
conditions.  The  four  conditions  are  as  follows:  1. 
Correct  amount  of  fluid  must  be  injected.  2.  Correct 
circulation  must  be  obtained.  3.  Fluid  should  not  have 
its  action  destroyed  by  neutralization  within  the  body. 


4.  Fluid  should  have  the  correct  strength  for  the  ease 
at  hand. 

I  will  now  take  up  these  four  conditions  in  order  and 
discuss  them  and  their  relation  to  disappointing  or  un- 
satisfactory results  in  any  stated  case.  Should  preser- 
vation, cosmetic  effect,  firmness  of  the  tissues,  etc.,  be 
below  par,  indicating  a  lack  of  etfect  on  the  part  of  the 
fluid,  let  us  analyze  this  case  according  to  the  above 
list  of  four  conditions. 

1.  Did  we  inject  enough  of  the  fluid  for  a  person  the 
size  and  weight  of  the  body?  Embalming  fluids  do  not 
work  miracles.  Everything  we  obtain  from  the  use  of 
an  embalming  fluid  is  due  to  some  well  known  prin- 
ciple of  action.  What  could  we  expect  from  an  injec- 
tion of  two  (piarts  of  fluid  in  a  200-pound  body?  Noth- 
ing but  lack  of  the  proper  effect,  and  this  would  be  du.e 
to  a  subnormal  injection.  When  the  transportation 
laws  demand  an  injection  of  an  amount  of  fluid  equal- 
ing ten  per  cent,  of  the  body  weight,  and  when  for 
home  burial  we  usually  use  a  amount  of  fluid  not  less 
than  five  per  cent,  of  the  body  weight,  it  is  a  simple 
matter  to  understand  why  four  pounds  of  fluid  will  not 
do  the  work  of  ten  or  twenty  pounds.  Complete  satura- 
tion of  the  tissues  is  your  only  safeguard.  To  get  this 
complete  saturation  one  of  the  principal  requirements 
is  the  proper  quality  of  the  fluid  for  the  injection. 

2.  Now,  then,  if  you  honestly  believe  that  you  have 
injected  a  sufficient  quantity  of  embalming  fluid  in  the 
body  and  at  the  same  time  did  not  get  satisfactory  re- 
sults therefrom,  there  are  three  other  points  to  use  in 
continuing  the  analysis.  The  first  is :  Was  my  circula- 
tion correct  and  complete?  You  may  inject  the  proper 
qi;antity  of  fluid,  or  even  an  excessive  amount  of  it, 
and  through  circulation  defects  or  injuries  not  get 
value  received.  Ruptured  blood  vessels  leading  to  the 
filling  up  of  a  body  cavity  with  fluid  cause  a  loss  of  a 
considerable  percentage  of  your  fluid  to  the  tissues, 
where  it  is  needed.  In  one  case  that  I  have  in  mind 
I  injected  two  gallons  of  fluid  into  the  axillaiy  artery 
and  an  attempted  drainage  from  the  femoral  vein  failed 
absolutely.  Why?  Because  an  over-zealous  trocar- 
user  ruptured  one  of  the  principal  branches  of  the 
superior  mesenteric  artery,  presenting  an  opening  to 
the  fluid  of  considerably  larger  diameter  than  the  in- 
jecting tube.  The  flow  of  fluid  into  the  peritoneal 
cavity  took  away  from  the  flow  to  the  tissues,  and  thus 


EMBALMERS'  EXAMINATIONS  IN  FEBRUARY 

At  a  meeting  of  the  Ontario  Embalmers'  Borajd  of 
Examiners,  ieW  at  Toronto  on  Nov.  30,  it  wiais  de- 
cided to  hold  an  examination  for  candidates  wishing 
to  qualify  as  emhalmers  in  that  Province,  on  Wiednee- 
day,  Feto.  23,  1916,  at  Toronto.  .Tas.  Ton-ance,  secre- 
tary oif  the  Board,  Milverton,  Out.,  will  supply  de- 
tailed information  to  those  wishing  to  take  the  es- 
amiiuation. 
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we  have  an  explanation  of  how  these  ruptures  may  con- 
stitute a  menace  to  success,  even  though  the  proper 
amount  of  fluid  is  injected. 

3.  The  third  point  which  should  be  brought  up  in 
the  analysis  of  a  case  and  after  you  know  positively 
that  you  have  injected  enough  fluid,  and  that  the  fluid 
was  evenly  and  thoroughly  distributed  to  the  body 
tissues,  is  this:  Has  something  been  produced  in  this 
body  that  would  neutralize  the  actions  of  my  fluid? 
Ammonia,  a  by-product  of  decaying  couditions  and 
present  in  edematous  or  dropsical  conditions,  neutral- 
izes formaldehyde  by  adding  additional  hydrogen  atoms 
to  it.  Thus,  if  your  fluid  depends  largely  on  formalde- 
hyde and  the  neutralization  takes  place,  you  could  not 
hope  to  preserve  it  even  though  the  amount  of  the  injec- 
tion was  sufficient  and  the  circulation  was  complete. 
One  way  of  overcoming  this  is  to  drain  from  a  vein 
and  wash  out  the  circulation  by  using  a  greatly  in- 
creased amount  of  fluid.  The  extra  monetary  cost 
should  be  secondary  to  the  added  satisfaction  received. 
Another  point  is  edematous  cases  is  that  the  extra  body 
moisture  may  be  sufficient  to  cut  tlie  strength  of  your 
fluid  below  the  point  that  may  be  fixed  as  the  minimum 
preservative  point  in  such  cases.  This,  too,  would 
cause  a  lack  of  the  proper  eflfect.  The  preventive  would 
be  a  good  washing  out  of  the  circulation  and  an  in- 
creased strength  of  fluid  during  the  whole  of  the  in- 
jection. 

4.  The  fourth  point  to  consider,  if  the  analysis  up 
to  this  point  does  not  give  us  a  clue  to  the  cause  of 
non-preservation,  is  this:  Was  the  strength  of  the 
fluid  correct  for  the  conditions  as  they  existed  in  the 
body?  There  is  a  certain  amount  of  fluid  dilution  in 
every  case  we  embalm.  In  the  class  of  bodies  which 
we  may  name  as  "dry  bodies,"  and  including  such 
causes  of  death  as  chronic  pulmoiiai'v  tuberculosis,  can- 
cer of  the  stomach  or  intestines,  and,  in  fact,  any  case 
where  the  body  is  emaciated  and  poorly  developed, 
we  have  estimated  that  there  is  a  dilution  of  the  fluid 
amounting  to  not  less  than  10  per  ci'iil.  Tn  the  "med- 
ium cases,"  such  cases  as  may  be  characterized  by 
death  without  emaciation,  and  including  such  condi- 
tions as  pneumonia,  accident,  etc.,  there  is  a  dilution 
amounting  to  not  less  than  25  per  cent,  of  the  strength 
of  your  fluid.  Tn  the  "wet  cases" — such  cases  as  may 
be  characterized  by  extreme  heaviness  of  the  body  and 
an  edematous  condition,  and  including  such  causes  of 
death  as  euremic  t)oisoning,  chronic  ne])hritis,  etc. — the 
dropsical  serous  fluid  throughout  the  body  will  unques- 
tionably dilute  the  strength  of  your  fluid  50  per  cent, 
or  more.  The  lessons  to  be  learned  from  this  are  that 
the  thin,  dry  bodies  can  be  made  to  discolor  brown 
from  an  excessive  strength  of  formaldehyde  fluid.  A 
fluid  that  is  mixed  one  bottle  of  concentrated  fluid  to 
one-half  gallon  of  fluid  is  usually  much  too  strong  for 
a  body  of  this  class.  Our  usual  procedure  is  to  take 
the  fluid  at  one-half  of  the  usual  strength  for  dry 
bodies.  On  the  other  hand,  in  dropsical  cases,  where 
there  is  the  great  dilution  and  neutralization  spoken  of 
before,  the  normal  fliiid  is  not  strong  enough.  Tn  cases 
of  this  kind  the  first  bottle  of  the  injection  should  be 
normal  strength  and  all  thereafter  should  be  50  per 
cent,  stronger  than  normal.  Adding  the  extra  strength 
and  extra  amount  enables  you  to  overcome  the  effects; 
of  ammonia  and  serous  fluid  on  the  embalming  fluid. 


DRESSING  THE  HAIR 

The  hair  on  the  body  of  a  woman  is  often  found  wet 
and  oily  after  death,  due  to  perspiration  during  long 
and  severe  sickness  or  lack  of  proper  care,  which  the 


attendants  are  unable  to  give  the  patient  on  account 
of  her  weakened  condition.  When  post-mortem  ex- 
amination has  been  held,  we  find  the  hair  saturated 
with  l)lood,  and  consequently  the  head  and  hair  will 
have  to  be  washed  in  order  to  remove  the  blood  stains. 

The  hair  on  a  dead  body  does  not  dry  as  quickly  as 
during  life,  as  the  animal  heat  is  lacking,  and  the  hair- 
dres.ser  finds  it  difficult  and  almost  impossible  to  dress 
the  hair  to  the  satisfaction  of  the  family.  The  time 
being  limited,  something  will  have  to  be  done  to  remove 
the  oily  and  blood-stained  condition  and  then  dry  the 
hair  so  it  can  be  properly  dressed. 

Tf  you  have  an  electric  fan  at  hand,  place  it  over  a 
hot  radiator  or  a  lighted  gas  or  oil  burner,  whichever 
is  at  hand,  and  set  the  fan  so  it  will  blow  the  hot  air 
directly  on  the  head  to  be  dried.  During  hot  weather 
one  may  get  sufficient  hot  air  by  placing  the  fan  in  an 
open  window. 

When  there  is  no  electric  convenience,  take  a  thick 
towel — a  Turkish  towel  is  the  best — and  place  a  hot  flat 
iron  over  it  after  it  has  been  folded  to  the  size  of  the 
iron.  Then,  when  the  towel  has  been  thoroughly  heated, 
wraip  it  around  the  head.  In  a  short  time  the  hair  will 
become  sufficiently  dried.  If  necessary,  repeat  the 
operation,  after  which  sprinkle  the  hair  with  powdered 
orris  root,  followed  by  a  thorough  brushing.  One  will 
find  the  hair  dry  and  flufi'y,  and  the  hairdresser  will 
find  it  easy  to  dress  it  to  the  satisfaction  of  all  con- 
cerned. 

To  be  a  good  hairdresser  is  a  (|ua]ification  that  a 
funeral  director  or  lady  assistant  should  possess,  and 
Avhen  one  ean  please  the  women  folks  in  this  line  of 
the  work  of  our  profession,  he  is  assured  of  success. — 
Peter  Thorhaiig,  in  The  Embalmers'  Monthly. 


NEW  CANADIAN  EMBALMING  FLUID 

Anothei'  ('aiiadiaii  product  is  being  placed  on  the 
market  in  the  shape  of  a  new  embalming  fluid,  made 
by  the  Caranac  Laboratory  of  Peterborough,  Out.  This 
firm  are  makers  of  embalming  preparations. 

While  this  Caranac  product  has  been  used  by  a 
considerable  number  of  the  profession  for  some  time 
past,  it  is  only  now  that  the  finn  has  taken  steps  to 
place  this  product  in  the  hands  of  the  trade.  D.  Bel- 
leghem  &  Sons,  Peterborough,  are  interested  in  the 
concern,  and  have  used  the  fluid  exclusively  for  years. 
They  report  that  the  finest  results  obtainable  have 
always  been  procured.  The  laboratory  is  in  charge 
of  C.  M.  Moncur,  registered  chemist,  who  has  had  a 
broad  experience  along  this  line  of  work.  The  sales 
department  is  unde?-  the  management  of  W.  T.  Belleg- 
hem.  who  himsell'  has  been  an  embalmer  for  the  past 
twelve  years.  No  doubt  the  new  enterpri.se  will  meet 
with  a  kindly  reception  by  the  profession  at  large. 


DEMONSTRATIONS  IN  NEW  EMBALMING 

The  Central  Casket  Co.  lias  issued  invitritions  to  mem- 
bers of  the  profession  in  Canada  and  the  United  States 
to  attend  a  series  of  lectures  to  be  given  by  Prof.  H.  S. 
Eckels,  of  Philadelphia,  on  January  4.  5.  6  and  7,  1916, 
in  the  Central  Casket  Co.'s  building,  45  Niagara  Street. 
BuflPalo,  N.Y.  Prof.  Eckels  will  demonstrate  embalm- 
ing by  a  new  method,  and  will  explain  the  most  impor- 
tant forward  steps  made  in  embalming  during  the  last 
century.  The  sessions  will  be  held  morning  and  after- 
noon, and  plenty  of  cadavers  are  promised  for  the 
working  out  of  embalming  principles. 

A  number  of  Canadians  have  attended  these  demon- 
strations in  the  past,  and  many  are  promising  to  attend 
next  week. 
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Canadian  FURNiTtTRE  world  and  the  undertaker 


ONE  GALLON  CONTAINER 


AR  ANA 


EMBALMING-FLUID 


After  several  years  experiment,  both  practical  and  scien- 
tific, we  no  w  offer  to  the  profession  a  product  in  con- 
centrated form,  which  embodies  all  the  recent  advances  of 
knowledge  m  the  compounding  of  embalming  preparations. 

It  IS  a  combination  of  the  most  powerful  antiseptics  and  preserva- 
tives known  to  science  of  Chemistry,  these  are  compounded  to 
the  limits  of  concentration  and  it  is  impossible  to  produce  a 
stronger  or  more  active  preparation. 

No  rouge  or  other  colormg  is  required  as  any  effect  desired  can 
be  produced  by  following  directions.  An  order  will  convince  you 
of  its  merits,  direct,  through  our  representatives,  or  through  your 
jobber.    Prices  as  follows  : — 


$7.50 


In  Gallon 
Container 


$9.00 

Less  5% — Express  Prepaid 


per  case — (12— 
16  oz.  bottles.) 


QARANAQ  LABORATORY 


PETERBOROUGH,  ONTARIO,  CANADA 


Maxwell  Sanitary  Steel  Vault 


Patents  Nos.  759727;  759728;  800929;  800930;  840077 


4^ 


STOP  COMPLAINING- FREE  YOURSELF  FROM  DOUBT— JOIN  THE  RANKS  OF  OUR  SATISFIED  CUSTOMERS 

You  can  make  no  mistake  in  using  a  Maxwell  Vault.   The  best  from  the  first.    Its  superiority  is  firmly  established 

after  years  of  experiment  and  improvement. 

NO  CAUSE  FOR  COMPLAINT— NO  CHANCE  FOR  EMBARRASSMENT 

Made  of  the  Very  Best  Grade  of  Steel  Sheets.  Welded  in  one  solid  piece  b}'  the  Autogenous  Process.   Finished  in  Aluminum  and  Gold. 

A  PLEASING  AND  EXCLUSIVE  DESIGN 
Carried  in  Stock  by 

DOMINION  MANUFACTURERS,  LIMITED 

468  KING  ST.  WEST,  TORONTO,  CANADA 
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A  line  of  Under- 
takers' Supplies 
from  a  modern, 
well  equipped 
plant. 


Caskets 

Robes 

Linings 

Casket 

Hardware 

Etc. 


Write  for  illus- 
trations of  our 
latest  designs  in 
Caskets. 


CANADA  CASKET  COMPANY,  LIMITED 


WIARTON 


Toronto  Office,  309-10-11  Confederation  Life  Building 


Successful  Results  in  Embalming 


A  most  important  factor  in  the  building  of  a  permanent  and  profit- 
able undertaking  business. 

Don't  be  content  with  just  any  results  obtained,  but  demand  a  fluid 
that  has  proved  its  worth — one  that  will  give  best  possible  results  all 
the  time,  and  under  all  conditions. 

Champion  Fluid 

MADE  IN  CANADA 

is  the  result  of  many  years'  careful  study  of  the  requirements,  and  is 
thoroughly  dependable  and  reliable.  Many  of  the  most  prominent 
undertakers  to-day  are  reaping  benefits  from  the  successful  business 
their  grandfathers  established  by  using  Champion  Products  years  ago. 

Send  Order  Direct  to 

The  Champion  Chemical  Company 

Springfield)  Ohio 
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Embalmers'  Question  Box 

One  of  the  finest  editions  of  any  paper  published  in 
the  interests  of  the  funeral  directors,  coming  into  this 
office,  is  the  December  number  of  The  Embalmers' 
Monthly.  It  is  replete  with  interesting  matter  and 
illustrations.  One  of  the  articles  is  entitled  "A  Typi- 
cal Examination,"  and  is  conducted  by  Prof.  Albert 
H.  Worsham.  He  treats  the  following  questions  and 
answers  on  the  subject  of  anatomy : 

1.  Name  three  of  the  principal  cavities  of  the  body 
used  by  the  embalmer.    (a)  Give  contents  of  each. 

Answer — Cerebro-spinal  cavity — Brain,  spinal  cord, 
blood  vessels,  with  their  coverings. 

Thoracic  cavity — Trachea,  lungs,  esophagus,  heart, 
and  the  great  blood  vessels  springing  from  and  entering 
into  the  heart. 

Abdominal  cavity — Inferior  vena  cava,  aorta,  stom- 
ach, liver,  spleen,  kidneys,  suprarenal  capsules,  pan- 
creas, small  intestines,  large  intestines. 


2.  Begin  at  the  left  ventricle  of  the  heart  and  name 
the  arteries  that  the  blood  passes  through  to  reach  the 
right  foot,  (a)  To  reach  the  hand.  (b)  to  reach  the 
head. 

Answer — The  blood  is  forced  by  the  contraction  of 
the  left  ventricle  through  the  aortic  semi-lunar  valves 
into  the  aorta;  then  the  common  iliac  arteries,  external 
iliacs,  femoral,  popliteal,  anterior  and  posterior  tibials 
and  peroneal  to  the  foot,  where  the  plantar  arch  forms. 

(a)  From  the  left  ventricle  to  aorta,  subclavian, 
axillary,  brachial,  which  divides  into  radial  and  ulnar, 
which  terminate  in  the  hand  and  form  the  palmar  arch. 

(b)  From  the  left  ventricle  to  aorta,  thence  to  the 
innominate  (which  divides  into  right  common  carotid 
and  right  subclavian,  while  left  common  carotid  and  left 
subclavian  are  direct  branches  of  the  aorta).  The  com- 
mon carotids  divide  into  internal  and  external.  The 
external,  with  its  various  branches,  supplies  the  tissues 
of  the  face  and  scalp.  The  internal  carotid  passes 
through  the  carotid  foramen,  entering  the  skull  at  the 
under  and  anterior  surface  of  the  brain,  where  it 
divides  into  the  anterior  and  middle  cerebrals,  forming 
the  anterior  portion  of  the  circle  of  Willis.  The  verte- 
brals,  which  are  branches  of  the  subclavian,  join  on  the 
medulla  oblongata  to  form  the  basilar  artery,  which 
divides  into  the  posterior  cerebrals,  forming  the  poste- 
rior part  of  the  circle  of  Willis.  Their  communicating 
arteries  are  the  means  of  completing  the  circle  of  Willis, 
which  supplies  the  brain. 


3.  What  veins  empty  into  the  heart? 

Answer. — Pulmonary  veins  carry  pure  blood  from 
the  lungs  to  the  left  auricle.  Cardiac  veins  carry  im- 
pure blood  from  tissues  of  the  heart  to  right  auricle 
through  the  coronary  sinus.  Superior  vena  cava  car- 
ries impure  blood  to  right  auricle  from  upper  part  of 
body.  Inferior  vena  cava  carries  impure  blood  to  right 
auricle  from  lower  part  of  the  body. 


DOING  THE  LITTLE  THINGS  WELL 

The  following,  from  an  address  by  I.  M.  Jackson, 
before  the  Oklahoma  F.D.A.,  is  full  of  valuable  sug- 
gestions which  will  be  found  big  helps  to  many : 

It  has  been  said  that  to  obtain  perfection  it  is  not 
necessary  to  do  singular  things,  but  to  do  common 
things  singularly  well.  A  funeral  director,  on  enter- 
ing the  profession,  incurs  an  obligation  to  exert  his 


best  ability  to  maintain  its  dignity  and  honor,  to  exalt 
its  standing  and  to  extend  its  bands  of  usefulness. 
And  I  believe  there  is  no  way  in  which  this  can  be 
done  any  better  than  to  have  a  definite  plan  and  to 
look  well  after  the  smallest  details  of  this  plan. 

As  the  funeral  director  may  expect  to  be  called  at 
any  time,  day  or  night,  I  Avould  first  say  always  have 
everything  in  readiness  for  that  call.  Have  your 
couch,  grip,  instrument,  fluid,  and  clean  linen  at  hand, 
that  there  may  be  no  delay  in  answering  your  call. 
Look  well  after  every  little  detail  of  your  work,  whether 
it  is  in  laying  out  or  embalming  the  body,  trimming 
the  casket,  arranging  the  flowers,  engaging  the  minis- 
ter and  singers,  looking  after  the  pallbearers  and  car- 
riages, or  conducting  the  funeral.  In  caring  for  the 
body  of  a  lady  or  child,  and  in  arranging  the  flowers, 
I  have  found  my  lady  assistant  indispensable. 

There  is  no  one  thing  in  onr  profession  more  helpful 
than  kindness  shown  at  the  time  of  death  and  the  hour 
of  supreme  trial.  A  kindness  shown  in  word  or  deed 
is  never  forgotten.  Be  patient  with  the  bereaved,  and, 
no  matter  how  much  time  they  may  take  or  how 
anxious  you  may  be  to  proceed  with  your  work,  never 
show  impatience,  for  you  are  there  to  help  the  family 
rather  than  yourself. 

Too  often  our  display  rooms  are  neglected.  Any 
undertaker  Can  provide  some  sort  of  a  room  in  which 
to  show  his  caskets  and  robes,  and  this  room  should  be 
kept  neat  and  clean.  Then,  when  your  customers  come 
to  select  a  casket,  you  will  not  be  embarrassed  by  dust 
and  cobAvebs.  When  a  customer  wishes  to  select  a 
casket  I  bring  him  to  my  place  of  business  and  return 
him  to  his  home. 

The  successful  undertaker  must  carry  a  well-selected 
stock,  including  ,some  high-grade  caskets,  good  enough 
to  show  to  the  most  particular  patrons.  In  trimming  all 
my  cheap  cases  T  use  pillow  sets,  for  I  believe  it  pays 
to  do  so.  Lining  the  interior  of  the  grave  and  the  box 
and  hin^ging  the  lid  where  a  vault  is  not  used  remove 
much  of  the  sadness  of  the  interment  and  produce  a 
sense  of  restfulness  and  beauty.  Naturally  people  call 
upon  the  men  who  can  serve  them  best,  and  the  under- 
taker who  realizes  that  it  is  his  service  he  is  selling, 
and  not  merchandise,  will  have  a  much  higher  standing 
in  his  community,  and  a  greater  orofit  for  himself. 

Service  shoiild  be  the  foundation  for  our  business 
and  that  service  includes  the  best  Ave  can  give  at  all 
times. 


PRICE  COUNTED 

"Yes,"  said  the  snecialist,  by  thp  bedside  of  the  sick 
purchflsins  agent,  "T  can  cure  you." 

"What  Avill  it  cost?"  asked  the  sick  man  faintlv. 
"Ninety-five  dollars." 

"You'll  have  to  shade  your  price  a  little,"  renlied 
the  i)urchasing  affent.  "I  have  got  a  better  bid  than 
that  fi'om  the  undertaker." 


PROFESSIONAL  NOTES 

Arthur  Mihm.  undertaker,  at  Francis,  Sask.,  was 
fleeted  mayor  of  his  town  by  acclamation  a  few  days 
ago. 

Fire  recently  did  about  $1,000  damage  in  the  Sem- 
raens  &  Evel  Casket  Co.'s  plant  at  Hamilton. 


Don't  be  too  long-winded  in  your  introduction,  say 
something  that  will  catch  the  eye  and  arouse  interest, 
but  make  it  short  and  to  the  point. 
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Interesting  Lectures  on  Embalming 

YOU  SHOULD  HEAR  THEM 

Professor  H.  S.  Eckels  of  Philadelphia  has  again  been  secured 
for  a  series  of  lectures  on  Embalming  to  be  held 

January  4,  5,  6,  7,  1916 

in  our  building  at 

45  Niagara  St.,  Buffalo 

Sessions  Morning  and  Afternoon  with  practical  demonstrations  of  new  methods 
of  embalming.  Canadian  Embalmers  are  especially  invited  to  attend,  as  these 
lectures  are  entirely  complimentary  We  would  appreciate  your  presence  and 
know  you  will  see  the  advantage  to  be  derived  from  attending  demonstrations. 

CENTRAL  CASKET  COMPANY,  LTD. 

Bridgeburg,  Ont.,  Phone  126        R.  S.  Flint,  241  Fern  Ave.,  Toronto,  Phone  Park  3257 


Announcement 

A  New  Principle  in  Embalming 


We  herewith  announce  the  discovery  of 
A  NEW  PRINCIPLE  IN  EMBALMING. 
This  is  something  absolutely  unique  and 
embodies  a  method  which  is  in  no  manner 
like  any  other  ever  in  use  before. 

We  have  put  this  new  method  and  new 
principle  to  the  most  rigid  tests  and  it 
has  produced  results  which  can  be  de- 
scribed only  as  wonderful  in  both  preser- 
vation and  cosmetic  effect. 

Professor  Eckels  has  just  published  a 
thoroughly  thoueht-out  treatise  descrip- 
tive of,  giving  reasons  for  and  the 
methods  of  procedure  in  this  wonderful 
new  method  which  OPENS  UP  A  NEW 
EPOCH  IN  THE  SCIENCE  OF  EMBALM- 
ING. 

This  treatise  has  been  put  into  a  book 
of  about  130  pages,  beautifully  printed 
in  two  colors  and  attractively  bound. 

It  will  be  sent  FREE  OF  CHARGE  to 
any  reliable  and  established  undertaker 
in  the  United  States  who  is  willing  to 
prove  the  efficacy  of  this  method  for 
himself. 

This  method  may  be  used  with  ANY 
STANDARD  EMBALMING  FLUID  arter- 
ially  injected.  The  embalmer  can  use  the 
fluid  to  which  he  is  most  accustomp-" 
The  material  for  putting  this  new  method 
to  the  most  practical  of  all  tests — its  use 
in  your  own  embalming  room — costs  but 


$7.50.  If  you  want  to  do  better  work, 
if  you  want  to  obtain  results  you  never 
before  have  attained  at  only  a  slight 
additional  cost  over  your  previous  method 
and  a  few  minutes'  extra  work,  fill  out 
the  blank  in  the  corner  of  this  page  and 
mail  it  at  once.  The  volume  will  be  sent 
to  you  without  charge.  Read  it  carefully 
and  then  if  you  care  to  send  back  the 
equipment  and  keep  the  book,  we  will 
pay  transportation  charges  both  ways. 

Better  yet,  study  the  method  as  out- 
lined in  the  volume,  keep  both  the  volume 
and  the  material  and  we  will  bill  you 
for  $7,50. 

This  notice  is  addressed  to  those  who 
realize  that  the  inventor  of  the  famous 
Eckels  Genung  Axillary  method,  the  dis 
coverer  of  Dioxin  and  the  compounder  of 
the  only  RE-Concentrated  fluid  on  the 
market   would   not   make   this  announce- 


Cut  off  this  COUPON  and  Mail  to-day! 


To  H.  S.  Eckels  &  Co.. 
241  Fern  Avenue, 
Toronto,  Can. 

Please  send  to  the  address  below,  free  of 
charge,  your  1  30-i  aje  book  entitled  "A  New 
Principle  in  Embalm, ng." 

You  may  include  with  it,  if  you  like,  the 
materials  necessary  for  te>tmg  this  new  method 
(enough  for  1  2  average  bodies)  and  bill  us  for 
$7.30,  with  the  distii  cl  understanding  that  if 
after  reading  the  buok  and  after  testing  the 
method  we  do  not  secure  results  far  better  even 
than  we  anticipate,  we  may  keep  the  book,  but 
letuin  the  materials  within  30  days,  and  you 
will  cancel  the  bill. 

(Signed) 


< y. 


ment  if  he  were  not  sure  of  the  won- 
derful efficacy  of  the  method  this  interest- 
ing book  explains.  Lack  of  space  forbids 
a  more  extended  explanation  here.  Be- 
sides, the  book  gives  it  thoroughly,  and 
every  progressive  embalmer  wants  to 
know  ALL  about  this  new  and  forward 
step  in  the  path  of  progress. 

Write  to-day  and  tell  us  to  send  you 
the  outfit.  The  book  is  yours  whether 
you  keep  the  outfit  or  not. 


H.  S.  ECKELS  &  CO. 


1922  ARCH  STREET 


PHILADELPHIA,  PA. 


idian  Laboratories  :  241  Fern  Avenue,  Toronto 


January,  1916 
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ONTARIO 

Amherstburg — 

J.  H.  Sutton. 
Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.,  &  Co. 
Berlin — 

A.  G.  Selireiters 
Bobcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brampton,  Ont. — 

McKillop  &  Mclntyre. 
Braceljridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbaeh,   Geo.   R.,  162 
King  St. 
Brooklin — 

Disney,  E.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  213. 
'Phone  17. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Chatham,  Ont.  

Coltart  &  Son. 
Clinton — 

Wialker,  Wesley. 
Cobalt— 

McNiabb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  R.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.     'Phone  68. 
Dut  ton — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armetroing,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Gait- 
Allen  &  Ray. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

Gough,  J.  B.,  &  Son. 

McLay  &  Munro. 
Haileybury — 

Thorpe  Bros. 
Hamilton,  Ont. — 

Blachford  &  Sons, 
57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Dwyer,  James, 

16  Gannon  E. 


Green  Bros.,  124  King  St  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnerburg,  Norman. 
Harrow,  Ont. — 

Madill,  J.  H.,  &  Co. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 
Ingersoll — 

Mclntyres,  F.  W.  Reeler 
and  R   A  Skiunei,  props. 
Tnwood — 

Lorriman,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Gorbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 
Lakefield — 

Hendren,  Geo.  G. 
London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dun  das  St. 
Lucknow — 

A.  T.  Davison.   'Phone  28. 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Mildmay — 

John  F.  Sdhuett 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North   Bay — 

Martyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phons  40. 
Oakwood — ■(' Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster. 
Ohsweken — 

.Johnson,  F.  L. 
Orillia — 

Bingham,  H.  A. 

W.  A.  Strachan,  M.gr. 
'Phone  453. 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Ch.  R.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Rogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  McPhee. 
Parry  Sound,  Ont. — 
Logan,  Alexander. 
St.  Catharines — 
Grabb  Bros. 

144-146  St.  Paul  St. 


Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.,  &  Son. 
Rodney — 

Liebner  &  Walker. 
■Renfrew — 

O'Connor,  Wm. 
Sandwich,  Ont. — 

Lassaline,  E. 
St.  Marys — 

L.  A.  Ball. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 
Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ralph,  Jas.   'Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 

Henry,  J.  G. 

Moyle,  J.  E. 
Toronto — 

Cobblediek,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Raper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Van  camp,  J.  C,  30  Bloor  St. 
West. 
Thedford,  Ont.— 

Woodhall,  J.  B. 
Waterloo — 

Klipper  Undertaking  Co. 
Wallaceburg,  Ont. — 

Heath,  W.  H.,  &  Son. 

Saint,  J.  T. 
Welland— 

Patterson  &  Dart. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  R.  A 

Walker,  J.,  &  Son. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 


St.  Hyacinthe — 

Oadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gongeon,  .Jos. 

NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Eraser,  D.  &  Co. 
Halifax- 
Snow  &  Co.,  90  Argyle  St. 
Sydney  Mines — ■ 

D.  A.  McRae,  Clyde  Ave. 
Sydney,  C.B.— 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 
MANITOBA 
Brandon — 

Campbell  &  Campbell. 

Vincent  &  McPherson. 
Souris — 

McCulloeh,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,    A.    S.,    834  Sher- 
brooke  St. 

Thompson,  J.  C,  501  Main. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Won.         '  ' 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfo'Ot  Bros. 
Rush  Lake — 

Friesen,  John  M.  , 
Prince  Albert — 

Howard,  A.  C.  I 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Meirritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 
Edmonton,  Alta. — 

Wainwright  &  Jackson. 
BRITISH  COLUMBIA 
Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thomipson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming-  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 
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INDEX  TO  ADVERTISEMENTS 


A 

Alaska  Feather  &  Down  Co  o.b.c 


B 

Baetz  Furniture  Co  40 

C 

Canada  Casket  Co  74 

Canadian  Feather  &  Mattress  Co.. 23 

Canadian  Mei.sereau  Co  lii 

Canadian  Ftirnilure  Mfgs  11 

Canailinn  School  of  Euibaltning. .  .77 

Can.  H.  VV.  Johns  Man  ville  Co  i'i 

Caranac  Ijaboratories   73 

Champion  Chemical  Co  74 

Central  Casket  Co   76 

Chesley  P''urnitiire  Co   17 

Columbia  Graphophone  Co  63 


D 

Diebel  Co   8 

Dominion  Mfrs..  Limited.  67-68-69-70 
Du  I'ont  Fabrikoid  Co   (iH 


E 


Knkcls  &  Co.,  H.  S   76 

Kfryptian  Chemical  Co  78 

KImira  Furniture  Co   42 

Klmira  Interior  Woodwork  Co  42 

F 

KarQuhai  son-GilTord  Co   4 

G 

Gendron  Wheel  Co  78 

Globe- Wernicke  Co...   9 

Griffin  Curled  Hair  Co  23 

H 

H.  E.  Furniture  Co  'lit 

Hourd  &  Co  61 


I 


Independent  Van  &  Storage  78 

Im|)eriMl  Kattan  Co   7 

Irish  (Jo..  G.  L  27 

K 

Kind  el  Bed  Co  43 

Kreiner  Furniture  Co  40 

Knechtel  Furnitur'-  (Jo  19 

Ivnechtel  Kitchen  Kabinet  21 

Krug,  H  36 

L 

Lii'pci  t  Furniture  Co  41 

M 

Malcolm  Furniture  Co.,  Andrew  60 

Malcolm  &  Souter  Co   29 

Maxwell  Mf}f.  Co  73 

McLag-an  Furniture  Co.,  Geo..o.f.c..6 

Meaford    Mfp.  Co   l.i 

Montical  Upholstering-  Co  29 

Mundell,  J.  C.  &  Co  i.f.c. 


N 


X.  A.  Bent  Chair  Co  26 

N.  A.  Furniture  Co  66 

P 

F'ollock  Mfg.  Co  65 

S 

Shafer  &  Co.,  IJ.  L  i.f.c. 

Snyder  Bros  37 

.Standard  Bedding  Co  3X 

Stratford  Davenport  Co   8 

Stratford  Chair  Co   5 

Stratford  Mfg.  Co   10 

T 

Textileather  Co  i.b.c. 

W 

Walter  .1.  &  Sons   61 

Walter  &  Co.,  B  i.f.c. 

Want  ads  78 

Waterloo  Furniture  Co  38 

Wunder  Furniture  Co  39 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formnla 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u,s.a 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.  A 


FOR  SALE. — Town  Furniture  and  Undertaking  Business. 
Box  No.  145  Canadian  Furniture  World  and  The  Undertaker, 
Toronto.  J  D 


MULTIGRAPHING — We  are  now  in  position  to  supply  any  of 
our  clients  with  excellent  multigrajph  work  at  lowest  cost. 
The  Commercial  Press,  Limited,  32  Colborne  St.,  Toronto,  tf. 


PRINTING — 'Circulars,  letterheads  and  other  job  printing; 
lirices  inodeTate;  work  first  class.  The  Commerc'Lal  Press, 
Limited,  Toronto.  tf. 


WANTED — Furniture  line  to  handle  on  commission  for  Toronto 
jind  Hamilton.  Good  connection.  Territory  co\'ered  once  a 
week.  Box  142  Canadian  Furniture  World,  32  Colborne 
Street,  Toronto.  tf. 


WANTED — Commission  salesimian  for  Western  Ontario,  includ- 
ing Toronto,  for  a  full  line  of  reliable  mattresses.  Highest 
commission  paid  man  who  has  good  connection  and  will  push 
a  good  line.  Box  144,  Canadian  Furniture  World,  32  Oolborne 
Street,  Toronto.  tf. 


WANTED — Furniture  salesmen  with  good  connection  in  Western 
Ontario,  who  would  sell  on  commission  a  good  medium  priced 
line  of  dining  room  case  goods  or  any  other  good  line  which 
would  work  in  well  with  chair  line.  Write  for  particulars. 
Box  No.  138  Canadian  Furniture  World,  32  Colborne  Street, 
Toronto. 


CAR  LOAD  DISTRIBUTION 

(TRACKAGE) 

FOR  BRITISH  COLUMBIA 
Independent  Van  &  Storage  Co.,  Ltd.,  Vancouver,  B.C. 


Every  Furniture  Manufacturer 

installs  nc%v  equipment  in  his  plant  from  time  to  time— 
the  old  must  go !  There  is  a  way  to  dispose  of  it— econ- 
oiiii<!ally  and  effectively.    Let's  tell  you 

Canadian   Furniture  World,  ^?iE85¥& 
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Use  Textileather  Because 

—it  possesses  QUALI TY— wears  longer  than  any  other  furniture  covering-  made. 

—it  has  all  the  rich  graining  and  fine  appearance  of  genuine  solid  leather. 

—it  is  priced  low  enough  to  enable  you  to  use  it  on  the  cheaper,  as  well  as  on  the  best  lines. 


Write  for  samples  of  Textileather  and  convince  yourself.    Let  us  have  your  rame  at  once. 

Textileather  Co.,  212  Fifth  Ave.,  New  York,  N.Y, 


Write  Direct,  or  to  Frank  Schmidt,  Berlin,  Ontario 


THE    ONLY    COMPREHENSIVE    AND    PRACTICAL   WORK    AT  A    REASONABLE  PRICE 

THE  PRACTICAL  BOOK  OF 

Period  Furniture 


HAROLD  DONALDSON  EBERLEIN 

and 

ABBOT  McCLURE 

With  230  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture.  (,Ati- 
iiqae  or  Reproduced},  but  those 
who  wish  to  buy  it,  and  by  all 
makers  of  Correct  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concise 
furniture  information. 


Whether  you  are  a 


Salesman 
Dealer 

or  Connoisseur 


Manufacturer 
"esigner 


you  shouldbuy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  fact  is  becoming  more  and  more  important  every  day,  that  thedemand  for  "  Period  "  furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.  We  wonder  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  large  city  showrooms  where 
a  line  of  "  Period  "  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  practically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $5.30 


CANADIAN  FURNITURE  WORLD,  32  Colhorne  St,  Toronto.  Canada 


Fine 
Feathers 
Make 

Fine  Pillows 


— and  this  explains  why 
"A  lasl^a"  Guaranteed 
Pdlows  bring  such  good 
business  for  dealers  who 
handle  them. 


These  pillows  are  made  from  especially  selected 
feathers  that  first  have  been  thoroughly  washed 
and  steam  cured,  by  automatic  machinery,  removing 
all  dust,  impurities,  and  every  chance  of  infection. 

The  feathers  are  free  from  quills,  and  hence  always 
retain  that  buoyancy  so  essential  to  proper  rest. 

The  ticking  used  for  covering  material  is  not  only 
very  durable,  but  also  very  damty  m  design. 

Each  pair  is  separately  wrapped  in  paper  to  protect 
the  dainty  covers  from  becoming  faded  or  shop- worn. 


JVh])  not  allow  us  to  co-operate  with  you 
in  increasing  your  pillow  sales  in  1916  ? 


The  Alaska  Feather  &  Down  Co. 

^fev  MONTREAL  Li„,i,ed 


VoL  6   No.  2 


FEBRUARY,  1916 


itureWorw 

iRIIBl 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

JVho  also  Publish  :  The  Retail  Grocer  and  Provisioner,  The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worker,  The  Electrical  Dealer 
and  Contractor,  The  Canadian  Nurse,  Motoring 
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Designs  that 
Pull  Trade 

The  designing  of  Stratford  Cl.airs  with  their  many  other 
extra  sales-creating  advantages,  has  proven  a  popular 
subject  for  admiration  both  with  dealer  and  ultimate  user. 


Obey  that  Impulse 

to  write  us  about  the  new  lines  of  inexpensive  dining- 
room  and  bedroom  furniture  we  are  now  manufacturing. 
It  is  an  impulse  that  will  pay  you  well.    Write  us  now. 


Stratford  Chair  Company,  Limited 


Stratford 


Ontario 


19 


19 
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Library  Table,  Oak 
Any  Finish 


A  trial 
already 


You  are  interested  in  furniture  that 
gives  lasting  satisfaction  to  your  cus- 
tomer, because  that  means  future 
sales,  as  well,  for  you. 

Mundell-Made-Furniture 


IS  built  with  just  that  end  in  view. 
Design— Construction — Workmanship 
— are  all  of  the  best, 
order  will  convince  you  of  this,  if  you  have  not 
proved  it.    May  we  not  hear  from  you  ? 


ELORA 


ONTARIO 


THE    ONLY    COMPREHENSIVE    AND    PRACTICAL    WORK    AT   A    REASONABLE  PRICE 


THE  PRACTICAL  BOOK  OF 

Period  Furniture 


HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  (/In- 
liqae  or  Reproduced),  but  those 
who  wish  to  buy  it,  and  by  all 
makers  of  Correct  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concite 
furniture  informatioti. 

Whether  you  are  a 

Salesman  Manufacturer 
Dealer  Designtr 
or  Connoifseur 

you  should  buy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  fact  is  becoming  more  and  more  important  every  day,  that  thedemand  for  "  Period  "  lurnllure  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.  We  wonder  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerkscould  go  into  one  of  the  large  city  showrooms  where 
a  line  of  "  Period  "  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  practically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $5.30 


CANADIAN  FURNITURE  WORLD,  32  Colhorne  St,  Toronto,  Canada 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Uphol»tered  Reed  and  Willow  Furniture  of 
every  description.  Upholttered  Living  Room 
Furniture  and  Chetterfieldt. 

Stratford  Chair  Co.,  Limited 

Dineri,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe-Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders.  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass    Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Liviag  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


Good  Service 
Our  Constant  Aim 

We  wish  to  thank  the  many 
dealers  who  visited  the  Stratford 
Furniture  Exhibition  in  January  for 
the  interest  displayed  in  coming 
to  look  over  our  many  new  designs 
for  coming  season.  We  also  thank 
them  for  substantial  orders  given. 

To  those  who  were  unable  to 
attend  we  would  like  to  remind  you 
of  the  fact  that  we  are  prepared  as 
never  before  to  meet  your  require- 
ments for  good  furniture. 

Good  service  is  a  principle  care- 
fully observed  by  Stratford  Furni- 
ture Manufacturers,  and  our  shipping 
facilities  are  unrivalled.  Write  us 
for  particulars  of  new  lines. 


Stratford 
Furniture 
Manufacturers 
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THE 


KIND 


Two  Separate 

Useful  Articles  at  the  Price  of  One 

Kindel  Divanette  Beds  oflfer  your  Customers  added  convenience,  a 
saving  in  space,  a  money  saving  in  the  origiiwil  purchase,  and  in  the 
reduction  of  rent. 

Consider  the  Kindel  itself,  its  range  of  profit,  the  selling  plan,  and 
the  fact  that  before  you  buy  it  it  is  practically  sold.  Let's  get  together. 

The  Kindel  Bed  Company,  Limited 


Toronto 


Ontario 


3 


If  you  have  not  seen  the  above  brand  of  artificial 
leather,  then  get  acquainted,  ask  for  samples. 

It  is  the  most  satisfactory  furniture  covering  ever 
made  anywhere. 

Textileather  Co.,  212  Fifth  Ave.,  New  York,  N.Y, 

WRITE  DIRECT  OR  TO 

Frank  Schmidt       -       Berlin,  Ontario 
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AtFORD 


New  Oak.  Dining  Room  Suites 
in  Jacobean  Design 


The  Awakening  of 
Good  Taste 


The  general  awakening  to  the  appreciation 
of  Art  in  Homes  is  asserting  a  great  busi- 
ness truth.  Carefully  designed  and  well 
made  furniture  quickens  the  individual's 
interest  in  the  furnishing  of  his  Home.  The 
prosperous  merchant  realizes  that  his 
success  is  directly  traceable  to  SERVICE. 
Beyond  immediate  sale  he  sees  the  comfort 
of  his  client  and  his  future  requirements. 


Our  new  designs  in- 
clude a  great  variety 
of  pieces  which  make 
excellent  sellers.  The 
sales-making  qualities 
of  McLagan  Lines  are 
well  known  to  the 
trade. 

IV rite  us  for  details 
of  our  new  lines. 
They  are  bound  to 
interest  you  from  the 
standpoint  oj  increas- 
ed sales. 


The  Geo.  McLagan  Furniture  Company,  Limited 

Stratford  Ontario 
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One  of  Our  Old 

Reliable  Diners 

A  very  strong  and  handsome 
chair.  Made  in  hardwood, 
with  golden  finish,  solid  wood 
seat.  It  contains  all  the  quali- 
ties of  all  other  chairs  of  the 
N.  A.  make 

Made  in  Canada.  Write  for  prices 

THE 

NORTH  AMERICAN  BENT  CHAIR  CO. 


N*.  740 


OWEN  SOUND 


LIMITED 


ONTARIO 


ARTISTIC  FURNITURE  CARVINGS 

WOOD  FIBRE 

Stronger  than 

Wood  ana 
Sharp  in  Detail 


Our  expert  designer 
will  be  pleased  to  sub- 
mit special  exclusive 
designs  for  your  line. 

Write  us  for  particu- 
lars of  our  proposition. 


We  have  numerous 
samples  of  design  for 
Period  Furniture  and 
can  offer  you  special 
designs  which  will  give 
your  line  mdividuality 
all  its  own. 


J.  WALTER  &  SONS 


BERLIN,  ONTARIO 
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Admired  by  all  at  Stratford  Furniture  Exhibition 

Furniture  dealers  tell  us  that  people  are  demanding  better  furniture 
of  the  latest  design.  Every  well-planned  home  now  contains  a 
Living  Room,  and  your  customer  demands  luxurious  upholstered 
furniture  for  that  room.  Our  new  Chesterfields,  Davenports,  and 
Living  Room  Suites  just  fill  this  demand  and  were  much  admired 
by  all  who  visited  our  January  Exhibit. 


If  you  lack  that  style  of  furniture  we  suggest  that  you  sample  our 
line — not  the  cheapest  in  the  market,  because  cheap,  upholstered 
furniture  is  a  bad  investment  both  for  you  and  your  customer,  but 
one  of  the  biggest  and  best  lines  in  the  country,  priced  consistently 


with  its  quahty. 


I  Do  Not  Delay—Write  To-Day 

I       The  Farquharson  -  Gifford  Company,  Limited 

I  Stratford  Ontario 

M  When  Ordering  Davenport  Beds  from  Stratford,  Remember  to  Order  F-G 

|iiniiiiiiiiiiiiiiiiii;iii;|iii|i|i» 
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REC.U.S.  PAT.  OFF. 


For  Upholstery  Uses 

Is  Superior  to  Coated  Splits 

15,879,917  People  Read  Our  Advertisement 
Every  Month  in  the  Year 


The  public  knows  that  genuine  leather 
is  scarce  and  high  in  price.  That  coated 
splits,  sold  for  grain  leather  is  unsatis- 
factory and  expensive. 

That  Du  Pont  Fabrikoid,  Craftsman 
Quality,  reproduces  the  grain  and  finish 
of  real  leather,  so  handsome  in  appear- 
ance. Reliable  in  use.  Fadeless  and 
waterproof,  and  is  sold  at  a  reasonable 
price. 

]Ve  advertise  thit  fact  continuoutly 

DU  PONT  FABRIKOID  CO. 

TORONTO 


A  Splendid  New 
Line  of  Genuine 
Tennessee  Red 
Cedar  Chests. 
Absolulely  Moth 
Proof.  Made  with 
copper  trimmings. 


"  Everyone  Who  Sees  One 
Wants  One  " 

Your  customers  will  find  this  table  useful  for  a 
hundred  different  purposes.  Put  in  a  window 
display  of  the 


mELITE 


FOLDING  TABLE 

and  see  liow  thoy  sell.  You  will  find  it  tlie  best  drawing 
card  you  ever  used.  Our  new  1916,  Advertising  Campaig^n 
is  now  running. 

Write  for  Booklet  "W" 

HOURD  &  CO.,  LIMITED 

Sole  Licensees  and  Manufacturers 

LONDON  ONTARIO 


We  can  put  these 
Cedar  Chests  in 
your  store  on  a 
selling  basis  that 
offers  exceptional 
profits.  Write  us 
for  catalog  and 
further  informa- 
tion. 


D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONT. 


THE  WABASH  SLIDE 


MADE  BY 

B.  WALTER  &  CO.,  WABASH.  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uiing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS- INSIST  on  WABASH  SLIDES 
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No.  64  Kitchen  Cabinet 

A  low-priced  cabinet  of  special 
value.  Maple,  natural  finish.  Has 
large  cupboard,  cutting-board,  two 
roomy  drawers.  Bread  and  flour 
drawers  with  rounded  metal  bot- 
toms. The  best  low-priced  Kitchen 
Cabinet  made. 


Attractive  Values  in 

Rattan  Furniture 


1 


The  extensive  range  of  designs  and 
prices  which  are  included  in  the 


Imperial  Line 

makes  it  easy  to  select  pieces  that  will 
harmonize  or  blend  with  any  furnish- 
ing or  color  scheme. 


Stratford  Manufacturing  Co. 

Limited 

STRATFORD  ONTARIO 


Imperial  Rattan  Company 

Limited 

STRATFORD      -  ONTARIO 


lllllllllllllllllllllllllll 
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A  Spring  that  will  not  Sag,  Stretch  or 

give  any  Trouble 


(THE  ROYAL  PATENT  TWIN  LINK) 


The  most  comfortable,  noiseless,  and  lightest  Bed  Spring  of 
this  character  ever  devised. 

Small  mesh  openings,  longitudinal  double  wire  links  of  just  the  proper 
size  for  flexibility,  resilience,  comfort  and  strength.  There  are  no 
loose  connecting  links  cross  wise  to  become  displaced  and  noisy. 
The  straight  pull  of  the  twin  links  on  the  helical  springs  means  great 
comfort  for  both  occupants  of  a  double  bed,  as  there  can  be  no 
sagging  whatever.    W rite  for  our  Bool^let. 

The  Canadian  Feather  &  Mattress  Co. 

Limited 


GUARANTEED  TEN  YEARS 


Toronto 


Ottawa 


TWIN 
LINK 
FABRIC 

IPATENTEOV 
May  9,  1911 

L.  F.  CO.  of  A. 
ST.  LOUIS 


Trade  Mark 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American   Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


"STORE  MANAGEMENT  COMPLETE" 

272  P.,-       ONL  Y  ONE  DOLLAR     i3  ch.pt.r. 

Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 

COMMERCIAL  PRESS,  Ltd.,  32  Colbome  St.,  Toronto 


Is  Yours  a  Growing  Store? 


rr 


Building  » 

Kuriillurf 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  voiir  trade  is  in  a  nit  you  will  find  liere  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talkmg 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

PiiMishers  of  The  Canadian  Furniture  World  and  The  Undertaker 
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Period  Patterns 

at  Popular  Prices 


No.  141  Bedroom  Suite  in  American  Walnut  Finish 


There  is  not  the  sHghtest  excuse  for  ill  proportioned,  badly 
designed  furniture.  Even  at  the  lowest  prices  a  careful- 
ness of  outline  and  arrangement  need  not  increase  costs. 

We  have  proven  that  we  can  supply  up-to-the-minute 
patterns  in  well-proportioned  designs  at  prices  that  will 
make  them  popular.  Our  new  line  is  full  of  complete 
bedroom  and  dining  suites  in  various  woods  and  finishes  that 
are  really  big  sellers  and  truly  up-to-date  in  design  and  finish. 


THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 
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Our  Special 
Trial  Offer  is 
Still  Good 


We  want  every  furniture  dealer  in 
Canada  to  get  a  sample  of  "Twins' 
on  his  floor  and  reap  some  profits. 

Now  is  the  time  to  get  our  No. 
55742  at  $9.75  net.  It  is  finished 
in  plain  oak,  with  42  inch]  top  ex- 
tending to  6  feet.  No  better 
value  on  the  market. 


No.  55742  at  $9.75  Net 


Twin  Pedestal 

Extension  Tables 

Are  the  Choice  of  the  Ones  Who  Care 


Dealers  everywhere  are  devoting 
more  floor  space  to  "  Twin" 
Extension  Tables. 

This  is  one  of  our  high-class 
Hues.  It  is  all  that  can  be  de- 
sired in  design,  fine  quality  and 
finish;  and  more  than  they  ex- 
pect in  utility  and  serviceability. 


Chesley  Furniture  Co. 

Limited 

Chesley  Ontario 


No.  551 X 
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NEW  UNES  FOR  DEN  OR  UVING  ROOM 


No.  8358  Library  Table 


No.  8359  Smoker 


CHARLES  II." 


Living  Room  and 
Den  Furniture  in 
plain  oak,  fumed 
finish,  at  prices  that 
are  as  popular  as 
the  designs. 


No.  835 1  Magazine  Stand 


No.  8350  Combination  Desk 


No.  8354  Desk  Chair 


YOU  NEED  THESE  PIECES 


No.  8353  Writing  Table 


FACTORIES  : 

WOODSTOCK 
BERLIN 
WATERLOO 
SEAFORTH 


Panada  Purniture^anufacturers 


GENERAL  OFFICES  :   WOODSTOCK.  ONT. 


WHOLESALE  SHOWROOMS  : 


TORONTO 


Limited 


WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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In  Demand 
by  the 
Majority 


The  final  test  of  good  furniture  is  the  test  of  fitness  and  attractive- 
ness in  the  home.  We  see  much  furniture  to-day  which  is  well  made 
and  finished  but  lacks  that  style  that  makes  one  long  to  own  it.  Our 
furniture  is  both  beautiful  and  thoroughly  practical. 


We  feature  William 
and  Mary,  Jacobean, 
Adams,  Louis  XVl 
Designs,  at  prices 
within  the  reach  of 
the  average  customer. 
If  interested  write  for 
catalogue  and  price  list. 


The 

Meaford 
Manufacturing 
Company 
Limited 

Meaford 
Ontario 
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The  Business  Man  One  of  the  significant  tendencies 
and  the  Farmer.  of  to-day  is  the  increasing  desire 
of  the  business,  financial  and 
agricultural  interests  to  co-operate  with  a  view  to  ac- 
complishing results  that  shall  be  of  benefit  to  all  con- 
cerned. 

About  a  year  ago  representatives  of  the  (Linadian 
Manufacturers'  Association  met  in  Winnipeg  a  number 
of  men  representing  the  agricultural  industry,  the  pur 
pose  being  to  discuss  matters  which  were  of  generai 
interest  to  both.  And  much  good  is  destined  to  result 
therefrom. 

The  other  day,  again  in  Winnipeg,  a  conference  was 
held  in  which  retailers,  wholesalers,  bankers  and  farm- 
ers were  represented.  There  was  some  very  plain 
and  candid  speaking  as  to  Avhether  or  not  controversial 
matters  should  be  tabooed,  but  the  two-day  conference 
closed  in  peace  and  harmony.  And  if  even  nothing  else 
was  accomplished,  at  least  this  was,  namely,  that  a 
better  understanding  of  each  other's  viewpoint  was 
obtained.  To  accomplish  this  is  no  small  matter,  for 
it  clears  the  way  for  a  common  meeting  place  where 
each  can  work  for  the  interest  of  the  other  with  h 
view  to  bringing  about  conditions  Vi'hieh  are  for  the 
benefit  of  the  whole. 

The  business,  financial  and  agricultural  interests  of 
the  country  are  so  interwoven  that  the  surprise  is  that 
so  little  has  hitherto  been  done  to  link  them  together 
in  co-operative  effort. 

Pessimism  is  as  sand  in  the  machinery  of  busi- 
ness;  optimism,  is  as  a  lubricant. 

Good  Time  for  Every  retailer  should  take  stock 

Annual  Inventory.  and  make  out  a  financial  state- 
ment at  least  once  a  year.  The 
annual  statement  is  altogether  too  valuable  as  a  gauge 
of  actual  progress  to  be  neglected  by  any  merchant,  and 
around  the  turn  of  the  calendar  year,  after  the  rush 
of  holiday  business,  is  one  of  the  best  times  of  the  year 
for  this  work. 

A  dealer  cannot  judge  the  standing  of  his  business, 
or  the  progress  that  has  been  made  during  the  past 
year,  by  his  bank  account,  and  a  glance  at  his  stock 
and  a  hasty  reckoning  of  bills  payable  and  receivable. 
He  is  leaving  altogether  too  much  to  guesswork  in  fol- 


lowing such  a  plan,  and  in  these  days  of  keen  competi- 
tion and  restricted  profits,  no  merchant  can  afford  to 
guess.  He  must  ascertain  the  particulars  of  his  busi- 
ness with  accuracy,  so  that  if  profits  for  the  year  are 
not  satisfactory,  the  reason  can  be  located  and  re- 
moved. Even  if  profits  are  found  to  be  fairly  good, 
the  financial  statement  unearths  many  particulars  of 
the  business  that  it  is  well  for  the  dealer  to  know. 

The  annual  stock-taking  and  statement  of  resources 
and  liabilities  gets  beneath  the  surface  and  brings  the 
bad  features  of  the  business  into  prominence,  so  that 
they  may  be  remedied.  It  not  only  shows  the  actual 
worth  of  the  business  and  the  amount  of  profits,  but 
whether  stock  is  too  large  for  amount  of  sales,  whetheF 
outstanding  accounts  are  beyond  the  proi)er  limit  and 
all  those  other  details  that  are  so  valuable  to  the  busi- 
ness man. 

The  inventory  should  not  be  neglteted  and  now  is 
an  excellent  time  to  give  attention  to  the  work. 

Never  force  a  customer  to  buy.     The  sale  uiay 
turn  out  to  be  a  boomerang. 

Reckless  Extension  There  is  a  good  deal  of  reckless 
of  Credit.  extension  of  credit  in  the'  retail 

business.  This  fact  is  driven 
hom,e  by  the  statement  of  an  official  of  the  Canadian 
Credit  Men's  Association  that  the  book  debts  of  insol- 
vent merchants  in  the  Province  of  Alberta  yield  only  a 
trifle  over  40  per  cent.  Figures  from  other  provinces 
would,  no  doubt,  show  the  same  thing  true  to  a  greater 
or  less  extent — that  a  good  deal  of  goods,  goes  over  the 
counters  of  our  retail  stores  for  which  no  returns 
come  in. 

It  is  most  regrettable,  particularly  in  view  of  the  fact 
that  much  of  this  losis  could  be  prevented  by  the  exer- 
cise of  a  little  caution  and  common  sense  by  merchants 
who  conduct  a  credit  business.  It  is  this  reckless  ex- 
tension of  credit  that  is  responsible  to  no  little  extent 
for  so  many  failures.  A  dealer  has  to  have  a  good  re- 
serve bank  account  to  hand  out  credit  to  every  Tom, 
Dick,  and  Harry  who  applies  for  it,  and  still  remain  in 
business.  The  trouble  is  that  too  many  dealers  are 
over-anxious  for  sales,  so  much  so  that  they  take  big 
chances  in  the  extension  of  credit. 

Would  it  not  be  better  if  such  merchants  would  keep 
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the  goods  on  their  shelves,  rather  than  to  hand  them 
out  to  people  who  cannot  pay  for  them?  The  dealer 
should  bear  in  mind  that  goods  are  just  the  same  as 
mjoney,  and  should  not  give  goods  on  credit  to  people 
to  whom  he  would  not  lend  actual  money  to  the  same 
amount.  Such  a  rule  would  save  a  good  deal  of  money 
for  many  merchants  and  save  many  from  bankruptcv. 

Dullness  yiaturally  abides  longer  in  the  store 
of  /he  unenterprising  dealer  tJian  if  does  in 
that  of  the  enterprising  one. 

Canada's  Big  The  fire  loss  in  Canada  is  tremen- 

Fire  Loss.  dous — too  great  altogether  when 

one  has  some  figures  regarding  it 
placed  before  him.  It  was  estimated  that  in  1913  losses 
in  Canada  through  fire  amounted  to  $26,000,000.  Tak- 
ing the  population  at  seven  and  one-half  millions,  this 
means  an  annual  fire  loss  of  $3.50  for  each  man,  woman 
and  child  resident  in  the  Dominion. 

This  is  a  big  tax  to  be  paid  each  year  by  every  resi- 
dent of  the  country.  The  fact  that  there  is  insurance 
does  not  remove  the  burden.  Some  people  do  not 
clearly  see  this  and  seem  to  think  that  insurance  com- 
panies pay  losses  out  of  some  mysterious  fund  that  is 
perpetually  renewed.'  The  fund  really  comes  from  the 
public,  who  must,  in  the  long  run,  pay  all  fire  losses. 

The  burden  falls  especially  hard  on  business  men 
who  have  a  large  amount  of  money  tied  up  in  property 
that  must  be  covered  by  insurance.  Premiums  have, 
of  course,  to  be  paid  on  a  scale  to  take  care  of  fire 
losses,  and  this  is  where  we  feel  the  pinch  of  the  big 
fire  losses  in  Canada. 

For  this  reason  every  possible  effort  should  be  made 
by  retail  merchants  to  lessen  losses  by  reducing  the 
possibility  of  fire  in  their  own  premises  and  using  their 
influence  to  get  others  interested  in  the  important  work 
of  fire  prevention. 

Efftcieyicy  is  as  essential  in  the  store  as  it  is 
in  the  worksJiop. 

Look  at  Your  At  a  convention  of  retailers  not 

Store  Through  long  ago  a  dealer  stated  that  he 
Customer's  Eyes.  makes  it  a  policy  to  frequently 
put  on  his  hat,  walk  around  the 
block  and  enter  his  own  store  and  try  to  see  it  as  a 
casual  customer  would. 

He  says  that  in  this  way  he  discovers  many  weak- 
nesses in  the  appearance  of  his  store  and  in  his  store 
service. 

The  idea  is  a  good  one,  for  the  big  trouble  vpith  many 
retailers  is  that  they  fail  to  look  at  many  of  their  store 
problems  from  the  standpoint  of  their  customers.  It 
is  quite  true  that  a  dealer  is  so  much  in  his  own  store 
that  he  becomes  unable  to  detect  weaknesses  that  de- 
velop, but  which  are  quite  apparent  to  the  casual 
observer.  Constant  contact  vdth  the  store  blinds  him 
to  its  shortcomings. 

The  big  fault  with  many  retailers,  however,  is  that 
they  make  no  effort  to  discover  any  weaknesses  that 
exist.  They  are  inclined  to  go  around  with  their  eyes 
closed  to  their  own  faults.  It  is  good  business  to  break 
away  from  such  an  attitude,  however,  and  try  to  take 
a  look  at  things  from  the  customer's  perspective.  To 
most  dealers  it  would  mean  a  great  improvement  in 
the  appearance  and  other  business-getting  factors  in 
connection  with  the  store. 

Get  in  the  habit  of  looking  at  your  store  through  the 
eyes  of  your  customers. 


SHORT  NOTES  FROM  THE  EDITOR'S  PEN 

Try  a  little  advertising  as  a  business  tonic. 

Make  your  store  the  best  store  in  your  town. 

#  *  * 

Back  up  your  advertising  by  window  display  of  the 
goods  featured. 

#  *  * 

The  man  who  wants  repeat  business  must  give  quality 
in  both  goods  and  service. 

#  #  * 

"System  first"  is  the  "safety  first"  sign  for  the 
dealer  who  courts  success. 

Avoid  arguments  if  possible  and  especially  avoid 
them  if  impossible. 

«    *  « 

The  dealer  who  puts  the  "win"  in  his  show  window 
is  the  one  who  makes  his  displays  attractive. 

^        ^  ^ 

Many  a  dealer  who  would  get  rid  of  a  clerk  who 
loafs,  makes  no  effort  to  get  rid  of  goods  that  loaf. 

'He  'Hr 

The  man  who  is  all  the  time  trying  to  get  the  best  of 
some  other  fellow  cannot  succeed  in  getting  the  best 
out  of  his  own  efforts. 

■^^ 

The  dealer  who  runs  a  credit  business  needs  to  exer- 
cise care  in  the  extension  of  credit  these  days,  and  also 
keep  speeding  up  collections.  Do  not  allow  the  slow- 
])ays  to  lag.  Manufacturers  are  expecting  payments  as 
usual. 

What  is  the  percentage  of  the  rent  you  pay  in  respect 
to  the  business  you  do?  In  an  investigation  conducted 
in  the  United  States  the  average  was  found  to  be  4.02 
per  cent.   How  does  that  compare  with  yours? 

■3^  ^ 

It  is  well  to  remember  that  the  veneration  of  the 
public  is  pretty  shifty.  The  idols  of  to-day  are  knocked 
over  to-morrow.  It's  because  a  steady  pose  is  tiresome 
to  the  eye.  Keep  your  show  windows  performing  new 
stunts. 

I  Passing  Thoughts  on  Business  g 

I  By  W.  L.  E.  8 

S  Perseverance  is  a  good  thing  as  long  as  one  per-  g 
S     severes  in  the  right  direction.  S 

8  To  the  wide-awake  retailer  there  is  no  period  in  8 
S     the  year  when  to  cultivate  business  is  unseasonable.  8 

g  The  clerk  who  attains  success  in  life  is  he  who  is  S 
S     zealous  for  the  success  of  his  employer's  business.  8 

o  A  dvertising  that  is  not  backed  up  by  good  service  8 
%  in  the  store,  like  a  battleship  with  an  ineffective  S 
S     crew,  loses  7nuch  of  its  effectiveness.  g 

S  Those  who  practice  putting  off  till  to-7norrow  that  g 
Q  which  should  be  done  to-day  have  a  weak  spot  in  g 
8     their  will  power.  S 
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Advance  of  Furniture  Making  as  Reflected  at  Exhibitions 

Magnificent  samples  of  Canadian  workmanship  displayed  at  furni- 
ture centres — New  styles  and  designs — Period  styles  advancing 


THE  1916  furniture  shows  have  come  and  gone — 
that  is  if  we  can  call  the  various  exhibits  made 
by  manufacturers  during  this  war  time  furni- 
ture shows  in  the  strict  sense  of  the  word.  The  only 
really  s-erious  attempts  were  made  by  the  Stratford 
furniture  manufacturers,  and  the  Andrew  Malcolm 
Furniture  Co.,  of  Kincardine,  and  the  F.  E.  Coombe 
Furniture  Co.,  also  of  Kincardine,  at  Toronto. 

The  attendance  this  year  was  not  up  to  the  standards 
set  last  year  nor  the  year  before,  but  few  expected 
that  the  numbers  visiting  the  various  furniture  centres 
would  equal  the  numbers  of  past  years.  However, 
manufacturers  who  made  displays  and  buyers  who 
visited  their  .showrooms  expressed  themselves  as  well 
satisfied  with  the  results  from  their  respective  *stand- 
points. 

The  steady  advances  made  by  the  Canadian  furni- 
ture industry  were  just  as  strikingly  shown  this  year 
as  in  any  recent  exhibition,  showing  that  the  Canadian 
people  are  demanding  a  higher  quality  of  furniture  and 
are  in  a  position  to  pay  the  price.  Novelties  always  to 
the  front  figure  as  usual  this  year,  and  decidedly  better 
lines  of  staple  furniture  are  being  of¥ered  for  sale  this 
season. 

Period  designs  are  making  forward  strides.  Jaco- 
bean lines,  almost  new  a  year  ago,  figure  in  the  samples 
of  the  staple  furniture  of  practically  every  manufac- 
turer; and  this  year  many  of  them  are  also  showing 
designs  of  William  and  Mary,  Queen  Anne,  and  Chip- 
pendale. 

Another  feature  is  the  increasing  number  of  manu- 
facturers ofifej^ing  living-room  furniture,  they  either 
giving  up  some  other  line  or  lines,  or  adding  living- 
room  stuff  because  that  class  can  be  made  to  embrace 
so  many  items  and  of  such  diversified  variety. 


STRATFORD 


WITH  a  record  of  being  one  of  the  largest  furni- 
ture centres  in  Canada,  Stratford  again  led 
the  way  with  its  1916  furniture  exhibits. 
While  not,  as  in  the  past  two  years,  confining  the  exhi- 
bition under  one  roof,  the  residts  following  this  year's 
show  are  fully  equal  to  last  year,  and  the  attendance, 
when  all  allowances  -are  made,  compared  favorably 
with  the  1915  exhibition. 

The  show  was  confined  to  one  week — that  commenc- 
ing January  10 — ^and  the  principal  feature  was  the  part 
played  by  the  Imperial  Rattan  Co.  in  opening  its  new 
showroom  and  putting  on  one  of  the  best  displays  of 
reed  and  willow  furniture  ever  brought  together  in 
the  Dominion,  set  out  in  beaiTtiful  surroundings.  All 
the  Stratford  displays  were  confined  to  strictly  new 
goods,  those  not  shown  before,  and  the  development 
of  the.  past  twelve  months  was,  therefore,  well  evi- 
denced b}^  the  nature  of  the  exhibits. 

Imperial  Rattan  Co. — Since  last  year  this  company, 
of  which  H.  W.  Strudley  is  the  head,  has  opened  up  a 
new  showroom,  which  will  be  a  permanent  feature  of 


the  plant.  A  basement  has  been  excavated,  finished, 
furnished  and  decorated  to  represent  a  huge  Japanese 
bower.  Very  many  electric  lamps  suspended  from  the 
ceiling  give  a  flood  of  light  all  over  the  room,  and  the 
pillars  are  festooned  with  flowers  set  on  lattice  work. 
This  is  where  Mr.  Strudley  had  his  artists  lay  out  the 
Imperial  Rattan  Co.'s  3916  display. 

Every  visitor  to  the  display  voted  it  a  fine  exhibit. 
A  complete  line  of  wicker  furniture  was  shown,  and 
a  new  line  was  the  willow.  Both  of  these  lines  created 
much  interest.  Nearly  300  items  are  classed  in  the 
willow,  and  besides  staples  include  lamp  stands  and 
table  lamps,  fiower  baskets  and  Avindow  boxes,  bird 
cages,  woi*k  stands,  and  an  innumerable  list  of  conven- 
iences for  those  who  take  pride  in  their  homes.  The 

staples  tables,  chairs,  settees,  rockers,  etc. — were 

decidedly  attractive,  whether  in  willow,  reed  or  wicker. 

Many  of  the  articles  were  in  natural  color,  but  other 
finishes  were  also  in  evidence,  like  mahogany  and 
fumed.  White  enamel,  single  pieces  and  in  suite,  came 
in  for  attention,  as  did  the  ladies'  desks,  dressing 
chairs  and  rockers.  A  splendid  array  of  living-room 
furniture  was  displayed.  The  exhibit  was  a  splendid 
one. 

Stratford  Manufacturing  Co.  made  a  display  of  kit- 
chen and  household  needs  in  the  new  Imperial  Rattan 
showrooms.  They  confined  their  display  to  their  latest 
goods.  Their  kitchen  cabinets,  with  features  possessed 
by  no  others,  had  a  prominent  place.  The  majority 
of  them  have  galvanized  linings,  and  all  are  mouse- 
proof  and  sanitaiy.  All  of  them,  too,  have  roomy  cup- 
boards. 

Lawn  swings,  canvas  camp  stools  and  backed  chairs, 
carpet  and  wood-seat  camp  chairs,  folding  canvas  cots 
and  reclining  chairs,  slat  lawn  and  park  seats,  were 
among  the  other  things  shown  in  this  display. 

Household  lines  shown  included  stepladders  and  lad- 
der-chairs, clothes  horses  and  folding  ironing  boards, 
bakeboards  and  all  the  other  kitchen  conveniences. 

Folding  card  tables  and  a  folding  sewing  table  were 
among  the  newest  of  the  lines. 

The  Stratford  Davenport  Co.  also  made  their  exhibit 
in  the  Imperial  Rattan  showrooms,  displaying  a  num- 
ber of  their  revolving  seat  davenports.  These  were 
covered  in  both  tapestry  and  leather,  and  ranged  in  a 
great  many  designs,  from  those  built  on  simple  lines 
to  beautiful  Chesterfields.  The  range  of  colors  and 
patterns  in  coverings,  too,  was  immense.  The  showing 
was  well  worth  while,  and  reflected  great  credit  on 
those  who  designed  and  made  the  davenports  displayed. 

The  Stratford  Chair  Co.  made  their  exhibit  in  their 
own  plant,  taking  up  the  second  floor  of  their  new 
building  in  doing  this.  All  the  furniture  on  display 
were  lines  made  during  the  past  twelve  months,  not 
one  of  them  having  been  exhibited  before.  Chairs  and 
diners  of  various  designs  in  immense  variety  were 
shown.  The  strong  hold  period  lines  have  with  the 
trade  now  was  shown  in  the  many  Adams,  Jacobean, 
and  other  periods. 

Buffets  had  a  section  to  themselves.  They  were  to 
be  seen  in  many  designs,  patterns  and  finishes,  tp  fit 
in  with  other  articles  oj  furniture.   China  cabinets  and 
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extension  tables  are  now  made  by  this  company,  and  it 
is  thus  possible  to  make  up  eoinj)lete  dining-room 
suites. 

An  entirely  new  line  of  bedroom  furniture  is  being 
I)ut  out  by  this  company,  consisting  of  dressers,  stands, 
chiffoniers,  wood  beds,  etc.  A  (piartered  gum  suite 
in  natural  finish  was  an  object  of  much  attention.  All 
the  other  finishes  were  there,  too — white,  cream  and 
ivory  enamel,  mahogany  and  walnut. 

A  line  of  medium-priced  dining  tables  was  given 
some  prominence.  These  were  in  plain  and  fpiarfered 
oak.  fn  fact,  all  the  samples  displayed  were  higb- 
grade  finisfied,  though  mai'ked  for  reasonably-priced 
selling. 

The  Stratford  Bed  Co.  occu|)ied  s|)ace  on  the  floor 
with  Hie  chair  company's  exhibit.  Thei-e  they  showed 
samples  of  the  latest  designs,  among  them  one  of 
square,  solid  brass  tubing;  others  were  heavy,  round- 
posted  affairs  in  satin  and  polet  finishes.  The  highly- 
polished  beds  wei'e  built  on  simpler  lines  than  have  pre- 
vailed in  the  past,  and  the  ornamentation  was  likewise 
simple  and  scarce.  Several  brass  costumiers  of  nice 
design  were  part  of  the  display. 

The  George  McLagan  Furniture  Co. — Occupying  the 
whole  third  floor  of  the  chair  company's  building,  the 
McLagan  Oo.  made  an  elaborate  display  of  exclusively 
new  g'oods.  The  walnut  and  solid  mahogany  dining- 
room  suites  were  splendid,  as  also  was  the  upholstered 
living-i'oom  stuff. 

The  Jacobean  dining-room  furniture,  which  attracted 
so  much  notice  last -year,  is  this  ye'ai-  more  ornate,  a 
P'articularly  fine  oak  suite  being  displayed.  But 
modei'n  and  pei'iod  lines  were  there  in  profusion,  from 
the  simplest  to  the  most  ornate,  for  the  smallest  home 
to  the  largest  club  oi'  hotel. 

Throughout  the  whole  exhibit  the  influence  of  period 
designs  was  most  nuirked,  not  only  in  the  dining-room 
section  hut  thi'oughout  the  whole  display  for  every 
room  in  the  house.  Tables,  buffets,  china  cabinets, 
dinner  wagons,  diners,  all  showed  the  cai-e  Ix'stowed 
on  the  poimlar  styles  and  designs. 

The  library  and  den  section  displayed  desks  in  all 
styles,  designs  and  finishes;  reading  tables  and  sec- 
tional bookcases;  pedestals,  lamp  stands,  book  and 
paper  stands  and  racks,  writing  tables,  and  combina- 
tion desks  and  library  tables. 

In  hall  furniture  an  immense  range  of  seats  and  mir'- 
rors  were  displayed,  as  well  as  umbrella  stands  and  hall 
trees,  and  for  the  parlor  fancy  mahogany  centre  tables 
galore  were  there,  suitable  for  all  needs  and  to  meet 
any  sized  purse.  The  range  of  music  cabinets,  too,  was 
very  great.  Here,  also,  mahogany  had  full  swing. 
There  were  cabinets  for  the  disc  machines'  music,  and 
for  the  piano  player's  outfit,  as  well  as  combinations  of 
both. 

A  word  should  be  said  of  the  splendid  bi'di'oom 
suites,  principally  of  nmhogany  and  walnut,  shown  in 
so  many  period  designs  from  Jacobean  down  through 
Adams.  Sheraton  to  T'olonial.  The  suites  were  com- 
plete— bed,  dressei-.  chiffoniei-,  eheval,  table,  chairs,  etc. 
It  was  noticed  that  all  the  dresser  drawers  were  dust- 
proof. 

ParloT'  cabiiu'ts,  another  big  line,  were  attractively 
displayed,  and  with  them,  too,  fancy  pedestals  and 
jardiniere  strands. 

The  exhil)it,  as  before  mentioned,  was  an  elaborate 
and  sti'ilsingiy  grarul  one. 

Farquharson-Gifford  Co.  nuide  a  splendid  showing  in 
tlieii'  factory  showrooms  of  their  upholstered  goods, 
and  both  Messrs.  Farcpdiarson  and  Gifford  were  on 
hand  to  look  after  the  visitors  and  elucidate  the  fine 


points  (if  the  goods  displayed.  Living-room  uphol- 
stered furniture  is  their  strong  suit,  and  both  in  suites 
and  in  individual  items  the  articles  shown  were  of  high 
(piality  and  built  along  lines  to  give  the  utmost  com- 
fort. Davenpor-ts  and  (chesterfields,  rockers  and  arm 
chair-s,  in  a  lai'ge  variety  of  designs  and  styles,  were  to 
be  seen.  P.oth  tapestry  and  leather  coverings  were 
used  and  a  big  range  of  tapestry  coverings  were  shown 
in  the  exhibition  hall. 

Period  lines  were  followed  in  some  of  the  rockers 
and  armchairs  for  the  living-room,  but  it  was  easily 
seen  that  all  these  items  were  built  for  comfort  rather 
than  style,  and  that  where  style  obtruded  itself  too 
much  it  was  sacrificed  to  general  comfort. 

Davenport  beds  with  chairs  to  match  were  agreeable 
pieces  to  insivect,  as  were,  too,  a  large  range  of  leather- 
covered  couches. 


Shown  in  Berlin  Factories 


NOT  all  the  factories  in  "Busy  Berlin"  made  dis- 
plays of  their  furniture  this  year.  Mr.  Jacques, 
of  the  Berlin  l^'uiniture  Co.,  said  his  company 
had  been  so  busy  of  late  that  they  positively  could  not 
affor'd  the  time  necessary  to  arrange  such  a  dis[)lay. 
and,  besides,  they  needed  every  inch  of  space  for  manu- 
facturing purposes.  They  had  been  compelled  to  work 
sonu'  nights  until  nine  o'clock. 

Baetz  Bros.  &  Co.  have  a  new  showroom  this  year, 
and.  while  it  can  be  artificially  lighted,  a  strong  point 
is  tlnit  the  natural  daylight  is  used  to  show  the  goods. 
'I'he  ('()mi)any  are  extending  their  lines  and  are  now 
nuiking  complete  living-room  and  hall  furniture  suites 
their'  strong  forte,  together-  with  all  the  little  novelties 
that  tit  ill  with  the  furnishing  of  these  apartments. 
Hall  clocks  are  one  of  these,  lamps,  pedestals,  etc.,  are 
amoirg  others. 

Table  desks  are  another  new  line,  made  in  three  dif- 
fererrt  styles.  The  top  of  the  table  lifted  reveals  a 
handy  desk  all  ready  for  use,  and  without  danger  of 
disan-angeinent  of  contents  the  cover  can  be  dropped 
back  and  a  library  table  is  present.  Secretaries,  too, 
ar-e  new  in  this  department.  Baetz  Bros,  are  dropping 
|)ar-lor  suites  and  chair's  and  going  more  extensively 
into  living-room  articles,  a  nrnnber  of  stuff-over  Ches- 
terfields, roekers  and  arm  chair-s  beirrg  in  this  class. 

Period  designs,  princi[)ally  Jacobean,  rule  in  the 
new  upholstered  and  all-wood  things,  and  Qiieen  Anne 
lines  in  the  bedroom  chairs.  The  bedroom  chairs  are 
in  all  finishes — golden,  white  enamel,  mahogany,  wal- 
nut— and  mostly  cane  seats;  the  diners  are  in  ma- 
hogany, most  of  them  with  slip  seats. 

Wunder  Furniture  Co. — Like  other  factories,  the 
new  Wunder  livirrg-room  stuff  is  in  Jacobean  design. 
Even  the  furniture  made  to  sell  at  a  price,  if  not  of 
purely  Jacobean  design,  have  sufficient  lines  of  that 
period  to  make  the  items  up-to-date  and  j)leasing  to  the 
eye.  This,  too,  can  be  said  of  the  new  hall  stuff,  period 
designs  prevail. 

Some  attractive  costumier's  and  combination  coat  and 
umbrella  stands  were  well  set  out.  There  were  also 
some  fine  new  diners  shown. 

Kreiner  &  Co.  made  a  fine  display  of  library  and  par- 
lor tables,  bookcases,  and  ladies'  desks.  The  new  de- 
signs of  these  furniture  articles  were  very  fine.  While 
modern  lines  still  hold  favor,  period  designs  are  promi- 
nent and  good  lookers.    A  libr-ar-y-desk  table  was  a 

( Continued  on  page3() ) 
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Some  Impressions  Gathered  at  the  Furniture  Exhibitions 

By  W.  L.  EDMONDS 


Finish  of  Cana-  Among  the  many  things  that  im- 
dian  Furniture.  pressed  the  writer  while  viewing 
the  recent  exhibits  of  furniture 
there  were  two  which  particularly  struck  him.  The 
one  was  the  finish  of  the  goods ;  the  other  was  the  pre- 
dominance of  period  furniture. 

If  there  is  one  thing  upon  which  the  furniture  manu- 
facturers of  Canada  might  well  congratulate  them- 
selves it  is  in  regard  to  the  finish  of  their  products.  If 
they  are  making  progress  in  any  one  particular  feature 
of  manufacturing  it  is  in  this. 

"Yes,"  I  heard  an  old4imer  remark,  "it  is  remark- 
able the  improvement  that  has  taken  place  during  the 
last  few  years  in  the  finish  of  Canadian-made  furni- 
ture." 

As  to  keeping  up  with  the  procession  in  styles  and 
designs  it  is  quite  evident,  from  what  was  to  be  seen  at 
the  recent  exhibitions,  that  the  furniture  manufac- 
turers of  Canada  are  well  in  the  van. 

"Well,  well,"  ejaculated  a  Port  Arthur  man  as  he 
surveyed  one  particularly  good  exhibit  of  period  furni- 
tixre,  "one  can  easily  imagine  oneself  in  Grand 
Rapids!" 

^        ^  ^ 

Features  in  Period  That  period  furniture  is  destined 
Furniture.  to  occupy  a  place  in  the  furni- 

ture trade  of  Canada  during  the 
year  to  a  larger  extent  than  ever  before  is  quite  evident 
from  what  was  to  be  seen  at  the  recent  exhibitions. 

Jacobean  furniture  was  much  in  evidence,  both  in 
regard  to  quantity  and  quality.  And  while  in  period 
furniture  it  predominated,  yet  it  was  quite  evident  that 
the  William  and  Mary  and  the  Queen  Ann  styles  are 
destined  to  occupy  a  larger  place  in  the  trade  dui'ing 
1916  thaii  in  1915.' 

Another  style  of  furniture  which  is  expected  to  have 
quite  a  run  is  that  known  as  decorated.  Some  of  the 
manufacturers  of  high  class  furniture  have  secured  the 
special  artistic  help  for  doing  the  necessary  decorative 
work. 

^        -S-  ^ 

The  Small  Dealer  It  is  to  be  regretted  that  a  larger 
and  the  Exhibitions,  number  of  the  smaller  dealers  do 
not  attend  the  furniture  exhibi- 
tions in  larger  numbers  than  they  do. 

Some  of  them  seem  to  think  that  furniture  exhibi- 
tions are  for  the  special  benefit  of  the  larger  dealers. 
Never  were  they  farther  astray. 

As  far  as  placing  orders  is  concerned  it  is  natural 
that  more  should  be  expected  from  the  larger  than 
from  the  smaller  dealers.  But  it  should  be  remembered 
that  the  first  and  foremost  object  in  holding  an  exhibi- 
tion is  not  the  immediate  orders  that  result  therefrom. 
The  first  and  foremost  object  is  to  give  retailers  an 
object  lesson  in  regard  to  the  latest  creations  in  styles 
and  designs  of  furniture.  This  lesson  is  just  as  much 
for  the  smiall  dealer  as  ilt  is  for  the  large  one. 

That  orders  will  follow  is  naturally  the  expectation 
of  exhibitors.  If  there  was  not  this  expectation  there 
would,  of  course,  be  no  exhibition.  Consequently 
dealers  are  welcomed  by  exhibitors  whether  they  place 
orders  or  not. 


Opportunity  for  There  is  one  important  thing 
Studying-  Styles.  about  furniture  exhibitions  which 
no  dealer  should  overlook.  They 
afford  him  an  opportunity  of  studying  designs  and 
styles  such  as  can  scarcely  be  obtained  in  any  other 
way. 

True,  as  far  as  the  smaller  dealer  is  concerned,  he 
may  see  lines  which  are  too  expensive  for  him.  to  carry 
in  his  regular  stock.  But  there  are  occasions  in  the 
experience  of  every  retailer,  even  the  smallest  one, 
when  he  has  a  chance  to  sell  a  suite  of  a  class  higher 
than  he  is  showing  on  the  floor  of  his  store.  Now,  it 
naturally  follows  that  when  such  an  opportunity  ap- 
pears he  is  in  a  much  better  position  to  seize  it  if  he 
has  visited  the  exhibitions  and  from  personal  observa- 
tion obtained  a  knowledge  of  what  each  manufacturer 
is  turning  out. 

For  example,  a  customer  enters  the  store  looking  for 
a  high-class  suite,  say  in  William  and  Mary  design. 
Provided  he  has  made  a  tour  of  the  furniture  exhibi- 
tions, it  immediately  occurs  to  his  mind  that  such  and 
such  a  manufacturer  showed. the  very  kind  that  was 
wanted.  He  so  informs  the  customer.  Then  he  writes, 
telephones  or  telegraphs  the  manufacturer  for  blue- 
prints or  photographs,  and  often  a  sale  is  thus  effected 
that  would  otherwise  be  lost. 

That  is  one  of  the  reasons  why  it  pays  the  small  re- 
tailer to  visit  the  furniture  exhibitions. 

Jl.  M,  JL. 

^  W  W 

G-athering  Helpful  But  there  are  other  reasons  be- 
Ideas.  sides  the  opportunity  of  getting 

acquainted  with  the  newest  crea- 
tions in  furniture  that  makes  it  worth  while  for  the 
small  dealer  to  visit  furniture  exhibitions.  One  of  them 
is  the  ideas  it  is  possible  for  him  to  gather  regarding 
biTsiness  methods  from  the  men  with  whom  he  is 
brought  into  contact  Avhile  engaged  in  making  his 
rounds. 

The  men  with  whom  he  is  brought  into  contact  are 
the  most  enlightened  and  progressive  in  both  the  manu- 
facturing and  retail  branches  of  the  furniture  trade. 
That  they  are  full  of  ideas  is  obvious.  It  is  equally 
obvious  that  any  man  who  is  brought  into  contact  with 
them  must  absorb  some  of  their  ideas  and  return  to 
his  home  possessed  with  the  thought  that  he  had  been 
well  recompensed  for  the  money  he  had  expended  on 
his  trip. 


EXERCISE  CARE  IN  DELIVERING  FURNITURE 

Those  furniture  dealers  who  are  making  the  most 
friends  among  their  customers  are  the  ones  wbo  are 
particular  as  to  the  condition  in  "w^hich  furniture  reaches 
the  customer,  and  incidentally  they  are  saving  a  lot 
of  money  for  themselves  in  repair  shop  expense.  A 
piece  of  furniture  that  has  to  come  back  for  repairs 
because  of  rough  handling  in  delivery  causes  a  delay 
that  is  not  at  all  relished  by  the  customer,  and  the 
dea.ler  very  seldom  smiles  when  he  contemplates  the 
added  expense  of  two  trips  and  a  good-sized  repair 
shop  bill  in  addition.  This  added  expense  sometimes 
completely  wipes  out  any  profit  on  the  sale,  and,  of 
coui'Sie,  none  are  in  business  for  the  fun  of  it. 
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Business  Methods  as  Discussed  by  Exchanges 


THE  ART  OF  SELLING 

Tt  is  ;in  explod'ed  tlu'oiy  thiit  talk  is  the  foiuulfl'ion 
of  a  I'  siMlesiiianship.  Tiine  wais,  of  coiirsf.  Avheii  the 
man  wlio  eonld  string'  wordis  tosj'^ther  eloverly  and  talk 
'>nd  argue  by  tbe  bour  sold  tbo  most  gioods.  Perbaps  it 
was  tliosr  d'aA's.  too.  wbicb  gave  jiroof  to  the  niercbaiit 
that  1  man  v/itliout  wind  for  bis  sails  was  no  .sialesm<aii. 

Tbe  Tnoderii  salesanan  mu?'1  be  ean'^ions  in  bis  talk. 
JTe  must  give  more  co'nsi(b^ralion  to  llie  nramner,  the 
raeitbod.  and  tbe  time  of  bis  sipealciny,  tbau  to  the 
volume  of  woi'ds  he  uses. 

F'ov  soniv  buyers  wlio  are  ealm,  doliU'erate  -nvd  not 
voluble,  delight  in  the  a  isit  of  the  sialcisiman  wbo  is 
retiesiit.  His  very  silence  is  eloquent,  and  tbe  occa- 
sional "Yes"  and  "No"'  which  be  permdtis  to  eiseaij-e 
him  cement  friendship  and  pave  Ihe  way  to  an  easy 
and  profitalile  sale. 

And  some  buyers  favoi"  a  sal<^snian  wbo  talbs  only 
v/hen  talked  to.  They  wamt  to  ask  (pieistions  theirv- 
?'elves.  They  believe  aiS  tbe  pbilosopb"r  did,  that  tbe 
man  of  power  propounds  -while  tbe  other  man  expounds. 

Tbe  salesman  who  will  succeed,  therefore,  sbould 
study  all  men  at  all  times.  J  Je  sbould  square  bis  actior.s 
to  riio  one  standard.  H'^  sbould  be  flexible  in  mind  and 
i-eiaidy  for  any  ami  every  coutiiigeney  wbdcb  may  arise. 
He  should  be  variegated  in  bis  opinions  and  vaicillating 
in  bi.s  ideas.  For  the  man  of  all  minds  is  the  man  Avho 
controls  all  minds. — Tbe  Decorative  Furnisher,  New 
York. 


ANALYZING  SALES  AND  PROFITS 

If  you  have  more  money  in  the  bank  to-day  than 
you  bad  a  year  ago,  you  are  justified  in  believing  your- 
self to  be  a  success. 

In  other  words,  it  is  bard  to  go  behind  net  results, 
and  to  challenge  tbe  accomplishments  of  anybody  wbo 
has  actually  produced  a  profit  on  bis  operations. 

Yet  there  are  many  cases  where  storekeepers  wbo 
tbink  that  they  are  successful,  and  wbo  are  well  satis- 
fied with  what  they  are  doing,  could  increase  their  net 
profits  10,  20  or  30  per  cent.,  Avitbout  adding  to  their 
sales  or  their  expenses. 

How? 

Simply  by  analyzing  their  businesses,  locating  tbe 
weak  spots,  eliminating  tbe  dead  lines  and  replacing 
them  with  profit  makers.  Tbe  store  wbicb  is  treated  as 
a  unit,  and  where  sales  are  grouped,  without  any  at- 
tempt to  separate  them  into  various  classes,  tends  to 
develop  sections  of  goods  wbicb  are  moving  so  slug- 
gisbly  as  to  bold  back  tbe  progress  of  tbe  store  to  a 
very  decided  extent,  and  when  profits  are  made  in  such 
a  store,  it  is  in  spite  of  this  handicap,  and  not,  of  course, 
because  of  it. 

'Cutting  out  tbe  dead  stock  is  a  good  deal  like  taking 
tbe  brakes  off  tbe  wheels  of  a  motor  ear.  Tbe  power 
which  has  been  consumed  in  tbe  friction  caused  by  tbe 
brakes  will  manifest  itself  in  increased  speed. 

Many  a  merchant  continues  to  buy  goods  to  replace 
others  that  have  been  sold,  when,  if  be  were  wise,  he 
would  have  sold  completely  out  and  not  re-stocked, 
without  having  made  plans  to  get  quicker  action  and 


more  money  on  the  business  that  he  does  in  that  de- 
partment. He  continues  to  buy  from  force  of  habit, 
and  because  he  does  not  realize  tbe  true  condition  of 
affairs. 

A  great  many  storekeepers  tbink  only  of  gross  profits 
when  they  buy  and  sell.  As  a  matter  of  fact,  turnover 
is  a  much  more  important  factor.  A  man  with  $100  in- 
vested in  a  quick-moving  specialty  line,  on  wbicb  he 
makes  10  per  cent,  net,  will  double  his  money  in  a  year 
if  be  turns  over  bis  stock  ten  times  in  twelve  months. 
And  that  is  easily  possible.  Tf  be  were  turning  it  over 
only  twice,  and  netted  15  per  cent.,  he  would  be  mak- 
ing 30  per  cent,  on  bis  capital,  as  against  100  per  cent, 
in  tbe  first  instance.  Yet  tbe  apparent  profit  on  the 
second  article  would  be  50  per  cent,  more  than  on  the 
first. — Inland  Storekeeper. 


FURNITURE  MAKERS  SHOULD  USE  FURNITURE 
PAPERS 

The  Chicago  Herald  has  approached  furniture  or- 
ganizations here  with  tbe  announcement  that  on  Jan. 
1st  a  "Business  Review,"  covering  all  the  industries 
wbicb  have  made  Chicago  famous,  will  be  issued.  Con- 
siderable space  is  to  be  given  the  furniture  trade,  it  is 
stated.  Incidentally,  each  organization  is  asked  to 
take  a  page  advertisement  in  tbe  issue  to  tell  tbe  people 
what  the  members  are  doing  and  for  what  they  stand. 
Tbe  rate  for  the  single  page  is  $600.  something  in  ex- 
cess of  what  tbe  furniture  trade  journals  ask. 

"We  will  turn  tbe  proposition  down,"  said  the  secre- 
tary of  one  leading  furniture  organization,  "and  while 
we  are  on  the  subject  I  sbould  like  to  say  that  manu- 
facturers could  spend  that  amount  of  money  to  much 
better  advantage  educating  retailers  through  tb<^  furni- 
ture trade  journals.  Reform  ought  to  begin  at  home. 
When  we  have  tbe  furniture  trade  civilized  and  on  a 
sane  basis  we  can  afford  to  pay  for  the  privilege  of 
talking  to  the  general  public  through  the  newspapers, 
but  to  do  so  before  that  point  is  reached  would  be  put- 
ting the  cart  before  the  horse." — Tbe  Furniture  World, 
New  York. 


GREATEST  FORCE  IN  BUSINESS  PROGRESS 

The  most  powerful  factor  in  indiistrial  and  commer- 
cial development  during  the  past  generation  or  more 
has  been  our  trade  journals.  They  have  rapidly  in- 
creased in  importance  in  every  field  of  endeavor,  and 
nio  other  class  of  publications  is  read  as  thoroughly  and 
earu'estly  as  our  trade  journals. 

It  may  be  said  that  trade  journals  are  a  defined  and 
finely  adjusted  implement  of  tbe  twentieth  century 
progress  thajt  automiatically  selects  and  attracts  only 
the  interested  and  eliminates  all  others.  Tt  will  be 
noted,  like  other  economic  conveniences,  .specialized 
publications  are  lui appreciated  and  discredited  by 
some,  but  to  the  constituency  wbicb  they  seek  to  aid 
they  go  mlodestly  and  noiselessly  along  and  greet  their 
readers  vpith  a  radiance  of  intelligence  because  they  are 
one  of  the  standards  of  education. — Woodworker. 
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Splendid  effect  of  dining  room  suite  displayed  by  Edmonton  furniture  xirm. 


Attractive  Store  Windows  Make  for  More  Trade 

Passershy  desire  to  linger — Window  displays  attract  lil^e 
scenes  on  stage  —  Make  them  produce  desire  to  possess 


Buying  centres  are  formed  by  attractive  store  win- 
dows. Take  any  city  of  moderate  size  and  group  in 
the  same  block  three  or  four  stores  noted  for  their  in- 
dividual and  interesting  window  displays,  and  you 
will  find  that  there  is  a  buying  centre.  The  public 
want  to  be  shown,  and  they  will  go  any  place  where 
there  is  enough  for  them  to  see.  If,  in  the  neighbor- 
hood of  your  store,  there  are  not  several  other  interest- 
ing windows,  it  is  all  the  more  necessary  for  you  to 
provide  one  yourself.  You  will  find  that  gradually 
the  quality  of  your  neighbors'  windows  improves  and 
thereby  influences  just  so  much  more  trade  to  come  to 
that  particular  centre. 

Window  a  Miniature  Theatre. 

A  window  is  really  a  miniature  theatre.  There  must 
be  something  about  it  which  attracts  the  crowd,  and 
something  which  holds  its  attention.  Get  a  clear  con- 
ception of  what  that  quality  is  that  interests  the  public 
and  then  work  on  various  phases  of  it  through  your 
window,  and  people  will  continue  to  talk — favorably — 
about  your  store. 

It  is  easy  to  prove  the  interest  of  the  street  audience, 
especially  so  by  contrast.  Consider  the  monotony  of 
walking  through  a  street  with  nothing  whatever  of 
interest  to  look  at.  Consider  a  city  street  on  Sunday 
when  the  curtains  of  the  shop  windows  are  all  closely 
drawn,  or  take  a  wholesale  district  of  any  large  city 
where  the  windows,  if  there  are  any,  are  filled  Avith 
boxes  instead  of  attractive  displays.  In  such  places 
that  feeling  of  lively  interest  in  things  about  you  is 
absent.  Your  sole  desire  is  to  get  through  the  street 
to  your  destination.  But  given,  on  the  other  hand,  a 
series  of  especially  prepared  windows,  you  will  find 
yourself  loitering  and  looking  and  thoroughly  enjoying 
the  walk. 

Not  only  that.  You  will  find  yourself  in  a  receptive 
frame  of  mind.  You  will  find  an  item  in  this  window 
or  that  one  which  interests  you  and  appeals  to  your 


desire  for  possession.  It  is  just  this  feeling  which  your 
windows  must  arouse  in  the  people  you  want  for  your 
customers. 

The  Cheapest  Advertising. 

Window  display  advertising  is,  from  the  standpoint 
of  cost,  the  cheapest  advertising  you  can  do,  because 
for  a  given  amount  of  expenditure  it  is  the  most  effec- 
tive. However,  don't  expect  your  windows  to  be 
effective  without  any  expenditure  of  money  or  effort. 
Don't  hesitate  to  put  a  little  money  into  window  equip- 
ment when  necessary.  Such  things  as  boards,  fixtures, 
paper,  cloth,  and  lights  must  be  provided,  and  the 
expense  of  a  man  to  work  with  these  things  while  the 
windows  are  being  arranged.  Charge  these  items  up 
to  your  advertising,  as  it  is  all  money  well  spent. 

Remember,  the  first  essential  of  a  window  display 
is  to  attract  attention;  then  to  interest,  and  finally  \r> 
create  a  desire  of  ownership.  This  last,  however,  is 
least,  since  to  a  large  extent  your  windows  are  expected 
only  to  attract  attention  and  to  interest,  as  many  pur- 
chases are  made  months  after  a  display,  simply  be- 
cause the  person  saw  such  a  thing  on  display  and  was 
interested  in  the  display  in  your  window,  but  the  need 
or  the  desire  to  buy  did  not  arise  until  the  later  date. 

Sales  the  Ultimate  Purpose, 

The  ultimate  purpose  in  every  case  is,  of  course,  to 
sell,  so  your  window  must  attract  favorable  attention 
by  a  distinctive  furniture  display  and  aim  toward  a 
sale.  You  may  not  be  following  this  policy,  but  one 
of  the  methods  most  successful  in  helping  along  the 
window  sale  is  a  good,  plain  price  tag  on  every  article 
in  the  window.  Price  tags  add  a  touch  of  reality  to 
the  display.  The  spectator  in  looking  at  something  of 
interest  to  him  can  correctly  place  it  in  his  scale  of 
relative  values. 

Take  your  own  case  when  you  are  looking  at  a  shoe 
display  or  at  a  men's  furnishing  store  display.  Aren't 
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you  always  just  as  well  satisfied  to  see  a  price  tag  on 
the  collars  and  shirts  exhibited,  as  to  be  left  in  the 
dark  regarding  their  selling  price?  Doesn't  the  price 
tag  sometimes  lead  you  into  the  store  when  otherwise 
you  would  not  go  in? 

Don't  overcrowd  a  window,  or,  rather,  don't  crowd. 
One  thing  or  one  line  at  a  time,  with  very  frequent 
changes,  is  the  best  working  plan. 


WINDOW  IS  THE  "FACE  "  OF  THE  STORE 

When  a  salesman  comes  into  my  oi^ice,  I  judge  him 
first  by  his  face.  Is  he  clean?  Is  he  shaved?  Is  he 
smiling  or  gloomy?  Does  he  look  trustworthy?  Be- 
fore I  know  who  he  is  or  what  he  sells,  T  have  a  definite 
impression  of  some  sort  about  him. 

Your  show  window  is  the  "face"  of  your  store — 
keep  it  clean  and  smiling.  A  dull,  uninteresting  face 
is  never  a  good  introduction  either  for  a  salesman  or 
a  store.  As  long  as  I  have  not  entered  your  store,  I 
can  judge  it  only  by  what  I  see  of  its  windows  as 


A  backBiourui  for  fanciful  furniture  display. 


I  pass.  If  this  fails  to  attract  and  interest  me,  only 
the  force  of  urgent  necessity  will  make  me  investigate 
further. 

Compare  the  policies  of  the  two  stores  that  I  have 
mentioned.  One  is  the  natural,  handy,  and  convenient 
place  for  me  to  trade,  yet  I  have  never  stepped  inside 
its  door  or  even  paused  to  study  its  windows.  It  has 
lost  my  trade  to  a  store  over  two  miles  away.  How 
many  more  possible  customers  is  it  losing  each  day  by 
this  policy  of  "It's-too-much-trouble-to-fix-up  the  win- 
dows, and-it-doesn  't-pay-any  way ' '  ? 

On  the  other  hand,  the  store  that  does  use  its  win- 
dows to  attract  trade,  succeeds  in  securing  customers 
from  neighborhoods  two  miles  away.  If  it  does  that, 
you  can  be  sure  that  it  does  not  feel  much  competition 
in  its  immediate  neighborhood. 

Your  Windows  the  Introduction 

In  closing,  notice  one  thing:  I  have  not  even  men- 
tioned that  window  displays  sell  the  goods  on  display. 
That  is  an  additional  feature  that  often  makes  them 
return  big  profits  on  a  small  investment.  Wholly  out- 
side of  this  valuable  feature,  however,  is  the  undeniable 
fact  that  live  customers  like  live  dealers — and  the 
easiest  way  for  myself  and  my  friends  to  judge  a 
store  from  the  outside  is  by  its  windows. 

Until  we  actually  enter  your  store,  we  know  you  only 
through  your  window  displays.  Is  yours  a  favorable 
introduction? 


SUGGESTIONS  FOR  FURNITURE  BACKGROUNDS 

One  of  the  best  window  dressers  in  Canada,  in  a 
letter  to  Canadian  Furniture  World,  gave  the  following 
suggestions  as  to  the  best  methods  for  arranging  the 
furniture  display  window: 


"There  are  so  many  different  ways  of  laying  out  a 
furniture  window,  that  I  can  only  offer  a  few  sugges- 
tions. A  great  deal  depends  on  the  size  of  the  win- 
dow. For  making  separate  rooms,  panels  of  beaver 
board  may  be  used  and  papered  about  once  a  month 
for  change.  If  permanent  background  is  needed,  I 
would  suggest  mahogany  panels,  as  this  wood  does  not 
clash  with  any  color  of  upholstering.  Mahogany  has 
a  tendency  to  emj)hasize  the  beauty  and  richness  of 
ilraperies.  The  })ackgrouiid  may  be  as  severe  and  plain 
as  desired,  as  it  is  used  only  as  a  background,  and  the 
more  neutral  it  is,  the  less  liable  it  is  to  detract  the 
attention.  Papered  panels  with  harmonious  and  pro- 
|)er  arrangements  are  always  interesting  and  suggest 
to  the  customer  the  goods  as  they  will  actually  appear." 

Another  prominent  Canadian  window  dresser,  on  the 
subject  of  backgrounds,  says  "for  furniture  displays 
especially,  backgrounds  should  be  of  mahogany.  We 
have  experimented  with  all  kinds  and  have  installed 
nialiogany  as  the  best." 


WALL  PAPER  FOR  WINDOW  BACKGROUNDS 

Pew  furniture  dealers  realize  the  possibilities  that 
wall  papers  offer  for  use  as  window  backgrounds. 
Suitable  papers  are  easily  procurable,  and  the  choice 
is  a  wide  one  both  as  to  designs  and  color.  A  window 
background  attractively  papered  with  a,  good  wall 
paper  that  is  suitable  for  the  lines  of  furniture  shown 
could  hardl.y  be  improved  upon.  Furnitiire  looks  its 
best  under  such  conditions,  in  fact  this  gives  the  win- 
dow the  room  effect  so  miich  sought  after  by  modem 
window  trimmers.  Furniture  is  thereby  shown  under 
the  very  surroundings  it  has  in  the  actual  home. 

Prevailing  st.yles  in  wall  papers  lend  themselves  to 
very  effective  treatments.  The.y  offer  an  almost  limit- 
less range  of  ideas  to  the  ingenious  mind.  Where  back- 
decided  advantage  to  the  trimmer.  Many  neat  designs 
grounds  must  be  constructed  at  small  cost  they  are  a 
in  (|uiet  colorings  that  any  display  man  should  be  able 
to  make  valuable  use  of  are  obtainable. 

Look  carefully  through  any  wall  paper  department 
in  search  of  styles  adaptable  for  window  work.  It 
will  reveal  many  things.  There  are  plain  shades  that 
have  all  the  appearance  of  plain  colored  felts,  and 
papers  that  resemble  expensive  brocaded  silks  and 
satins  that  would  make  most  effective  panels. 

To  describe  in  writing  the  manner  of  treating  wall 
paper  is  much  more  difficult  than  a  personal  demon- 
stration would  be.  Ordinary  framework  constriicted 
of  lx2-inch  strips  for  panels,  columns,  etc.,  will  answer. 
Cover  these  frames  with  unbleached  cotton  or  .sheeting 
on  to  Avhieh  the  paper  may  be  pasted.  A  coat  of  water 
paint  on  the  cotton  will  give  it  a  good  appearance,  and 
will  permit  the  use  of  medallions  and  panels  without 
covering  up  the  entire  ground.  Once  a  set  of  frames 
has  been  secured,  they  can  be  re-covered  again  at  only 
the  cost  of  the  paper. — Chicago  Furniture  Journal. 


OAK  GAINING  IN  FAVOR 

"London  Timb(>r,'"  in  speaking  of  the  hardwood 
market  in  England,  says  there  are  indications  that  oak 
is  obtaining  more  favor  now  in  the  furniture  world 
than  has  been  shown  toward  it  for  several  years,  and 
some  are  predicting  that  the  next  favorite  among  the 
furniture  woods  is  to  be  oak. 
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An  Opportune  Time  for  Getting 
More  Business 


By 

W.  L.  EDMONDS 


WE  have  all  learned  from  experience  t'tat 
there  are  many  thing's  that  we  might 
do,  hut  \v(hich  it  is  not  opportune  that 
we  should  do. 

Advertising  is  not  one  of  these. 
There  may  he  times  or  seasons  when  it  may 
bo  neees'Siary  to  curtail  advertising. 

But  there  are  never  times  and  seasons  ^\hen 
it  should  be  cut  out  alto^gether,  imlesis  business 
is  unobtaina'ble  eitTier  now  or  in  the  near  dis- 
tant future,  which  is  a  contingenicy  almost  be- 
yond the  ken  of  the  imagination. 

True,  opportunities  are  not  always  the  same. 
Just  as  there  are  fluctuations  in  business  so 
there  must  be  fluctuations  in  opportunity. 

No  one  (piestions  tihe  fact  that  in  periodis  of 
trade  activity  advertising  will  bring  more 
business  than  when  the  oppoisitp  conditions 
prevail. 

But  as  there  is  always  some  business  there 
is  always  ne<ed  for  some  advertising. 

Owing  to  the  ti-ade  depression  of  the  last 
twelve  or  eighteen  months  tliere  were  a  good 
jiiany  business  men,  who,  deeming  the  oppor- 
tunity for  advertising  not  a  good  one,  either 
reduced  their  space  or  ceased  using  any. 

Those  who  ceased  evidently  overloolced  the 
fact  that  money  eimployed  in  good  advertising 
is  an  investment,  not  an  expenditure,  and  that 
the  purpose  of  advertising  is  to  get  business. 

Put  whatever  may  have  been  the  wisdom  or 
otherwise  of  either  curtailing  advertisdng  or 
cutting  it  out  alto'gether,  there  can  be  no  doubt 
as  to  the  policy  n'liieh  should  obtain  at  present. 

And  tlhat  is  to  advertise. 

One  of  the  definitions  of  opportunity  is  "con- 
venience or  advantage  of  situation." 

Some,  through  financial  circumstances,  may 
not  1)6  in  a  position  to  invest  as  much  money  in 
advertising  as  they  wish. 

But  there  can  be  no  doubt  as  to  the  advan- 
tage of  the  present  situation  for  the  inaugura- 
tion of  an  advertising  campaign. 

In  the  first  place,  nearly  everybody  has  for 
a  year  or  more  been  largely  confining  his  pur- 
chases to  necessities. 

This  applies  with  equal  truth  to  the  conisiimer, 
the  retailer,  and  the  manufacturer.  All  were  in 
the  same  boat. 

But  now  the  cause  of  which  this  was  the  effect 
is  disappearing. 

In  other  words,  abnormally  poor  trade  con- 
ditions are  giving  waj  to  normal  trade  condi- 
tions. 


They  m^ay  not  yet  have  arrived;  but  they  are 
on  the  wav.  And  there  isn't  any  doubt  about 
it. 

The  report  just  issued  by  the  Statistical  De- 
partment at  Ottawa  shows  the  estimated  aggre- 
gate yield  of  wheat,  oats,  barley,  rye,  and  flax 
to  be  883,244,000  bushels. 

This  is  an  increase  of  about  70  per  cent.,  com- 
pared with  1914. 

But  in  wheat  alone  the  increase  is  108  per 
cent,  and  in  oats  53  per  cent. 

No  farther  back  than  five  .vears  ago  the 
aggregate  yield  of  wheat,  oats,  barley,  rye  and 
flax  was  not  as  large  by  nearly  71,000,000 
bushels  as  the  yield  of  oats  alone  this  year. 

In  1914  the  value  of  all  the  field  crops  of 
Canada  Avas  officially  estimiated  at  $638,580,300. 
This  established  a  new  record.  But  it  will  be 
a  record  no  longer.  The  figures  for  1915  trans- 
cend by  many  millions  of  dollars  those  of  1914 
or  any  previous  year. 

All  this  spells  ultimate  prosperity. 

From  now  on  the  money  into  which  the  crops 
are  being  turned  will  flow  in  increasing  volume 
into  the  banks,  whenee  it  will  in  turn  flow  out 
for  the  liquidation  of  liabilities!  and  the  pur- 
chase of  merchandise. 

That  the  purchases  of  merchandise  will,  be- 
fore a  great  wbile,  be  heavy,  there  can  be  no 
doubt. 

Everything  favors  that  supposition. 

Tn  the  first  place,  as  already  pointed  out, 
there  is  the  lightness  of  stocks  in  retailers' 
hands.  It  is  doubtful  whether  they  were  ever 
before  so  low  generally,  for  it  is  about  two 
years  since  "cheese-paring"  began. 

And  then  the  farms  have  this  year  created 
wealth  sufiieient  to  guarantee  a  greater  pur- 
chasing power  than  at  any  time  in  the  previous 
history  of  the  country. 

These  conditions  not  only  augur  well  for  the 
future,  but  they  create  an  opportunity  for  resur- 
recting advertising  campaigns  that  have  been 
allowed  to  hibernate  and  of  expanding  those 
that  have  been  allowed  to  shrink. 

"A  wise  man,"  says  Bacon,  "will  make  more 
opportunities  than  he  finds." 

The  business  man  who  has  the  wisdom  to  ad- 
vertise can  find,  without  effort,  ample  oppor- 
tunity for  doing  so,  whether  he  be  retailer, 
wholesaler,  or  manufacturer. 

And  now  is  the  most  opportune  time  he  has 
had  for  a  year  or  two  of  doing  so. 

He  will  be  a  wise  man  who  does  not  n^eiglect  it. 
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THE  WHY  OF  BIG  BUSINESS 

Why  is  it  lhal  the  big  business  of  to-day  is  so  many 
luiiuli-ed  times  jji'eater  than  the  biggest  business  of  a 
half-eentury  ago?  The  answer  is  partly  found  in  the 
perfecting  of  transportation  and  quick  commuin(;ation, 
v/bich  have  enlarged  the  market  from  the  neighborhood 
or  village  to  include  the  whole  world.  The  other  half 
of  the  answer  is  found  in  the  development  of  modern 
advertising — the  force  that  has  swept  away  the  limita- 
tions of  [personal  salesmanship — the  force  by  Avhich 
customers  can  be  sold  at  distances  to  which  it  would 
be  i)i'actieally  impossible  to  send  a  salesman  in  the 
flesh. 

WHAT  ADVERTISING  WILL  DO 

The  writer  attended  a  meeting  of  merchants  recently 
and  the  subject  of  advertising  came  up  for  discussion. 
One  man  stated  that  he  was  not  favorable  to  spending 
money  on  advertising — that  he  had  been  in  business  for 
so  many  years,  and  that  he  had  never  done  any  adver- 
tising, and  that  he  had  done  pretty  well  in  a  business 
way.  It  must  be  admitted  that  he  has  done  quite  well 
in  the  matter  of  business  progress,  but  it  is  a  safe  bet 
that  if  he  had  done  a  little  advertising  that  his  progress 
would  have  been  much  greater.  The  outstanding  mer- 
chandise houses  of  to-day  that  have  built  their  business 
by  advertising,  would  no  doubt  have  made  considerable 
progress  even  if  they  had  done  no  advertising.  The 
ability  and  hard  work  of  the  men  behind  them  would 
have  assured  that,  but  their  stores  stand  out  to-day  as 
concrete  examples  of  what  the  addition  of  advertising 
to  other  merchandising  methods  has  made  possible. 

Advertising  has  proved  its  worth  in  a  myriad  of 
cases.  In  every  town  and  city  can  be  seen  convincing 
examples  of  what  advertising  has  accomplished.  The 
store  which  a  few  years  ago  was  small  in  size,  and  on  a 
side  street,  has  now  become  the  large  establishment  on 
the  main  corner.  Dealers  who  started  ten  years  ago 
with  a  hundred  dollars  and  one  clerk,  now  have  an  ex- 
tensive staff  and  a  big  capital.  Intelligent  and  persist- 
ent advertising  has  accomplished  these  things.  Adver- 
tising is  the  corner  stone  on  which  many  a  great  busi- 
ness has  been  built.  No  business  is  so  small,  nor  no  field 
so  narrow,  but  that  intelligent  advertising  will  prove 
valuable. 


PLAIN  ADVERTISING  THE  BEST 

A  plain,  direct  statement  of  facts  is  best  in  adver- 
tising, since  the  mind  of  the  reader  is  then  not  con- 
fused by  a  multiplicity  of  meaningless  words,  or  super- 
lative adjectives.  It  is  wiser  not  to  use  too  many 
words  in  describing  the  articles.  Price,  quality  and, 
perhaps,  the  fact  that  the  quantity  is  limited  make  a 
good  combination  to  draw  trade.  In  huying  space  in 
a  neAvspaper  it  is  not  always  advisable  to  cover  every 
inch  of  it  'vvith  fine  type,  although  the  frugal  mind  dis- 
likes to  pay  for  too  miich  "waste,"  as  some  might 
suppose  a  fair  margin  around  the  type  display  would 
be.  Taste  in  the  composition  of  an  advertisement 
often  attracts  the  better  class  of  buyers,  w'ho  can  spend 
larger  sums,  and  who  might  not  look  at  an  advertise- 
ment full  of  fine  type  and  closely  put  together.  Now- 
adays advertising  has  become  a  science  and  those  who 
understand  the  writing  of  this  class  of  literature  are 
paid  large  suras  for  their  services.  There  are  many 
ways  of  sayin'g  the  same  thing,  and  it  makes  a  great 
difference  in  results  how  advertising  is  worded.  If  one 
cannot  prepare  good  "adv.  copy"  he  sihoiild  find  some- 


one else  who  understands  the  matter  to  put  what  is 
wanted  in  good  shape  for  the  printers.  In  simall  places 
the  editor  of  the  paper  is  glad  to  serve  his  clients  in  this 
way  and  prefers  to  do  sio  ratiher  than  to  have  badly- 
wHtten  announcemen'ts  appear  in  his  pages.  It  is  to 
his  interest  to  make  the  advertising  pay.  and  if  asked 
he  will  respond  cordially.  He  may  not  know  just  what 
is  needed,  so  a  rough  draft  of  what  is  desirable  should 
be  furnished  to  him,  and  he  will  shape  up  the  announce- 
ment and  make  it  far  more  effective,  as  he  has  made 
a  special  study  of  the  suhjeet.  He  also  knows  all  about 
the  various  styles  of  type  that  can  be  used  to  advan- 
tage, and  the  relative  sizes  for  the  various  statements 
in  proportion  to  their  importance.  This  is  called  "dis- 
play," and  properly  used  will  be  found  most  effective. 
Advertising  writing,  like  window  dressing,  is  a  spe- 
cialty, and  if  the  business  will  afford  it  some  bright 
clerk  may  be  especially  trained  in  this  work. 


ADVERTISING  IN  THE  MOVIES 

The  moving-picture  show  is  a  method  of  publicity 
that  should  be  used  whenever  possible.  In  these  places 
of  amusement  the  people  come  to  look  at  what  is  shown 
on  the  screen.  Furthermore,  they  cannot  get  away 
from  your  announcement  when  shown,  and  then  it 
should  be  remembered  that  many  of  the  manufacturers 
and  some  of  the  jobbers  furnish  free  slides  and  that 
the  cost  of  showing  these  slides  is  not  at  all  high.  In 
the  smaller  towns  it  can  be  readily  seen  that  moving- 
|)icture  houses  offer  splendid  opportunities  for  profit- 
able publicity. 


ADVERTISING  IS  NEEDED  NOW 

Advertising  does  not  lose  its  power  because  business 
occasionally  slows  dovm,  according  to  an  editorial  in 
a  recent  issue  of  a  prominent  house  organ.  Publicity 
is  needed  more  when  sales  are  below  normal  to  stimu- 
late business,  than  when  business  is  hri.sk.  "Many 
business  houses  follow  the  rule  of  reducing  the  amount 
of  publicity  promotion  during  the  periods  of  inactivity 
in  trade,"  says  the  article.  "Others  have  found  it  the 
exercise  of  good  jtidgment  to  wage  a  campaign  for 
business  when  there  is  a  lull  in  the  struggle  for  trade, 
and  these  have  found  good  results  as  a  consequence  of 
the  foresight  displayed.  When  times  are  brisk  there 
is  always  a  percentage  of  trade  that  comes  automatic- 
ally, but  it  is  when  sales  are  below  the  normal  that 
goods  should  be  kept  on  the  move.  The  judicious 
business  man  and  manufacturer  will  see  the  logic  of 
this  reasoning  and  keep  his  eyes  open  to  the  oppor- 
tunity which  many  fail  to  see. 


Don't  wait  until  the  last  thing  to  write  your  adver- 
tising. It  takes  time  to  write  a  good  advertisement, 
and  if  only  a  limited  bit  of  time  is  availaible  the  points 
that  should  be  gone  over  most  carefully  are  always 
slighted. 

•    •  • 

In  an  address  at  the  university,  Ralph  Starr  Butler, 
associate  professor  of  business  administration  of  the 
University  of  Wisconsin,  said:  "The  man  Who  says 
he  does  not  believe  in  advertising  does  not  know  what 
he  is  talking  about.  If  he  really  believed  wihat  he  says, 
he  would  tear  down  his  sign,  board  up  his  windows, 
cover  up  his  shelves,  make  kindling  out  of  his  store 
windows,  and  do  business  with  intending  customers 
through  a  hole  in  the  wall." 
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Collins'  Course  in  Show  Card  Writing 


27th  of  a  series  of 
articles  specially  prepared 
for  this  journal. 


FEBRUARY — that  odd  month.    Odd  in  its  number 
of  days.    Odd  in  its  position  in  the  calendar,  for 
it  lias  a  sort  of  between-season  location.  Cominer- 
eially,  or  from  an  advertising  point  of  view,  it  is  the 
overlapping  month  between  winter  and  spring.  A 
closing  of  one  and  opening  of  the  other. 

There  is  scarcely  any  business  but  feels  the  pressure 
of  this  off-season  period.  There  are  two  things  that 
can  be  done.  One  is  to  make  a  final  clearing  of  all 
slow-selling  or  winter  lines,  and  the  other  is  to  push 
new  lines  to  the  front  for  all  they  are  worth. 

There  is  no  better  month  than  February  to  force  a 
furniture  sale  or  a  sale  of  lines  carried  'by  the  hardware 
trade.  March  starts  housecleaning.  Housecleaning 
starts  home  buying  or  home  furnishing  purchasing.  It 
is  best  then  to  start  early  to  show  the  lines  you  have 
and  the  special  values  you  have  to  offer.  /  Make  this 
a  very  special  sale,  inchading  everything  for  the  home 


does  not  mean  that  you  should  not  make  your  sale 
genuine  or  that  you  should  not  give  good  values  with 
the  sale  goods.  It  simply  means  that  good  comm'on- 
sense  every-day  sialesmanship  should  be  brought  into 
I^lay  and  where  possible,  better  grades  should  be  sold 
on  which  a  better  margin  of  profit  is  obtainable. 

February  also  offers  one  day  that  may  be  taken  ad- 
vantage of  from  an  advertising  point  of  view.  That  is 
St.  Valentine's  Day.  True,  it  is  not  a  public  holiday, 
but  there  is  enough  interest  taken  in  it  to  create  talk, 
and  anything  that  will  create  talk  is  always  good  ad- 
vertising. 

For  window  display  and  store  decoration  St.  Valen- 
tine's furnishes  a  lavish  amount  of  suggestions  and 
ideas  with  its  symbols.  The  endless  variety  of  hearts 
and  darts  and  eupids  that  may  be  iitilized  gives  plenty 
of  scope  to  the  enterprising  window  trimmer  and  dec- 
orator.   Red  will  be  the  dominating  color.  Various 


striking  window  card  for  February  sales. 


from  cellar  to  garret.  If  you  have  not  been  in  the  habit 
of  conducting  a  sale  of  this  character  it  may  take  a 
season  or  two  to  establish  it.  But  make  it  a  fixed  affair 
twice  a  year  and  you  will  soon  educate  the  people  to 
look  for  it  and  wait  for  it  and  talk  about  it.  You  will 
also  be  surprised  at  the  results.  It  matters  not  how 
small  a  town  you  may  be  situated  in  you  should  con- 
dust  this  sale.  You  can  reach  out  into  the  surrounding 
country  with  hand  bills  and  with  your  advertisements 
in  the  weekly  papei's.  It  will  pay  if  you  conduct  it 
right  and  give  good  bargains. 

You  should  not  lose  sight  of  the  fact  with  this  sale,  as 
with  other  sales,  that  regular  lines  can  be  sold  as  well  as 
the  special  sale  goods.  In  fact,  a  special  sale  should  be 
two-fold  in  character.  One  is  to  rid  the  stock  of  un- 
saleable lines  during  a  dull  period,  and  the  other  is  to 
attract  buyers  to  your  store.  We  use  the  word 
"buyers"  advisedly,  because  you  should  make  an  effort 
to  sell  the  regular  lines  when  you  have  the  buyers  at- 
tracted to  your  store  by  the  special  sale  goods.  This 


sized  hearts  may  be  used  in  conjunction  with  red  rib- 
bons. Price  tickets  cut  heart-shaped  will  be  very  ap- 
propriate and  attractive.  These  may  be  made  or  pur- 
chased at  small  expense  from  any  stationer.  If  the 
hearts  are  white,  red  figures  should  be  used.  If  red 
hearts  are  used  then  white  letters  will  look  well.  Ar- 
roAvs  may  also  be  used  for  price  tickets,  also  for  other 
decorations.  Be  very  particular  to  have  good  window 
displays.  Choo'se  lines  suitable  for  home  furnishing,  not 
forgetting  the  bride.  Cupids  may  be  placed  to  advan- 
tage in  the  windows  for  decorations  and  will  be  in 
keeping  with  a  bride's  window. 

Treatment  of  Cards 

The  sample  cards  shown  this  month  give  a  splendid 
idea  of  the  possibilities  of  one-color  Wiork.  These  are 
in  plain  black  on  white  cards.  The  cupid  card  is  suit- 
able for  your  window  display  for  the  Valentine  season. 
Your  February  Sale  m'ay  lap  over  this  period,  and  in 
the  event  of  its  doing  so  you  can  utilize  the  St.  Valen- 
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tine's  features  for  deeorations.  This  card  is  particu- 
larly suited  for  a  window  display  witili  lines  suitable 
for  the  bride.  These  will  be  useful  household  needs. 
With  this  card  prices  will  need  to  be  placed  on  each 
article  with  neat  price  tickets.  Hearts,  as  suggested 
above,  may  l)e  used  for  these  tickets. 

The  arrow  card  may  be  used  as  a  small  price  ticket 
or  can  be  used  as  a  large  dis[)Iay  card.    It  can  be  any 


AM 


peeiai  vaJueg 

Top  the  S)Pido 


A  Valentine  window  card  tliat  should  attract  attention. 

size  desired.  The  wording  may  refer  to  tlie  lines  in 
general  or  to  some  single  article. 

The  other  card  is  one  for  general  display.  But  this 
one,  as  witlh  almost  all  window  and  show  cards,  is  sus- 
ceptible to  much  latitude  in  its  use.  As  with  the 
sample,  it  can  be  used  as  a  price  card  or 
it  may  be  used  as  a  large  window  card  and  one 
or  two  prices  put  on  it.  The  wording  may  be  arranged 
to  suit  the  lines  being  shown.  Cutting  the  card  out  to 
shape  gives  it  an  attractive  appearance. 


BABY  CARRIAGES  ON  DISPLAY  , 

The  Lloyd  Mfg.  Co.,  Berlin,  Ont.,  rented  a  store  on 
Queen  Street,  that  city,  before  Christmas,  in  which 
they  made  an  exhibit  of  their  line  of  go-carts  and  baby 


carriages.  Notices  were  sent  the 
response  was  entirely  satisfactory, 
was  very  good. 


trade,  and  the 
The  attendance 


NEW  INDUSTRIAL  PRODUCT  INVENTED 

A  new  product  is  being  introduced  to  the  manufac- 
turers of  America — both  in  Canada  and  the  United 
States.  It  is  called  "Bozine,"  though  that  name  gives 
no  clue  as  to  its  composition. 

It  is  a  French  invention  resembling  plaster  of  paris 
in  its  texture  and  wood  in  appearance;  although  it 
can  take  on  the  appearance  of  metal  as  well  through 
coloring.  The  process  of  manufacture  is  a  secret,  as 
also  is  the  nature  of  the  ingredients  entering  into  its 
composition.  It  is  said,  however,  to  be  useful  in  furni- 
ture making  and  in  all  woodworking  industries. 

In  France  it  has  been  used  to  make  doors  and  case- 
ments in  houses  as  well  as  pedestal  figures  and  imita- 
tion plaster  heads  and  images.  A  sample  house  even 
has  been  built  of  it.  The  sample  shown  in  Toronto  by 
G.  L.  Irish  &  Co.  is  a  representation  of  a  wood-carved 
picture,  framed  in  wood.  It  is  difficult  at  first  to  dis- 
tinguish the  ditference  between  the  frame  and  the 
"bozine."   It  will  not  'burn. 

For  florated  work  on  period  furniture  it  is  said  to 
have  merits,  as  these  figures  can  be  engrafted  on  to 
the  wood  without  the  use  of  screws,  the  furniture 
maker  buying  the  moulds  and  engrafting  the  "bozine" 
pulp  himself.  But  the  product  also  is  adapted  to  a 
great  many  other  uses  wherever  wood,  plaster  or  orna- 
mentation is  desired. 

Chas.  Gould,  a  relative  of  Mr.  Irish,  bought  the  rights 
of  "bozine"  for  North  America  and  brought  the 
samples  to  this  country.  He  is  at  present  in  New  York, 
where  a  company  capitalized  at  a  large  figure  is  in  pro- 
cess of  form'ation,  and  it  is  proposed  later  to  form  a 
subsidiary  company  for  Canada.  Mr.  Gould  was  in 
Brussels  at  the  outbreak  of  the  war,  and  was  kept  a 
prisoner  for  four  months,  when  he  eventually  escaped. 
He  is  a  Canadian  by  birth,  but  has  resided  in  Europe 
for  some  years. 


R.  BRADSHAW  BECOMES  GENERAL  SUPERIN- 
TENDENT 

Mr.  R.  Bradshaw  has  resigned  the  general  manage- 
ment of  the  Ideal  Bedding  Co.,  Limited,  Toronto,  in 
order  to  accept  the  general  superintendency  of  the 
factory  of  the  Alaska  Feather  &  Down  Company,  Lim- 
ited, Montreal.  He  still,  however,  retains  his  position 
on  the  directorate  of  the  former  company.  Prior  to 
his  departure  for  Montreal  the  general  stalT  of  the 
Ideal  Company  presented  Mr.  Bradshaw  with  a  gold 
watch,  chain,  and  knife,  while  the  selling  and  office 
staflfs  entertained  him  at  a  farewell  dinner. 

Mr.  R.  H.  Browne  succeeds  Mr.  Bradshaw  in  the 
general  management  of  the  Ideal  Bedding  Company. 


Owli^^  Valentine  special  f  ^^00 

A  series  of  cards  like  this  makes  for  a  good  selling  campaign  in  February. 
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Brass  and  Iron  Beds  to  Advance  in  Price 

All  raw  materials  costing  a  great  deal  more. 
Three  advances  in  United  States  during  1 915. 

THERE  is  always  a  point  at  which  the  tendecQcy  of  pxices  is  diverted  and  a  turn  in  an  opposite  direction  taken. 
Prices  in  brass  and  iron  beds  appear  to  have  arrived  at  that  point. 
As  'thioise  in  the  trade  are  well  aware,  prices  in  brass  and  iron  beds  have  been  so  badly  demoralized  during 
the  last  two  or  three  yeiars  that  some  rnannfact/ureirs  have  been  ciomipelled  to  go  out  of  business.    But,  gradually, 
the  -eondition-s  have  been  working  around  to  a  point  whea-e  a  return  to  more  siatisfaetory  prices  is  i>ossilble. 

In  the  first  place,  miaterials  lof  all  kinds  wtich  enter  into  the  manufacture  of  brass  anid  iron  beds  axe  vea-y  much 
hig:he!r  than  they  wexe. 

Iron  and  steel  ;a.re  both  very  much  higher  than  they  were  a  year  ago.  The  former  is  quoted  fully  40  per  cent, 
above  the  figures  ruling  in  January,  1915,  while  the  latter  shows  increases  all  the  way  from  60  to  80  per  cent. 

But  these  are  not  the  only  aj'ticles  entering  into  the  manufacture  of  brass  and  iron  'beds  in  which  prices  have 
advanced.  Such  important  articles  as  ipaints,  varnishes,  turpentine,  resin,  lead  and  zinc  are  all  in  the  Siame 
position. 

In  the  face  of  these  facts  manufaeturers  have  no  other  alternative  but  to  advance  prices.  During  1915  prices 
were  advanced  in  the  United  States  5  per  cent,  on  three  distinct  occasions.  (Manufacturers  in  Canada  would  proto- 
ably  have  followed  suit  to  some  extent  had  it  not  been  for  the  demoralized  condition  of  trade  hea-e. 

With  general  trade  conditions  much  better  the  psychologicai .moment  seems  to  have  larrdved  for  inauguratinig  a 
new  range  of  prices.  And  it  is  likely  to  come  at  any  mioment.  It  may  posisibly  have  arrived  before  this  issue  is  in 
the  hands  of  our  readers. 

One  thing  is  certain:   WTnen  the  higher  prices  do  come,  and  with  them  a  steadier  market,  the  conditions  will 
be  mnicih  more  satisfactory  to  the  retail  trade  than  those  now  obtaining. 
Thie  disajjpeiarance  of  a  demoralized  market  is  good  for  all  concerned. 


BED  TRAVELER'S  PROMOTION 

It  is  sixteen  years  since  W.  I.  Crombie  first  began  to 
sell  furniture  and  bedsteads.  His  initial  experience 
was  gained  representing  Snyder  Bros.,  Waterloo,  Ont., 
manufacturers  of  upholstered  furniture,  in  combination 
with  the  sale  of  brass  and  metal  beds  for  the  Barealo 
Manufacturing  Co.,  of  Buffalo.  But  "Bill,"  as  his 
many  friends  from  coast  to  coast  usually  address  him, 
is  not  the  man  to  remain  in  any  rut,  however  comfort- 
able, hence,  a  few  years  later,  he  was  instrumental  in 
organizing  and  locating  in  Welland,  Ont.,  the  firm  of 
Quality  Beds,  Ltd. 

Six  years  ago  he  transferred  his  allegiance  to  the 
Alaska  Feather  &  Down  Co.,  Ltd.,  aiding  in  the  forma- 
tion of  their  brass  bed  department.  His  history  with 
that  firm,  has  been  one  of  yearly  increasing  respon- 
sibility and  advancement.  From  Montreal  he  went  to 
Toronto,  opening  a  new  warehouse  there.  In  February, 
1912,  he  was  transferred  to  Winnipeg  as  sales  manager, 
and  while  occupying  that  position,  established,  in  com- 
pany with  "Ostermoor"  Johnson,  of  the  same  firm,  a 
record  for  the  quantity  of  bedding  sold  in  a  short  time 
that  will  take  some  beating.  In  September,  1913,  he 
was  appointed  manager  of  the  Alaska,  B.C.  Bedding 
Co.,  Ltd.,  at  Vancouver,  supervising  the  erection  and 
organization  of  that  up-to-date  plant. 

After  two  years  of  successful  work  in  Vancouver  Mr. 
Crombie  was  recently  brought  back  to  Montreal  as 
managing  director  of  the  parent  plant,  the  Alaska 
Feather  &  Down  Co.,  Ltd.  His  ability  and  genial  per- 
sonality have  made  him  many  warm  friends,  who  are 
unanimous  in  wishing  him  even  greater  success  in  his 
new  position.  Having  been  located  in  Montreal,  To- 
ronto, Winnipeg  and  Vancouver,  and  having  made  such 
a  close  study  of  the  trade  problems  peculiar  to  each 
territory,  Mr.  Crombie  brings  with  him  a  knowledge  of 
the  needs  of  the  Canadian  furniture  merchant  and  of 
the  user  of  beds  and  bedding  from  coast  to  coast  ex- 
celled by  none  of  our  manufaeturers. 


BEDDING  NOTES 

The  Bi'andon  Mattress  Factory  Co.,  Brandon,  Man., 
has  been  succeeded  by  W.  A.  Qua. 

Mattress  manufaeturers  in  the  United  States  are 
drawing  the  attention  of  dealers  across  the  line  to  the 
fact  that  owing  to  the  abnormal    advances    in  raw 


W.  I.  Crombie 
Managing  Director  Alaska  Feather  &  Down  Co. 


materials,  especially  cotton,  some  mattresses  are  being 
offered  for  sale  improperly  labeled  as  "all  new  mate- 
rial," which  contain  shoddy  and  second-hand  stuffs. 

"We  stand  behind  every  bed  we  sell"  read  a  show 
card  of  a  Winnipeg  furniture  store.  Whereupon  the 
lady  customer  said  that  she  guessed  she  would  buy 
elsewhere. 
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Knobs  of  News 


J.  B.  Crawford,  furniture  dealer,  Dutton,  Out.,  is 
dead. 

Arthur  Levin  has  started  an  upholstering  business 
at  Winnipeg,  B.  Levin  &  Co.  having  dissolved  partner- 
ship. 

Bossurn  &  Hendriekson  Co.,  Ltd.,  dealers  in  furniture 
and  hardware  at  Elrose,  Sask.,  have  sold  their  business, 
to  Martin  &  Freyer. 

Irwin  Vanfleet  Co.,  Ltd.,  Hamilton,  has  received  an 
Ontario  charter  to  take  over  Irwin  Vanfleet's  office  fur-- 
niture  and  fixtures  business.    The  capital  is  $20,000. 

Fire  at  St.  John,  N.B.,  damaged  the  funiiture  and 
carpet  stocks  in  J.  Marcus'  store  and  the  plant  of 
Frank  Nyberg,  cabinetmaker  and  dealer  in  anticjue 
furniture. 

H.  H.  Wightinan,  vice-president  and  general  man- 
ager of  The  W.  H.  Whalen  Co.,  Ltd.,  dealers  in  "every- 
thing in  furniture,"  at  Fort  William,  Out.,  was  a  recent 
visitor  to  Toi'onto. 

G-eorge  Leighton,  a  prominent  citizen  of  Harrisloii, 
Out.,  and  a  one-time  furniture  maker  and  lumber 
dealer,  died  at  his  home  in  that  town  recently.  He  had 
been  confined  to  his  house  for  nine  years. 

Lindsay  Woodworkers,  Ltd.,  with  a  capital  of  $40,- 
000,  has  been  incorporated  to  make  and  sell  fiirniture 
and  office  fixtures.  Jas.  A.  Peel,  R.  A.  Pogue,  H.  Irvine, 
N.  Smale,  all  of  Lindsay,  Ont.,  are  interested. 

McPhers'on  &  Bedford,  furniture  dealers  and  under- 
takers, Brandon,  Man.,  suffered  a  $50,000  loss  in  a  big 
fire  which  destroyed  a  business  block  in  that  city  and 
burned  to  death  two  clerks  in  one  of  the  stores. 


"WHO  IS  HE"  GUESSES 

Regarding  the  illustration  "Who  is  he?"  published 
in  the  last  issue  of  Canadian  Furniture  World,  the  first 
correct  guess  was  sent  in  by  a  traveler,  H.  P.  Thomas, 
of  Thomas  Brothers,  38  Wellington  Street  East,  To- 
ronto. From  dealers  the  first  correct  guess  was  sent 
in  by  R.  W.  MacDonald,  of  Baldwin,  Robinson,  Ltd., 
St.  Thomas.  Both  of  these  gentlemen  will  have  Cana- 
dian Furniture  World  sent  to  their  addresses  for  a 
year. 

The  man  figured  in  the  illustration  is  H.  W.  Strud- 
ley,  of  the  Imperial  Rattan  Co.,  Ltd.,  Stratford.  W.  S. 
Beam,  furniture  dealer,  of  Selkirk,  Ont.,  guessed  it  was 
Pat.  Somerville. 


No.  2512,  new  mahogany  table  from  The  George  AJcJ^agan 
Furnjpurp  Co.'s  Une, 


SEWING  ROCKERS  A  NEW  LINE 

Tlie  Stratford  Davenport  Co.,  Ltd.,  Stratford,  Ont., 
have  added  to  their  products  a  line  of  sewing  rockers. 
These  are  special  rockers  with  a  drawer  under  the  seat 
Tor  holding  sewing  articles  and  material,  and  in  that 
it  differs  from  the  ordinary  sewing  rocker. 


J-M  FIRE  EXTINGUISHER 

A  new  fire  extinguisher  recently  approved  by  the 
Xational  Boai-d  of  Fire  Underwriters  will  interest  those 
manufacturers  joining  in  the  movement  to  "stop  fires 
before  they  start."  The  extinguisher  is  primarily  a 
perfected  pump-as-you-use-type,  with  an  important  im- 
provement— it  has  an  air  compression  chamber  which 
thirty  ([uick  strokes  of  the  pump  fill  in  ten  seconds' 
time.  The  compression  discharges  the  entire  fluid  con- 
tents in  a  steady,  non-pulsating  stream,  with  sufficient 
force  and  accuracy  to  extinguish  a  fire  at  the  distance 
of  thirty  feet. 

This  feature  gives  the  new  extinguisher  a  flexibility 
in  operation  that  adds  greatly  to  its  effectiveness  for 
shop  use.  It  permits  the  effective  directing  of  the  ma- 
chine in  cramped  i)Iaces  where  a  pump-as-you-use  ex- 
tinguisher could  not  be  operated,  as,  under  flooring,  be- 
hind control  boards,  etc.,  also  admits  the  use  of  both 
hands  in  acciirate  aiming  of  the  fluid  stream,  or  of  only 
one  hand  where  both  hands  could  not  reach. 

The  extinguisher  fluid  also  is  of  an  improved  char- 
acter, being  particularly  effective  against  fires  on  which 
water  cannot  be  used,  such  as  gasoline  and  similar  in- 
flammable, explosive  oils,  and  electrical  blazes.  As 
the  fluid  is  an  absolute  dielectric,  it  extinguishes  fires 
of  electrical  origin,  whether  from  arcs,  short  circuits, 
or  other  causes,  without  the  slightest  possibility  of  dan- 
ger to  the  operator  or  injury  to  electrical  apparatus. 
No  "gummy"  secretion  is  left  on  any  kind  of  electrical 
e(|uipment. 

This  new  machine  is  made  by  the  H.  W.  Johns-Man- 
ville  Co.,  Toronto  and  New  York. 

In  actual  tests,  oil  fires,  given  several  minutes'  head- 
way, are  put  out  in  from  ten  to  twenty  seconds. 

The  fluid  is  non-injurious  to  even  fine  fabrics;  will 
not  irritate  the  flesh  nor  cause  rust  or  corrosion  of 
machinery. 

When  filled  with  J-M  extinguishing  fluid,  the  extin- 
guisher is  "sealed  for  safety."  Small  wires,  easily 
broken,  are  run  through  the  discharge  nozzle  lever  and 
the  pump  piston  safety  catch,  and  are  then  sealed  with 
H  hand  seal.  Any  discharge  of  the  machine  must  break 
those  wires  or  the  seals.  In  this  way  the  machine  is 
protected  against  tampering,  inspection  is  made  easy, 
and  its  full  effectiveness  is  assured  at  the  moment  of 
need. 

This  new  extinguisher  is  so  simple  of  construction 
and  operation  as  to  be  considered  practically  "fool 
proof" — simply  "pump  up  and  direct  the  stream." 
Sturdily  built  of  brass  tubing  to  stand  rough  handling, 
no  replacements  are  necessary. 


THE  AGE  OF  LUXURY 

"I  didn't  know,  Hiram,  that  furniture  was  that  ex- 
|)ensive  in  the  city,"  remarked  Mrs.  Meadowgrass. 

"Who  said  it  was?"  asked  Hiram. 

"The  Weekly  Gazette  says  a  millionaire  gave  a  chair 
to  the  university  costing  $200,000." 


Thoroughness  plus  ginger  equals  success. 
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How  to  Compile  the  Annual  Financial  Statement 

How  to  mak,e  out  the  annual  fiscal  report  showing  the 
exact  standing  of  the  business — How  to  arrive  at  values 


STOCKTAKING  in  itself  is  only  the  first  step  towards 
the  making  out  of  an  annual  financial  statement 
that  will  show  the  dealer  the  exact  standing  of  his 
business  and  allow  him  to  judge  with  a  degree  of  ac- 
curacy just  what  progress  he  has  been  making  in  the 
matter  of  profit.  A  correct  yearly  statement  is  of  im- 
mense value  to  the  dealer,  and  every  care  should  be 
exercised  in  compiling  it  to  make  it  accurate. 

How  to  Go  About  It 

The  financial  statement  is  a  summary  of  the  assets 
and  liabilities  of  the  business.  Assets  include  amount 
of  stock,  accounts  on  books,  fixtures  and  eqnipment, 
cash  in  bank,  cash  on  hand,  and  bills  i*eceivable. 
Liabilities  include  amount  due  on  stock,  drafts  signed 
and  not  due,  and  all  other  outstanding  obligations  of 
the  business. 

By  balancing  liabilities  against  assets,  the  net  worth 
of  the  business  is  secured,  and  by  comparing  this  with 
the  standing  when  the  financial  statement  was  made 
out  previously,  the  net  profit  for  the  year  will  be  ascer- 
tained. The  dealer  is  then  in  a  position  to  judge 
whether  profits  for  the  year  have  been  satisfactory. 

Arriving  at  Values 

It  will  at  once  be  apparent  to  the  dealer  that  all  items 
should  be  put  in  at  their  present  cash  value  so  that  the 
annual  statement  will  be  a  true  reflection  of  the  actual 
cash  value  of  the  business.  Book  accounts  should  be 
put  in  at  their  actual  collectable  value.  Different 
methods  are  used  in  listing  fixtures.  Some  dealers  de- 
duct a  certain  percentage  each  year  for  fixtures.  The 
percentage  of  reduction  is  based  on  the  life  of  the  fix- 
ture. For  instance,  if  the  life  of  a  fixture  is  estimated 
at  seven  years,  14  per  cent,  plus  would  be  deducted  off 
the  cost  yearly.  Say,  if  a  fixture  cost  $100,  then  the 
dealer,  operating  on  this  plan,  would  reduce  the  value 
of  it  in  his  inventory  $14.30  each  year. 

All  dealers  do  not  favor  this  plan,  some  arguing  that 
a  fixture  may  be  worth  as  much  to-day  as  it  was  a  year 


ago,  and  that,  therefore,  the  dealer  should  use  his  own 
judgment  in  setting  the  value  of  his  fixtures.  They,  at 
least,  should  not  be  listed  at  the  cost  price,  because  a 
used  article  cannot  be  sold  for  its  cost,  even  though  it 
may  be  practically  as  good  as  new. 

In  Case  Dealer  Owns  Building 

In  case  the  dealer  owns  the  building  he  occupies  and 
wishes  to  include  it  in  the  statement,  if  there  has  been 
any  advance  in  the  value  of  the  building  the  amount 
of  advance  should  be  deducted  from  the  net  profits  of 
the  year  to  show  the  exact  amount  of  money  made  by 
the  business  itself.  The  advance  in  the  value  of  the 
building  should  have  nothing  whatever  to  do  with  the 
profits  of  the  business.  If,  however,  any  improvements 
have  been  made  in  the  building  during  the  year,  and 
the  cost  has  been  borne  by  the  business,  it  is  then  only 
right  that  the  advance  in  value  should  be  allowed  in  the 
net  profits. 

THE  SMALL  DISPLAY  WINDOW  CAN  BE  MADE 
GOOD  USE  OF 

THE  dealer  who  has  a  small  window  is  frequently 
inclined  to  neglect  it  because  he  thinks  it  is 
not  large  enough  to  allow  it  to  be  trimmed  to 
advantage  or  bring  results.  This  is  eertainly  a  very 
erroneous  opinion  to  hold,  because  the  small  window 
offers  excellent  possibilities  in  business  getting  if  it  is 
only  given  the  proper  care  and  attention.  Better  by 
far  a  small  window  which  is  given  the  proper  atten- 
tion than  a  large  one  that  is  not.  Some  trimmers 
prefer  a  small  window,  because  it  allows  a  display  to 
be  devoted  to  one  line  even  with  a  limited  amount 
of  stock.  It  is  for  just  this  reason  that  some  trimmers 
subdivide  the  window  with  a  couple  of  small  sections 
instead  of  using  it  all  for  a  display. 


The  man  who  has  his  nose  to  the  grindstone  doesn't 
always  sharpen  his  wits. 


Resources 

Amoumt   of   stock  $2470 

Aiceounts  on  boo'ks  ....  1235 
PixtuTes   and   equipmeaiit  675 

Casli  in  bank    585 

Gash  on  hand   90 

Bills  receivable   370 

$5425 

Liabilities 

Amt.  due  on  stock  $1365 

Drafts  and  cheques  signed  345 

Otiheir  obligations    90 

Resources  over  liabilities  3625 

$5425 

Eesources  over  liabilities — this  year .  .  $3625 
EesouTces  over  liabilities — year  ago .  .  2400 

Net  profit  for  year  $1225 


HOW  TO  MAKE  OUT  FINANCIAL  STATEMENT 

We  reproduce  here  a  sample  financial  statement, 
showing  how  this  important  record  should  be  made  out. 
In  this  case  the  total  stock  was  found  to  amount  to 
$2,470,  and  with  other  assets,  including  book  debts, 
equipment,  cash  and  notes,  made  total  resources  of 
$5,425.  On  the  other  hand,  the  liabilities  of  the  busi- 
ness, including  amount  due  on  stock,  drafts  signed,  and 
other  obligations,  totaled  $1,800,  leaving  a  balance  of 
$3,625.  Last  year,  when  this  dealer  took  stock,  he  had 
a  balance  of  $2,400,  so  that  his  net  profit  for  the  year 
amounted  to  $1,225. 

If  any  money  has  been  added  to  or  taken  from  the 
business  during  the  year  the  amount  should  be  added 
to  or  deducted  from  the  balance  to  arrive  at  the  real 
net  profit  for  the  year. 
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Information  and  Figures  Regarding  Motor  Car  Delivery 

Some  advantages  of  motor  car  delivery  and  experiences  of  dealers  who  have 
tried  it  out  —  Need  of  good  driver  and  of  keeping  car  in  proper  condition. 


Did  you  ever  consider  the  great  advertising  value  of 
a  motor  delivery  car?  Nothing  has  made  a  more 
striking  impression  on  dealers  who  have  gone  in  for 
one  than  the  way  their  trade  has  increased,  simply  be- 
cause the  car  brought  their  name  before  people  who 
had  never  known  it  or  paid  any  attention  to  it  before. 

One  popular  form  of  car,  which  would  cost  anything 
from  $700  to  $2,000,  is  a  four-wheeled  dual  body  car, 
which  is  in  reality  two  cars  in  one.  since  by  a  very 
simple  arrangement  the  lisht  deli\ery  body  migtht  be 
replaced  by  a  smart,  up-to-date  four-seater  ready  and 
suitable  for  touring  purposes. 

Three-wheeled  Light  Car  Used  by  Toronto  Firm. 

Some  dealers  may  consider  the  initial  cost  of  such 
a  car  would  cripple  their  finances.  What  do  they  think 
of  the  smaller  type  of  three-wheeler  which  a  Toronto 
concern  has  had  in  use  for  eighteen  months.  Its  original 
cost  was  $500,  and  it  is  built  to  carry  a  load  of  500  lbs. 
A  gallon  of  gasoline  will  drive  it  27  to  30  miles,  which 
is  less  cost  than  a  cent  a  mile.  The  fivm  say  they  have 
found  it  very  serviceable  for  long-distance  work,  and 
some  of  the  car's  daily  journeys  have  reached  as  much 
as  75  and  80  miles.  It  is  calculated  the  car  has  covered 
20,000  miles  in  its  eighte<'n  months  on  all  conditions  of 
Canadian  roads,  an  average  of  over  forty  miles  a  day. 
The  first  tires  have  jnst  woni  out  and  are  being  re- 
placed. A  car  of  this  description  can  be  driven  by  a 
boy,  if  one  can  be  found  who  will  drive  according  to 
instructions,  and  a  competent  chauffeur  be  handy  to 
give  advice  and  keep  an  eye  on  the  car  generally.  Ft  is 
the  experience  of  this  Toronto  company  that,  barring 
accidents,  such  a  car  need  not  be  out  of  commission  for 
a  day  if  the  driver  knows  and  does  his  duty  and  keeps 
his  car  clean. 

Guard  Against  Off  Days. 

The  ability  to  keep  a  motor  car  riinning  with  a  mini- 
mum of  off-days  will  greatly  contribute  to  its  efficiency. 
Some  dealers  keep  two  cars,  which  they  use  on  alter- 
nate days,  keeping  one  always  at  home  for  an  emer- 
gency. Where  only  one  car  is  kept,  failure  to  keep  it 
in  good  condition  may  necessitate  the  dealer  keeping 
as  many  horses  as  before,  and  it  is  evident  that  in  such 
circumstances  a  truck  will  hardly  pay.  But  these  con- 
ditions need  never  arise  if  you  take  proper  care  of  your 
car  and  keep  in  touch  with  the  makers  of  it,  whether 
it  be  a  tri-wheeler,  costing  a  cent  a  mile  for  gasoline, 
or  a  dual  car,  averaging  2  cents  a  mile  in  gasoline 
costs. 

A  Case  of  High  Cost  of  Operating. 

The  use  of  motor  truck  transport  is  constantly  on 
the  increase,  which  is  the  best  token  of  its  suitability 
and  success.  At  the  same  time,  some  dealers  have  not 
found  it  profitable.  The  editor  has  recentl37-  had  one 
such  instance  brought  to  his  notice.  After  having  a 
$1,500  motor  van  for  18  months,  the  owner  has  discard- 
ed it.  Before  he  bought  the  truck  he  kept  two  horse 
rigs,  the  initial  outlay  on  which  Avas  $fiOf).  The  up- 
keep of  the  two  horses  costs  $7  a  week,  and  drivers' 
wages  $20.  He  secured  a  driver  for  his  car  at  a  wage 
of  $15,  and  soon  found  tbe  car  was  able  to  do  the  work 


of  both  horse  rigs.  But  then  it  began  to  get  out  of 
order.  He  found  he  had  to  keep  his  horse  rigs  for 
emergencies.  He  calculates  that  in  18  months  the  car 
was  off  duty  one  month.  The  average  daily  jour- 
ney was  fifty  miles.  This  should  have  required 
no  more  than  $1  worth  of  gasoline,  but  he  found  $1.25 
worth  required.  And  when  three  sets  of  tires  wore 
out  in  the  18  months,  he  decided  to  sell.  The  case  is 
worth  investigation. 

Caused  by  Allowing  Car  to  Get  Out  of  Condition. 

In  the  first  place,  the  owner  was  quite  satisfied  with 
the  auto  truck  when  it  was  working.  In  fact,  he  says 
if  he  had  been  able  to  keep  another  for  emergencies 
he  would  have  been  all  right.  His  difficulties  lay  in 
breakdowns,  excessive  supply  of  gasoline  needed,  and 
too  rapid  deterioration  of  tires.  But  all  these  things 
depend  on  the  driving  of  the  car,  and  should  not  occur 
if  the  salesman  who  sells  the  truck  gives  proper  in- 
structions with  it,  and  these  instructions  are  obeyed. 
The  owner  of  a  horse  rig  knows  about  horses  and  sees 
his  horse  doesn't  get  out  of  condition.  When  he  be- 
comes the  owner  of  an  auto,  he  should  get  the  salesman 
to  instruct  him  in  all  details  of  the  care  of  it,  so  he'll 
be  able  to  keep  his  car  in  condition.  The  salesman 
should  instruct  him  how  to  handle  the  truck  on  smooth 
paved  streets,  on  badly  paved  streets,  on  unpaved 
streets,  and  on  country  roads.  He  should  show  him 
how  to  start  and  stop  so  as  to  conserve  the  engine,  the 
transmission,  and  the  tires.  He  should  teach  the  driver 
to  run  at  a  safe  speed  and  show  him  by  example  just 
what  is  meant  by  a  safe  speed.  He  should  give  the 
driver  instructions  about  cleaning,  oiling,  and  making 
minor  adjustments.  He  should  explain  the  mechanism 
of  the  car  in  sufficient  detail  so  that  if  a  carburetor  is 
flooded,  or  a  timer  get  out  of  adjustment,  or  a  battery 
give  out,  or  a  wire  become  broken,  or  the  oiler  refuse 
to  do  its  work,  he  can  locate  and  adjust  such  matters 
without  running  the  car  into  a  garage  and  incurring 
a  large  bill  for  repairs. 

If  a  car  is  driven  the  right  way,  kept  clean,  and  not 
overloaded,  it  should  not  burn  too  much  gasoline, 
should  not  break  down,  and  the  tires  should  not  wear 
out  too  quickly. 


More  push  than  ambition  is  needed  to  carry  the  load. 

Enthusiasm  is  the  great  necessity  in  developing  busi- 
ness. The  manager  should  devote  a  large  amount  of 
attention  to  plans  for  developing  enthusiasm  in  him- 
self and  among  his  clerks. 

If  you're  getting  all  the  salary  the  business  will 
allow,  suppose  you  turn  your  attention  to  increasing 
the  business.  Never  lose  sight  of  the  fact  that  much  of 
the  business  result  is  up  to  you. 

Attention  to  the  wants  of  the  customer  is  one  of  the 
prime  requisites  for  the  success  of  a  store.  A  cheery 
word  of  greeting  will  often  do  more  to  influence  buying 
than  will  low  prices.  The  customer  likes  to  feel  that 
his  or  her  patronage  is  appreciated. 
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The  Furniture  Manufacturer 


A  Department 
of  News 
and  Ideas 


Modern  Methods  of  Inlay  Work 

By  Richard  Newbecker 

Inlaying  is  the  art  of  cutting  out  and  pnttir;g  in, 
which  has  been  practised  for  ages  as  a  practical  and 
beautiful  means  of  decoration  of  woodwork  of  all 
kinds.  While  this  method  of  beautifying  seemed  to 
have  been  replaced  for  some  time  by  the  many  new 
stain  or  finish  eras,  it  at  least  seems  to  be  regaining  its 
prestige. 

That  the  demand  for  inlay  work  is  steadily  increas- 
ing is  evidenced  by  the  fact  that  manufacturers  in  all 
lines,  where  this  work  is  applicable,  are  turning  to  this 
mode  of  decoration  more  and  more.  And  well  may  this 
be.  It  breaks  the  monotony  of  large  surfaces  and  gives 
the  decorative  effect  of  varying  lines  and  colors,  as  can 
plainly  be  seen  in  such  inlay  work  as  panels,  friezes, 
flush  or  sanitary  doors,  wainscotings,  tables,  desks,  etc. 
Products  of  this  kind  which  have  been  placed  i)n  the 
mtoket.  seem  to  find  a  warm  place  in  the  piibli^  favor. 

To  just  what  extent  the  craze  for  inlay  work  jnay  ex- 
tend, is  problematical.  It  may  go  so  far  that  front 
doors  will  have  monograms  and  street  numbers  inlaid 
in  their  outer  surfaces,  and  furniture  decorated  with 
initials,  crests,  etc.  While  this  seems  to  be  carrying  it 
rather  far,  it  only  shows  to  what  extent  this  inlaying 
proposition  may  work  out,  if  it  gets  the  proper  impetus 
back  of  it. 

While  the  cost  of  doing  inlay  work  in  the  past  has 
been  somewhat  responsible  for  the  limited  use  to  which 
it  was  put,  still  it  is  plainly  evident  that  much  progress 
has  been  made,  and  that  with  present  facilities  work  of 
this  nature  can  be  produced  considerably  cheaper,  and 
a  better  product  turned  out,  than  was  possible  under 
ancient  methods. 

To  show  under  what  handicap  inlay  furniture  pro- 
ducts were  formerly  constructed,  it  may  be  well  to  re- 
member that  the  only  tools  in  use  at  that  time  eon.sisted 
of  a  cutting  gauge  or  plane  and  a  routing  tool,  Avhich 
usually  consisted  of  two  pieces  of  hardwood,  cut  to  de- 
sired size  and  shape,  similar  to  illustration,  and  a  thin 
piece  of  steel,  which  was  placed  between  the  two  hard- 
wood blocks,  well  screwed  together.  This  was  used  in 
routing  out  or  cutting  the  channel  into  which  the  inlay 
strips  were  afterwards  snugly  fitted. 

The  writer  recently  saw  a  skating  rink  organ  that 
had  been  imported  from  Paris,  on  Avhich  the  outside 
surfaces  were  inlaid  with  three  or  four  borders  of  dif- 
ferent woods.  At  a  distance  it  made  a  very  handsome 
appearance.  Upon  closer  investigation  it  was  found 
that  the  inlay  was  not  all  that  could  be  desired.  Sev- 
eral patches  showed  plainly  where  the  spaces  were  fill- 
ed up  with  some  colored  putty  or  other  composition  of 
that  nature,  and,  taking  it  altogether,  it  was  a  bad 
piece  of  inlay  work. 

It  is  exactly  work  of  this  kind  which  can  put  a  dam- 
per on  inlaying  enthusiasm  quicker  than  it  is  possible 
to  comprehend,  therefore  it  is  to  the  credit  of  the  Am- 
erican manufacturer  to  see  that  only  inlay  products 
without  flaws  of  this  nature  be  placed  upon  the  market. 

That  great  strides  have  been  made  in  the  mode  or 


method  of  doing  inlaying  since  the  present  demand  be- 
gan is  very  evident  to  any  observer  who  will  visit  a 
plant  in  which  work  of  this  class  is  turned  out.  In 
place  of  the  ancient  routing  tool  and  routing  saws  we 
find  high-speeded,  electi'ically-driven  routing  machin- 
ery, which  enables  the  operator  to  cut  down  the  time 
to  one-quarter  of  what  was  formerly  required.  While 
passing  through  a  plant  in  which  a  good  part  of  the 
work,  such  as  doors  and  panels,  was  inlaid,  the  writer 
I'ecently  saw  them  inlaying  on  curly  birch  and  elm,  the 
routing  of  which  had  been  done  with  a  Kelley  router. 

In  order  to  do  inlaying  with  one  of  these  machines, 
however,  it  is  necessary  to  make  a  guide  line  or  frame 
outline  of  pattern  desired.  This  is  placed  upon  the 
material  to  be  routed  and  routing  machine  is  placed 
upon  it  and  follows  the  outline  of  the  pattern.  In  fact, 
the  routing  with  a  machine  much  resembles  the  method 
employed  in  wall  paper  stores  where  the  fancy  outlines 
of  borders  are  cut  by  means  of  an  electric  needle  ma- 
chine, the  only  difference  being  that,  instead  of  a 
needle,  high-speeded  cutting  bits  are  employed,  with 
Avhich  any  conceivable  designs  can  be  prepared  for  in- 
laying. 

Considering  it  from  every  point  of  view,  it  is  evi- 
dent that,  with  the  use  of  modern  machinery  in  this 
line,  artistic  inlaying  can  be  done  at  a  cost  that  brings 
it  within  the  reach  of  all. — Veneers. 


Use  Care  in  Shipping 

By  Alex.  T.  Deinzer 

Furniture  manufacturers  are  realizing  more  and 
more  the  importance  of  good  crating  and  packing.  We 
must,  however,  admit  that  we  are  behind  our  foreign 
friends.  Did  you  ever  notice  the  care  that  is  exercised 
by  English,  French,  (lerman,  and  Japanese  manufac- 
turers in  the  crating  and  packing  of  their  merchan- 
dise ? 

All  furniture  should  be  packed  and  crated  to  with- 
stand hard  usage,  and  finished  furniture  should  be  pro- 
tected against  the  elements.  Many  manufacturers 
exercise  great  care  in  holding  an  even  temperature  in 
their  finishing  rooms,  but  after  the  furniture  is  finished 
it  may  be  stored  in  a  cold  wareroom.  When  checks 
appear,  they  blame  the  varnish  manufacturer.  I  have 
said,  "Protect  your  goods  against  the  elements."  This 
does  not  mean  simply  in  the  factory  during  the  process 
of  manufacturing,  but  in  the  warerooms  and  when 
shipping  as  well. 

It  requires  good  judgment  to  load  cars.  The  writer 
has  Avondered  time  and  again  that  more  furniture  is 
not  broken,  owing  to  poor  packing  and  loading. 

Within  the  past  few  years,  freight  cars  have  been 
equipped  with  air  brakes.  It  takes  quite  a  bump  to 
make  a  coupling,  and  this  terrific  bumping  is  not  go- 
ing to  do  your  furniture  much  good.  Years  ago  care 
was  exercised  when  making  connections,  as  the  brake- 
man  would  get  between  the  cars  and  making  the 
coupling  by  means  of  dropping  a  coupling  pin.  The 
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engineer  would  exercise  great  care;  not  so  to-day, 
however. 

I  know  of  nothing  meaner  to  load  in  the  furniture 
line  than  a  mixed  car  of  parlor  furniture  frames.  We 
manufacture  frames  of  all  kinds,  and  it  is  not  uncom- 
mon to  receive  a  carload  order  for  a  certain  number 
of  parlor  suites,  rockers,  couches,  bed  sofas,  and  Morris 
chair  frames.  Imagine  the  mixup  and  what  a  job  to 
load.  The  only  way  to  load  a  mixed  car  is  to  place  all 
heavy  pieces  at  the  ends  and  to  brace  every  second  or 
third  row.  When  the  ear  is  too  badly  mixed,  we  brace 
every  row. 

Saving  in  Packing  Poor  Policy. 

Fibre-board  and  corrugated  straw-board  shipping 
cases  can  be  used  to  a  very  great  advantage  for  pro- 
tecting furniture,  cabinetwork,  etc.,  where  the  pack- 
ages are  reasonably  light  and  also  reasonably  small.  I 
find  that  a  certain  piano  stool  manufacturer  is  using 
such  cases,  and  finds  them  very  satisfactory.  Some  of 
the  progressive  showcase  manufacturers  are  also  buy- 
ing such  cases  and  are  saving  considerable  money  in 
their  freights. 

The  reader  must  remember  that  the  use  of  nails  in 
fibreboard  or  cellular-board  boxes  is  entirely  elimi- 
nated.   The  boxes  are  shipped  flat,  thus  saving  space. 

The  cost  of  transportation  is  one  of  the  greatest 
problems  before  the  industrial  world  to-day,  because, 
in  addition  to  a  low  cost  of  production,  the  output  of 
any  plant  must  be  moved  to  advantage  in  order  to 
allow  the  maximum  profits. 

The  furniture  manufacturer  who  can  transport  his 
goods  to  other  cities  at  a  low  cost  has  a  distinct  ad- 
vantage over  his  competitor  not  so  favored,  and  it  is 
for  this  reason  that  large  concerns  are  now  fully  alive 
to  the  advantages  of  employing  the  services  of  traffic 
managers  and  experts  whose  sole  business  shall  be  to 
work  out  the  many  problems  that  arise  in  the  course 
of  yearly  shipments. 

A  large  percentage  of  furniture  manufacturers  ship- 
ping or  receiving  a  large  quantity  of  freight  lose  annu- 
ally in  overcharges,  due  to  improper  classifications, 
defective  crating  and  packing,  and  a  general  lack  of 
knowledge  on  the  subject,  a  much  larger  sum  than 
would  be  required  to  pay  the  salary  of  a  competent 
traffic  manager. 

A  Packiiig  List. 

Whenever  goods  are  packed,  a  packing  list  should 
be  made  in  duplicate,  the  original  to  be  mailed  to  the 
customer.  The  customer  should  be  instructed  to  check 
the  list  immediately  on  receipt  of  shipment,  and  to 
notify  you  promptly  of  any  items  not  received.  We 
have  printed  on  our  billheads,  "Claims  for  shortages  or 
errors  must  be  made  on  receipt  of  goods."  If  the 
customer  will  check  his  goods  when  received,  much  un- 
pleasantness may  be  avoided.  At  various  times  cus- 
tomers have  written  to  us  reporting  the  shortage  of 
goods.  We  refer  them  to  the  packing  list  and  bill  of 
lading.  Sometimes  lengthy  correspondence  results, 
and  finally  the  missing  parts  turn  up  somewhere  in 
their  warehouse.  This  is  as  unpleasant  for  the  manu- 
facturer as  it  is  for  the  customer. 

Give  your  shipping  department  sufficient  notice  of 
all  carload  shipments.  In  our  particular  case,  we  notify 
the  shipping  clerk  at  least  four  days  ahead  of  the  time 
shipment  will  be  ready.  This  gives  the  shipper  a 
chance  to  line  up  his  programme,  arrange  his  work, 
and  assemble  the  goods. 

A  record  book  should  be  kept  covering  all  cars  com- 


ing in  and  going  out.  This  record  is  useful  for  refer- 
ence in  matters  of  demurrage,  etc.  The  record  .should 
show  the  following:  Initials  and  number  of  car;  date 
delivered  on  switch;  loaded  or  unloaded.  Taken  out. 
Shipped  to  or  received  from,  and  general  remarks. 

Freight  bills  should  also  be  entered.  On  one  side 
of  the  book  record  freight  payments  on  incoming 
freights;  on  the  other  freight  payments  on  outgoing 
freights.  Your  record  should  show  the  date  money  was 
paid,  weight,  rate,  amount,  railroad,  shipped  by,  to  be 
charged  to,  place  shipped  from,  date  received,  checked 
by,  etc.  The  outgoing  should  show  date  paid,  weight, 
rate,  amount,  shipped  via,  shipped  to,  car  number  and 
initials,  destination,  etc. 

Many  shippers  make  a  practice  of  crating  goods  be- 
cause it  can  be  done  more  cheaply  than  boxing.  It  i( 
absolutely  true  that  for  some  classes  of  furniture,  espe- 
cially K.  D.  stock  of  parlor  goods,  such  as  K.  D.  flat 
tables,  ehairs,  bed  sofas,  etc.,  it  is  cheaper  to  box  the 
goods,  for  the  additional  increase  in  cost  is  more  than 
ofi^set  by  the  freight  rate,  especially  so  when  shipping 
a  great  distance. 

The  classification  is  also  sometimes  determined  by 
the  manner  in  which  the  goods  are  described.  It  is 
necessary,  therefore,  to  study  the  classifications  with 
reference  to  the  description  that  will  ensure  the  most 
favorable  rate. 

On  Presenting  Claims. 

Before  you  present  d  freight  claim,  all  information 
pertaining  to  the  case  must  be  assembled,  and  all  the 
facts  should  be  incorporated  in  the  papers  filed.  A 
bill  should  be  made  against  the  railroad  for  the  amount 
of  the  claim,  and  to  this  should  be  attached  the  freight 
receipt  and  original  bill  of  lading. 

Many  claimants  become  very  impatient  over  delays 
in  the  adjustment  of  their  claims,  forgetting  that 
where  they  handle  a  few  dozen  claims  a  year,  the 
railroad  company  must  handle  thousands.  They  also 
overlook  the  fact  that  a  shipment  has  passed  over  sev- 
eral roads,  and  that  before  the  claim  can  be  adjusted 
it  must  be  ascertained  on  what  road  the  damage  was 
sustained.  The  different  roads  involved  must  adjust 
the  claims  between  themselves  before  they  can  tell 
where  the  money  with  which  to  pay  it  is  coming  from. 

I  have  noticed  that  in  most  of  our  furniture  fac- 
tories the  shipping  and  receiving  departments  are  under 
the  same  general  head.  In  very  large  factories  the 
writer  favors  the  receiving  department  as  an  inde- 
pendent department,  making  all  reports  to  the  factory 
manager  or  general  superintendent.  Your  receiving 
department  should  be  provided  with  carbon  copies  of 
all  purchases.  As  soon  as  the  goods  arrive  they  should 
be  cheeked  and  reported  to  the  purchasing  department. 
A  copy  of  this  report  should  be  given  to  the  chief  clerk 
of  the  stores  department.  Shortages,  overages,  or  in- 
ferior material  should  be  reported  at  once. 


Made  up  to  a  Standard — Not 
Down  to  a  Price. 


A  manufacturer's  motto  that  can  be  utilized 
just  as  well  by  a  retailer, 
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Model  "Duke  " 


For  1916 
Trade 


Model  "  C  " 
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//  Will  Pa^  You  to  Show  and 
Recommend  the 

Phonol 

Disc  Talking  Machine 

"The  Ideal  Instrument  for 
Any  Home  " 


It  is  made  in  Canada,  by  Canadians.  There  is  no 
duty — uo  war  tax,  added  to  the  price.  It  gives  the 
customer  bigger  value  than  any  other  sound-repro- 
ducing instrument  he  cau  buy,  and  the  dealer  gets  a 
better  profit.  The  agency  proposition  is  open.  You 
can  handle  anything  else  you  like  with  the  Phonola. 
The  Phonola  will  play  any  needle  disc  record  and 
play  it  better.  It  has  several  exclusive  features — 
notably  the  noisele'ss,  smooth-running,  durable  motor. 

The  Retail  Prices  are  $20,  $30,  $40, 
$65,  $85,  $125,  $160  and  $250 

The  newest  type  Phonola  is  fitted  with  resonating 
chambers,  which  amplify  and  purify  the  tone.  This 
device  is  in  no  instrument  but  the  Phonola.  It  is  our 
invention  and  we  hold  the  patents.  It  will  get  you 
the  highest  class  trade. 


The 
Pollock 
Mfg.  Co. 
Limited 

Berlin 
Canada 


'Crown  Prince" 


Model  "B" 
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SALESPEOPLE 


Your  Work  is  A  Game 

How  to  play  to  succeed. 

YOU  wish  to  rise  in  your  business.    You  have  a 
great  advantage  if  you  have  made  an  early  start. 
The  race  is  to  the  swift  and  the  battle  to  the 
strong.    Most  of  the  men  who  have  been  great 
successes  have  gone  to  work  young  and  have  made 
their  early  years  tell. 

In  every  store  one  clerk  "knows."  Everyone  turns 
to  him  for  information.  The  clerk  who  "knows"  is  in 
line  with  "Opportunity."  The  day  is  sure  to  come 
when  he  is  called  to  take  a  higher  job.  Some  clerks 
know  a  lot,  but  they  know  the  wrong  things.  They 
know  things  that  don't  help  in  business,  or  they  know 
things  that  help,  only  they  don't  know  them  thor- 
oughly.   Study  things  that  matter  to  the  very  bottom. 

Be  Observant  and  Curious. 

Cultivate  the  habit  of  observation.  Be  curious.  There 
is  a  lesson  in  everything.  Wisdom  crieth  in  the  streets. 
Listen  to  her.  Seek  the  reason  of  things— think  it  out. 
The  clerk  who  has  eyes  in  his  head  is  on  the  job.  His 
mind  is  Johnny-on-the-spot.  His  mind  is  not  some- 
where else,  wool-gathering. 

Learn  something  about  your  business  every  day. 
Don't  say  to  yourself:  "Oh,  I  will  learn— it  will  come 
tome."  That's  drifting.  Say  to  yourself  every  morn- 
ing: "I  will  learn.  T  will  learn  every  day."  At  night 
ask  yourself:  "What  have  I  learned  to-day?  What  do 
I  know  I  did  not  know  yesterday?" 

Begin  the  Day  Well. 

Opportunity  usually  comes  to  a  young  clerk  through 
some  older  man.  Therefore  you  must  attract  atten- 
tion. You  must  gain  a  reputation  for  punctuality  by 
being  punctual — in  the  morning — at  the  lunch  hour. 
You  must  gain  a  reputation  for  industry  by  being  in- 
dustrious. A  good  day's  work  starts  the  night  before 
with  a  good  night's  sleep.  That's  what  tango  dancers 
don't  remember. 

Appearances  Count. 

Be  of  good  appearance.  We  take  people  at  their  face 
value.  Therefore  shave  every  day.  Shine  your  shoes 
every  day.  The  man  who  is  careless  in  his  dress  may 
be  a  careful  bookkeeper,  but  the  world  won't  believe  it. 
Only  millionaires  can  afford  to  go  shabby. 

Cultivate  a  pleasant  manner.  Everybody  likes  a  so- 
ciable person.  Man  is  a  gregarious  animal.  Don't  look 
glumly  at  the  boss  as  if  he  were  to  blame  for  the  small 
salary  you  are  earning.  A  man  who  is  rich  to-day  at- 
tracted his  employer's  notice  by  a  witty  answer.  He 
was  lying  full  length  on  a  case  of  screws  waiting  for 
the  elevator  to  return  to  the  cellar.  Suddenly  the  boss 
stood  over  him  and  remarked:  "You. look  very  inde- 
pendent." The  clerk,  without  moving,  answered: 
"Any  man  can  be  independent  on  ten  dollars  a  week." 

Make  a  Game  of  Your  Work. 

Make  a  game  of  your  work  and  it  will  be  easy.  If 
you  had  to  walk  five  miles  up  and  down  hill  you  might 
call  it  tiresome  work.  But  if  you  play  golf  you  forget 
all  about  the  walking;  you  are  interested  in  the  game. 
You  don't  get  tired.   You  are  sorry  when  the  game  is 


over.  Every  sale  made  or  lost  is  a  game.  Every  day 
in  business  is  a  game.  It  is  the  most  interesting  of 
all  games.  If  your  work  is  not  a  game  to  you,  you 
will  never  succeed. 

If  you  want  to  be  a  success  you  must  compete  with 
yourself.  You  must  lay  out  your  day's  work  and  see 
if  you  can  do  it.  You  must  measure  its  quality.  You 
must  be  your  own  taskmaster.  Lay  spurs  on  yourself. 
Plan  your  work — then  work  your  plan.  Cut  down 
time-eaters  and  interrupters.  We  all  catch  trains,  be- 
cause we  know  they  won't  wait.  No.  1  would  never 
reach  Vancouver  on  time  if  the  time-eaters  had  their 
way.  They  would  "talk  things  over"  at  every  sta- 
tion. 

Don't  Be  Too  Big  for  Your  Job. 

In  a  certain  firm  the  partners  quarrelled  where 
their  desks  should  be.  One  partner  took  a  desk  near 
the  back  door.  The  world  will  make  a  path  to  the  desk 
of  the  strong  man,  even  if  it  be  in  a  back  lane.  A  cor- 
poration (juarrelled  about  the  rank  of  officers.  One 
man  took  no  title.  He  was  simply  a  "  director. "  When 
the  financial  storm  came  this  simple  "director"  took 
the  helm.  All  this  means  not  to  quibble  and  squawk 
about  place  and  office,  but  make  it  your  ambition  to 
be  the  main  works  in  your  little  boiler  factory.  The 
man  should  give  dignity  to  the  position,  not  the  posi- 
tion to  the  man.  Last,  but  not  least,  devote  your 
thoughts  to  the  success  of  the  business. 


ARE  YOU  MAKING  A  GOOD  IMPRESSION? 

By  a  Traveller 

Clerks,  as  a  rule,  are  not  aware  that  they  are  always 
advertising  themselves.  Not  only  their  customers,  but 
the  travellers  very  quickly  notice  anything  in  their 
manners  or  service  which  is  in  advance  of  the  ordinary 
man  behind  the  counter,  and  this  may  lead,  and  often 
does  lead,  to  very  good  positions.  Every  clerk  who 
wishes  to  rise  must  make  progress  every  day  in  his 
occupation.  A  good  many  clerks  look  sleepy  and  are 
longing  to  get  at  something  better,  but  no  traveller 
would  recommend  a  young  man  for  a  responsible  posi- 
tion unless  he  is  qualified  to  fill  it.  A  good  delivery 
boy  has  a  better  chance  to  secure  advancement  than 
a  poor  clerk.  If  you  are  working  in  a  store,  you  must 
measure  up  to  a  certain  standard  before  you  can  expect 
anything  better,  and  this  you  can  only  reach  by  taking 
means  to  acquire  the  knowledge  necessary  to  give  your 
employer  the  best  service.  Some  clerks  often  try  to 
look  smart  when  they  tell  you,  rather  boastfully,  that 
they  take  no  time  to  read  trade  papers,  but  these  are 
not  the  men  who  get  the  good  positions,  but  they  are 
advertising  themselves  all  the  same. 


LEARN  AND  EARN 

EDUCATION  cannot  give  you  a  mind  any  more 
than  agriculture  makes  soil.  But  education  can 
make  that  mind  of  yours  yield  a  crop.  When 
considering  a  vocation,  a  man  should  say  to  himself, 
"What  can  I  earn?"  and  then  put  the  letter  "1"  be- 
fore earn  and  ask  "What  can  I  learn?" 

The  trouble  with  too  many  people  in  this  old  world 
of  ours  is  that  they  believe  they  have  gotten  beyond 
the  stage  where  they  can  learn  anything.  The  aver- 
age man  of  to-day  is  more  interested  in  the  word  of  four 
letters  than  he  is  in  the  word  of  five  letters,  which  is 
the  reason  there  are  more  failures  than  successes. 

Failure  is  often  due  to  the  fact  that  we  do  not  have 
a  comprehensive  and  intelligent  understanding  of 
just  what  is  required  of  us  in  the  work  we  have  at 
hand.  — The  Business  Philosopher. 
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A  S  they  have  in  the  past,  so 
to-day,  Columbia  Grafon- 
olas  and  Columbia  Double- Disc 
Records  not  only  produce  big- 
ger profits,  per  sale,  or  per  dollar, 
or  per  hour  than  any  other  line 
of  musical  merchandise  now  be- 
ing sold,  but  they  add  to  the  ap- 
pearance of  a  furniture  store  and 
to  the  standing  of  a  furniture 
business. 

There  is  more  on  this  subject 
in  "Music  Money,"  a  free  book 
you  ought  to  have. 


Columbia 

Graphophone 

Company 

365  Sorauren  Ave., 

Toronto 


Columbia  Grafonola  "Deluxe" 
$250 
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ADVANCE  OF  FURNITURE  MAKING 

(  Continued  from  page  18. ) 

pleasing  and  novel  article  shown.  Card,  den  and  res- 
taurant table's,  in  various  designs,  were  also  shown. 

The  Lippert  Furniture  Co.'s  showing  of  parlor  furni- 
ture was  a  splendid  one.  Many  ditferent  designs  were 
shown,  prominent  among  them  Jacoibean  and  other 
periods,  in  a  variety  of  woods.  Suites  and  individual 
pieces  figured  in  the  exhibit,  and  the  coverings  were 
both  original  and  varied.  Hall  furniture,  too^ — fancy 
stands,  chairs,  mirrors  and  racks- — Avere  there  in  goodly 
range,  as  well  as  chairs  of  all  shapes  and  sizes  for  every 
room  in  the  house. 

Upholstered  couches  and  chairs  and  patent  recliners 
are  a  big  line,  and  these  were  shown  and  tried  out  to 
the  satisfaction  of  all  visitors. 

The  H.  Krug  Furniture  Co.  showed  a  big  range  of 
period  stuff.  Jacobean.  William  and  Mary,  and  some 
Queen  Anne  for  bedroom,  library,  dining-room  and 
hall.  There  was  a  big  showing  of  chairs,  couches, 
tables,  mirrors,  hall  racks,  china  cabinets.  Many  of  the 
chairs  were  cane-seated  as  well  as  upholstered.  Living- 
i-oom  couches  and  rockers  of  "comfy"  designs  were 
(uiticing,  and  a  large  number  of  fancy  tables  were 
displayed. 

Of¥ice  chairs,  stationary  and  tilters,  a  big  Krng  line, 
were  shown  in  great  profusion. 

The  D.  Hibner  Furniture  Co.  displayed  a  big  range 
of  mahogany,  Circassian,  walnut  and  oak  dining-room 
furniture  in  a  great  many  period  designs.  The  easy- 
working  features  of  the  dining  tables  were  displayed 
to  advantage.  Buffets  from  the  smallest  size  to  the 
largest  were  there  in  simple  and  ornate  styles.  Lib- 
rary and  parlor  tables  had  a  section  to  themselves,  as 
had  bedroom  tables,  couches  covered  with  tapestry  and 
leather,  and  a  great  many  easy  chairs. 

Sectional  bookcases,  desks,  music  cabinets,  secre- 
taries, etc.,  in  mahogany  and  oak,  were  also  shown  in 
great  variety  of  design  and  finish. 

The  Anthes  Furniture  Co.  made  a  fine  show  of  their 
high-grade  period  bedroom  and  dining-room  suites  in 
oak,  mahogany,  Circassian,  and  black  walnut.  Even 
down  to  the  smallest  detail,  every  item  was  given  care 
in  treatment.  Adams,  Chippendale,  Jacobean,  Queen 
Anne,  William  and  Mary,  all  were  represented  in  the 
splendid  Anthes  display. 


WATERLOO 


LIKE  its  twin  neighbor,  the  furniture  factories  of 
Waterloo,  with  the  exception  of  John  B.  Snider, 
made  efforts  to  show  visitors  what  were  their  new 
things  in  the  furniture  line. 

Snyder  Brothers  have  this  year  opened  up  a  new  and 
separate  showroom  for  their  mission  goods.  They  also 
have  a  separate  room  for  their  beds  and  couches,  which 
leaves  the  large  showroom  used  for  some  years  free  to 
display  their  big  and  varied  lines  of  upholstered  goods 
to  better  advantage  than  ever  before.  These  three 
rooms  will  now  be  permanent  fixtures  of  the  Snyder 
Brothers'  plant,  and  as  the  decorations  of  the  rooms 
are  made  to  harmonize  with  the  furnishings  the  goods 
can  be  shown  to  splendid  advantage. 

The  new  goods  shown  for  1916  run  to  designs  of 
Jacobean  and  other  periods,  and  it  is  the  intention  to 
add  fro  mtime  to  time  throughout  the  year  a  number 
oi  povel  designs,  especially  iij  the  living-room  stuff. 


Thorobeds  are  shown  in  the  couch  room,  and  with 
them  are  displayed  a  new  bed  couch  in  several  different 
styles.  As  a  couch,  with  or  without  raised  head  re«t, 
it  is  a  model  of  comfort,  and  as  a  folding  bed  it  is  an 
added  convenience  to  any  home. 

Woeller,  Bolduc  &  Co.  are  making,  judging  by  their 
disj)lay,  a  very  strong  bid  for  the  trade  in  living-room 
furniture,  particularly  in  the  stuft'ed  all-over  class. 
Their  Chesterfields,  rockers  and  arm  chairs  are  models 
of  elegance  and  comfort;  and  are  made  in  special  sizes, 
too.  They  showed  some  few  mission  pieces,  but  these 
are  not  so  popular  now  as  a  short  time  ago. 

Some  three-piece  parlor  suites  of  new  patterns  were 
also  displayed,  with  many  new  color  combinations  in 
the  coverings. 

Waterloo  Furniture  Co. — Specializing  on  three-piece 
l)arl(ii'  suites,  this  coiiipany  .seems  to  have  a  line  almost 
to  itself,  since  so  many  other  factories  have  been  turn- 
ing from  making  parlor  to  living-room  goods.  The 
Waterloo  Co.  are  beginning  the  year  by  adding  four- 
teen new  special  designs  in  standard  mahogany  parlor 
suites.  These  shoAV  some  lovely  silk  coverings.  In 
fact,  while  both  tapestry  and  silk  were  shown,  silk  cov- 
erings seem  to  be  the  go  this  year. 

Some  new  designs  shown  were  a  Sheraton  suite  with 
tub-shaped  back  of  solid  mahogany,  upholstered  in  tan 
silk ;  a  suite  with  wing  effect  in  a  variety  of  different 
colorings;  a  suite  with  chairs  and  sofa  of  all-over  tufted 
backs,  covered  in  rose  and  green  combination  silks. 
Other  suites  were  shown  for  the  living-room  with  wing 
effects  and  cane  backs  and  seats,  and  upholstered  backs 
and  seats — all  in  solid  mahogany. 

These  goods  were  shown  in  the  company's  permanent 
showrooms  and  were  models  of  the  suites  at  present 
running  through  the  factory. 


TORONTO 


ONLY  two  out-of-town  furniture  manufacturers 
displayed  their  goods  in  Toronto  this  year — the 
Andrew  Malcolm  Furniture  Co.  and  the  F.  E. 
Coombe  Furniture  Co.,  both  of  Kincardine,  Ont.  They 
displayed  their  samples  in  the  Craig  Building,  219  Vic- 
toria Street,  the  two  upper  floors  of  the  building  being 
given  over  to  the  exhibition. 

Andrew  Malcolm  Furniture  Co.  divided  their  display 
into  dining-room  and  bedroom  groups,  with  a  separate 
grouping  of  their  enameled  furniture.  Period  lines 
are  all  the  vogue.  Jacobean  is  still  holding  its  own, 
but  William  and  Mary  and  Queen  Anne  periods  were 
shown  in  a  number  of  pleasing  suites. 

Writing  desks  in  mahogany  and  walnut,  cellarettes 
of  new  design,  piano  lamps,  bookcases,  consols,  rockers, 
fancy  tables,  pedestals,  book  rests,  smokers'  cabinets, 
sewing  tables,  library  tables  and  reading  lamps  were 
among  the  novelties. 

The  bedroom  suites,  also  in  mahogany  and  walnut, 
followed  period  lines,  especially  Queen  Anne.  Some 
Chinese  Chippendale  chairs  were  splendid.  The  ivory 
enamel  bedronn.  suites,  too,  Avere  beautiful. 

F.  E.  Coombe  Furniture  Co.  showed  a  big  line  of 
stuff-overs  and  a  splendid  selection  of  tapestries  for 
coverings  for  living-room  furniture,  and  their  Jacobean 
suites  in  mahogany  and  walnut  looked  fine.  They  dis- 
I)layed  a  big  range  of  tea  wagons,  some  of  the  latest 
wnth  hospital  casters.  Ottomans,  dressing  chairs  and 
rockers,  smokers'  tables,  pedestals,  telephone  stands, 
and  fancy  tables  for  library,  parlor  and  living-room  of 
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There  is  Money  in  Music 

The  people  who  buy  furniture  are  the  same  people  who  pur- 
chase Phonographs.  The  furniture  man  who  does  not  carry  a 
line  of  Phonographs  is  in  the  same  boat  with  the  farmer  who 
only  cultivates  part  of  his  land. 

Here  is  an  opportunity  for  you  to  put  in  a  Profit-Making  Line 
and  your  original  investment  need  not  exceed  $50. 

This  is  the  combination 
The  Best-Phone  Phonograph  and  the  Operaphone  Double  Disc  Record 


Retails  $22.50  to  $40 


Retails  at  Fifty  Cents 


The  Best-Phone  plays  all  makes  of  DISC  RECORDS,    It  is 

equipped  with  a  jewel  point  for  the  diamond  disc  records. 

It  is  fiirnished  with  or  without  top,  and  with  or  without 
cabinet. 

The  motor  is  all  metal  and  is  as  reliable  as  many  motors  in 
the  hundred  dollar  instruments. 

Operaphone  Double  Disc  Records,  Retail  Price  Fifty  Cents 

This  is  a  new  record  now  being  introduced  by  us  through- 
out Canada.  It  has  music  on  both  sides  and  plays  practically  as 
long  as  the  85  and  90-cent  records.  Note  the  list  of  selections 
and  names  of  well  known  artists.  Thirty-three  numbers  are  now 
ready.    About  six  to  teji  new  numbers  will  appear  each  month. 


OPERAPHONE  SELECTIONS 


1001  Two   Step — Liberty  Bell,    (Sousa).     Operaphone  Band. 
Summer  Moon,    (Duet) .     Campbell  &  Burr. 

1002  Sextette  from  Lucia.     Operaphone  Band. 

Painting  That  Mother  of  Mine.    Harry  McClaskey,  tenor. 

1003  Waltz — April  Smiles.    Operaphone  Band. 

Baby  Swing  High,  Swing  Low.    Beulah  Gaylord  Young, 
soprano.  * 

1004  Down  in  Bom-Bonibay,  (Duet).    Collins  &  Harlan. 
March — Lorraine    and    King    Cotton,    (Sousa).  Opera- 
phone Band. 

1005  Beauty's  Eyes,   (Tosti).     Charles  W.  Harrison,  tenor. 
Polka   Caprice,    (Woodwind    Instruments).  Operaphone 

Band. 

1006  Come  Along  With  Me.     James  Hall,  baritone. 
Whispering  of  the  Flowers.     Operaphone  Band. 

1007  I'm  Falling  in  Love  With   Someone.     Chas.   W.  Har- 

rison, tenor. 

Ballet  Music  from  "Faust"  (Two  Movements).  Opera- 
phone Band. 

1008  A  Perfect  Day.     Beulah  Gaylord  Young,  soprano, 
Copelia  Waltz  and  Eonda  Amour.    Concert  Band. 

1009  On  the  Way  to  Home  Sweet  Home.    Henry  Burr,  tenor, 
Preacher  and  the  Bear.     Arthur  Collins. 

1010  I  Hear  You  Calling  Me.    Chas.  W.  Harrison,  tenor. 
Warblers  Serenade,    (Whistling  novelty) .     Band  accom- 
paniment. 

1011  Listen  to  That  Dixie  Band,  (Duet).     Collins  &  Harlan. 
Any  Rags.    Dan  Perry. 

1012  Gypsy  Love  Song,   (The  Fortune  Teller).     James  Hall, 

baritone. 

Globe  Trot.     Fox  Trot,     Operaphone  Band. 

1013  Below  the  Mason  Dixie  Line,     Arthur  Collins. 
Jersey  Shore.     One  Step.     Operaphone  Band. 

1014  Insect  Powder  Agent.     Golden  &  Marlovce. 
Long  Island  Fox  Trot.     Operaphone  Band. 

1015  My  Word!  (English  character  song).  Ada  Jones,  soprano. 
Waltz  Militaire.     Operaphone  Band. 

1016  For  All  Eternity.    Vernon  Archibald,  baritone. 
Naila  Intermezzo.    Concert  Orchestra. 

1017  Hayseed,  Fox  Trot.     Operaphone  Band. 

Auf  Wledersehn,  from  "Blue  Paradise,''  (Duet).  Young 
&  Burton. 

Note:    The  Operaphone  is  a  Hill  and  Dale  Record  and  requires  an 
attachments  are  furnished  to  the  trade  at  a  very  slight  cost. 


1018  My  Wild  Irish  Rose.    Paul  Clifton,  tenor. 

Gold  &  Silver  Waltz,  (Lehar) .    Operaphone  Band. 

1019  Sing  Me  an  Irish  Song,    Ada  Jones,  soprano. 
Victory,  One  Step.     Operaphone  Band. 

1020  Barcarolle,    from    "Tales   of   Hoffman."     Concert  Or- 

chestra, 

The  Rosary.    Edith  Hayden,  soprano.  • 

1021  Love's  Spell,  (Valse  Lente).    Concert  Orchestra. 
Laughing  Irish  Eyes,  from  "Princess  Pat."     Chas.  W. 

Harrison. 

1022  Hungarian  Dance,   (Brahms).     Concert  Orchestra. 
M'Appari,    (Like  a  Dream),  from  Martha.     Chas.  W. 

Harrison. 

1023  When  Old  Bill  Bailey  Plays  the  Ukalele.    Arthur  Collins. 
Curiosity  Hunters,  (Comic  sketch).    Golden  &  Marlowe. 

1024  Drink  to  Me  Only  With  Thine  Eyes.    Fred  Linden,  tenor. 
Flirtation,  Waltz.     Operaphone  Band, 

1025  Salve  Dimora,  form  Faust,     Martone,  tenor. 

Saint  d'Amour,   (Love's  Greeting),     Concert  Orchestra. 

1026  Then  You'll  Remember  Me,  from  Bohemian  Girl.  Karl 
Gould,  tenor. 

Spring  Song,  Mendelsohn,    Concert  Orchestra. 

1027  La  Donna  E'  Mobile,  (Rigoletto).    Santii,  tenor. 
Chant  Sans  Paroles.     Operaphone  Band. 

1028  Torreador  Song,  from  Carmen.     Vernon  Archibald,  bari- 

tone. 

Herd  Girl's  Dream,    (Violin,   Flute  and  Harp).  Phil- 
harmonic Trio. 

1029  0  Sole  Mio,    Neapolitan  Serenade,     Vernon  Archibald, 

baritone, 

Humoresque,   (Dvorak),   (Violin).     Fred  Landau. 

1030  Happy  Moments,    (Violin,   Flute  and  Harp).  Philhar- 

monic Trio, 

II  Balen  Del  Suo  Sorriso,  (The  Tempest  of  the  Heart), 
Trovatore,    Delenti,  tenor, 

1031  Polish  Dance,     Concert  Orchestra, 

Beatrice  Fairfax,   Tell  Me  What  To  Do.     Ada  Jones, 
soprano. 

1032  La  Lisonjera,  (The  Flatterer).    Concert  Orchestra. 
Sooner  or  Later,   (Duet),    Davis  &  O'Connell. 

1033  Swedish  Wedding  March,     Operaphone  Band, 

Out  of  a  City  of  Six  Million  People,   Why  Did  You 
Pick  on  Me?    Ada  Jones,  soprano, 
attachment  for  use  with  all  makes  of  phonographs.  These 
so  they  can  be  given  away,  with  a  dollar's  worth  of  records. 


YOUR  PROFIT  IS  MUCH  LARGER  THAN  ON  ANY  OTHER  PHONOGRAPH  LINE 
Write  Us  for  Our  Proposition  Immediately 

Canadian  Phonograph  Company,  103  Yonge  St.,  Toronto,  Can. 
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many  designs  wore  sliown,  mostly  in  period  styles,  and 
a  nice  seleetion  of  upholstered  chairs  and  rockers  was 
exhibited.  Davenports,  bookcases  and  footstools  com- 
pleted the  display. 

Canada  Furniture  Manufacturers.  A  special  January 
exhibit  of  over  oOO  designs  was  made  by  this  company 
in  their  Toronto  showrooms  at  136-140  King  Street 
East.  Making,  as  they  do,  a  complete  range  of  furni- 
ture for  every  room  in  the  house,  and  to  suit  every 
purse,  their  permanent  display  rooms  proved  a  com- 
plete exhibition  in  itself.  The  goods  shown  were  favor- 
ably commented  on. 


EXHIBITION  AT  ELORA 

John  C.  Mundell  &  Co.,  Ltd.,  made,  during  the  month 
of  January,  a  showing  of  their  new  goods  at  their  show- 
rooms at  Elora.  They  make  a  specialty  of  living-room 
furniture  of  the  real,  comfortable  kind,  and  their  ex- 
hibit displayed  a  big  variety  of  this  class  of  fiirniture. 
Den  stuff,  too,  with  padded  seats  and  backs  was  shown, 
and  visitors  tried  out  all  these,  as  they  are  built  for  use, 
not  for  looks  only. 

Period  lines  were  followed  in  making  this  furniture, 
and  this  was  shown  more  particularly  in  the  tables, 
magazine  stands  and  hand-craft  furniture.  The 
smokers'  stands  and  outfits  drew  much  attention,  and 
the  knock-down  rockers,  Morris  chairs,  settees  and 
couches  brought  out  much  very  favorable  comment. 


GAVE  LIFE  FOR  HIS  COUNTRY 

Reginald  Sears,  Toronto,  who,  before  eidisting,  was 
secretary-treasure)'  of  The  Preston  Furniture  (!o.,  Ltd., 
Preston,  Out.,  and  whose  portrait  is  here  published. 


L---  ^   J 

Reg.  Sears,  killed  in  action. 
Secretary-treasurer  Preston  Furniture  Co.,  Ltd. 

is  reported  killed  in  action  by  the  same  shell  w'hich 
took  the  life  of  Capt.  McKay,  of  Oakville.  A  letter  re- 
ceived by  Mrs.  Sears,  his  mother,  from  her  son's  lieu- 
tenant, tells  of  his  death  as  follows : 


"Belgium,  Dec.  6,  1915. 

"Dear  Mrs.  Sears:  You  will  already  have  been  ad- 
vised throngh  the  usual  channels  that  your  son  has 
made  his  sacrifice,  and  his  name  is  on  the  honor  roll  of 
his  country.  I  feel,  as  his  troop  officer,  that  you  will 
be  glad  to  get  a  few  further  particulars.  1  cannot 
speak  too  highly  of  his  work  as  a  soldier,  and  your  loss 
is  a  great  loss  to  me  and  to  his  regiment. 

"I  am  thankful  to  say  that  his  death  was  instantan- 
eous. On  the  night  of  the  4th  we  made  an  attack  on 
the  German  line  and  came  under  heavy  shelling.  A 
shell  burst  close  to  your  son,  and  he  and  (^apt.  McKay, 
anid  one  or  two  others  were  killed  instantly. 

"He  was  interred  yesterday  in  a  quiet  little  cemetery, 
with  proper  service,  not  far  from  Brilleut,  where  the 
4th  O.M.R.R.  have  a  plot.  You  must  be  proud  of  his 
memory  and  of  the  sacrifice  he  was  only  too  willing 
to  make  for  his  country. 

"H.  N.  COCKSHUTT,  LIEUT." 


CANADIAN  F.  &  M.  CO.  ENTERTAIN 

The  third  annual  banquet  given  by  tlie  Canadian 
Feather  &  Mattress  Co.  to  the  Toronto  city  dealers  and 
salesmen  was  held  in  the  Foresters'  Hall,  College  Street, 
on  the  evening  of  January  18.  It  was,  as  were  its  pre- 
decessors, a  huge  success. 

The  chairman  of  the  gathering  was  W.  H.  Smith, 
manager  of  the  company,  and  seated  near  him  were 
the  speakers  of  the  evening — Martin  Love,  president ; 
C.  W.  Stephens,  a.sisistant  manager  and  secretary; 
Thomas  New,  representing  the  T.  Eaton  Co. ;  F.  Bur- 
roughes,  of  the  F.  C.  Burroughes  Furniture  Co.;  Mr. 
Lear,  representing  the  Robert  Simpson  Co.;  Gordon 
Henderson,  of  The  Adams  Furniture  Co. ;  H.  F.  Hardy, 
manager  of  The  Canadian  Feather  &  Mattress  Co.,  Ot- 
tawa ;  Oscar  Johnson,  of  Washington  &  Johnson;  Mr. 
C'Umming,  of  the  National  Mattress,  Felt  &  Batting  Co., 
aiul  A.  L.  Boyd,  Ontario  manager  of  the  Sheldon  School. 

The  menu  was  a  sumptuous  one  and  the  dinner  was 
enlivened  by  the  singing  of  patriotic  and  other  songs 
from  sheets  provided  each  guest.  Duncan  Cowan  led 
the  singing  and  directed  the  music.  He  was  really 
good,  and  his  spirit  caught  the  crowd,  warming  them 
up  enthusiastically. 

The  big  addresses  were  given  by  C.  W.  Stephens, 
introduced  as  an  "adopted  boy"  of  thirty  years'  stand- 
ing, who  told  of  the  business  of  his  company;  Mr.  Gum- 
ming, who  told  of  the  higher  costs  of  materials  enter- 
ing into  mattresses,  and  the  reason  why;  and  A.  L. 
Boyd,  whose  talk  on  "salesmanship,"  altogether  dif- 
f('rent  from  other  talks  on  this  topic,  was  one  of  the 
best  listened  to  by  members  of  the  furniture  trade  in 
Ontario. 


DEMAND  FOR  CABINETMAKERS'  HARDWARE 

There  is  at  present  a  demand  in  this  district  for  cab- 
inetmakers' hardware,  reports  J.  E.  Ray,  Canadian 
Trade  Commissioner  at  Birmingham,  England.  An  in- 
(|uiry  has  been  received  for  handles,  hangers,  etc.,  made 
of  cast  iron,  and  the  firm  can  place  orders  for  large 
((uantities.  Hitherto  these  have  been  manufactured  in 
Birmingham  by  very  cheap  labor,  but  the  price  of 
labor  has  increased,  and  the  demands  of  munition 
makers  for  additional  help  have  drawn  thousands  of 
hands  from  their  usual  employment.  Should  Canadian 
manufacturers  be  interested  in  the  proposition,  a  range 
of  samples  could  be  forwarded  to  them.  The  designs 
are  not  complex.  The  dominant  factor  is  the  ability  to 
pi'oduee  them  at  a  reasonable  price. 
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WILL  ADVANCE  RUG  PRICES 

An  increase  in  tlie  price  of  rugs  and  carjDets,  result- 
ing from  the  scarcity  of  dyes  and  wool,  virtually  has 
been  decided  upon  by  some  United  States  manufac- 
turers. Rug  and  carpet  manufacturers,  w'hile  reticent 
as  to  the  degree  of  the  raise,  said  they  were  watching 
the  New  York  market  with  the  probability  of  conform- 
ing to  the  scale  set  there. 

"The  increase  must  come,"  said  a  prominent  jobber. 
"But  as  yet  we  have  not  changed  our  prices.  The  dye 
situation  has  not  improved,  as  we  hoped  it  might,  and 
this,  together  with  the  scarcity  of  proper  grades  of 
wool,  has  put  the  manufacturer  in  a  place  where  he 
must  protect  himself.  We  are  getting  a  small  amount 
of  dyes  at  famine  prices,  but  this  supply  shortly  will  be 
wiped  out.  Even  American  dyes  are  scarce,  and  the 
outlook  is  anything  but  reassuring." 

This  same  feeling  was  manifested  among  other 
makers.  Exclusion  of  Chinese  and  Russian  wools,  now 
being  used  in  the  manufacture  of  army  uniforms  for 
Russia  and  the  allies,  robbing  the  carpet  trade  of  the 
real  cream  of  coarse  wools  necessary  in  carpet  manu- 
facture, was  viewed  in  quite  as  serious  a  light  as  the 
famine  in  dyes. 


CHINESE  MATTING. 

.  The  straw  used  in  the  manufacture  of  Chinese  mat- 
ting is  that  of  sweet  water  reed.  That  employed  for 
the  better  grades  of  Lintah  matting  is  cultivated  with  a 
certain  amount  of  care  and  with  the  assistance  of  fer- 
tilizers, which  increase  the  size  of  the  stalks,  hasten 
their  growth  and  give  them  a  sheen. 

The  reeds  destined  for  the  poorer  grades  of  Tunkung 
matting  receive  little  or  no  attention  until  they  are 
cut.  The  straw,  when  harvested,  is  still  green,  and  in 
this  state  is  split  by  coolie  women  and  laid  in  the  sun  to 
dry.  Under  the  influence  of  the  sun's  rays  the  skin 
of  the  reed  curls  inward,  leaving  a  perfectly  round 
straw  for  weaving,  with  a  sheen  all  around. 


British  bureau  and  wardrobe,  demand  for  which  is  s»id  to  exist  in  (he 
Old  Country,  according  to  report  of  Canadian  Trade 
Commissioners  stationed  there. 


Although  carried  on  by  the  most  primitive  methods 
and  confined  to  a  few  localities,  the  manufacture  of 
straw  matting  constitutes  one  of  the  most  important  in- 
dustries of  China.  A  ready  market  for  Canton  mat- 
ting exists  both  at  home  and  abroad.  The  United 
States  along  took  35,007  worth  in  1909,  and  in  1910, 
$975,851  worth. 


AN  ANCIENT  RUG 

Quite  as  sacred  as  is  the  Liberty  Bell  to  the  Amer- 
ican people  is  the  ancient  Persian  rug  upon  which  it 
rests  while  exhibited  each  day  in  the  Pennsylvania 
State  Building  to  the  throngs  who  visit  the  Panama- 
Pacific  Exposition  grounds.  Among  tlie  Persians  this 
rug  is  an  emblem  of  liberty.  The  story  relates  that 
it  was  woven  some  2,300  years  ago  as  a  gift  for  the 
then  Shah  of  Persia — Uoo  Shang — bv  500  orisoners, 
who  had  been  incarcerared  for  faltering  religious  be- 
lief, and  whom  he  pardoned.  As  a  special  tribute,  it 
was  lent  by  the  present  Shah  of  Persia  for  the  purpose 
which  it  now  serves  at  the  exposition. 


STRENUOUS  CARPET  TEST 

To  test  the  merits  of  a  vacuum  cleaner,  and  to  show 
up  also  the  merits  of  their  carpet  line,  a  New  Hampshire 
furniture  store  placed  a  rug  on  the  sidewalk  in  front  of 
the  store  and  let  it  remain  for  a  week,  during  which 
time  87,448  people  walked  over  the  rug.    Each  night 

it  was  taken  in  and  cleaned  with  a  vacuum  cleaner. 

In  all  171/2  pounds  of  dirt  was  removed.  A  cleaner 
was  offered  as  a  pinze  to  the  one  guessing  nearest  the 
amount  of  dirt  accumulated  during  the  six  days.  One 
young  man  guessed  17  1-3  pounds  and  won  the  prize. 
The  rug  was  subjected  to  more  than  ten  years  of  actual 
service  and  was  hardly  frayed,  even  on  the  edges.  It 
has  been  thoroughly  cleaned  and  is  now  on  exhibition 
in  the  show  window  beside  a  new  one  exactly  like  it. 
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Undertakers'  Department 


Problems  affecting  the  Underlaying  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Fundamentals  of  Embalming 

PART  III 

By  Professor  H.  S.  Eckels,  Ph.  G.,  Dean  Eckels  College  of  Embalming, 
Philadelphia,  Pa. 

Four-fifths  of  all  the  complaints  which  come  to  the 
erabalniing  fluid  manufacturer  are  from  heart  disease 
eases,  in  which  failure  to  secure  satisfae-tory  results  is 
alleged. 

Heart  failure  results  from  the  refusal  of  the  valv 'S 
of  the  heart  to  act  in  a  normal  manner.  Tn  praetieally 
every  such  ease  these  valves  remain  open  after  death 
As  a  reisiilt,  the  fir-st  half-gallon  and  sometimes  th" 
firs-t  gallon  of  fluid  injected  goes  into  the  aorta,  thence 
through  the  open  valves  of  the  heart,  and  froin  thei^e 
into  tihe  pulmonary  eireulatioii,  and  suliPuses  the  lungs 
instead  of  being  backed  up  througb  the  arteries,  as  in 
norma!  cases. 

The  embalmer  who  injects  only  the  usual  (|uautity  of 
rluid  in  a  case  of  this  kind  in  sultry  weather  is  doome.l 
to  failure.  He  will  preserve  the  lungs,  but  the  fluid  will 
not  reach  other  parts  of  the  body  as  it  should. 

The  newer  method  of  procedure  is  as  follows: 

Continue  injecting  fluid  until  the  lungs  are  sufifused, 
whicli  may  not  be  until  after  about  one  gallon  nf  fluid 
has  been  used.  Then,  and  not  until  then,  will  the  cir- 
culation yield  as  it  does  in  normal  cases  at  the  valve, 
and  the  fluid  flow  through  the  bmnehes  of  the  aorta 
and  throughoiit  the  systemic  cireulatiion. 

Therefore,  continue  injecting  until  the  four  signs  ot 
embalming  are  present  in  all  parts  of  the  body. 

Be  particularly  careful  that  the  surface  of  the  skin 
over  the  abdomen  shows  the  three  signs.  You  have  not 
injected  enough  fluid  until  this  particular  part  of  the 
body  receives  the  fluid.  The  branch  arteries  which 
supply  this  tissue  are  the  longest  in  the  human  body 
Every  other  piart  of  tlie  body  is  fed  by  one  or  more 
main  trunk  arteries,  whereas  the  branch  arteries  which 
supply  this  part  originate  from  the  aorta  at  the  back 
and  run  around  close  to  the  surface  until  they  make  a 
half-circnit  of  the  body.  In  stout  bodies  they  are  thus 
more  than  two  feet  long.  No  other  branch  arteries  are 
anywhere  nearly  their  equal  in  length. 

Remember  that  heart  disease  re(juires  about  twice 
as  much  fluid  as  an  ordinary  body,  since  you  cannot 
send  fluid  through  the  SA'stemic  circulation  until  you 
have  filled  the  lungs. 

Autopsied  Bodies 

Autopsied  bodies  (and  other  cases  in  which  the 
arterial  and  venous  circulations  have  been  ruptured  or 
where  extensive  leakages  occur,  caused  by  gunshot 
wounds,  railroad  or  other  accidents)  should  be  em.- 
balmed  in  such  m'anner  th'at  all  p^arts  of  the  tissue  will 
receive  enough  fluid  to  disinfect  them.  With  autopsied 
bodies  this  can  be  done  only  by  injecting  fluid  towards 
the  extremities  of  the  bodies  through  the  arteries  which 
supplied  these  parts  with  blood  in  life. 


To  cnLbiiliu  the  face  and  head,  inject  through  the 
common  carotid  arteries.  Always  use  both  of  these 
when  caring  for  the  head.  Use  a  -'Y"  tube  if  you 
have  it. 

Raise  both  axillary  arteries  and  inject  towards  the 
hands. 

Raise  both  iliacs  or  both  feiYiorals  and  inject  toward? 
the  feet.  Should  there  be  an  incision  large  enoug'h, 
sponge  out  all  secretions,  blood  and  fluid  from  the 
cavities,  and  fill  the  cavities  with  RE-Concentrated 
Dioxin  in  its  formaldehyde  sitrcngth — or  even  stronger. 

Good  results  will  be  obtained  should  you  place 
numerous  pieces  of  absorbent  cotton  or  lintine  in  var- 
ious parts  of  the  cavities,  before  you  inject  the  fluid. 
Drying  compound  may  be  used  v/ith  good  results,  pro- 
vided it  is  thoroughly  distributed  around  all  of  the 
organs. 

Sew  up  all  incisions  neatly  and  place  a  piece  of  lin- 
tine over  each  of  the  incisions  before  the  body  is 
dressed. 

The  entire  tissue  of  the  trunk  may  be  disinfected  by 
using  the  long  hollow  needle,  hypoderniically  injecting 
a  goodly  ([uantity  of  fluid  through  all  of  this  tissue. 

Upon  an  autopsied  body  or  Avhere  there  is  a  ruptured 
circulation  (also  in  cases  of  venous  congestion,  or 
where  tissue  gases  have  formed)  the  carotid  arteriefj 
are  without  a  doubt  the  best  to  use  in  treating  the  face, 
since  only  they  could  c'arry  fluid  directly  to  the  face. 

When  the  above  conditions  do  not  exist  they  are  no 
better  than  the  axillary,  or  perhaps  other  arteries,  for 
injection. 

Use  the  axillary  for  injecting  when  following  Rule 

( To  he  continued. ) 


A  HEAVY  CASKET 

William  H.  Battersby,  a  Philadelphia  undertaker,  is 
credited  with  the  use  of  the  largest  polished  solid  ma- 
hogany casket  ever  seen  in  that  city.  It  was  built  by 
Mr.  Battersby 's  workmen  on  special  proportions  to 
encasket  the  500-poxind  body  of  Frank  J.  Griess,  who 
died  on  August  18th.  The  inside  measurements  were : 
32  inches  wide,  35  inches  high,  6  feet  6  inches  long.  As 
no  hearse  could  be  found  of  sufficient  size  to  accommo- 
date the  monster  casket,  an  undertaker's  wagon  was 
used. 


EMBALMERS'  EXAMINATIONS  IN  FEBRUARY 

At  la  meeting  of  tlie  Ontario  Embalmers'  Board  of 
Examiners,  held  at  Toronto  on  Nov.  30,  it  was  de- 
cided to  hold  an  examination  for  eandidates  wishing 
to  qualify  as  emljalmers  in  that  Province,  on  Wednes- 
day, Feb.  23,  1916,  at  Toronto.  Jas.  Torrance,  secre- 
tairy  of  the  Board,  MilveTton,  Ont.,  will  supply  de- 
tailed information  to  those  wishing  to  take  the  exam- 
ination. 
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EMBALMING  SCHOOL  AT  BUFFALO 

The  demonstrations  given  by  Prof.  H.  S.  Eckels,  of 
Philadelphia,  in  the  Central  Casket  Co.'s  building,  at 
45  Niagara  Street,  Buffalo,  during  the  week  of  Jan- 
uary 3rd,  were  a  decided  success,  'both  in  the  attend- 
ance of  "scholars"  and  in  the  results  achieved.  A 
great  many  Canadian  funeral  directors  were  present, 
evidencing  the  strong  hold  these  annual  demonstra- 
tions have  on  the  profession  this  side  of  the  border. 

Prof.  Eckels  lectured  on  "Osmotone,"  and  demon- 
strated its  use  lon  the  head  and  arm  of  a  baby  dead  for 
four  weeks  and  badly  discolored.  He  cleared  it  up 
perfectly.  Osmotone  is  >a  new  blood  solvent,  for  clear- 
ing up  discolorations,  recently  invented  by  H.  S. -Eckels. 

Notes  After  School 

Three  of  the  Ontario  delegates,  not  mentioning  any 
names,  caught  a  severe  cold  while  in  Buffalo  and  were 
forced  to  pull  the  bottle  during  lectures. 

Bob  Stone  gave  a  very  interesting  lecture  to  the 
class  on  "The  Preparation  .of  the  Body  for  Burial."  It 
was  excellent  and  was  well  received. 

The  school  was  open  for»four  days,  from  Tuesday 


Graham,  Toronto;  P.  McCabe,  Toronto;  G.  M.  Hicks, 
Smithville ;  Geo.  Sutherland,  Wetland. 


OBITUARY 

The  death  occurred  recently  of  Mrs.  Isabel  Gray 
Liebner,  wife  of  A.  J.  Liebner,  of  Liebner  &  Walker, 
furniture  dealers  and  undertakers,  Rodney,  Out. 
Funeral  services  were  held  at  the  house  the  day  of  the 
funeral,  and  interment  was  made  in  Rodney  Cemetery. 
The  Furniture  World  adds  its  sympathy. 


UNUSUAL  EMBALMING  CASE 

At  Peterborough,  Ont.,  one  of  the  tallest  men  in 
Canada  died  recently.  This  gentleman,  Alexander 
Trotter,  measured  7  ft.  2  ins.  in  his  stocking  feet,  and, 
of  coiirse,  had  to  have  a  special  casket  made  to  order, 
this  being  supplied  by  the  Dominion  Manufacturers 
through  the  National  Gasket  Co.,  Toronto.  Two  gal- 
lons of  "CaranaC"  embalming  fluid  were  used  to  pre- 
serve the  body. 

The  late  Mr.  Ti'otter  was  born  in  Peterborough 
County  in  1853,  and  had  been  a  very  familiar  figure 


Group  picture  of  students  in  attendance  at  Buifaio  "  Embalming  School. 

Bob  Flint  have  stolen  his  chair. 

noon  until  Friday  night,  with  morning  and  afternoon 
sessions.   No  report  was  kept  of  the  night  sessions. 

Charlie  Connors  says  that  Charlie  Smith,  of  Barrie, 
became  so  interested  in  the  session  that  he  really  forgot 
about  his  dinner. 

Dr.  Jacobs,  a  professor  of  the  University  of  Buffalo, 
invited  the  class  to  the  university  on  Friday  afternoon 
to  study  post-mortem  work. 

One  of  the  Buffalo  hotels  was  on  fire  in  the  middle 
of  the  night  and  it  was  first  thought  that  one  of  the 
delegates  had  lost  his  grip  and  other  personal  eff'ects, 
but  it  was  afterwards  found  o.k.  (Bob  Stone.) 

Canadians  in  Attendance 

These  are  the  names  of  Ontario  funeral  directors 
present  at  the  school : 

A.  T.  Ball,  Ayr ;  N.  J.  Boyd,  Mitchell ;  N.  B.  Cobble- 
dick,  Toronto;  D.  Clark,  Orillia ;  C.  Connors,  Toronto; 
Norman  Craig,  Toronto ;  J.  Comstock,  Peterborough ; 
W.  Dwyer,  Hamilton ;  J.  A.  McLaughlin,  Toronto ;  F.  J. 
McArthur,  Cobourg;  Mr.  and  Mrs.  Mclntyre,  St.  Cath- 
arines ;  J.  A.  Rtissell,  Niagara  Falls ;  A.  Schreiter,  Ber- 
lin; C.  Smith,  Barrie;  Prof.  R.  Stone,  Toronto;  J.  M. 
Taylor,  Tillsonburg ;  K.  S.  Flint,  Toronto ;  J.  A.  Robin- 
son, Hamilton ;  C.  A.  Butler,  St.  Catharines ;  J.  H.  At- 
wood,  Bridgeburg;  H.  B.  Dell,  Ridgeway;  G.  W.  C. 


N.  B.  Cobbledick  has  just  liiiished  a  little  speech  and  Norman  Craig  and 
Many  familiar  faces  will  be  noted. 

on  the  streets  of  Peterborough  for  the  last  forty  years, 
his  extreme  height  making  him  conspicuous.  The  un- 
dertaker in  charge  had  but  little  difficulty,  excepting 
when  he  came  to  place  the  casket  in  the  hearse,  when 
it  was  found  necessary  to  tie  the  doors,  as  they  could 
not  be  closed,  as  the  outside  measurement  of  the  casket 
was  7  ft.  8  ins. 


PROFESSIONAL  NOTES 

A.  J.  H.  Eckardt  was  patron  of  a  grand  sacred  con- 
cert given  in  the  Lutheran  Church  at  Unionville,  Ont., 
on  Jan.  17,  by  Trinity  Methodist  Choir,  Toronto,  in  aid 
of  the  York  County  Patriotic  Fund. 

J.  0.  Van  Camp,  a  prominent  undertaker  and  em- 
balmer  of  Toronto,  has  been  appointed  permanent  city 
secretary  of  the  Retail  Merchants'  Association. 

A  recent  suit  pressed  by  the  Department  of  Labor  of 
New  York  State  against  one  of  the  casket  companies 
brought  out  the  decision  that  casket  factories  in  that 
state  must  close  up  their  whole  plants  on  Sundays. 

G.  Dudley  Wright,  funeral  director  at  Charlottetown, 
P.E.I.,  sent  out  to  his  friends,  among  them  Canadian 
Furniture  World  and  The  Undertaker,  a  very  neat 
and  pretty  booklet  conveying  Yuletide  greetings  The 
booklet,  printed  in  gold,  red  and  black,  gave  a  series 
of  illustrations  showing  the  interior  of  the  parlors  and 
showrooms  of  Mr.  Wright. 
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Saskatchewan  Embalmers'  Regulations 

Uiulci-  tlic  |)rovisi()n.s  of  Tlio  Public  Health  Act  His 
Honor  the  Lieuteuaut  (.ovcnioi'  by  and  Avith  the  advice 
of  the  executive  council  has  been  pleased  to  grant  his 
ajjproval  of  the  attached  dr;ift  copy  of  i-egulations  re- 
lating to  eiid)aliiiers  and  undei'taK'crs : 

1.  All  |))-actising  the  art  of  erid)alniing  must  api)ly 
for  and  ol)tain  a  license  to  do  so  from  Ihe  Commissioner 
of  Public  Health.    T^icenses  must  be  renewed  nnnually. 

2.  Exanunations  will  be  held  annually  ;it  such 
centres  as  shall  be  decicbnl  upon  l)y  the  coinmissioner, 
at  which  candidates  shall  (b'monstrate  their  i)roficieney 
as  the  examiners  may  re<|uire,  in  addition  to  giving 
written  answei's  to  set  (juestions  on  aruitoiny,  sanitary 
science,  and  tbe  methods  of  the  care,  preservation,  em- 
balming and  ti-ansportat ion  of  dead  bodies. 

■i.  An  examiiuition  fee  of  five  (5)  dollars  siudl  be 
paid  by  caiulidates  on  a'])pliciit ion  for  examination. 

4.  The  board  of  examinei-s  shall  consist  of  five  per- 
sons, of  which  two  shall  he  licensed  embalmers,  two 
medical  |)]-actitioiiei's.  and  one  official  of  the  lJui-eau 
of  Pid)lic  Health.  Examiners  shall  i-eceive  a  fee  of 
ten  (10)  dollars  as  remuneration  for  their  services. 

5.  Oidy  licensed  embalmers  shall  prejiare  bodies,  by 
any  process  of  embalming,  for  transportation  by  rail 
or  ocean  transit,  and  then  only  in  accordance  with  the 
provisions  sjjecified  in  sections  101,  102,  lO:'.  104  and 
105  of  The  Public  Health  Act. 

6.  The  transportation  of  bodies  dead  of  smallpox, 
Asiatic  cholei-a,  yellow  fever,  typhus  fever,  o)'  bubonic 
plague  is  absolutely  foi'bidden. 

7.  Lrtcenses  shall  be  issued  on  application  to  any 
person  who  has  by  examiruition  obtained  a  dii)loma  or 
certificate  of  coini)etency  from  some  recognized  school 
of  eitd)alming  in  Canada.  api)roved  by  the  commis- 
sioner. 

8.  Embalmers  are  re(|uired  and  shall  kee{)  in  stock, 
or  make  to  order,  coffins  or  caskets  for  sale,  to  |)ersons 
re(iuiring  the  same  at  prices  fi'oiii  fifteen  (15)  dollars 
and  upwards. 

9.  For  burial  of  unclaimed  bodies  the  expense  (which 
may  be  a  charge  payable  by  the  government  of  the 
provinc<')  shall  not  exci'ed  the  sum  of  tw^enty  (20) 
dollars. 

10.  Ground  for  the  burial  of  indigents  or  uiielainied 
bodies  shall  be  |)rovided  by  the  owners  of  all  cemeteries 
free  of  charge,  but  the  cost  of  digging  graves  and  back 
filling  shall  be  paid  for  by  the  person  in  charge  of 
burial,  the  charge  not  to  exceed  the  sum  of  five  (5) 
dollars. 

11.  The  disinterment  of  bodies  can  oidy  be  made 
when  a  written  pei'rnit  from  the  Commissioner  of  Pub- 
lic Health  is  obtaiiu'd,  who  shall  direct  in  what  man- 
ner and  on  what  conditions  exhumation  and  reinter- 
ment shall  be  carried  out. 

12.  Undertakers,  a  register  of  whom  is  kept  by  the 
Commissioner  of  Public  Health,  shall  also  be  recjuired 
to  keep  in  stock,  or  make  to  order,  coffins  or  caskets 
for  sale  to  persons  recpiii'ing  the  same,  at  prices  from 
fifteen  (15)  dollars  and  upwards. 

18.  Nothing  in  these  regulations  shall  prevent  or 
l)rohibit  any  j)erson  from  supplying  coffins  or  caskets 
as  may  be  reipiired  by  anyojie,  nor  shall  any  person  be 
prohibited  from  directing  or  conducting  funerals,  pro- 
vided a  cei'tificate  of  registration  for  the  purpose  of 
burial,  accoi'ding  to  schedule  form  D  of  The  Vital 
Statistics  Act,  is  i)i'oduced,  at  time  of  burial. 

14.  Whoever  infringes  any  of  the  provisions  of  the 
foregoing  regulations  or  neglects  to  conform  thereto 
shall,  upon  summary  conviction  before  a  justice  of  the 


peace  or  magistrate,  be  liable  for  each  offence  to  a 
penalty  of  not  less  than  ^^2  nor  more  than  $50. 

15.  When  it  is  necessary  to  prosecute  any  person 
failing,  neglecting  or  refusing  to  obey  and  carry  out 
any  provision  of  these  regulations,  and  the  justice  of 
the  peace  or  magistrate  finds  the  offence  proven,  he 
shall,  in  addition  to  any  fine  imposed,  order  the  notice 
or  notices  of  the  health  authority  to  be  carried  out  at 
the  expense  of  the  party  in  default. 


SASKATCHEWAN'S  CEMETERIES  REGULATIONS 

Under  the  provisions  of  The  l'id)lic  Health  Act  His 
Honor  the  Lieutenant  Governor  of  Saskatchewan,  by 
and  with  the  advice  of  the  executive  council  has  been 
pleased  to  grant  his  approval  of  the  attached  draft 
eopy  of  regulations  governing  cemeteries: 

1.  All  cemetei'ies  hereafter  established  or  formed, 
whetlu'r  the  pi'()|)erty  of  corporations,  companies  or 
individuals,  shall  be  surveyed  and  registered  in  ae- 
eoi'daiiee  with  The  fjaiid  Titles  Act,  but  lots  or  plots 
may  he  disposed  of  and  held  for  burial  sites  free  from 
the  provisions  of  The  Larul  Titles  Act,  and  exempt 
rr(nM  taxation  or  seizure. 

2.  The  location  chosen  for  cemeteries  must  be  on  suit- 
ahle  giound,  at  a  distance  of  at  least  100  yards  from 
any  watei'  course  or  well.  Before  the  site  is  surveyed 
or  definitely  fixed,  it  must  be  approved  of 'by  the  Com- 
missioner of  Public  Health. 

■'5.  All  cemeteries  must  be  kept  in  good  order  and 
care  taken  that  no  offence  or  nuisance  arise  therefrom, 
and  must  be  inclosed  by  suitable  and  sufficient  fences. 

4.  There  shall  be  set  apart  in  every  cemetery  a  por- 
tion of  ground  for  the  burial  of  the  destitute  or  for 
unclaimed  bodies,  such  portion  to  be  not  less  than  one- 
fiftieth  part  of  the  surveyed  plots. 

5.  Any  undertaker,  embalmer  or  other  person  in 
charge  of  the  dis])osal  by  burial  of  the  body  of  any  in- 
digent, or  unclaimed  body,  shall  give  notice  to  the 
secretary  in  whose  charge  the  cemetery  may  be,  and 
shall  make  application  for  permission  to  bury  such 
body,  and  the  burial  shall  be  done  in  accordance  with 
the  by-laws  or  regulations  controlling  such  cemetery. 

6.  There  shall  be  no  charge  for  ground  for  the  burial 
of  such  bodies  as  are  specified  in  clause  4  of  these  regu- 
lations, but  the  expense  of  digging  the  grave  (the 
dejjth  of  grave  to  be  six  feet)  and  back  filling  shall 
be  ])aid  for  by  the  person  to  whom  is  intrusted  the 
burial,  such  charge  not  to  exceed  the  sum  of  $5. 

7.  All  burials  shall  be  conducted  in  a  decent  and 
solemn  manner,  and  any  sacrilegious  conduct  or  viola- 
tion of  any  grave  or  other  cemetery  property  shall  be 
dealt  with  summarily  and  punished  on  conviction  by 
a  fine  not  more  than  $100  and  costs  of  prosecution. 

8.  The  disinterment  of  bodies  can  only  be  made  wlien 
a  wn-itten  permit  from  the  Commissioner  of  Public 
Health  is  obtained,  who  shall  direct  in  what  manner 
and  on  what  conditions  exhumation  and  reinterment 
shall  be  carried  out. 

9.  Whoever  infringes  any  of  the  provisions  of  the 
foregoing  regulations  or  neglects  to  conforin  thereto 
shall,  upon  summary  conviction  before  a  justice  of  the 
peace  or  magistrate,  be  liable  for  each  offence  to  a 
l)enalty  of  not  less  than  $2  nor  more  than  $50. 

10.  When  it  is  necessary  to  prosecute  any  person  for 
failing,  neglecting  or  refusing  to  obey  and  carry  out 
any  i)rovision  of  these  regulations,  and  the  justice  of 
the  peace  or  magistrate  finds  the  offence  proven,  he 
shall,  in  addition  to  any  fine  imposed,  order  the  notice 
or  notices  of  the  health  authority  to  be  cai'ried  out  at 
the  expense  of  the  party  in  default. 
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DOMINION  MANUFACTURERS 

LIMITED 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

This  IS  one  big  reason  why  we  are 

in  a  position  to  extend  to  the  profession— 

"SERVICE" 

in  the  fuller  sense  of  the  word 

T 

I  The  National  Casket  Co.,  Limited       -       Toronto,  Ont.  | 

I  The  D.  W.  Thompson  Co.,  Limited    -       Toronto,  Ont.  | 

I  The  Semmens  &  Evel  Casket  Co.,  Limited,  Hamilton,  Ont.  m 

I  The  Globe  Casket  Co.,  Limited           -       London,  Ont.  | 

I  Jas.  Elliott  &  Son                   -                  Prescott,  Ont.  | 

I  Girard  &  Godin,  Limited        -           Three  Rivers,  Que.  | 

I  Christie  Bros.  &  Company,  Limited      -      Amherst,  N.S.  | 

I  The  Semmens  &  Evel  Casket  Co.,  Limited,  Winnipeg,  Man.  | 

I  Vancouver  Casket  Company         -         Vancouver,  B.C.  | 


Head  Office: 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO  .       .       .  CANADA 
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Our  New  State  Casket 


.  No.  660 

i  FOR  PRICE  SEE  PAGE  EIGHT 

J  OF  LATEST  PRICE-LIST 


I      I       State  Casket,  built  of  oak,  with  beauti-  |  | 

j      I       ful    symmetrical    urn  -  shaped  corners,  |  | 

I      I       which  take  you  away  from  the  old-time  |  | 

I        I         carved  comer.    All  mouldings  are  built  with  the  |  | 

I        I         same  object  in  view,  a  massive  plain  casket  with  1  | 

I        I         most  pleasing  lines.    This  casket  we  cover  with  |  | 

I        I         an  A  1  grade  of  broadcloth.    The  large,  swell  j  | 

I        I         plate,  which  is  cut  in  the  centre,  is  lined  with  |  | 

I        I         crushed  Duchess  satin.   Also  covered  on  Mahog-  |  | 

I        I         any,  varnished  inside,  at  extra  cost.  |  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


Our  New  Chancellor  Casket 


I      I       Chancellor  Casket,  extra  heavy  moulded  |  | 

I      I       sides,  with  prominent  base  and  crown  |  | 

I      I       moulding,  in  keeping  with  the  massive  |  | 

I      I       top  moulding  and  extra  heavy  full  length  |  | 

I      I       swell  panels.     Covered  with  superior  j  | 

I      I       British  broadcloth,  face  plate  hinged  and  |  j 

I      I       lined  with  stone-crushed  Liberty  satin.  |  | 

I      I       A  casket  that  you  will  be  glad  to  re-  |  | 

I      I       peat  whenever  sold.  |  j 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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DOMINION  MANUFACTURERS 


LIMITED 


Your  Interests  and 
Our  Interests  are  Mutual 

and  naturally  can  be  best  benefited 
through  close  co-operation 

This  is  the  big  thought  behind  the  idea  of 
having  our  "Roadsters"  gather  together  as  frequent- 
ly as  is  convenient  for  an  interchange  of  ideas  and 
discussion  of  matters  pertaining  to  the  association 
of  inside  and  outside  work. 

These  men  of  the  road  are  the  men  who  come  inclose 
contact  with  each  mdividual  member  of  the  Profession. 
They  are  the  men  who  learn  local  conditions — the  men 
who  study  individual  requirements,  and  who  gather  many 
suggestions  and  valuable  information  from  the  numerous 
"live  wire"  Funeral  Directors. 

And  it  is  by  occasionally  gathering  these  men  together 
that  we  can  best  obtain  information  that  will  greatly  assist 
us  in  co-operating  more  closely  with  the  Profession,  and 
thus  enable  us  to  extend  a  SERVICE  so  thorough  in 
every  detail  as  to  make  it  the  only  service  of  its  kind, 
greatly  beneficial  to  all  interests  concerned  and,  viewing  it 
from  a  strictly  business  standpoint,  the  logical  service  for 
you  to  employ. 

The  first  of  these  gatherings  was  held  January  14th' 
and  the  value  of  the  idea  was  confirmed.  Many  suggestions 
that  can  be  applied  to  advantage  were  received,  and  doubt- 
lessly members  of  the  Profession  will  benefit  by  their 
application  in  the  future. 

The  next  gathering  will  be  held  early  in  the  Spring* 
and  if  you  have  something  good  "up  your  sleeve"  pass  it 
along  to  one  of  the  boys  so  that  he  can  put  it  before  the 
meeting,  if  it  is  too  good  to  keep  that  long,  send  it  direct 
to  us.  We  assure  you  it  will  be  appreciated  and  will 
receive  real  consideration. 


a  = 


iiliiiiililliilililiiiiiliiiiiiilililililiiililiiiiiiiiiiililililiiililililll^^ 
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Maxwell  Sanitary  Steel  Vault 


Patents  Nos.  759727  ;  759728  ;  800929  ;  800930  ;  840077 


STOP  COMPLAINING- FREE  YOURSELF  FROM  DOUBT   JOIN  THE  RANKS  OF  OUR  SATISFIED  CUSTOMERS 

You  can  make  no  mistake  in  using-  a  Maxwell  Vault.    The  best  from  the  first.    Its  superiority  is  firmly  established 

after  years  of  experiment  and  improvement. 

NO  CAUSE  FOR  COMPLAINT— NO  CHANCE  FOR  EMBARRASSMENT 

Made  of  the  Very  Best  Grade  of  Steel  Sheets.  Welded  in  one  solid  piece  by  the  Autogenous  Process.   Finished  in  Aluminum  and  Gold. 

A  PLEASING  AND  EXCLUSIVE  DESIGN 
Carried  in  Stock  by 

DOMINION  MANUFACTURERS,  LIMITED 

TECUMSEH  and  NIAGARA  STS.,  TORONTO,  CANADA 


EXAMINATION 

The  Board  of  Examiners 

Milverton      -  Ontario 

NOTICE 

The  Government  Board  of  Examiners,  under 
the  Embalmers'  and  Undertakers'  Act,  will 
conduct  an  examination  in  the  Anatomical  Sec- 
tion of  the  Toronto  University  Building,  on 
Wednesday,  February  23rd,  1916,  commencing- 
at  ten  o  'clock  in  the  morning-.  Candidates  wish- 
ing to  take  the  examination  for  qualification 
and  Government  License  will  send  in  their 
application  and  fee  to  the  secretary  not  later 
than  February  15th,  1916. 

Blank  forms  of  application  can  be  had  on 
application  to  the  secretary. 

JAS.  TORRANCE, 

Secretary, 
Milverton,  Ont. 

Milverton,  January  15th,  1916. 


PARANAP 

EMBALMING  FLUID 


DONT  FORGET 
THIS  POINT 

No  rouge  or  other  coloring  is  re- 
quired, as  any  effect  desired  can  be 
produced  by  following  directions. 

Its  Preservative  Qualities 
are  Unequalled 


fARANAf 

:^1BHI)|[FLB^ 


$7.50 
$9.00 


in  gallon 
container 


per  case  12 
16  oz.  bottles 


LESS  5% 
We  solicit  an  order 

CARANAC 
LABORATORY 

PETERBOROUGH,  ONT., 

CANADA 
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DOMINION  MANUFACTURERS  SALES  CON- 
FERENCE 

A  special  conference  of  the  Ontario  selling  represen- 
tatives of  Dorninion  Manufacturers,  Limited,  and  its 
branches  was  held  at  the  head  office  of  the  company,  in 
Toronto,  on  Friday,  January  14.  "The  boys"  met  in 
the  board  room  of  the  company  and  were  received  by 
the  directors  and  executive  to  discuss  matters  of  mutual 
interest.  The  address  of  welcome  of  the  president 
(Lorne  C.  Webster,  of  Montreal),  also  the  addresses  of 
the  vice-president  (F.  W.  Coles)  and  co-directors  (Dr. 
Milton  L.  Hersey,  of  Montreal,  and  Charles  H.  Ivey,  of 
London)  were  of  such  a  luiture  as  to  make  the  boys 
feel  perfectly  at  home,  and  members  of  one  big  family. 

Needless  to  say,  the  hundred-and-one  business  prob- 
lems and  difficulties  subiriitted  to  the  meeting  follow- 
ing the  addi'esses  of  welcome  were  dealt  with  in  a 
most  friendly  and  business-like  manner,  and,  owing  to 
the  fact  that  all  the  members  of  the  directorate  aud 
executive  ol'  Dominion  Manufacturers  are  men  of  wide 
experience,  and  thoroughly  jiractical  and  prominent  in 
the  business  world  of  ('anada,  no  problem  nor  sugges- 
tion submitted  was  too  difficult  for  them  to  discuss 
from  the  right  angle. 

The  conference  was  the  first  of  its  kind  held  by  the 
company,  and,  needless  to  say,  it  was  a  huge  success 
and  thoroughly  appreciated  by  all  present.  The  key- 
note throughout  the  proceedings  was  "service"  and  all 
that  that  word  implies.  The  company  owns  and  oper- 
ates factories  throughout  Canada,  and  is  represented 
by  an  efficient  staff  of  expej'ienced  salesmen  from  coast 
to  coast,  and  is  well  able  to  give  every  funeral  direc- 
tor the  best  of  service,  day  and  night.  The  range  of 
manufactures  and  supplies  of  every  nature  incidental 
to  the  busijiess  is  e(|nal  to  any  on  the  continent. 

The  busijiess  conference  lasted  some  four  hours,  and 
at  7  o'clock  the  boys  were  invited  to  join  the  directoi's 
at  a  siimptuous  dinner  at  the  National  Club.  To  say 
that  the  dinner  was  an  enjoyable  one  is  too  mild  an 
expression.  It  was  just  like  a  family  of  big  brothers 
all  met  together  for  a  good  time.  The  round  table  talk 
and  ear-splitting  stories  told  were  thrilling  and  it  was 
an  eye-opener  to  the  staff  to  realize  that  all  the  mem- 
bers of  the  directorate  and  executive  committee  had 
been  there  before  and  could  raise  a  laugh  by  their 
stories  that  was  productive  of  the  highest  degree  of 
mirth. 

After-dinner  speeches  were  triade  by  everyone 
present,  and  all  were  agreed  that  the  honoi's  of  the 
evening,  from  a  speech-making  standpoint,  were  car- 
ried off  by  that  popular  representative,  W.  H.  Hender- 
son, of  Ottawa,  more  familiarly  known  as  "The 
Deacon."  Comment  is  scarcely  necessary  on  the 
speeches  rendered  by  the  chairman  (President  L,  C. 
Webster)  and  his  confreres,  the  directors  and  execu- 
tive, as  they  are  all  pretty  good  speech  makers.  As 
indicative  of  the  high  esteem  and  admiration  in  which 
the  vice-president  and  late  general  manager,  F.  W. 
Coles,  is  held,  it  is  only  necessary  to  say  that  when 
called  upon  for  his  after-dinner  speech  he  was  greeted 
with  the  rousing  chorus:  "He's  a  jolly  good  fellow," 
followed  by  three  cheers  and  a  tiger. 

Unquestionably,  Fred  W.  Coles  is  known  and  well- 
beloved  far  and  wide  among  the  funeral  directors  and 
casket  manufacturers  of  Canada..  After  some  forty-six 
years'  active  service  in  the  business  he  is  now  relaxing 
somewhat,  and  is  relieved  of  his  onerous  duties  by  a 
capable  successor.  Hector  L.  Godin,  late  of  Girard  & 
Godin,  of  Three  Rivers,  Que. 

The  jolly  festival  terminated  at  an  early  hour,  every- 
one feeling  happy,  and  glad  that  he  had  the  privilege 


to  attend  such  an  inspiring  conference.    The  following 
is  a  list  of  names  and  addresses  of  those  present : 

Directors  and  executive:  Lorne  C.  Webster,  Mont- 
real, president;  F.  W.  Coles,  London,  vice-president; 
Dr.  Milton  L.  Hersey,  Montreal,  director;  Charles  H. 
Ivey,  London,  director;  Hector  L.  Godin,  Toronto,  gen- 
eral manager;  D.  M.  Andrews,  Toronto,  secretary-treas- 
urer; F.  L.  Coles,  Toronto,  manager  National  Casket 
C()mj)any. 

Sales  representatives:  W.  H.  Henderson,  Eastern  On- 
tario and  Quebec;  James  McMurray,  Southwestern 
Ontario;  H.  E.  Caulfield,  Southwestern  Ontario;  J.  R. 
Tupper,  Northwestern  Ontario;  S.  R.  McCully,  North- 
western Ontario;  A.  Black,  Northern  Ontario;  W.  G. 
l>artlett.  Eastern  Ontario;  J.  H.  Percy,  Southwestern 
Ontario;  A.  Preston,  City  of  Toronto;  N.  Hendricks, 
('ity  of  Toronto. 


FUNERALS  IN  RUSSIA. 

Black  coffins  are  seldom  used  in  Russia.  Coffins  are 
generally  brown,  but  children  have  pink,  grown-up  un- 
married girls  sky-blue,  while  older  females  are  indulged 
with  a  violet  color.  Among  the  poorer  classes  the  cof- 
fin is  adorned  with  pine  branches,  while  among  the 
rich  the  w'hole  way  from  the  habitation  to  the  church 
is  strewn  with  the  same.  A  correspondent  says:  "The 
coffin  is  carried  to  the  church  uncovered,  that  the  ae- 
(|uaintances  who  may  happen  to  meet  it  in  the  street 
may  have  a  last  glimpse  of  their  friend's  face.  The 
lid  is  carried  before.  The  coffin  is  followed,  even  in 
the  daytime,  by  a  band  of  torchbearers,  with  broad 
cocked  hats,  and  enveloped  in  long,  black  mantles.  All 
those  who  meet  the  funeral  procession  take  off  their 
hats  and  offer  up  a  prayer  to  heaven  for  the  dead;  and 
so  earnest  are  their  devotions  that  they  do  not  replace 
their  hats  until  the  cavalcade  has  disappeared  from 
their  sight.  This  mark  of  respect  is  shown  to  every 
corpse.  In  the  church  the  corpse  is  again  set  out  in 
state,  and  the  priests,  clad  in  black  and  white,  and 
holding  in  their  hands  wax  lights  enveloped  in  crepe, 
place  on  the  forehead  a  fillet  ornamented  with  holy 
images.  In  his  hand  is  stuck  a  cross  of  wax.  Even  a 
plate  of  food  is  placed  near  the  coffin.  This  funeral 
dish  is  termed  kulja,  and  generally  consists  of  rice 
cooked  with  honey,  formed  into  a  kind  of  pudding. 
This  is  strewn  with  raisins  by  way  of  ornament,  and 
on  the  top  lies  a  cross  of  the  same  fruit.  The  wealthy, 
instead  of  raisins,  use  small  pieces  of  sugar.  After  th]s 
a  mass,  in  Russian  ecclesiastical  language  Panichide, 
is  chanted  by  the  pi'iests.  During  this  the  relations 
take  the  last  farewell  of  the  departed,  all  kiss  his  hand, 
and  amongst  the  lower  orders  the  most  doleful  and 
eloquent  addresses  succeed.  If  the  deceased  be  a  mar- 
ried man  the  widow  gives  way  to  the  most  moving  and 
poetical  expressions  of  sorrow.  Amidst  this  lamenta- 
tion without  end  the  lid  of  the  coffin  is  closed,  and  the 
procession  moves  on  to  the  burial  ground." 


CORPSE  REBELS 

Mrs.  Elizabeth  Tanner,  Waterbury,  Conn.,  aged  58, 
while  being  removed  from  the  room  in  which  she 
"died,"  shocked  the  attendants  with  a  yell  of  protest 
against  the  rough  manner  in  which  they  were  handling 
her  body.  She  directed  them  to  be  more  careful.  She 
had  been  supposed  to  be  dead  about  two  hours,  and 
Vila's  about  to  be  embalmed.  Physicians  think  her  case 
one  of  suspended  animation. 
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The 
Newest  and 
Best  in 


Caskets 

Robes 

Linings 

Casket 

Hardware 

Etc. 


Write  for  illus- 
trations of  our 
latest  designs  in 
Caskets. 


cAXADA  CASkKT 


Our  Modern  Well  Equipped  Plant 


CANADA  CASKET  COMPANY,  LIMITED 


WIARTON 


Toronto  Office,  309-10-11  Confederation  Life  Building 


CHAMPION  FLUID 

100%  PURE  CHEMICALS 

Made  in  Canada 

The  purest  and  best  chemicals,  combined  with  many 
years  experience  and  constant  vigilance,  ensures  the 
quality  and  merit  of  Champion  Fluid. 

No  user  of  Embalming  Fluid  is  as  critical  of  its  quality 
as  are  the  makers  of  Champion. 

Order  Direct  From  Us  or  From  Your  Jobber 

The  Champion  Chemical  Company 

Springfield,  Ohio 
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EMBALMERS'  QUESTION  BOX 

By  Prof.  A.  H.  WoTsham 

Locate  the  basilic,  axilhiry,  subclavian,  jugular,  iliac 
and  femoral  veins. 

Ansv^^er — The  basilic  vein  is  found  on  the  inner  side 
of  the  arin,  th(>  or-igin  of  the  vein  being  formed  by  the 
median  basilic  and  common  ulnar.  It  accompanies  the 
brachial  artery,  and  the  course  of  the  vein  is  indicated 
by  a  line  drawn  from  the  centre  of  the  bend  of  the 
elbow  to  the  centre  and  anterior  portion  of  the  axillary 
space. 

The  axillary  vein  is  a  continuation  of  the  basilic,  and 
is  found  in  the  axillary  space,  Avhich  is  a  pyramidal 
space  found  between  the  lateral  walls  of  the  thorax  and 
the  inner  side  of  the  arm.  The  course  of  the  vein  is 
indicated  by  a  line  drawn  from  the  centre  of  the  shaft 
of  the  humerus  to  the  centre  of  the  clavicle  with  the 
arm  extended  at  right  angles  from  the  body. 

The  subclavian  vein  is  formed  by  the  axillary  and 
cephalic  and  accompanies  the  subclavian  artery,  which 
passes  into  the  walls  of  the  thorax  .just  underneath  the 
clavicle  and  the  lower  border  of  the  first  rib. 

The  jugular  veins  are  found  in  the  neck,  the  internal 
accompanying  the  common  carotid  artery  and  draining 
the  impure  blood  from  the  brain  and  anterior  surface 
of  the  face;  the  anterior,  posterior  and  external  jug- 
ulars drain  the  rest  of  the  head  and  neck  and  empty 
their  contents  into  fhe  subclavian  veins. 

The  iliac  veins  accomi)any  the  iliac  arteries  and  join 
to  form  the  inferior  vena,  cava. 

The  femoral  vein  accompanies  the  femoral  artery, 
which  ]iasses  through  Hunter's  canal  and  Scarpa's  tri- 
angle, and  terminates  just  at  Poupart's  ligament  into 
external  iliac  vein. 

Name  six  arteries  used  for  injecting,  (a)  Name  four 
veins  used  for  drawing  blood. 

Answer — Common  carotids,  axillary,  ])rachial,  fem- 
oral, radial,  posterior,  tibial. 

(a)  Jugular,  axillary,  basilic  and  femoral  veins. 

Where  does  the  aorta  coimnence?  (a)  What  are  the 
first  two  branches  given  off  of  tlie  aorta?  (b)  What 
organs  do  they  supply  with  blood?  (c)  What  kind  of 
blood  does  the  pulmonary  artery  carry? 

Answer. — Left  ventricle  of  heart. 

(a)  Right  and  left  coronarv  arteries. 

(b)  The  heart. 

(e)  Venous  or  impure  blood. 

Of  what  is  the  right  common  carotid  artery  a 
branch?  (a)  What  arteries  supply  the  head  and  neck? 
(b)  Name  two  practical  arteries  for  embalming  nearest 
innominate  artery. 

Answer — Right  common  carotid  is  branch  of  inno- 
minate. 

(a)  External  carotid  and  branches  of  the  subclavian. 

(b)  Carotid  and  axillary. 

Differentiate  between  artei'ies  and  veins.  (a)  In 
what  direction  does  blood  flow  in  veins?  (b)  What 
large  vein  is  formed  by  the  common  iliac  veins? 

Answer — Arteries  begin  as  large  trunks  and  grow 
smaller.  They  are  contractile  and  elastic,  have  three 
coats,  remain  open  where  severed,  and  are  creamish 
white,  and  destitute  of  valves  with  the  exception  of 
aorta  and  pulmonary  at  the  origin. 

Veins  have  three  coats,  but  their  walls  are  thinner 
than  arterifes;  they  collapse  when  empty,  and  are  of 
bluish  color;  fre(|uently  have  valves. 

(a)  Toward  the  heart. 

(b)  Inferior  vena  cava  just  in  front  of  the  fifth 
lumbar  vertebrae  in  abdominal  cavity. — The  Em- 
balmers'  Monthly. 


PROMINENT  CANADIAN  EMBALMER  DEAD 

Fallowing  an  illness  of  some  duration,  Charles  D. 
P>lachford,  one  of  the  best-known  funeral  directors  in 
Canada,  died  at  his  home  in  Hamilton  on  January  18, 
and  while  the  announcement  was  not  altogether  in  the 
nature  of  a  surprise  to  his  friends,  his  death  will  be 
regretted  by  an  unusnally  large  number  of  personal 
and  busiiu^ss  ac(|uaintances.  In  the  passing  of  Mr. 
Blachford  Hamilton  lo.ses  a  native  son  and  business 
man  who  has  made  not  only  a  success  of  his  business, 
but  a  name  for  himself  which  is  known  throughout 
(Janada  and  a  goodly  portion  of  the  United  States. 

Charles  Daniel  Blachford  was  born  in  Hamilton  and 
was  the  eldest  son  of  the  late  John  Blachford,  who 
founded  the  business  to  which  the  sons  succeeded  on 
his  death.  He  received  his  education  in  his  native  city, 
and  on  his  leaving  school  entered  the  office  of  his  late 
father  and  became  a  partner  in  the  business.  The  firm 
was  then  styled  Blachford  &  Son,  and  remains  so  to 
the  present  time.  On  the  death  of  the  father  and 
founder  of  the  firm,  the  late  John  Blachford,  junior, 
went  into  the  business,  but  since  the  death  of  the 
latter,  a  few  years  ago,  the  business  has  been  conducted 
by  C.  D.  Blachford.  Some  months  ago  he  suffered  a 
stroke,  and  although  he  made  progress  towards  re- 
covery for  a  time,  he  gradually  became  weaker  until 
the  end  came. 

Mr.  Blachford  was  prominently  identified  with  fra- 
ternal organi-^ations  of  the  city,  but  probably  took  the 
keenest  interest  in  the  Masonic  order,  in  which  he  was 
a  very  active  worker.  He  was  also  prominently  identi- 
fied with  St.  George's  benevolent  society,  the  I.O.O.F., 
the  A.O.U.W.,  the  I.O.F.,  the  Sons  of  England,  the 
Rotary  Club,  the  Canadian  Club,  and  the  Royal  Hamil- 
ton Yacht  Club. 

There  were  in  Hamilton  but  few  men  more  genial 
than  the  late  Mr.  Blachford.  He  was  a  man  of  the  most 
even  temperament,  and  it  was  seldom  that  those  who 
know  him,  even  the  most  intimately,  saw  him  disturbed 
in  the  least.  He  had  the  happy  faculty  of  making 
friends -and  keeping  them  and  there  is  a  question  if 
there  lived  in  this  city  a  man  who  was  more  widely 
known  or  more  highly  esteemed  than  he.  In  addition 
to  the  fraternal  societies  with  which  the  deceased  was 
connected,  he  was  prominently  identified  with  the 
Conservative  Association,  and  in  addition  to  being  an 
active  worker  in  the  interests  of  the  party  he  served  for 
many  years  as  treasurer  of  the  Conservative  Associa- 
tion. 

Deceased  was  a  man  of  fine  attainments,  broad- 
minded  and  liberal-hearted,  and,  above  all,  most  char- 
itable, and  his  death  is  a  distinct  loss  to  the  city,  in  the 
interests  of  which  he  took  such  a  part  during  his  life- 
time. He  was  59  years  of  age,  and  is  survived  by  his 
wife,  one  son,  A.  C.  Blachford,  of  the  Detroit  Journal, 
and  two  daughters,  Mi-s.  Arthur  and  Mrs.  A.  E.  Martin. 

At  the  time  of  the  Hamilton  centennial,  held  in  1913. 
Mr.  Blachford  was  one  of  the  guests  of  honor  at  the 
garden  party  given  at  the  home  of  Stanley  Mills,  to 
those  who  had  been  residents  of  the  city  for  fifty  years, 
and  was  the  recipient  of  many  congratulations  on  hav- 
ing lived  within  the  confines  of  one  block  for  a  period 
of  fifty-six  years,  having  resided  successively  on  Mac- 
nab,  Charles,  Main  and  King  streets. 

Colin  E.  Burgess,  of  Hopkins  &  Burgess,  Toronto, 
had  charge  of  the  funeral  arrangements. 
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This  Casket  Will  Appeal  to  Your  Community 


This  case,  No.  301,  will  not  lie  in 
your  stock.  Show  it  and  it  sells  on 
merit.  Central  Casket  goods  cost  you 
no  more,  but  you  can  sell  them  for 
more  money  than  inferior  made  goods. 


CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  241  Fern  Ave.,  Toronto 


Telephone  126 


Telephone  Parkdale  3257 


Announcement 


A  New  Principle  in  Embalming 


We  herewith  announce  the  discovery  of 
A  NEW  PRINCIPLE  IN  EMBALMING. 
This  is  something  absolutely  unique  and 
embodies  a  method  which  is  in  no  manner 
like  any  other  ever  in  use  before. 

We  have  put  this  new  method  and  new 
principle  to  the  most  rigid  tests  and  it 
has  produced  results  which  can  be  de- 
scribed only  as  wonderful  in  both  preser- 
vation and  cosmetic  effect. 

Professor  Eckels  has  just  published  a 
thoroughly  thought-out  treatise  descrip- 
tive of,  giving  reasons  for  and  the 
methods  of  procedure  in  this  wonderful 
new  method  which  OPENS  UP  A  NEW 
EPOCH  IN  THE  SCIENCE  OF  EMBALM- 
ING. 

This  treatise  has  been  put  into  a  book 
of  about  130  pages,  beautifully  printed 
in  two  colors  and  attractively  bound. 

It  will  be  sent  FREE  OP  CHARGE  bo 
any  reliable  and  established  undertaker 
in  the  United  States  who  is  willing  to 
prove  the  efficacy  of  this  method  for 
himself. 

This  method  may  be  used  with  ANY 
STANDARD  EMBALMING  FLUID  arter- 
ially  injected.  The  embalmer  can  use  the 
fluid  to  which  he  is  most  accustom^-' 
The  material  for  putting  this  new  method- 
to  the  most  practical  of  all  tests — its  use 
in  your  own  embalming  room — costs  but 


$7.50.  If  you  want  to  do  better  work, 
if  you  want  to  obtain  results  you  never 
before  have  attained  at  only  a  slight 
additional  cost  over  your  previous  method 
and  a  few  minutes'  extra  work,  fill  out 
the  blank  in  the  corner  of  this  page  and 
mail  it  at  once.  The  volume  will  be  sent 
to  you  without  charge.  Read  it  carefully 
and  then  if  you  care  to  send  back  the 
equipment  and  keep  the  book,  we  will 
pay  transportation  charges  both  ways. 

Better  yet,  study  the  method  as  out- 
lined in  the  volume,  keep  both  the  volume 
and  the  material  and  we  will  bill  you 
for  $7.50. 

This  notice  is  addressed  to  those  who 
realize  that  the  inventor  of  the  famous 
Eckels-Genung  Axillary  method,  the  dis- 
coverer of  Dioxin  and  the  compounder  of 
the  only  BE-Concentrated  fluid  on  the 
market  would   not  make   this  announce- 


Cut  off  this  COUPON  and  Mail  to-day! 


ToH.S.  Eckels  &  Co.. 
241  Fern  Avenue. 
Toronto,  Can. 

Please  send  to  the  address  below,  free  of 
charge,  your  I  30-page  bnolc  entitled  "A  New 
Hiinciple  in  Embalming." 

You  may  include  with  it,  if  you  like,  the 
materials  necessary  for  tejting  this  new  method 
(enough  for  12  average  bodies)  and  bill  us  for 
$7.50,  with  the  distir  cl  understanding  thai  if 
after  reading  the  book  and  after  testing  the 
method  we  do  not  secure  results  far  better  even 
than  we  anticipate,  we  may  keep  the  book,  but 
leturn  the  materials  within  30  days,  and  you 
will  cancel  the  bill. 

(Signed) 


ment  if  he  were  not  sure  of  the  won- 
derful efficacy  of  the  method  this  interest- 
ing book  explains.  Lack  of  space  forbids 
a  more  extended  explanation  here.  Be- 
sides, the  book  gives  it  thoroughly,  and 
every  progressive  embalmer  wants  to 
know  ALL  about  this  new  and  forward 
step  in  the  path  of  progress. 

Write  to-day  and  tell  us  to  send  you 
the  outfit.  The  book  is  yours  whether 
you  keep  the  outfit  or  not. 


H.  S.  ECKELS  &  CO. 


1922  ARCH  STREET 


PHILADELPHIA,  PA. 


Canadian  Laboratories  :  241  Fern  Avenue,  Toronto 


52 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


February,  1916 


THE  FUNERAL  OF  THE  GREAT  NAPOLEON 

One  would  liavi-  thouglil  that  l)y  this  time,  a  hundred 
years  after  his  fall,  and  ninety-four  years  after  his 
death,  every  document  of  iiniiortance  regarding  Na- 
poleon would  have  been  given  to  the  world.  Yet  it 
has  been  reserved  for  this  year  of  European  war  to 
witness  the  first  publication  of  a  fir.st-hand  document 
which  throws  a  new  light  on  a  somewhat  obscure 
period.  The  document  referred  to  is  the  diary  of 
Andrew  Darling,  the  upholsterer  responsible  for  the 
arrangements  of  Napoleon's  funeral.  Darling  was  sent 
to  St.  Helena,  at  the  beginning  of  the  captivity  of 
Napoleon,  by  Mr.  George  Bullock,  an  upholsterer  of 
Tenterden  Street,  London,  w'ho  had  contracted  to  fur- 
nish both  the  old  and  the  new  houses  at  Longwood. 
He  was  fre(iuently  at  Longwood,  and  often  in  Najjol- 
eon's  private  apartments.  He  was  present  at  the  ex- 
humation of  Napoleon  in  1840,  and  died  in  the  following 
year.  His  diary  was  discovered  recently,  among  the 
St.  Helena  records,  by  Major  M.  F.  Foulds,  who  sent 
a  copy  to  England,  and  the  full  text  was  published 
recentJly  in  "The  Times  Literary  Supplement." 

When  it  was  known  that  Napoleon  was  dying.  Dar- 
ling was  commissioned  to  obtain  plaster-of-paris  foi-  a 
death  mask.  There  was  none  on  the  island,  but  Dar- 
ling bought  up  in  the  town  IHO  "images"  and  had 
them  ground  down.  This  was  the  inaterial  used,  with 
little  success,  by  Antommarchi.  The  authentic  death- 
mask  was  taken  by  Dr.  Burton  with  a  preparation  he 
had  made  from  gypsum  hastily  collected  on  the  coast. 
Midnight  found  Darling  busy  with  the  preparations 
for  the  funeral  and  lying-in-state,  and  the  disposition 
of  the  apartment  in  which  the  body  lay  is  desci'ihed 
in  minute  detail.  Darling  found  the  measurements  of 
the  body  to  be:  "Length  5  feet  7  inches,  oidy  18  inches 
across  the  shoulders,  and  scarcely  10  inches  deep;" 
the  iron  bedstead  on  which  the  shell  of  so  much  glory 
lay  was  5  ft.  10  in.  by  3  ft.    The  diary  concludes: 

"Much  time  having  been  lost  in  waiting  for  the 
crowd  of  spectators  of  all  classes  which  were  admitted, 
and  a  delay  in  taking  the  bust,  and  T  felt  anxious  to 
have  him  put  into  the  coffin,  having  the  people  all 
ready  for  the  purpose.  The  bust  having  been  taken, 
the  governor  and  Sir  Thomas  Reade  having  asked  me 
what  the  delay  was.  T  told  them  the  French  people  did 
not  seem  much  inclined  at  that  time  to  have  him  |)ut 
into  the  coffin. 

"T  mentioned  that  it  was  proper  he  .should  be  sol- 
dered up  to-night  Dr.  Rutledge  being  then  in 

attendance,  .  .  .  had  orders  not  to  let  his  hejirt  be 
taken  out  of  the  room,  I  having  received  the  same 
orders.  The  reason  of  this,  as  T  was  informed,  was 
owing  to  Dr.  Antommarchi  wishing  to  have  his  stomach 
in  his  own  possession  to  take  to  Europe  with  him,  but 
the  other  French  people  did  not  wish  that  to  be  the 
case.  I  believe  they  wished  his  heart  to  be  taken  home 
with  them,  but  did  not  get  permission ;  therefore,  they 
wished  to  preserve  it,  which  was  accordingly  done 
in  the  following  manner:  His  heart  and  stomach,  as  T 
have  already  mentioned,  was  in  a  silver  vase  or  tureen, 
having  been  part  of  his  plate,  with  a  cover  to  it,  on 
which  his  coat  of  arms  with  an  eagle  on  the  top,  which 
unscrewed  with  a  nut;  this  having  been  soldered  on 
fast,  and  then,  the  heart  having  been  put  into  the 
tureen,  by  Dr.  Rutledge  in  presence  of  Count  Mont- 
holon,  etc.,  etc..  the  top  having  been  soldered  on  and 
a  hole  having  been  made  in  the  bottom  of  the  vessel, 
the  spirits  was  then  poured  in  by  Dr.  Rutledge,  and 
an  old  shilling  soldered  on  the  hole." 


After  the  shades  are  drawn 


A  traveling  man  who  stutters  spent  all  afternoon  in 
trying  to  sell  a  grouchy  busine,ss  man  a  bill  of  goods. 
hnd  was  not  very  successful. 

As  the  salesma-n  was  locking  up  his  grip  the  grouch 
»vaJS  impolite  enough  to  observe  in  the  presence  of  his 
clerks:  "You  must  find  that  iintpediment  in  your  speech 
very  inconvenient  at  times." 

"Oh,  n-no,"  replied  the  salesuian.  '  Everyoru.  has 
his  p-peculiarity.  S-.stammering  is  mine.  What's 
y-yours?" 

"I'm  not  aware  that  T  have  any,"  replied  the  mer- 
chant. 

"D-do  you  stir  y-yovtr  cofxee  with  your  r-right 
hand?"  asked  the  salesman. 

"Why,  yes,  of  course,"  replied  the  merchant,  a  bit 
puzzled. 

"W-well,"  went  on  the  salesman,  "t-that's  ycur 
petiuliarity.    Most  people  use  a  teaspoon." 

Two  business  men  were  making  their  first  trip  to 
Europe.  On  the  first  night  out  the  sea  grew  rough 
and  the  liner  pitched  like  a  chip  in  the  big  waves. 

One  of  the  travelers,  coming  to  his  stateroom  to  re- 
tire, found  his  friend  just  getting  into  bed,  and  was 
astonished  to  note  that  the  second  man  wore  a  woman's 
frilly  nightgown  and  had  a  lace-and-ribbon-trimmed 
boudoir  cap  tied  upon  his  hear. 

"For  heaven's  sake  man,"  he  gasped,  "what's  the 
idea?" 

"Well,"  said  his  friend,  "you  know  the  rule :  In  case 
of  disaster,  women  and  children  first." 

*  *  * 

A  darkey  running  a  ferry  across  the  Alabama  River 
was  accosted  by  a  poor  white  stranger  who  wanted  to 
cross,  but  hadn't  the  wherewithal. 

"It  doan'  cost  yo'  but  three  cents  ter  cross,"  insisted 
Pete. 

"[  know,  but  I  hain't  got  three  cents." 

"I  done  tell  yo'  what,"  was  Pete's  reply.  "A  man 
what's  not  got  three  cents  am  jes'  as  well  off  on  dis 
side  oh  de  river  as  on  the  odder!" 

*  *  * 

There  was  a  young  fountain  pen  salesman  who,  to 
his  great  joy,  was  succeeding  on  his  first  trip  in  per- 
suading a  stationer  to  order  one  hundred  pens.  But  all 
of  a  sudden  the  stationer's  manner  changed  to  the 
young  man. 

"I  countermand  that  order,"  he  barked,  and  hurried 
into  his  private  office,  slamming  the  door  behind  him. 

Later  in  the  day  his  bookkeeper  said  to  the  stationer: 

"May  I  ask.  Sir,  why  you  so  suddenly  countermanded 
your  order  for  those  fountain  pens?" 

"The  young  salesman."  explaiiU'd  the  stationei-. 
''i)ooked  my  order  in  lead  pencil." 

*  *  * 

A  little  boy,  who  had  been  taught  to  report  promptly 
his  misdeeds,  sought  his  mother  with  an  aspect  of  grief 
and  repentance. 

"I  broke  a  brick  in  the  fireplace,"  he  announced,  on 
the  verge  of  tears. 

"Well,  that  is  not  beyond  remedy,"  smiled  the 
mother,  "but  how  on  earth  did  you  do  it?" 

"I  was  pounding  it  with  father's  watch." 
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ONTARIO 

Amherstburg — 

J.  H.  Sutton. 
Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.,  &  Co. 
Berlin — 

A.  G.  Sell  re  iters 
Bohcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brampton,  Ont.— 

McKiI'lop  &.  Mclntyre. 
Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmhach,   Geo.   E.,  162 
King  St. 
Brooklin — 

Disney,  R.  S. 
Burks  Falls — 

Hillar,  Joseph.    Box  213. 
'Phone  17. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Chatham,  Ont.  

Coilfcart  &  Son. 
Clinton — 

Wialker,  Wesley. 
Cobalt — 

McNabb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.     'Phone  68. 
Out  ton — 

Sehultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 
•   Deyman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William- 
Cameron  &  Co.,  711  Victoria. 

Morris,  A. 
Gait- 
Allen  &  Bay. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

Gough,  J.  B.,  &  Son. 

MeLay  &  Mu.nro. 
Haileybury — 

Thorpe  Bros. 
Hamilton,  Ont. — 

Blachford  &  Sons, 
57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Dwyer,  James, 

16  Ciannon  E. 


Green  Bros.,  124  King  St  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Norman. 
Harrow,  Ont. — 

Madill,  J.  H.,  &  Co. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Dnwns,  E.  J. 
IngersoU — 

McTntyres,  F.  W.  Reeler 
and  R   A  STciunei,  jjrops. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

MeOaughey,  Geo.  A. 
Kenora — 

Born  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 
Lakefleld — 

Hendren,  Geo.  G. 
London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dundas  St. 
Lucknow — 

A.  T.  Davison.   'Phone  28. 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Mildmay — 

John  F.  Seihuett. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  E. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 
Oakwood — •("  Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster. 
Ohsweken — 

Johnson,  F.  L. 
Orillia — 

Biuigham,  H.  A. 

W.  A.  Straehan,  Mgr. 
'Phone  453. 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Oh.  R.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Rogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  McPhee. 
Parry  Sound,  Ont. — 
Logam.,  Alexau'der. 
St.  Catharines — 
Giiabb  Bros. 

144-146  St.  Paul  St. 


Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.,  &  Son. 
Rodney — 

Liebner  &  Wialker. 
Renfrew — 

O'Connor,  Wm. 
Sandwich,  Ont. — 

Lassialine',  E. 
St.  Marys — 

L.  A.  Ball. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 
Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sterling — 

Ralph,  Jas.   'Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 

Henry,  J.  G. 

Moyle,  J.  E. 
Toronto — 

Cobblediek,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danfoxth  Ave.  Private 
Ambulance. 

Raper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Vaneamp,  J.  C,  30  Bloor  St. 
West. 
Thedford,  Ont. — 

Woodhall,  J.  B. 
Waterloo^ 

Klipper  Undertaking  Co. 
Wallaceburg,  Ont. — 

Heath,  W.  H.,  &  Son. 

Saint,  J.  T. 
WeUand— 

PaKterson  &  Dart. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  E.  A 

Walker,  J.,  &  Son. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 


St.  Hyacinthe — 

Oadorette,  Mongeau  &  Leary. 
St.  Laurent— 

Gougeon,  Jos. 

NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  121  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Eraser,  D.  &  Co. 
Halifax- 
Snow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McEae,  Clyde  Av«. 
Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 
MANITOBA 
Brandon — 

Campbell  &  Campbell. 

Vincent  &  McPherson. 
Souris — 

MeCulloeh,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,    A.    S.,    834  Sher- 
brooke  St. 

Thompson,  J.  C.,  501  Main. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wan. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  M. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Mearitt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — 

Winter,  W.  G. 
Edmonton,  Alta. — 

Wainwright  &  Jackson. 
BRITISH  COLUMBIA 
Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thom,pson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 
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For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
in  Furaltore 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  SHLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students — The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  othert  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


WANTED  and  FOR  SALE 

Ads  under  this  head  25  cents  per  line.  Four  line* 
once  for  $1.00,  three  times  for  $2.00.  Cash  must 
accompany  order.    No  accounts  booked. 


MULTIGRAPHING— We  are  now  in  iiosition  to  supply  any  of 
our  clients  witli  excellent  multigraipli  work  at  lowest  cosl;. 
The  GoniTOereial  Preiss,  Limiteil,  32  Colborne  St.,  Toronto,  tf. 


PRINTING — ^Circulars,    letterheiads    and    other   job  printinig; 
prices  inodenate;  work  first  class.     TIhe  Commercial  Press, 


Limited,  Toronto. 


tf. 


WANTED — Furniture  line  to  handle  on  co'mmission  for  Toronto 
and  Hamilton.  Good  connection.  Territory  co\'ered  once  a 
week.  Box  142  Canadian  Furniiture  World,  32  Colboriie 
Street,  ToTonto.  tf. 


WANTED — ^Commission  salesmian  for  Western  Ontario,  includ- 
ing Toronto,  for  a  full  line  of  reliable  mattresses.  Higihest 
commission  paid  man  who  has  good  connection  and  will  poish 
a  good  line.  Box  144,  Canadian  Furniture  World,  32  Colborne 
Street,  Toronto.  tf. 


WANTED — Furniture  salesmen  with  good  connection  in  Western 
Ontario,  who  would  sell  on  commission  a  good  medium  priced 
line  of  dining  room  case  goods  or  any  other  good  line  whicQi 
would  work  in  well  with  chair  line.  Write  for  particulars. 
Box  No.  138  Canadian  Furniture  World,  32  Colborne  Street, 
Toronto. 
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Leisure  reading  that  means 
more  dollars  when  you  work 


A  knowledge  of  the  big  problems  of  business, 
put  into  a  very  comprehensive  and  readable 
style,  helps  you  in  finding  easier  and  quicker 
ways  of  overcoming  them.  That's  what 
Frank  Farrington  does  in  these  two  books. 
You  will  like  the  way  his  mind  works.  The 
wide  scope  of  his  experience,  the  accuracy 
of  his  statements,  and  his  knowledge  of 
human  nature  all  combine  to  make  them  vol- 
umes that  will  be  read  not  only  for  the  enter- 
tainment they  afford,  but  for  their  practical 
worth  in  the  conduct  of  a  retail  store.  The 
busy  man  will  appreciate  these  books  for 
another  reason;  they  are  written  in  concise 
form  and  he  may  start  reading  anywhere  and 
find  that  particular  chapter  complete  in  itself,  and  depending  in  no  wise  upon  those  which 
precede  or  follow.  Although  if  he  fails  to  read  every  one  of  them  he  is  depriving  himself  of 
a  privilege. 


Retail  Advertising 

'Retail  Advertising  Complete"  covers  with 
a  comprehensive  grasp  such  subjects  as 
newspaper  advertising,  how  to  get  up  the 
ads.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 
tising, and  the  subject  of  novelties  is  thor- 
oughly discussed;  that  important  part  of 
advertising  which  is  done  inside  the  store 
is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 

as  bill  posting  and  other  means  of  reaching  outly- 
ing districts;  advertising  direct  by  mail  and  mail 
order  opportunities  and  advantages  are  gone  into 
carefully;  special  sales  as  business  getters,  and  some 
features  that  make  them  successful,  are  presented 
in  a  convincing  manner.  In  short,  this  book  is  the 
cammon  sense  psychology  of  advertising. 

266  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 


Store  Management 

In  "Store  Management  Complete,"  which  is  well 
illustrated,  the  author  gives  a  clear  and  concise  pic- 
ture of  the  kind  of  man,  physically  and  mentally, 
that  the  successful  merchant  should  be;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 
sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 
vantages of  various  locations  are  discussed;  how 
to  make  the  most  of  a  poor  one,  and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  plan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
space,  and  systems  of  storing  extra  stock. 

An  interesting  chapter  on  "Clerk  Management" 
brings  out  the  advantage  of  knowing  people  and 
how  to  handle  them.  The  other  chapters  deal  with 
the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  premium  giving.  The  man 
and  the  business;  their  relation  and  success,  that'f 
the  book. 


252  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 


Both  Volumes  $1.90  Postpaid 


The  Commercial  Press,  Limited 


Publiihert  of 

Canadian  Hardware  Journal 

The  Retail  Grocer  and  Provisioner 

Canadian  Furniture  World 

and  The  Undertaker 
Retail  Druggist  of  Canada 
The  Canadian  Nurse 


32  Colborne  Street 

Toronto,  Canada 


Publishers  of 

The  Canadian  Manufacturer 

The  Canadian  Builder  and  Carpenter 

The  Canadian  Clay- Worker 

The  Electrical  Dealer  and  Contractor 

Motoring 

Good  Roads  of  Canada. 


AT  LAST  a  line  of 


FURNITURE  in  CANADIAN 
HARDWOODS 

Made  in  a  Canadian  factory,  by  Canadian  work- 
men that  will  appeal  strongly  to  the  buyer  who  has 
discriminating  taste,  but  limited  means. 


Designed  by  MR.  WALTER  WRENCH 

therefore : — 

Absolutely  unique  in  conception 
Unusually  attractive  in  design 
Sound  in  construction,  and 
Artistic  in  finish 


Photographs  of  designs  in  Dining  and  Bedroom 
furniture  will  be  in  the  hands  of  our  talesmen 
by  March  Ist. 


GEORGE  GALE  &  SONS,  LIMITED 

WATERVILLE.  P.Q. 

Makers  of  Brass  and  Steel  Bedsteads  and  Bedding 


VoL  6    No.  3 


Featuring  Beds  and  Bedding 


MARCH,  1916 


A83©  imilT 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish     The  Retail  Grocer  and  Proviiioner,  The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worl^er,  The  Electrical  Dealer 
and  Contractor,  The  Canadian  Nurse,  Motoring 


tft][  HJill  Appeal  to  ^0ur  Customers 


In  design  as  well  as 
in  quality  of  con- 
struSlion  and  finish 
the  McLagan  Line 
is  a  leader  and  not 
a  follower. 


No  dealer  can  give  too  much 
attention  to  his  buying  depart- 
ment, no  matter  how  big  or 
small  his  busmess.  The  buy- 
ing end  of  the  retail  store  is 
the  most  important,  and  the 
dealer  who  builds  up  a  com- 
prehensive business  is  the  one 
who  gives  a  lot  of  time  and 
attention  to  this  department. 


W e  illustrate  on  this 
page 

WILLIAM  and  MARY 
LIVING  ROOM 
FURNITURE 

Made  in  Walnut  and 
Quartered  Oak 


The  George  McLagan  Furniture  Co.,  Limited 

Stratford  Ontario 
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ONE  of  our  popular  "K.D."  Rockers 
— the  sort  of  chair  for  which  there 
is  always  ready  sale.  Upholstered 
in  any  of  the  various  grades  of  Imitation 
Leather ;  finished  in  fumed  or  golden  oak. 

Illustrations  and  prices  of  our  numerous 
other  designs  will  be  mailed  upon  request. 


ELORA 


ONTARIO 


No.  322  18 


Textileather 

Not  a  substitute  but  an  artificial  leather 
that  wears  longer  than  any  other  furni- 
ture covering  made. 

Made  up  in  any 
shade. 


Textileather 


has  all  the  fine  graining  and  the  rich  appearance 
of  genuine  solid  leather,  costs  less  and  wears  longer. 
Textileather  popularity  is  based  on  performance.  Send 
for  sample  and  put  it  to  the  test. 


TEXTILEATHER  CO. 


212  FIFTH  AVENUE 
NEW    YORK  CITY 


Or  FRANK  SCHMIDT,  Berlin,  Canada 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

IJpholttered  Reed  and  Willow  Furniture  of 
every  description.  Upholttered  Living  Room 
Furniture  and  Cheiteifields. 

Stratford  Chair  Co.,  Limited 

Dineri,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

Globe- Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Fihng 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass    Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


Someone  asked  a  great 
Merchant  for  the  secret 
of  his  Success  — 

"I  make  it  a  rule,  '  said  he, 
"to  carry  lines  from  reliable 
manufacturers  and  nationally 
known  goods,  which  have 
such  great  value  and  quality 
that  the  public  always  feel 
safe  in  buying  them.'' 

The  above  statement  expresses 
in  one  terse  sentence  the  reason  why 
Stratford  Hnes  are  popular  with  the 
Canadian  Furniture  Trade. 

Nearly  every  line  of  furniture  is 
represented  in  the  Directory  list  on 
this  page. 

They  are  profitable  lines  for  you 
to  carry,  Mr.  Dealer. 

Our  combination  shipping  facili- 
ties are  also  a  decided  advantage  in 
ordering  Stratford  lines. 


Stratford 
Furniture 
Manufacturers 
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STANDS  FOR  THE  BEST  THERE  IS 

IN  DAVENPORT  BEDS 


DAY^lSriGHT 


KINDEL  BEDS  HAVE  BEEN  WELL  ADVERTISED  TO 
THE  PUBLIC,  AND  ARE  SO  WELL  IN  FAVOR  THAT 
THEV  ARE  A  VERY  CJOOD    PROPOSITION    TO  YOU. 


No.  106  Divanette 

Fumed  or  Golden  Oak  Finish 
Price  $21.50 
Mattress  201b.,  $2.75  extra 


The  Kitiirt  Bed  Company,  Limited 

Toronto         -  Ontario 


"ELMIRA  CHAIRS" 


Dealers  say  they  like  to  buy  the  "Elmira  Line" 
because  they  can  make  a  complete  selection 
from  our  enormous  line  of  popular  priced 

Chairs  and  Rockers 


and  big  showing  of  Period  Furniture  for  the 
Living  Room,  Library  and  Dining  Room. 


The  Elmira  Furniture  Co.,  Limited 

Elmira  -  Ontario 
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Distindion 


A  marked  originality  in  every  detail  of  design  distinguishes  the  dining  room  furniture  produced 

by  the  Stratford  Chair  Company,  Limited. 

And  inasmuch  as  the  workmanship  is  similar  to  the  designs,  the  completed  line 
is  a  work  of  art  of  a  high  character. 


POPULAR  CHAIRS  AT  POPULAR  PRICES 

We  feature  a  line  of 

medium  and  high  grade  chairs,  comprising  cane  and  upholstered  seat  rockers,  bedroom 
chairs  and  rockers,  parlor  chairs,  and  dining  chairs  also  a  line  of  inexpensive 
buffets,  extension  tables,  china  cabinets,  dressers  and  stands, 
in  plain  and  quartered  oak  and  quartered  gum 

Stratford  Chair  Company,  Limited 


Stratford 


Ontario 
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Set  This  Table  to  Work 

making  Furniture  Sales  for  YOU.  Put  in  a  win- 
dow display  and  watch  your  profits  climb.  The 

frrELITE 

'     FOLDING  TABLE 


is  by  far  the  handiest  and  most  convenient  table 
made.  Your  customers  know  all  about  it  because 
It  is  widely  advertised  m  the  magazines. 

Write  for  our  special  proposition  to  buyers  in  gross  lots 
Address  Dept.  "W" 

HOURD  &  CO.,  LIMITED 

Sole  Licensees  and  Manufacturers 

LONDON  ONTARIO        97  a 


DU  PONT  FABRIKOID 

Proves  the  most  Durable 
Upholstery  Material 


McGRATH  LEATHER 
TESTER 


In  an  8-hour  test,  leather  broke  at  157 
pounds— Fabrikoid  intact  at  350  pounds. 
Leather  is  weak  in  spots — every  inch  of 
Fabrikoid  is  uniform  in  strength. 

DU  PONT  FABRIKOID  CO. 

Canadian  Factory  and  Sales  Office :  TORONTO 


Tennessee 
Cedar  Chests 

Absolutely  moth- 
proof. Made  in 
three  popular 
sizes.  Best  copper 
trimmings  used 
throughout.  We 
can  make  inmie- 
diate  shipment. 


Every  Woman 
Wants  One 

Their  handsome 
appearance  and 
great  utility  make 
them  favorites 
with  all. The  price 
will  enable  you 
to  make  a  good 
profit. 


D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 


THE  WABASH  SLIDE 


MADE  BY 

B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uiing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 
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The  Art  Mission  Style 
from  Line  of  G-  W  Sectional  Bookcases 


1  This  Art  Mission  Style  (as  illustrated)  is  one  of  the  1 

1  best   sellers    and    most  attractive  styles   from  the  J 

I  Globe-Wernicke   line.     It  is  made  in  Quartered                              '  | 

I  Oak  and  real  Mahogany    and    finished  in  Early  1 

i  English   Oak,    Fumed   Oak,  and   Medium    Dark       r  1 

I                                                      Mahogany  (all  dead  finishes).  3 

I  STRATFORD                   -                 ONTARIO  | 
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Stylish  Bedroom  Chairs 
at  Reasonable  Prices. 

In  this  line  we  have  endeavored 
to  turn  out  a  neat  and  up-to-date 
bed  room  chair  at  a  price  w^hich 
will  appeal  to  a  greater  number 
of  your  customers. 

No.   5  I  1  W  shown  here  is  the 
result.    We  also  make  the  rocker 
and  dressing  chair  to  match. 

Write  for  full  information  about  this  line 
THE 

NORTH  AMERICAN  BENT  CHAIR  CO. 

LIMITED 

OWEN  SOUND  ONTARIO 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


"STORE  MANAGEMENT  COMPLETE 

272  p.,-       ONLY  ONE  DOLLAR  i3Ch.pt.r. 

Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 

COMMERCIAL  PRESS,  Ltd.,  32  Colbome  St.,  Toronto 


Is  Yours  a  Growing  Store? 


T 


Building  a 
Furniruro 
Rusin.ss 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  l)'Hik  i>{  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

Puhlishers  of  The  Canadian  Furniture  World  and  The  Undertaker 
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IVe  have  added  to  our  line  of 

Revolving  Seat  Davenports,  Couch  Beds, 
Automatic  Davenports,  and 

(the  kind  that  require  no  mattress) 

Sewing  Rockers 

Three-piece  Divanette  Suites 

All  our  lines  made  a  hit,  are  now  in  large  demand,  and  this  one  sure  will 
exceed  them  all  because  we  now  supply  the  chair  and  rocker  to  match 
the  divanette. 

You  are  not  taking  a  chance 

when  you  put  in  a  stock  of  the  new  Three-piece  Divanette  Suites  because 
we  are  specialists  in  Davenports  and  have  been  identified  with  the  trade 
since  its  first  inception. 

Write  us  about  our  new  line  of  Upholstered  Rockers  and  Easy  Chairs. 

Stratford  Davenport  Company,  Limited 


Stratford 


Ontario 


iiiililiiilililiiiiiiilililililililililiiililililililililililililiiy^ 
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THE  KAPOK 

MATTRESS 

The  "Kapok  *  Mattress  is  absolutely  sanitary,  and  noth- 
ing but  pure,  new  "Kapok**  enters  into  this  mattress. 

Our  prices  may  appear  a  trifle  higher  than  some  others  but  if  you  will 
compare  the  quality  of  material  used  and  the  workmanship  of  our 
mattress  with  other  makes  you  will  be  convinced  that  ours  is  really 
cheaper.    We  never  sacrifice  quality  to  meet  competitive  prices. 

"Kapok"  mattreaset  always  retain  their  shape,  and  cannot  break  down 
on  the  edges  as  mattresses  made  of  other  materials  will.    Order  a 
sample  mattress  to-day  or  write  for  booklet. 

The  Canadian  Feather  &  Mattress  Co.,  Ltd. 

Toronto  Ottawa 


Hygienic  Mattresses  Make  Good 

Can  you  afford  to  sell  mattresses  whose  lasting 
qualities  you  are  not  sure  of  }    Our  mattresses 

Lee-Burrell   -    Rex    -  Regent 


Have  the  honest  construction  which 
enables  you  to  recommend  them  with 
every  assurance  that  they  will  give 
perfect  satisfaction. 

For  high-grade  Cotton  Felt  Mattresses 
at  a  reasonable  price,  you  can't  beat 
the  "  Hygienic"  Lme. 

Let  us  send  you  our  Price  List 

The  Standard  Bedding  Co. 

27-29  Davies  Avenue  Toronto,  Ont. 
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Order  Your  Stock  of 
Lawn  Furniture  Now 


The  demand  for  Summer  Furniture  will 
soon  be  upon  you,  Mr.  Dealer,  and  you 
cannot  do  better  than  meet  this  demand 
by  ordering  a  complete  stock  of  Strat- 
ford Lines 


The  Stratford  Line 


of  Lawn  Swings,  Verandah  and  Garden 
Furniture  is  complete  in  every  way  and 
is  a  most  profitable  proposition  for  the 
progressive  dealer. 

Write  to-day  for  Catalogue  and 
information  of  our  New  Lines 


The  Stratford  Manufacturing  Co. 

STRATFORD 


Limited 


ONTARIO 


Makers  of  Ladders,  Lawn  Swings,  Bayer's  Gliding  Seitees, 
Folding  Chairs  and  Tables.  Chairs  for  Assembly;  Seating, 
Lawn,   Camp,   and    Verandah    Furniture,  Woodenware, 
Park  Seats,  Etc. 


Upholstered  Reed 
Furniture 

Made  Complete  in  the  Imperial  Factories 


Imperial  Upholstered  Reed  Furniture,  and 
all  Imperial  Furniture,  is  made  up  complete, 
frames  and  all,  in  our  own  workshops. 
That  is  one  reason  why  the 


''Imperial  Line 


99 


comes  to  you  with  such  pronounced  ele- 
gance and  at  prices  which  will  allow  you  a 
liberal  profit  on  the  turnover. 


Imperial  Rattan  Co.,  Limited 


STRATFORD 


ONTARIO 


lllllllllllllllllllllllllllllllllllllllllllllillllllllllllllllllllllllllllllllllllll^^ 
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No.  R586  SLEEPER  No.  R648  GONDOLA 


THE  LINE  WITH  THE  STYLE 

Our  carriage  line  this  season  has  made  them  all  pay  attention  to  it.  Our  designs  are  not 
the  commonplace  kind,  but  have  a  distinctive  air  that  makes  them  the  snappiest  kind 
of  sellers.    Repeat  orders  tell  the  tale,  and  we  are  getting  them  every  day. 


No.  G  120  SULKY  No.  G  1 19  SULKY 


WE  USE  NO  FREAK  CONSTRUCTION 

But  every  feature  that  is  really  good  will  be  found  in  the  "C.F.M.  line,"  and  you 
will  have  no  excuses  to  make  to  your  customers  for  faulty  construction  or  poor  work,  as 
all  our  line  is  guaranteed  and  we  stand  firmly  behind  our  guarantee. 


FACTORIES  : 

WOODSTOCK 
BERLIN 
WATERLOO 
SEAFORTH 


Qanada  Furniturep|anufacturers 


Limited 

GENERAL  OFFICES  :   WOODSTOCK.  ONT. 
WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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twins 


Artistic 
Rich  and 
Distinctive 

in  appearance 


They  are  mighty  good  Sellers 
and  always  show  their  value 


PUT 

TWIN 


ON  YOUR  FLOORS 


Always  Something  New 
about  "  Twins 

A  "Twin"  Table  in  Jacobean  style 
which  will  match  Buffets,  Chairs,  etc. 
of  the  Jacobean  design.  Everyone  of 
your  customers  who  now  have  Jacob- 
ean design  furniture  will  sure  want 
one  of  our  new  "Twin"  Pedestal 
Extension  Tables  as  shown  above. 
Ready  for  immediate  shipment.  Order 
now. 

An  Extraordinary  Event 

Watch  for  next  month's  ad.  Next 
month  we  will  put  on  the  market  a 
splendid  new  idea  in  extension  table 
construction.  It's  a  great  labor  saver, 
a  wonderful  convenience  to  the  house- 
wife, and  also  the  dealer.  The 
greatest  selling  pomt  for  the  dealer  ever 
shown  on  an  extension  table.  Watch 
for  the  announcement  on  this  page  in 
next  month's  issue. 


Chesley  Furniture  Co.,  Limited 


Chesley 


L 


Ontario 
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THE  MEAFORD  LINE 


The  Larger  and 
Better  Meaford  Line 

Solid  Plain  Oak 

Properly  Fumed 

Canadian  Elm 

Rich  Walnut  Shade 

Blended  Mahogany  or 

Birch  Mahogany 

With  the  more  prominent 
parts  brought  out  to  match 
the  choicest  Mahogany 
veneers. 

Surface  Oak  on 

Choice  Selected 

Canadian  White  Maple 

The  finish  that  wears, 
pleases,  and  tells  at  a  price. 


The  goods  you  want  with  Style 
and  Finish  to  catch  the  eye,  and 
the  name  Meaford  backing  up  every 
reasonable  expectation  of  your 
customer. 

Travelers  all  over 
the  Dominion,  or 
catalogue  and 
prints  for  every 
legitimate  Furni- 
ture Dealer  not 
regularly  called  on. 

Make  this  your 
mam  supply  house 
for  medium-priced 
goods. 


WHITE  ENAMEL  AND  IVORY 

With  Carvings,  Mouldings  and 
Fluting  Chased  with  Bronze 


JACOBEAN.  ADAMS,  WILLIAM  and  MARY 
LOUIS  XVI.  and  MODERN  DESIGNS 


The  Meaford  Mfg.  Co. 

Limited 

MEAFORD  ONTARIO 
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The  GOLD  MEDAL  Line 


Jacobean  Motif 

Living  Room 
Furniture 

upholstered  in 

^^ne  English  Tapestries 

This  is  No.  756,  3-piece 
suite  of  Solid  Mahogany  ; 
one  of  the  newest  and  most 
attractive  sets  of  1916  de- 
signs. We  have  other  de- 
signs of  3-piece  sets  and 
odd  chairs  in  Jacobean  mo- 
tif, in  mahogany  and  oak. 

"  Hercules  '  Bed  Springs 

"Purity"  Mattresses 

"  Gold  Medal "  Davenports 
and  Divanettes 

Steel  Couches  and 
Camp  Cots 


Manufactured  and  guaranteed 
by 

The  Gold  Medal 

Furniture  Mfg.  Co.,  Limited 

Toronto  Montreal 
Winnipeg  Uxbridge 
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Business  Methods  as  Discussed  by  Exchanges 


READING  FOR  PROFIT 

The  dealer  who  reads,  the  dealer  who  observes,  ac- 
quires new  and  profitable  ideas.  These  ideas  are  the 
sparks  from  which  a  small  nucleus  may  grow,  or  may 
die,  according  to  the  individual.  One  idea  may  kindle 
an  interest  in  one  person,  and  it  may  be  passed  over 
unnoticed  by  another.  This  depends  upon  the  indi- 
vidual and  the  circumstances.  However,  the  men  who 
prosper  are  those  who  are  always  observant,  looking 
for  new  and  better  methods ;  seeking  for  a  more  intel- 
ligent knowledge  of  their  occupation,  and  make  their 
business  better  by  acting  accordingly. — Irish  Iron- 
monger, Dublin. 


IT  IS  MERIT,  NOT  LUCK,  THAT  WINS 

There  is  no  such  thing  as  luck  in  business.  The  man 
who  merits  it  will  win  it  sooner  or  later.  In  order  to 
merit  it,  he  has  to  offer  the  right  goods  and  the  right 
service.  In  addition  to  this,  he  must  do  it  at  the  right 
time  and  let  people  know  about  it  by  means  of  com- 
mon-sense advertising.  Contrary  to  our  expectations, 
the  public  is  not  gifted  with  the  faculty  of  mind  read- 
ing. They  are  deeply  interested  in  their  own  affairs 
and  not  in  ours.  If  we  would  have  them  know  what  we 
wish  to  do  for  them,  we  must  take  pains  to  tell  them 
and  to  tell  it  in  such  a  way  that  they  will  see  it  is  for 
their  own  personal  advantage  to  listen  and  to  heed  our 
suggestions. — Edgar  Mills,  in  American  Paint  Dealer. 


THE  STORE  THAT  LEADS 

The  furniture  store  that  leads  in  its  town  is  the  store 
that  sells  new  things.  No  man  or  woman  wants  to  fur- 
nish the  home  exactly  like  the  house  next  door.  More 
and  more  people  are  getting  to  a  higher  appreciation 
of  good  furniture.  Don't  be  satisfied  with  the  "old 
reliables"  in  your  stock.  Get  in  touch  with  the  new 
lines.  Encourage  the  salesman  to  tell  you  about  the 
latest  patterns.  Get  a  local  reputation  for  being  the 
first  to  show  something  new. — Hey  wood- Wakefield 
Bulletin. 


A  WORD  TO  THE  "LATES" 

A  broad  hint  to  the  employes,  from  one  of  the  large 
department  stores  of  Boston — it  may  not  be  amiss  in 
some  retail  stores:  Now  that  the  store  opens  at 
8.30  it  seems  that  a  few  of  the  employes  cannot  get 
over  the  habit  of  the  summer  months  of  coming  in 
shortly  before  nine  o'clock.  One  of  the  most  exasper- 
ating delinquencies  of  the  employes,  in  the  firm's  eyes, 
is  the  matter  of  lates.  It  is  one  of  the  things  that  any 
employe  can  prevent  by  using  a  little  more  ambition  and 
judgment.  The  occasional  late,  through  accident  or 
sickness  at  home,  may  be  condoned — but  the  chronic 
late,  never.  The  funny  part  of  the  whole  proceedings, 
however,  is  the  fact  that  it's  the  people  who  have  been 
employed  in  the  store  a  long  length  of  time  whose 
cards  show  excessive  lates.  What  would  you  think 
if  you  owned  a  store  and  some  of  your  clerks  were 


late  six  days  out  of  six?  Yet  that  is  the  record  of 
some  of  our  best-known  employes.  The  firm  has  been 
very  patient  in  the  matter,  but  there  is  a  limit  to  their 
forbearance.  Take  a  word  of  advice — no  matter  how 
solid  you  think  you  are  in  your  department,  don't  let 
your  card  be  brought  to  the  firm's  attention  for  ex- 
cessive lates. — Hardware  Dealers'  Magazine. 


PERSISTENCY  IN  ADVERTISING 

One  stroke  of  a  bell  in  a  thick  fog  does  not  give  any 
lasting  impression  of  its  location,  but  when  followed  by 
repeated  strokes  at  regular  intervals  the  densest  fog 
or  the  darkest  night  eannot  long  conceal  its  where- 
abouts. Likewise  a  single  insertion  of  an  advertise- 
ment— as  compared  with  regular  and  systematic  adver- 
tising— is  in  its  effect  not  unlike  a  sound  which,  heard 
but  faintly  once,  is  lost  in  space  and  soon  forgot. — 
Printing  Art. 


STOCK  $20,000;  ANNUAL  SALES  $29,000 

Something  wrong  with  a  business  of  that  kind,  isn't 
there? 

And  yet  such  a  business  actually  exists  in  a  town  in 
one  of  the  Northwestern  states  covered  by  this  journal. 

When  merchants  generally  are  striving  to  reduce 
stocks  to  a  minimum  with  the  idea  of  conserving  capi- 
tal and  making  one  dollar  do  duty  as  many  times  a 
year  as  possible,  relying  upon  the  increased  number  of 
turns  per  annum  as  a  source  of  profits,  here  is  an  in- 
stance where  the  amount  invested  in  merchandise  is 
almost  as  large  as  are  the  total  annual  sales 

It  is  interesting  to  note  that  in  a  general  report  upon 
the  desirability  of  this  merchant  as  a  credit  risk,  the 
statements  made  are  entirely  along  the  line  of  "Slow 
pay,"  Honest  but  rather  slow,"  "Undesirable  from  a 
credit  standpoint,"  etc.,  etc. 

If  ever  there  was  presented  an  object  lesson  of  what 
is  needed  in  many  a  store,  it  is  here  When  a  mer- 
chant's stock  mounts  to  the  point  where  it  practically 
equals  his  total  annual  volume  of  business,  there  is 
need,  and  urgent  need,  of  a  change  of  method. 

Were  this  merchant  to  absolutely  cut  off  all  pur- 
chases, with  the  exception  of  entirely  necessary  staples, 
and  these  in  the  smallest  quantities,  for  a  sufficient 
period  to  enable  the  placing  of  stock  upon  a  reason- 
able working  basis,  he  would  find  one  solution  of  his 
present  difficulties. 

Many  a  merchant  is  doing  this  amount  of  business 
yearly  on  an  average  stock  of  around  $6,000.  This 
merchant  is  making  money. 

But  when  it  comes  to  a  business  of  this  volume  on  a 
stock  of  $20,000,  the  profit  possibilities  are  very  small 
indeed. 

Better  buying,  stock  departmentizing,  careful  atten- 
tion to  collections— these  are  all  needed  badly  in  this 
business. 

Money  tied  up  in  reserve  stocks  is  money  which  is 
not  working.  And  only  when  your  capital  is  working 
to  the  limit  of  every  dollar  are  you  merchandising 
upon  the  basis  of  maximum  efficiency. — Hardware 
Trade,  Minneapolis. 
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The  Pulling  Power  of  Good  Window  Displays 


Dealers  in  small  places  should  be  alive  to  the  realization  of  what  windows  can  do 
— How  big  company  values  window  displays — Every  passer-by  a  possible  customer 


By  J.  W.  C. 


This  is  a  straight  talk  to  retailers  in  towns  and  vil- 
lages, though  much  of  the  matter  herein  set  down 
applies  with  almost  the  same  force  to  many  city  mer- 
chants. Time  and  again  the  fact  has  been  forced  upon 
the  attention  of  the  writer,  both  by  observation  and 
conversation,  that  the  average  merchant  in  such  places 
is  not  alive  to  the  realization  of  what  his  windows 
might  mean  to  him,  provided  they  were  used  intelligent- 

No  keen  business  man  disputes  the  fact  that  careful 
window  dressing  "pulls"  new  custom  into  the  store, 
and  is  often  instrumental  in  holding  the  old.  When  a 
man  is  ready  to  argue  on  this  point,  he  is  standing  in 
his  own  light.  Why  does  such  an  immense  retail  con- 
cern as  the  United  Cigar  Stores  Company  pay  men  to 
stand  at  different  business  corners  in  large  cities  with 
automatic  counting  machines,  to  keep  tally  of  the 
number  of  men  passing  that  comer  within  certain 
hours?  The  answer  is  obvious.  Simply  to  see  how 
many  possible  customers  would  be  within  the  scope  of 
appeal  of  a  strong  window  display,  backed  by  Al  ser- 
vice at  that  point.  But  the  show  window  is  counted  on 
to  turn  possibilities  into  actualities,  hence  it  must  have 
the  material  to  work  on. 

The  Possible  Field 

Now,  it  is  not  necessary  to  be  on  a  city  street  to 
realize  on  the  possibilities  of  good  window  displays. 
Did  you  ever  try  to  estimate,  no  matter  how  roughly, 
the  number  of  people  passing  your  door  in  a  week?  A 
little  offhand  calculation  would  be  surprising.  This 
is  especially  the  case  when  one  considers  market  days, 
Saturdays,  and  other  occasions  when  the  farmers  and 
their  families  are  wont  to  flock  into  town.  Human 
nature  is  the  same  the  world  over. 

Every  man,  woman  and  child  that  passes  your  store 
front  daily  is  a  possible  customer.  That  is  beyond  dis- 
pute. Perhaps  many  of  them  are  actual  customers. 
If  so,  do  you  reason  that  they  can  always  be  suited  by 
you,  that  they  know  your  stock  without  any  such  frills, 
that  you  hold  them  because  of  personal  reasons,  and 
so  on?  Well,  perhaps.  But  you  can  count  on  these 
facts  operating  in  your  favor,  just  so  long  as  all  your 
competitors  look  on  things  from  the  same  standpoint 
as  yourself.  The  minute  some  one  of  them  suddenly 
comes  alive  to  the  opportunities  he  has  been  missing, 
and  starts  in  to  make  up  for  lost  time  by  employing 
modern  methods,  the  human  nature  in  your  supposedly 
steadfast  circle  of  customers  will  begin  to  assert  itself, 
and  your  trade  will  be  cut  in  upon  here,  there,  and  else- 
where. 

This  explains  the  reason  why  the  mail  order  houses 
have  made  big  inroads  upon  the  country  trade.  There 
is  altogether  too  much  of  a  tendency  to  "let  things 
slide"  among  retail  merchants  to-day — that  is  generally 
at  the  root  of  the  "dull  business"  trouble. 


WINDOW  DISPLAYS  BRING  QUICK  RESULTS 

The  people  of  to-day  are  a  nation  of  window-shop- 
pers. They  first  look  in  show-windows  for  the  things 
they  wish  to  buy.    It  has  been  proven  time  and  time 


again  that  quicker  results  can  be  had  from  show- 
window  displays  than  can  be  had  from  most  other  forms 
of  advertising. 

A  person  may  read  your  advertisement,  find  it 
convincing  enough  to  cause  a  desire  to  own  the  ap- 
pliance advertised  and  resolve  to  buy  it  at  once.  Al- 
most invariably  at  the  time  he  makes  the  decision,  he 
is  some  distance  from  a  place  where  he  can  buy  the 
article.  Pressure  of  other  matters  causes  him  to  forget 
and  the  sale  is  lost  unless  a  window-display  reminds 
him  of  his  intention  to  buy. 

The  newspaper  and  other  advertising  say  to  the  pro- 
gressive shopper- — "We  have  goods  to  sell."  The  win- 
dow displays  say — "Here  are  the  goods  we  have  to 
sell."  Good  business  requires  both  methods  of  adver- 
tising. 

ESSENTIALS  IN  WINDOW  TRIMMING 

It  is  impossible  to  give  here  more  than  a  summary 
treatment  of  the  many  considerations,  essential  to  the 
successful  window  trimmer.  First,  there  must  be  a 
general  plan,  goods  must  be  well  selected,  displays  must 
bear  a  close  relationship  to  stock,  and  it  should  be  re- 
inforced by  proper  newspaper  advertising.  Then,  when 
background,  lighting,  color,  perspective,  symmetry,  and 
many  other  details  have  been  considered,  the  window 
may  be  looked  at  from  the  viewpoint  of  the  merchant 
whose  particular  goods  it  is  to  contain. 


CONCEALING  LAMPS  IN  CORNER  WINDOWS 

Displays  in  corner  shov/  windows  offer  problems  i)i 
lighting  which  do  not  enter  when  the  window  faces 
only  one  street,  because  lamps  which  are  entirely  invis- 
ible from  one  side  of  a  corner  window  often  shine 


I  I  I  1,1  I  I  I  JXTTT 


Baff/es  ■' 

Baffles  to  hide  lamps  in  corner  windows 


directly  into  the  eyes  of  an  observer  standing  on  the 
other  side.  One  Chicago  store  has  eliminated  thifj 
objectionable  glare  in  its  corner  windows  by  using 
white-enaraeled  baffles  in  front  of  the  reflectors.  The 
general  arrangement  of  the  baffles,  reflectors  and  lamps, 
which  in  this  particular  installation  are  'suspend'^d  near 
the  top  of  the  show  window,  will  be  made  clear  by 
reference  to  the  drawing  reproduced  above.- — Electrical 
World. 


If  the  thing  we  call  backbone  would  develop  magni- 
tude and  strength  like  the  other  thing  we  call  wish- 
bone, this  would  be  a  much  more  wonderful  age  of 
accomplishment  than  it  is. 
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OUR  NUMBER  257 


Complete  Suite 
in 

Solid  Oak 

Nine  Pieces 
for 

$168.00 

(Li.t) 


This  is  one  of  the  many  suites  which  we  are  making  that 
is  as  carefully  outlined  and  proportioned  as  the  highest 
priced  Period  design,  but  which  we  are  making  at  a  very 
popular  price.  The  Buffet  is  48  inches  long  and  has  a  plain 
British  mirror  (not  bevelled).  The  table  has  a  45  inch 
round  top,  extending  to  6,  8,  and  10  feet.  The  China 
Cabmet  is  handsomely  designed  and  proportioned  to  match 
Buffet.  The  Diners  have  padded  leather  seats  with  "twist'  turned 
legs  and  shaped  slats.  The  Side  Table  is  $25.50  (list)  extra. 

Good  Designing  is  a  Matter  of  Knowledge 
and  Good  Taste,  not  Necessarily  High  Cost 


THE  KNECHTEL  FURNITURE  CO 

limited: 

HANOVER  ONTARIO 


■1 
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A  "Burning  What   may   well   be   called  a 

Shame."  "burning  shame"  is  the  fact  that 

the  fire  loss  in  Canada  is  greatly 
in  excess  of  that  of  any  other  civilized  country  in  the 
world,  and  the  regrettable  feature  is  that  our  national 
position  in  this  regard  is  constantly  becoming  worse 
instead  of  better.  At  the  present  time  our  Canadian 
fire  losses,  in  proportion  to  population,  are  approxi- 
mately six  times  greater  than  those  of  Great  Britain, 
while  in  the  United  States,  where  the  rate  of  loss  is 
considerably  lower  than  in  Canada,  the  National  Fire 
Protection  Association  has  recently  referred  to  this 
"reckless  and  unnecessary  waste"  as  an  "impoverish- 
ment of  the  nation." 

Not  only  is  this  a  great  national  waste  in  which  all 
must  share,  but  it  falls  particularly  hard  on  the 
shoulders  of  the  business  man  in  higher  insurance  rates, 
for  where  per  capita  fire  losses  are  high,  insurance 
rates  must  be  correspondingly  high.  This  is  shown  in 
a  most  convincing  manner  by  the  fact  that  the  average 
rate  of  premium  in  ten  British  cities  has  been  but  22 
cents  per  $100  of  insured  value,  as  against  an  average 
of  $1.46  in  ten  Canadian  cities. 

Canada's  huge  fire  loss  is  without  doubt  due  to  a 
large  extent  to  carelessness,  so  that  it  behooves  every 
retail  merchant  to  do  what  he  can  towards  fire  protect- 
tidn,  and  to  enlist  the  eo-operation  of  others  towards 
the  same  end. 

Demand  for  home  furniture  is  coming  into  its 
own.     Are  you  getting  your  share  ? 

Look  to  Your  Too  many  retailers  devote  their 

Profitf5.  time  and  energy  to  building  up 

volume  of  sales  and  give  too 
little  attention  to  the  matter  of  profit.  This  is  regret- 
table, because  tlipy  not  only  give  their  time  and  labor 
and  reeei^'^e  very  little  recompense  for  it,  but  they  tak<- 
business  away  from  other  dealers  who  could  and  would 
handle  it  at  a  profit. 

I  can  see  very  little  satisfaction  in  turning  over  a 
lot  of  goods,  but  doing  it  at  little  or  no  profit.  Yet, 
this  is  just  what  a  good  many  dealers  of  to-day  are 
doing.  They  are  so  anxious  for  businesis  that  they 
shade  prices  to  a  figure  that  sometimes  leaves  no  pro- 


fit when  the  cost  of  doing  business  is  considered.  They 
rake  chances  on  doubtf  al  accounts  that  no  dealer  should 
take,  and  at  the  end  of  a  long  period  of  strenuous  work 
they  find  that  they  have  accomplished  very  little  in 
the  way  of  making  money. 

It  is  not  a  pleasing  outcome  and  is  especially  regret- 
taible  in  the  fact  that  it  could  be  avoided  by  keeping 
a  keener  eye  on  profits.  It  should  constantly  be  borne 
in  mind  that  every  sale  costs  a  certain  amount  to  trans- 
act and  that  that  expense  must  bo  accounted  for  before 
Ihe  dealer  starts  to  make  any  profit  for  himself. 

Know  the  cost  of  j^our  goods  and  the  cost  of  doing 
business,  and  figure  out  a  profit  for  yourself  on  each 
sale.  It  is  all  right  to  aim  for  big  volume,  but  do  not 
sacrifice  profit  to  secure  it. 

A  little  more  push  often  pulls  a  little  more 
business. 

A  Sign  of  The   merchant   who   thinks  he 

Disintegration.  knows  everything  about  his  busi- 

ness that  it  is  possible  to  learn  is 
usually  he  whose  business  is  no  larger  to-day  than  it 
was  yesterday  or  the  day  he  started.  And  so  it  will  be 
until  he  discovers  that  the  more  he  really  knows  the 
more  there  is  for  him  to  learn. 

This  principle  is  as  true  in  business  as  in  science. 

The  ignorant  man  is  he  who  "knows  it  all." 

Business  building  is  one  of  the  most  interesting  and 
fascinating  games  in  the  world  to  those  who  are  daily 
conceiving  new  ideas  and  seeking  newer  and  better 
methods. 

//  is  well  to  plan  for  business,  as  well  as  for 
military,  campaigns. 

Stir  Up  a  Little  A  Canadian  dealer  recently  re- 
Competition  Among  lated  to  the  writer  how  he  had 
Clerks.  stimulated  sales  to  a  considerable 

extent  by  stirring  up  a  little  com- 
petition among  his  clerks  in  the  matter  of  sales.  By 
means  of  the  cash  register  and  the  counter  check  books 
each  clerk's  sales  were  kept  track  of  separately  and 
totalled  up  at  the  end  of  the  week  and  announced.  He 
stated  that  immediately  the  plan  was  inaugurated  he 
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could  notice  his  clerks  putting  forth  a  greater  effort 
to  make  sales,  because  no  one  cares  to  be  last  in  any 
contest.  As  a  further  stimulant  to  effort,  a  small  prize 
— such  as  a  box  of  candy- — was  offered  to  the  one  mak- 
ing the  best  showing  each  week. 

That  the  clerks  took  a  genuine  interest  in  the  com- 
petition each  week  was  shown  by  the  fact  that  while 
at  first  the  totalling  up  of  sales  was  left  until  Monday 
morning  the  clerks  asked  that  results  be  given  on  Sat- 
urday night — which,  of  course,  was  easily  arranged. 

The  result  of  this  competition  was  that  sales  were 
considerably  increased  and  clerks  made  better  sales- 
men, because  they  gave  thought  and  study  as  to  how 
they  might  increase  sales. 

It  is  certainly  good  business  to  stir  up  a  little  com- 
petition among  clerks  in  some  such  way.  Another  plan 
is  to  have  a  competition  among  clerks  to  see  which  one 
can  sell  the  most  of  one  particular  line  in  a  week.  It 
is  wonderful  how  a  little  friendly  rivalry  between 
clerks  will  stimulate  them  to  greater  action  and  help 
swell  the  store's  sales. 

Steam  is  a  good  thing  in  the  store  as  well  as 
in  the  locomotive. 

Honesty  in  the  "We  hear  a  good  deal  about  the 
Retail  Trade.  honesty    of   the    retailer.  Not 

occasionally  is  his  honesty  ques- 
tioned— fref|upntly  by  those  who  are  given  to  finding 
fault  with  all  humanity  and  who,  in  conversation  or  in 
fiery  letters  to  the  public  press,  cite  some  case  of  dis- 
honesty that  they  have  discovered,  or  think  they  have 
discovered,  and  for  which  they  are  narrow-minded 
enough  to  condemn  the  whole  retail  trade. 

It  must  be  admitted  that  occasionally  we  encounter 
people  in  the  retail  trade  whose  honesty  is  questionable, 
.iust  as  we  do  in  any  line  of  endeavor,  but  on  the  whole 
the  percentage  of  honest  men  in  the  retail  trade  runs 
exceedingly  high,  especially  when  we  consider  the  op- 
portunities that  they  have  for  immediate  profit  by 
pursuing  doubtful  methods  or  practices. 

This  defence  of  the  honesty  of  retailers  is  occasioned 
by  a  recent  letter  which  the  writer  noticed  in  a  daily 
newspaper,  wherein  someone  who  signed  himself  "Con- 
sumer" used  up  about  all  the  fiery  ad.jectives  in  the 
dictionary  in  a  general  condemnation  of  the  retail 
trade,  because  he  had  been  or  believed  he  had  been 
"cheated"  by  a  dealer.  This  shows  the  need  of  re- 
tailers in  general  doing  all  in  their  power  to  keep  their 
ranks  free  from  dishonest  dealers,  who,  though  they 
be  few  in  number,  give  the  public  a  bad  opinion  of 
the  whole  trade. 

"Honesty"  should  ever  be  the  watchword  of  the  re- 
tailer, for  no  dealer  can  expect  to  permanently  succeed 
who  pursues  dishonest  or  doubtful  methods.  A  dealer 
may,  in  the  language  of  the  street,  "get  away  with  it" 
for  a  time,  but  sooner  or  later  there  will  come  reaction 
that  will  shoAv  the  dealer  the  folly  of  his  ways. 

Happi)iess  comes  from  a  contented  mind.  But 
the  better  the  business  the  more  contented  the 
mind. 

Why  His  Profits  An  inventory  is  to  a  business 
Were  Small.  man  what  an  observation  taken 

at  sea  is  to  a  mariner.  It  enables 
him  to  ascertain  his  exact  position.  lie  may  carry  on 
business  year  after  year,  guessing  his  financial  position, 
but  he  is  not  certain  about  it.  And  where  there  is  un- 
certainty there  is  ahvays  danger. 


The  little  journal  published  by  the  Canadian  Credit 
Men's  Trust  Association  recently  recited  an  instance 
which  illustrates  this. 

A  retailer  whose  business  Avas  increasing  in  volume 
year  after  year  could  not  understand  why  his  profits 
were  not  likewise  increasing.  Consulting  one  of  his 
ereditor.s,  he  was  advised  to  try  and  ascertain  the  cause 
by  taking  an  inventorJ^  He  did  so,  and  the  upshot  of 
it  was  that  he  discovered  that  his  stock  on  hand  had 
increased  at  a  much  more  rapid  rate  than  his  business. 
During  his  first  year  he  had  done  a  business  of  $25,000 
with  not  at  any  time  a  stock  larger  than  ^7,000.  And 
now,  with  a  stock  of  $12,000,  his  volume  was  only 
$30,000.  In  other  words,  while  his  volume  of  business 
had  increased  20  per  cent.,  his  stock  on  hand  had  multi- 
plied by  71  per  cent. 

But  his  inventory  also  led  him  to  discover  one  or  two 
ether  things.  One  was  that  his  expenses  had  jumped 
up  to  20  per  cent,  of  his  gross  sales.  The  other  was  that 
there  is  quite  a  difference  in  calculating  a  profit  of 
25  per  cent,  on  cost  of  goods  and  25  per  cent,  on  the 
selling  price.  His  policy'  to-day  is  to  do  a  maximum  of 
business  with  a  minimum  investment. 

In  the  face  of  these  facts  there  can  he  no  doubt  re- 
garding the  importance  of  taking  an  inventory  at  least 
once  a  year. 

It  is  beyond  the  ken  of  even  a  scientist  to  deter- 
mine the  business  -  pulling  power  of  a  good 
window  display. 

A  Birthday  Sale.       A  merchant  in  a  "Western  town 
has,  during  the  last  few  years, 
carried  on  a  special  sale  on  the  anniversary  of  his  enter- 
ing business. 

He  calls  it  a  "Birthday  Sale." 

On  the  day  on  which  this  sale  is  held  all  whose  birth- 
day falls  thereon,  no  matter  what  their  age  may  be, 
are  allowed  a  discount  of  25  per  cent,  on  the  first  five 
dollars'  worth  of  merchandise  purchased,  and  of  10 
per  cent,  on  the  second  five  dollars'  worth.  On  pur- 
chases beyond  the  sum  of  ten  dollars  no  discounts  are 
allowed. 

Customers  need  not  produce  any  proof  as  to  the  date 
of  their  birth.    Their  mere  statement  is  accepted. 

The  merchant  does  not  consider  that  in  a  direct  way 
he  makes  any  money  from  the  "Birthday  Sale."  On 
the  contrary,  he  is  of  opinion  that,  directly,  he  loses 
money.  But  he  is  quite  certain  that  in  the  long  run 
he  gains  materially  because  of  the  advertising  he 
obtains. 

A  special  sale  of  this  kind  would  doubtless  interest 
people  whose  birthday  fell  on  the  particular  day  on 
which  it  is  held.  It  would  probably  also  interest  to 
some  extent  people  whose  birthday  fell  either  a  few 
days  before  or  a  few  days  after  the  "Birthday  Sale." 
It  would,  therefore,  be  of  some  advertising  value  a« 
far  as  they  were  concerned  even  though  they  were 
unable  to  participate  in  its  benefits. 

One  thing  about  a  special  sale  of  this  kind  is  that 
it  may  bring  to  the  store  people  who  have  not  hitherto 
been  customers.  Another  thing  is  that  it  sets  people 
talking  about  the  store  and  its  age. 

Even  if  merchants  elsewhere  may  not  feel  disposed 
to  follow  the  example  of  the  merchant  referred  to,  it 
may  suggest  to  them  a  special  sale  of  a  different  char- 
acter. 


Even  the  scrupulously  honest  man  is  likely  to  exag- 
gerate when  he  gets  to  telling  of  his  troubles. 
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The  A  gitation  for  Protective  Mattress  Laws 

A  private  bill  likely  to  he  introduced  at  next  session  of  the 
Ontario  Legislature — A  discussion  of  the  need  of  legislation 
for  the  protection  of  manufacturers,  retailers  and  consumers. 


By  W.  L.  EDMONDS 


WHILE  the  movement  for  the  enactment  of  legis- 
lation for  the  regulation  of  the  manufacture 
of  matresses  is  not  making  a  great  deal  of  head- 
way, yet  it  is  not  exactly  at  a  standstill. 

As  pointed  out  in  previous  issues  of  the  Furniture 
World,  the  objects  sought  are  two-fold. 

Legislation  is  sought  in  the  first  place  to  compel  all 
manufacturers  of  mattresses  to  place  a  lahel  on  their 
products  setting  forth  the  material  comprising  their 
contents,  and  in  the  second  place,  to  protect  the  pub- 
lie  against  unsanitary  mattresses. 

In  both  these  objects  the  promoters  have  the  en- 
dorsement of  practically  all  the  manufacturers  of 
importance.  But  while  this  is  so,  they  have  not  the 
active  co-operation  of  all  the  manufacturers. 

Among  those  who  are  at  any  rate  seemingly  apa- 
thetic are  manufacturers  who  already  use  labels  de- 
scribing the  contents  of  the  mattresses  turned  out  by 
their  factories.  And  it  is  significant  that  the  number 
of  manufacturers  who  are  using  these  labels  is  steadily 
increasing. 

That  this  is  a  wise  thing  in  more  Avays  than  one  will 
be  readily  recognized,  for  a  label  of  this  kind  is  to  all 
intents  and  purposes  a  trade  mark  as  well  as  a  guar- 
antee as  to  the  contents  of  the  mattress. 

Difficulty  Reg-arding  Authority 

But  the  principal  difficulty  does  not  appear  to  be 
apathy  on  the  part  of  the  manufacturers,  for  the  pro- 
moters of  the  movement  are  enthusiastic,  and  perse- 
vering enough  to  keep  it  alive.  The  principal  difficulty 
seems  to  be  the  determination  as  to  where  the  authority 
for  enacting  the  necessary  legislation  rests.  In  other 
words,  is  both  Federal  and  Provincial  legislation  neces- 
sary in  order  that  laws  may  be  placed  upon  the  statute 
books  which  shall  be  comprehensive  enough  to  obtain 
all  the  objects  desii*ed? 

There  is  no  question  regarding  the  enactment  of 
laws  governing  the  hygienic  construction  of  mattresses. 
That  is  clearly  a  matter  within  the  powers  of  a  pro- 
vincial legislature. 

But  the  trouble  is  there  are  rags  and  waste  matei'ials 
which  are  imported  from  abroad  and  used,  it  is  alleged, 
by  some  of  the  irresj^onsible  manufacturers  as  filling 
for  low-priced  mattresses,  notwithstanding  the  absence 
of  any  guarantee  regarding  their  hygienic  properties. 

It  is  held  by  the  provincial  authorities  that  the  duty 
of  checking  this  devolves  upon  the  Federal  authorities. 
The  latter,  on  the  other  hand,  hold  that  the  provincial 
boards  of  health  are  already  clothed  with  sufficient 
authority  to  prevent  the  use  of  materials  whose  sani- 
tary condition  is  in  doubt. 

Half-a-Million  Hundredweight  of  Rags 

The  quantity  of  rags  and  waste  imported  into 
Canada  last  year  was  540,922  cwt.,  valued  at  $1,244,469. 
How  much  of  this  was  used  in  the  manufacture  of 
mattresses  cannot  of  course  be  determined.  In  all 
probability  it  was  only  a  small  part.    And  even  that 


used  might  first  have  been  sterilized.  But  unfortu- 
nately there  is  no  guarantee  of  this. 

It  is  to  the  securing  of  this  guarantee  that  the  advo- 
cates of  sanitary  mattresses  have  set  themselves  the 
task. 

Although  it  may  be  necessary  to  have  the  respective 
powers  of  the  Provincial  and  Federal  legislatures 
clearly  defined,  the  important  thing  at  the  moment  is 
to  impress  upon  the  powers  that  be  the  necessity  for 
legislation  which  shall  provide  the  laws  and  regulations 
in  regard  to  the  labeling  of  mattresses,  and  the  guar- 
anteeing of  their  sanitary  qualities. 

That  such  necessity  exists  there  can  be  no  doubt. 
As  a  matter  of  fact,  it  has  been  recognized  by  those 
in  the  trade  for  a  great  many  years. 

Thirty  years  ago  a  movement  was  started  in  On- 
tario which  was  in  principal  sinrilar  to  that  under  way 
in  that  province  to-day.  But  it  died  from  inertia,  while 
movements  in  the  United  States  started  subsequent  to 
that  have  made  such  progress  that  there  are  but  few 
States  in  the  Union  without  a  law  akin  to  that  Avhich 
is  now  being  sought  in  this  country. 

Unfairness  of  Present  Conditions 

The  conditions  existing  in  Canada  to-day  are  neither 
fair  to  the  manufacturers  who  turn  out  honest  mat- 
tresses nor  a  protection  to  the  public. 

Because  of  the  methods  of  dishonest  manufacturers, 
whose  sole  ambition  appears  to  be  to  meet  price  and 
not  quality,  the  manufacturer  who  is  concerned  about 
reputation,  and,  therefore,  aims  at  quality,  is  seriously 
handicapped  in  the  competition  for  business. 

To  the  great  majority  of  the  consuming  public,  a 
mattress  is  a  mattress.  When  they  lie  ujion  it  they  can 
determine  whether  or  not  it  is  comfortable.  But  there 
is  where  their  knowledge  ends.  As  to  the  nature  of 
its  contents,  they  are  as  much  at  sea  as  the  man  who 
buys  a  piece  of  land  which,  without  having  been  tested, 
is  alleged  to  possess  rich  minerals. 

If  the  placing  of  a  label  bearing  the  name  of  the 
manufacturer,  and  specifying  the  contents  of  the  mat- 
tress, was  made  obligatory,  the  interests  of  both  the 
public  and  the  honest  manufacturer  would  be  pro- 
tected. 

The  Position  of  the  Retailer 

Then,  besides  the  manufacturer  and  the  public,  there 
is  the  honest  retailer  to  be  considered.  He  is  some- 
times, because  of  competition,  induced  to  buy  mat- 
tresses for  price.  But  unless  he  buys  an  article  Avhich 
carries  a  label  or  one  that  is  manufactured  by  a  re- 
liable firm,  he  runs  a  serious  risk.  Even  if  he  rips  open 
one  or  two  of  a  shipment,  he  may  not  escape  being 
defrauded.  This  the  proprietor  of  a  department  store 
not  long  since  discovered. 

In  this  particular  instance  the  manager  of  the  furni- 
ture branch  had  in  his  possession  a  formula  from  which 
he  conceived  the  idea  that  he  could  have  a  line  of  mat- 
tresses made  up  that  could  be  used  for  special  sale 
purposes.    He  asked  for  tenders  from  certain  manu- 
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No. 

SIZE 

3 

THE  SOLI  MEBAL  FURRITSSE  MFG.  CO.,  Llniled 


MATTRESS 


lOOX  PURE  KAPOK 


FII.LEO  WITH 


PUHITAN 


Choi(_f.t  Whitf  Cotlon  Fe\ 


"'O 


^-^L  BEDDING  ^° 


Soino  of  t  he  larger  in;uiuf:i(:turei-s  are  already  labelling  their  mattrcF.«es,  and  have  done  so  for  (piite  a  long  t  irno, 

as  these  examples  show. 


faeturers,  and  placed  the  order  with  the  lowest  ten- 
derer, the  instructions  regarding  c()ini)Iying  with  the 
formula  being  specitie. 

A  Flagrant  Fraud 

The  order  being  a  large  one,  the  mattresses  were 
delivered  in  lots.  The  first  lot  that  came  forward  was 
deemed,  after  one  or  two  mattresses  had  been  tes'ted, 
to  be  up  to  specifications.  The  same  result  was  ob- 
tained in  a  test  of  the  second  lot.  But,  after  sales  had 
been  made  from  the  third  and  fourth  lots  delivered, 
complaints  began  to  come  in  from  customers. 

When  these  mattresses  were  returned  and  I'ipjied 
open,  it  was  found  that,  instead  of  being  up  to  speci- 
fications, they  were  tilled  with  floor  sweepings  and  rags. 
Then  there  was  trouble  and  redress  had  to  be  made. 


SANITARY  BEDDING 


Q   ONTARIO  QUAUTY 

I 

Queen  Felt  Mattress 

This  Mattress  is  guaranteed  to 
be  made  througliout  of  White 
Layer  Felt. 

Made-in-Canada 

BV 

Q  The  Ontario  Spring  Bed  &  Mattress  Co. 

P  LlmltMl 

I  London  -  Ontario 


feEH=diai3Biab=ll^lM]iaiMll=ll=]l=Jl^ljjlLjJljj-JMM 

One  of  tlie  "Ontju  io  "  labels,    Kac  li  of  tlie  labc.'ls 
describfs  the  mattress  as  it  is  and  is  a  guaranty 
to  dealers  and  customers  of  its  contents. 

But  in  the  meantime  the  store  had  sut^ered  in  reputa- 
tion with  those  customers  who  had  been  defrauded. 
And  for  that  there  is  no  redress. 

So,  in  the  final  analysis,  the  retailer,  as  well  as  the 
manufacturer  and  the  consumer,  is  concerned  in  the 
movement  for  protective  legislation. 

Legislation  to  be  Sought  in  Ontario 

It  is  altogether  likely  that  at  the  coming  session  of 
the  Ontario  Legislature  some  effort  will  be  made  to 
introduce  legislation  through  a  private  bill,  as  in- 
terested parti(>s  are  engaged  in  drafting  one  for  the 
purpose. 

Unfortunately  in  these  days  of  Parliamentary  pro- 
cedure, private  bills  have  usually  a  hard  road  to  travel. 
It  is  to  be  hoped,  therefore,  that  an  ef¥ort  will  be  made 
to  induce  the  Government  to  take  it  under  its  paternal 
wing  and  hatch  an  Act  Avhich  will  ensure  adecpiate  pro- 
tection to  all  concerned. 


MATTRESS  MAKERS  FAVOR  PURE  BEDDING 

At  the  recent  meeting  of  Ontario  mattress  manufac- 
turers, mentioned  in  an  earlier  issue  of  Canadian  Furni- 
ture World,  the  discussion  led  to  ways  and  means  of 
bettering  conditions  atfecting  bed  spring  and  mattress 
manufacturers  themselves  would  be  necessary  if  in  the 
a  view  towards  standardizing  mattresses.  Arrange- 
ments were  also  made  to  have  a  meeting  called  in  the 
iiear  future  for  the  purpose  of  classifying  or  .standard- 
izing mattresses  by  means  of  a  registered  label,  so  that 
retailers  by  reference  to  the  label  would  know  just 
what  they  were  buying  or  selling. 

It  was  pointed  out  that  for  some  years  past  attempts 
had  been  made  by  certain  Canadian  manufacturers  and 
by  the  Canadian  Furniture  World  to  bring  about  legis- 
lation along  this  line,  but  so  far  without  result,  and 
that,  therefore,  concerted  action  on  the  part  of  the 
manufacturers  thesmelves  would  be  necessary  if  in  the 
end  the  object  aimed  at  was  to  be  attained.  The  regis- 
tered label  of  the  association  attached  to  a  mattress 
would  be  a  guarantee  by  the  maker  that  the  mattress 
was  of  the  quality  described  on  the  la,bel,  and  if  not, 
the  manufacturer  would  be  amenable  to  the  penalties 
provided  by  the  association,  if  a  member  thereof. 
Such  voluntary  action  on  the  part  of  the  manufacturers, 
if  carried  to  a  logical  conclusion,  it  was  felt  would  go 
a  long  way  towards  standardizing  mattresses  and  at 
the  same  time  pave  the  way  for  the  introduction  of 
sanitary  bedding  legislation.  It  should  be  mentioned 
here  that  a  number  of  the  more  prominent  mattress 
makers  of  Canada  are  already  (and  have  done  so  for 
some  time  past)  placing  labels  on  their  goods.  Samples 
of  these  are  reproduced  on  these  pages  of  Canadian 
P^urniture  World. 

A.  R.  Williams,  of  The  Ontario  Spring  Bed  &  Mat- 
tress Co.,  London,  has  been  for  years  a  strong  advocate 
of  pure  bedding  legislation  and  is  recognized  as  one 
of  the  fathers  of  the  movement  in  Ontario.  At  the 
recent  meeting,  W.  H.  Smith,  of  the  Canadian  Feather 
&  Mattress  Co.,  Toronto,  was  cho.sen  as  temporary  chair- 
man, with  Thos.  L.  Lyall,  of  Ham  &  Nott,  Brantford,  as 
secretary.  Both  the  Federal  and  Ontario  Provincial 
Governments  have  been  interviewed  with  reference  to 
inire  bedding  legislation. 


WHY  MATTRESSES  SHOULD  BE  STANDARDIZED 

By  a  Canadain  Manufaclurer 

Why  should  mattresses  be  standardized?  This  ques- 
tion, to  my  mind,  is  redundant,  because  the  chief 
reasons  are  quite  obvious.  We  all  know  that  it  is  of 
paraniiount  importance  to  protect  the  health  of  the 
public,  and,  as  mattresses  (if  unsanitary)  are  prolific 
sources  of  infection,  it  ought  to  be  clear  to  the  most 
obtuse  that  something  should  be  done  to  prevent  such 
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material  entering  into  the  mamifacture  thereof. 
Shoddy,  which  is  nothing  more  or  less  than  old  clothes 
of  all  sorts  ground  up,  has  long  been  in  use  to  cover 
the  excelsior  or  curled  grass  interior  of  cheap  mat- 
tresses, in  order  to  take  off  the  harshness,  and  some- 
times even  the  vt'hole  mattress  is  filled  with  this  filthy 
material.  I  contend  that  only  pure  material,  such  as 
cotton  batting,  which  is  made  from  unadulterated  lin- 
ters,  or,  better  still,  strip,  should  be  used  for  this  pur- 
pose, and  on  no  account  should  any  filling  that  has  been 
exposed  to  infection  be  allowed  to  enter  into  the  con- 
struction of  a  mattress. 

Then  both  the  trade  and  the  public  are  protected 
against  deceit  and  sometimes  exorbitance  by  having 
the  maker's  guaranty  as  to  quality  attached  to  the  mat- 
tress. Beisides  the  foregoing  there  are  other  reasons  for 
the  use  of  a  uniform  label  which  it  would  take  too  long 
to  here  enumerate. 


BEDDING  PRICES  TO  GO  HIGHER 

Last  month  Canadian  Furniture  World  published  the 
reasons  why  brass  and  iron  bed  prices  were  to  be  in- 
creased; in  fact,  have  been  increased  on  some  lines. 
Now  there  is  the  likelihood  of  mattresses  and  bedding 
going  up  higher  this  spring  over  the  recent  slight 
advance. 

With  the  higher  costs  of  raw  material,  due  in  many 
eases  to  great  scarcity  and  abnormal  trade  conditions, 
selling  prices  have  been  demoralized,  and  many  manu- 
facturers have  been  selling  their  output  at  a  loss,  some 
through  ignorance  of  manufacturing  costs,  and  others 
on  account  of  the  pressure  of  competition. 

The  war  in  Europe  has  been  made  responsible  for 
many  changes,  and  it  now  is  charged  with  the  scarcity 
and  higher  price  of  cotton,  that  commodity  being  used 
extensively  in  the  making  of  explosives.  It  is  not  the 
cotton  ball  that  is  used  by  mattress  makers,  but  the 
cotton  linter.  Both,  however,  are  decidedly  scarce 
just  now,  and  of  course  are  held  at  high  prices.  The 
extra  war  tax  of  seven  and  a  half  per  cent,  has  also 
added  to  costs  here  in  Canada. 

Ticking  prices  have  been  withdrawn,  and  in  fact  all 
the  other  materials  entering  into  the  making  of  mat- 
tresses and  bedding  have  gone  to  higher  prices.  The 
result  will  be  that  these  increased  manufacturing  costs 
will  have  to  be  added  to  the  manufactured  product. 


"DRASTIC  COST  ADVANCES" 

"If  all  the  cost  advances  in  the  last  five  years  were 
bunched  together  it  Avould  be  a  joke  compared  to  what 
is  now  happening  to  our  raw  materials,"  says  a  promi- 
nent metal  bed  manufacturer.  "Linseed  oil  has  ad- 
vanced 55  p.c,  zinc  70  p.c.  lead  40  p.c,  turpentine  45 
p.c.,  benzine  90  p.c,  rosin  60  p.c,  all  colors  from  50  to 
500  p.c,  and  some  absolutely  unobtainable.  The  above 
Embrace  practically  evei'ything  of  any  consequence 
ilsed  in  making  paints.  You  can  imagine  what  the 
paint  maker  finds  himself  up  against.  All  paint  and 
varnish  prices  will, have  to  be  considerably  advanced." 

The  above  covers  only  one  item  of  material  entering 
into  manufacture  of  metal  beds,  showing  the  necessity 
of  early  increase  in  prices  covering  the  finished  product. 

J.  E.  Sussex  having  enlisted  for  service  at  the  Front, 
J.  A.  Shantz  will  take  his  place  representing  the  On- 
tario Spring  Bed  &  Mattress  Co.,  Ltd.,  London,  in 
Western  Ontario.  Mr.  Sehierholtz,  Jr.,  will  represent 
that  company  in  Montreal  and  east  to  the  Atlantic,  and 
Mr.  Sehierholtz,  Sr..  will  travel  eastern  and  part  of 
jiorthern  Ontario. 


NEW  BEDDING  PRICE  LIST 

Geo.  Gale  &  Sons,  Ltd.,  Waterville,  Que.,  issued,  on 
Jan.  17,  a  new  net  price  list,  canceling  all  their  previous 
lists.  The  new  list  covers  all  their  bed  and  bedding  lines. 
In  sending  out  the  list  the  company  state  that  the 
reason  for  the  new  list  is  the  tremendous  increase  in 
the  cost  of  all  raw  material  which  enters  into  the  manu- 
facture of  the  goods  supplied  to  the  trade.  In  many 
cases  the  increase  is  from  50  p.c.  to  100  p.c,  and  the  only 
reason  they  have  been  able  to  keep  prices  stationary  up 
to  the  present  has  been  the  fact  that  they  had  large 
purchases  made  ahead  for  material  and  a  good  stock 
on  hand. 

No  increase  has  been  made  in  the  price  of  spring 
beds,  pilloAvs  and  couches.  The  price  list  is  only  tem- 
porary, as  iron  and  steel,  brass  and  cotton  are  still  in- 
creasing in  price  and  within  the  next  two  months  a  gen- 
eral price  advance  is  inevitable.  This  is  a  condition 
which  cannot  be  helped,  but  it  should  not  prove  a  ser- 
ious matter  for  the  trade,  as  the  purchasing  power  of 
the  public  is  increasing  and  business  shows  decided 
signs  of  improvement. 


NEW  IDEAL  BEDDING  LIST 

The  Ideal  Bedding  Co.,  Ltd.,  Toronto,  have  issued  a 
new  price  list,  which  is  in  immediate  effect  on  all  their 
lines,  superseding  and  canceling  all  previous  lists.  The 
new  list  shows  the  addition  of  a  few  new  lines,  particu- 
hirly  London,  Windsor,  and  Ottawa  steel  frame  springs. 
King  cot,  and  Victor  mattress.  This  last  item  is  a  mixed 
mattress  replacing  the  former  fibre  and  felt.  Being 
made  of  specially  prepared  wood  fibre  and  pure  cotton 
felt  in  about  equal  proportions,  it  is  a  very  comfortable 
mattress,  and  should  be  an  attractive  proposition  for 
dealers. 

Commencing  January  the  Ideal  Co.  absorbed  all 
charges  for  cartage  from  their  warehouse  to  the  freight 
sheds  in  Toronto.  Every  freight  shipment  is  affected 
by  the  change,  and  the  saving  to  customers  on  a  year's 
liusiness  will  run  ito  a  considerable  amount. 


BURLAP  PACKING  CHARGES  INCREASED 

The  shortage  of  burlap  and  the  extreme  difficulty 
met  with  in  securing  supplies  of  this  material  has 
created  a  situation  which  makes  imperative  an  increase 
in  the  prices  charged  for  this  packing,  states  The  Ideal 
Bedding  Co.,  Ltd..  Toronto.  Effective  at  once  the 
charges  will  be:  Balers  on  felt  mattresses,  40  cents 
each ;  40  in.  burlap,  10  cents  yard ;  54  in.  burlap,  15 
cents  yard.  Credit  at  invoice  pi4ees- will  be  allowed  on 
all  biTrlaps  returned  promptly,  charges  prepaid. 


FIRE  IN  BEDDING  PLANT 

Fire  in  the  plant  of  The  Ideal  Bedding  Co.,  at  To- 
ronto, did  $15,000  damage  one  night  during  the  past 
month.  The  sprinkler  system  helped  put  out  the  blaze 
and  prevented  it  spreading,  and  some  of  the  damage 
Avas  due  to  the  water  damaging  machinery  and  raw 
stock.  The  fire  was  eonfined  to  the  mattress  depart- 
ment, and  after  24  hours  the  whole  plant  was  in  oper- 
ation again.    It  was  fully  instired. 


WIRE  SPRINGS  ALSO 

Wire  bed  springs  are  slated  for  an  advance,  as  Avire 
used  in  the  manufacture  of  bed  springs  has  had  several 
jumps  in  price  since  the  first  of  December  last,  all  of 
them  advances.  This  grade  of  wire  has,  during  the 
past  three  months,  gone  up  from  $4.60  to  $6.50  per 
hundred  pounds. 
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Satisfying  the  Disgruntled 

Customer 

BY    W.    L.  EDMONDS 


THE  value  of  a  customer  does  not  wholly  lie  in  the  quantity  of  goods  he 
buys.  That  is,  of  course,  his  chief  measure  of  value.  But  there  is 
also  to  be  taken  into  account  the  value  of  his  influence. 

Every  customer  exercises  more  or  less  influence  upon  his  fellow  men 
in  their  purchases. 

Let  him  send  the  statement  abroad  that  the  service  at  So-and-So's  store 
is  not  satisfactory  and  most  of  those  in  whose  hearing  he  makes  the  state- 
ment will  not  only  come  to  a  like  conclusion,  but  will  give  it  further  wing.  In 
all  probability  they  will  avoid  the  store.  On  the  other  hand,  let  him  express 
a  favorable  opinion,  and  the  influence  will  be  of  a  favorable  nature.  They 
will  send  that  upon  its  way  as  well. 

This  emphasizes  beyond  all  question  the  importance  of  satisfying  every 
customer.  In  some  instances  it  may  be  a  difficult,  and  in  a  few  instances,  an 
impossible  task.  But  its  importance  demands  that  no  pains  should  be  spared 
to  acccomplish  it. 

Failure  to  accomplish  it  may  mean  the  loss  of  not  one  customer  alone, 
but  many.  This  is  a  contingency  that  retail  dealers  should  keep  in  mind 
when  their  patience  is  sorely  tried,  even  by  irascible  customers. 

So  important  a  matter  is  this  that  every  retailer  should  make  it  a  hard 
and  fast  rule  to  satisfy  at  almost  any  cost  the  customer  that  has  become  dis- 
satisfied. 

One  of  the  largest  manufacturers  in  Canada  of  his  kind  made  this  a 
hard  and  fast  rule.    And  much  of  his  success  is  attributed  to  this  fact. 

He  holds  that  even  where  no  real  grievance  exists  the  customer  may 
conscientiously  believe  there  is  one.  Consequently  he  made  it  a  rule  to  sat- 
isfy every  disgruntled  customer  if  it  was  possible  to  do  so,  even  if  it  entailed 
an  actual  loss  of  money. 

This  particular  manufacturer  is  not  now  actively  engaged  in  business. 
He  looks  on  while  others  younger  in  years  carry  the  "big  end  of  the  stick." 
But  nothing  pleases  him  better  than  to  philosophise  upon  the  wisdom  of  sat- 
isfying dissatisfied  customers. 

And  what  was  good  policy  for  a  manufacturer  who  at  one  time  practi- 
cally possessed  a  monopoly  in  his  particular  line  is  certainly  good  for  the 
average  retailer  who  is  surrounded  by  the  keenest  kind  of  competition. 

If  to  satisfy  a  disgruntled  customer  concessions  have  sometimes  to  be 
made  it  by  no  means  follows  that  it  is  a  surrender  for  the  merchant  making 
it.   It  is  rather  the  success  of  business  diplomacy. 
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Beds  and  Bedding  as  an  Advertising  Proposition 


By  W.  L.  EDMONDS 


THERE  may  be  many  lines  the  fvirniture  dealer  ad- 
vertises which  have  little  or  no  interest  for  a 
great  many  people.  Beds  and  bedding  are  not 
among  these,  because  everybody  requires  them.  Conse- 
quently, the  advertisement  dealing  with  beds  and  bed- 
dinig  is  certain  to  have  readers,  nearly  all  of  whom  are 
more  or  less  interested. 

Mtost  of  them  may  not  desire  to  make  a.  purchase  to- 
day, but  some  who  think  their  requirements  are  com- 
plete may  be  awakened  to  the  fact,  through  reading  an 
advertisement,  that  there  is,  after  all,  a  certain  article 
which  they  should  have.  Then  there  are  others  Avho 
will  purchase  sometime  in  the  future,  through  reading 
an  advertisement  to-day,  that  which  they  cannot  either 
aflford  or  do  not  need  at  present. 

There  are,  generally  speaking,  three  kinds  of  bed 
and  bedding  advertisements  which  make  the  strongest 
appeal  to  consumers.  They  are  (1)  those  which  dilate 
upon  the  comfort  which  is  o'btained  from  using  the 
article  advertised;  (2)  those  whose  price  is  attractive; 
(3)  those  that  deal  with  styles.  The  advertiser  has, 
therefore,  ample  scope  for  the  exercise  of  his  skill. 

In  the  advertisements  which  I  have  selected  for  repro- 
duction in  this  issue  of  The  Furniture  "World  there  are 
a  variety,  not  one  bearing  similarity  to  any  of  the 
others. 

The  pillow  advertisement  of  Bartlet,  Macdonald  & 
Grow,  Sandwich,  Ont.,  is  in  style  and  in  matter  a  good 
one.  In  addition  to  its  appearance,  its  strong  points  are 
emphasis  upon  the  com.pleteness  and  quality  of  the 
stock  and  the  extent  and  variety  of  prices  at  which  the 
bed  pillows  can  be  purchased.  The  original  was  4i/4 
by  inches. 


In  the  advertisement  of  the  Halifax  Furnishing  Com- 
pany, the  aim  sought  is  first  to  show  that  beds  and 
bedding  are  leading  lines  with  the  firm.  The  white 
enamel  iron  bed,  whose  price  is  named,  was  evidently 
intended  to  be  used  as  a  leader.  Good  use  was  made  of 
the  414  by  3-ineh  space  which  the  ad.  originally  occu- 
pied. 

The  most  outstanding  ad.  in  the  group  is,  of  course, 
that  of  N.  G.  Valiquette,  Limited,  Montreal.  The  direct 
appeal  it  makes  to  boarding  house  keepers  imparts  to 
it  uniqueness.  But  while  it  Avould  naturally  arrest  the 
attention  of  boarding  house  keejoers  more  quickly  than 
any  other  class  of  people,  they  are  not  the  only  ones 
who  Avould  peruse  it.  "Do  you  want  to  rent  your  rooms 
quickly?"  "Do  you  prefer  permanent  roomers?" 
"Would  you  like  to  get  a  good,  steady  revenue  from 
your  rooms?"  "Then  discard  a  few  of  those  old  beds 
and  replace  them  with  one  or  two  of  these  remarkably 
low-priced  sample  beds,"  are  both  well-termed  and  per- 
tinent phrases.  While  the  ad.  is  on  the  whole  a  good 
one,  there  is  one  suggestion  I  would  like  to  make,  and 
that  is  that  if  the  name  of  the  firm  had  heen  placed  at 
the  bottom  instead  of  the  top  a  better  halance  would 
have  heen  obtained  and  the  line  "Boarding  House 
Keepers'  Attention"  would  have  stood  out  even  more 
prominently  than  it  did.  Try  it  some  time  and  see 
the  effect.    The  original  was  61/0  by  11  inches. 

The  advertisement  of  The  Mclntyre  House  Furnish- 
ing Company,  Ingersoll,  Ont.,  is  a  particularly  good 
one.  Not  only  is  its  typographical  appearance  good, 
hut  the  reading  matter  is  both  clever,  logical  and  con- 
vincing. "Yoii  spend  one-third  your  lifetime  in  bed" 
is  a  phrase  that  arrests  attention,  and  then  the  sentence 


BED  PILLOWS 

This  IS  an  important  department 
to  which  we  pay  great  attention  in 
keeping  an  assortment  of  prices 
and  sizes  which  meet  the  general 
need.  The  following  sizes  and 
prices  are  in  stock.  Prices  are 
quoted  for  pairs  as  usually  sold,  but 
single  pillows  of  any  set  will  be 
sold  at  half  the  named  price. 

Coverings  are  fancy  tickings  and 
filling  is  of  feathers  and  feather  mix- 
tures of  various  grades. 

22x28.  per  pair  «0.00       19x27.  per  pair  S1.86 

21x27,  per  pair         4  50      19x27.  per  pair. .. .  1.50 

20x27.  per  pair         3.00       19x26,  per  pair   1.25 

19-x27,  per  pair         2A0      18x26.  per  pair   1.00 

And  a  pillow  for  baby  buggies  and  cots 
meaBuriog  10x18.  each  45c 

Cushion  fills  in  all  desirable  sizes 

BALLET,  MACDONALD  SGOW 

LIMITED, 
u-ll-ia  3AyDWlCH  6TBEET  EAST. 


Halifax  Fumishmg  Co., 

COMPLETB    HOUSE  FUBNISHeRs 


82  CotHngen  Street, 


-477>*ST.  CATMCBINE  ST  BASt, 


Boarding  House 
Keepers  Attention 


>oma  quickly.  Do  you  prefer  permanent  roomers.  Would  you 
from  your  roomt.  Then  dUurd  d  few  of  those  otd  beda  and  re- 
place thetn  with  one  or  two  of  tfaeie  remarkably  low  priced  Sample  Beds.  It  will  be  the  bett  invcit> 
meal  you  could  mslie.  Steady  boarden  want  nice  clean  good  lookir^^' bII  of  these  Sam- 
ple Bnus  and  Iron  Beds  are  perfectly  new  and  hardly  soiled.  THI S  IS  THE  WEEK  WE  CLEAR  OFF 
ALL  BED  SAMPLES  USED  IN  OUR  WAREROOMS.  AND  REPLACE  THEM  WITH  FRESH 
ONES.  Seventy-tive  of  them  gone  already — about  one  hundred  and  twenty-live  still  remoininf^. 
AU  Mattreuei,  Springs  and  Pillows  reduced  during  this  sale.  Here's  aniidea  of  what  you  can  do  in 
Genuine  Bnua  Beds — 


Genuine 
Brass  Bed, 
Box  Spring 
and  Real  Felt 
Mattress 
For  $33.75 


You  Spend  One-third 
Of  Your  Life-time 
In  Bed 

Tiit-ii  wliy  not  Iiave  a  comfflrlaltle  Sprlug  and  a 
.iiui:;r\  .\I;itlres3  to  sleep  ujwn  t  Every  Mattrcfis  we 
\\'mh\\.-  J.  iimde  n-itli  a  pluan,  .siluitary  filling  ino  tlirly 
wnul  hliiiilJy  beiuj;  cseil).  You  pay  less  here  for  lliis 
qualiiy  ol'  i\I;»ttiess  thjui  you  pay  elsetciiere  for  an  iufei- 
iar,flrtiii!e.  We  have  oontiol  for  this  distrirt  of  the  best 
lines  of  ilattresses  and  Springs  made  in  Cnnuda.  An 
of  these  fwU. 


Mattresses  from  S2,75  to  S25,00 

Springs  from  52.25  to  §18.00 

A  line  of  Lou  imd   Eia^s  'Seds    jUthv^  m 


The  Mclntyre  House  Furnishing  Co. 


Ingersoll 


BEDS  AND  BEDDING 


REVERSIBLE  MAHRESSES 


WHITE  ENAMEL  BEDS 


WOOL  TOP  MATTT.ESJES 


How.a^numbBr  of  Canadian  fni-niture  dealers  recentlyladvertised  their  bedding  lines. 
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that  follows  is  convincing:  "Then  why  not  have  a  com- 
fortable spring  and  a  sanitary  mattress  to  sleep  upon?" 
As  this  iis  a  time  when  the  subject  of  enacting  sanitary 
mattress  laws  is  before  the  public,  the  sentence  which 
reads  "Eveiy  mattress  we  handle  is  made  with  a  clean, 
sanitary  filling,  no  dirty  wool  shoddy  being  used,"  is 
particularly  apt.  Retail  furniture  dealers  are  render- 
ing a  service  to  their  customers  when  they  put  them 
on  their  guard  regarding  the  unsanitary  mattresses 
which  arc  upon  the  market.  This  ad.  was  4%  by  5 
inches. 

In  the  advertisement  of  Wright's,  Limited,  Sydney, 
N.S.,  no  attempt  has  been  made  to  give  what  might  be 
termed  a  selling  talk.    It  is  there,  however,  by  infer- 


BURTilNE.BRINTNELL'S 

FURNITURE  EMPORIUM 


n  Connection  Phorn 


HHK.HION,  ONT.  JAN  19)6. 


TO  OUK  CU^TOMtKs 


February  to  show  the  Largest  Single  Month's 
Business  in  our  History 

Ahhout-h 

It  br-ing  Leap  Vc.if,  jt  ihis  tirni-, 
Februarys  days  Arc  Twrntv-ninr, 


ihr  whole  yeat.  And   we,     just  cntcnnc  on 
Mf  month  by  showinq  ihrr  Inrycsl 


ihe  ihnrtrst  mmlh 
■■   Irvini:   lfi   m.ikr  thi'^ 


ComiDB  in  ihc  h'-.ift  ol  ihis  _'fr.it  u.ir  tl  would  be  a  hnr  .irKi-Mi-m 
thing,  not  only  for  us.  bul  il  w^uld  -ill  go  to  hrip  business  )n  Rrn-f.il 
"Business   as    Usual."  Ii.i?  yrr.wn  lo  be  a  n^honjl  CT>-  ju5l  now. 


)ur  Sixth  Year  m  Dii«- 
nclc'  mrintK's  turnover 


nt  A.>d  ^  moot  splendid 
nd    ib-ti    worthy  sIoR-in, 


H>'-^i'l  mdu.'-nnt^  to   .if  ompl.-K   thi'   end.   we   w,ll  allow    111   per   <enl.  off   our  rcguUr 

p.Kcs  in  PIANOS.  VIOLINS.  FURNITURE  ..r  RUGS.  ..II  ih,^  month  and  to  any  one 
whose  birthH.iy  f.ills  on  Feb.  29th.  who  lives  vi-ilhin  nine  miles  of  Brii^hto n . 
and  who  m.ikcs  a  purchase  here  during  Fcbru  ny.  wc  will  n'lvc  as  a  Birth- 
day Prcscrit  one  of  those  three  Chairs  shown  in  our  'vindow. 

Now  will  >ou  CO  oprfrtfe  by  buvin*  snmrrhtpp  n(  us  this  month,  no  matter  how  larj:e  or  small. 
It  will  all  count  ^omplhinr:  yoo  need,  or  (an  -^trrirh  .i  point  and  buy  now?  Out  lines  are  compre- 
hensive enough  for  one  to  find  <omrihina  ihey  are  really  in  need  of.  or  if  not  in  actual  need 
of.  then  somelhin::  ih.-y  can  usrr  to  etrellcnt  advanta'ge  W'r  sell  Sheet  Music,  both  Di?c  and 
Cvlmd'  t  Phonoyr.iphs  of  prominent  fn.--lt.-t  can  supply  you  with  the  same  Sewiny  Machines  at  the 
s^me  prices  at  shown  m  Toronto's  l.>ri;r<l  mad  order  catalogues,  will  aNo  give  their  prices  on 
Ihnd.  Power  and  Electric  Vacuum  CI.  <ners  And.  fibove  nil.  don't  forget  lo  r^vc  your-^elf  some 
money  bv  ta'^mi;  advMntaijc  of  rhi5  10  nrt  cent  diwount  on  anything  in  PIANOS.  VIOLINS. 
rURNITURL  or  RUGS  dutm«  tin.  month 


Call  in.  or  v 
to  <ell  you,  either 
account---"  Any  way 
our   largest  monlh 


\  the  insiilrrent  pi  i 
o  please  the  ocri^c 
SIX  v.-..rs  b-.ine- 

With   appreciation  v 


■■■xpense.  for  anything  this 
r  will  acccpl  notes 
nd  anything  within 


nth.  And  we  will  be  pleased 
Bettlemenl.  or  on  just  open 
on."   iusl   to  make  February 


Yours  very  truly. 


BURTON  E  BRlNTNtLL 

P  5  -Now.  plcm",  do  not  look  upon  ihis  anothrr  advertisinn  stunt,  iind  forest  il  forth, 
with,  but  think  the  matter  over,  and  .fr  if  you  cannot  find  it  In  your  heart  to  help  u3  .ilonf:  in 
thi,  ta.k  we  have  set  before   us  B.  E  B. 

An  Ontario  dealer  puts  out  a  telliiJK  circnlai'  letter  to  his  custoiiiers, 
and  it  is  a  good  one. 

ence.  "Beds  and  bedding,  20  per  cent,  off,"  tells  the 
tale,  and  the  list  of  prices  furnished  conveys  the  in- 
formation. There  is  neither  waste  of  words  nor  waste 
of  space.  The  ad.  is  well  and  artistically  arranged. 
As  it  originally  appeared  it  was  4%  by  6  inches. 


PERSISTENCY,  THOU  ART  A  JEWEL 

Seth  Brown  says:  It's  easier  to  find  advertising  suc- 
cesses than  failures,  because  those  who  succeed  are  in 
evidence  while  those  who  fail  pass  into  oblivion. 

They  do  not  stay  long  enough  to  cast  a  shadow  and 
are  soon  forgotten. 

But  there  never  was  a  success  without  a  reason  back 
of  it,  and  the  one  big  reason  is  persistency. 

If  you  want  a  list  of  those  who  win,  check  over  the 
list  of  those  who  are  persistent.  You  will  find  that  the 
two  agree  to  a  dot. 

If  this  is  true,  how  foolish  it  is  for  any  advertiser  to 
expect  to  set  aside  the  rule  in  his  ease. 

Rules  are  uniform.  Exceptions  are  dangerous  as 
guide  posts. 

Mr.  Advertiser,  your  business  may  be  different  from 


any  other.  Your  goods  may  have  a  more  ready  sale. 
You  may  have  some  pronounced  advantages  in  your 
selling  connections,  but  when  it  comes  to  the  problem  of 
advertising  there  is  very  little  difference  between  your 
business  and  that  of  a  thousand  other  concerns. 


PUBLICITY  FOR  THE  FURNITURE  DEALER 

By  C.  Brooks 

Don't  try  to  i)lay  the  part  of  the  groundhog.  Even 
though  it  is  cold,  don't  stick  your  nose  outside  and  if 
you  can  see  your  .shadow  return  and  whine.  You  can't 
make  the  winter  shorter  by  so  doing. 

Advertise.  That  is  the  only  way  you  can  make  your 
Spring  trade  start. 

Learn  to  like  your  competitor.  Be  friendly  with 
him.  [f  you  can  do  tliis  yoit  can  advertise  bargains 
without  starting  a  campaign  of  price  cutting. 

The  furniture  dealer  who  can  put  punch  into  his  ad- 
vertising copy  ean  save  money  paid  for  space.  Small 
spaces  well  used  are  better  than  spreads  which  are  ill- 
used.  You  kick  because  your  competitor  sells  too 
che'ap.  Mlaybe  you  made  him  do  it.  Do  you  ever  think 
of  that?  You  have  no  license  to  buy  cheaper  and  sell 
cheaper  than  your  neighbor  without  fooling  yourself 
out  of  a  profit  which  should  be  yours. 

Because  the  mercury  in  Western  cities  has  hovered 
in  the  reigion  below  zero  during  most  of  the  past  month 
is  no  reason  why  you,  Mr.  Dealer,  should  not  begin  to 
make  plans  for  your  Spring  furniture  display.  Don't 
show  just  "junk.''  The  aspirations  of  the  people  in 
the  line  of  furniture  are  infrequently  higher  than  you 
think  them.  You'll  not  sell  good  furniture  unless  you 
.show  it  and  advertise  it.  The  bad  illustrations  in  ad- 
vertising are  often  responsible  for  the  prevailing  im- 
pression that  you  sell  only  a  cheap  line. 

The  trouble  with  most  of  the  furniture  advertising  is 
that  there  is  too  much  the  sameness  about  it.  Don't 
crowd.  Pictures  are  all  right,  but  they  should  be  good 
ones.  White  space  is  a  good  essential.  Description  is 
all  right,  but  there  can  be  too  much  description  and  too 
many  illustrations  in  too  little  space.  Furniture  does 
not  receive  enough  attention  from  the  buyinig  public. 
The  people  have  brought  only  what  they  absolutely 
needed,  when  and  what  was  necessary.  This  is  not  be- 
cause they  do  not  admire  good  furniture,  but  the  sub- 
ject is  not  being  brought  to  notice.  In  furniture  adver- 
tising, price,  as  a  rule,  is  the  first  thing  that  appeals 
to  the  people.  If  the  subject  of  furniture  was  pre- 
sented in  a  more  attraetive  way,  the  public  at  large 
would  consider  furniture  in  a  new  light.  The  retail 
furniture  dealers  are  among  the  heaviest  advertisers  in 
the  newspapers,  therefore  columns  of  the  new.spapers 
are  open  for  use  as  they  are  to  other  advertisers. 

We  reproduce  herewith  a  panel  of  good  selling  talk 
which  would  woi'k  in  well  with  an  advertisement: 


A  FACE  IN  FURNITURE 

You 've  noticed  the  (^lififere.nce  in  hinaan  faces — seen 
kinds  tlhiait  belong  to  the  weak  and  irresolute,  and  ihe 
kinds  that  denote  strongtli  of  character  and  firnmessi 
And  :how  quickly  and  easily  you  detect  them. 

It's  the  sianiie  way  in  furniture;  the  good,  strong, 
it'liiable  kinds  have  "character"  shining  out  from 
theni — ^au  assurance  of  pleasing  lifetiime  service. 

Tlie  furniture  this  sitore  sells  ipossesses  all  these  good 
symlhols.  You  buy  it  here  at  no  hig-her  price  than  the 
weiak  and  unceTtain  kinds  that  to-day  fill  the  market 
place. 

Be  on  the  alert  for  "A  Face  in  Furniture.'* 
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Collins'  Course  in  Show  Card  Writing 


28th  of  a  series  of 
articles  specially  prepared 
for  this  journal. 


March — the  mouth  of  capricious  weather  when  one 
does  not  know  what  a  day  may  bring  forth,  atmos- 
pherically. But  nearly  eveiyone  welcomes  the  month 
as  a  harbinger  of  Spring.  And  eveiy  housewife  knows 
that  Spring  and  the  annual  house'cleaning  are  insep- 
arable. 

Almost  all  tradespeople  are  affected  by  seasons  to  a 
great  or  lesser  extent.    This  is  particularly  true  of  the 


Timely  window  card  for  spring  cleaning  time. 

furniture  and  hardware  trade.  And  Spring  is  the  time 
to  get  after  the  housecleaning  trade.  In  the  smaller 
towns  wall  paper,  window  shades,  linoleums,  and  other 
house  furnishings  are  carried  by  many  stores,  in  addi- 
tion to  the  regular  lines  of  furniture  and  hardware. 
These  may  be  classed  among  housecleaning  needs,  lines 
that  should  be  boomed  during  the  month  of  March. 
And  in  addition  to  these  larger  articles  there  are  smal- 
ler home  necessities  that  should  be  pushed  to  the  front 
at  this  particular  time.  These  include  brooms,  mops, 
pails,  soaps,  floor  brushes,  window  brushes,  stove  and 
other  brushes,  stepladders,  etc.  Then  come  the  various 
polishes  for  furniture,  stoves  and  miany  other  articles 
about  the  house.  Paints  for  outside  use,  and  paints, 
enamels  and  varnishes  for  the  interior  all  figure  in 
housecleaning  needs,  and  should  be  piished  Avith  untir- 
ing vigor  during  this  season.  A  few  real  good  leaders 
and  extra  space  in  your  ncAvspaper  advertising  should 
work  wonders  in  producing  extra  Spring  business. 

Furniture  stores  that  carry  wall  paper  can  outline 
room-lot  specials,  comprising  full  furnisliing  of  any 
room  at  a  certain  price.  For  example,  a  dining-room 
completely  furnished,  Avith  suitable  paper  for  walls  and 
ceiling,  tables,  chairs,  biiffet,  side  table,  pictures,  room 
mJolding,  shades,  curtains  and  poles,  rug,  etc.,  all  com- 
plete for  a  certain  amount.  This  will  not  prevent  each 
article  being  priced  separately,  and  there  should  be  no 
reduction  on  the  lot.  It  should  also  be  understood  that 
any  article  may  be  purchased  singly  at  the  price 
marked.    This  room-lot  idea  makes  a  splendid  selling 


and  advertising  talk.  A  window  dressed  with  this  out- 
fit makes  an  effective  and  convincing  display.  A  suit- 
able card  for  snch  a  window  can  be  made  on  a  half- 
sheet  upright,  with  such  wording  as  follows : 

COMPLETE  FUBNISHTNGS 
FOR  DINING  ROOM 


Paper 

Molding 

Window  shades 

Cui'tains  and  poles 

6  chairs 

Table    -  - 

Side  table 

Buffet 

Rug 


3.00 
1.25 
1.00 
3.00 
20.00 
25.00 
2.50 
30.00 
20.00 


105.75 


These  prices  are  merely  suggestive.  A  bedroom  or 
parlor  or  other  room  may  be  treated  the  same  way. 

A  veiy  attractive  window  can  be  arranged  with  a 
showing  of  the  smaller  housecleaning  needs  mentioned 
above.  Borrow  from  your  friend,  the  drygoods  mer- 
chant, a  womian  figure  and  dress  it  in  a  house  dress, 
apron  and  cap.  Place  in  the  hands  a  floor  brush  or 
polishing  mop.  This  will  be  doubly  attractive  in  your 


Special 

mm 


paper  *3°° 
Moldinef  'l?S 
WindowSlad*'^  I  op 
(urtaijisaFoles  3°? 
6  Chairs  20  9S 
Table  250? 
SideTable  2?? 
Buffet  3Q09 

Total  105.24' 


Another  seasonable  window  card  for  March. 

window,  as  it  is  unusiial  to  see  such  a  figure  out  of  a 
drygoods  store.  Price  ticket  every  article  and  place 
a  neat  and  attractive  card  in  the  window  in  addition  to 
these  individual  price  tickets. 

Hardware  merchants  should  begin  at  this  season  to 
push  their  building  materials,  paints,  farm  needs,  im- 
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plement  repairs  and  parts,  preparatory  to  the  rush  for 
'these  goods  in  April. 

Store  and  Window  Decorations 

There  can  be  no  reason  why  furniture  and  hardware 
and  other  stores  should  not  do  more  decorating  in  the 
sitore  and  windows.  March  ofiPers  one  day  that  pro- 
vides much  material  for  the  decorator  and  window  trim- 
mer. We  refer  to  St.  Patrick's  Day.  The  dominant 
color  will  be  green.  The  various  emblems,  harps,  sham- 
rock, hats,  pipes,  etc.,  furnish  abundant  material 
to  be  utilized  in  artistic  and  attractive  dis- 
plays. Lai'ge  harps  may  be  cut  from  some  of 
the  patent  building  boards  or  large  cardboards.  These 
will  look  very  pretty  when  gilded.  If  given  a  coat  of 
shellac  they  will  gild  much  easier  and  look  much  better 
than  if  gilded  on  the  bare  cardboard.  A  large  harp 
will  make  a  nice  centre  piece,  from  which  green,  red 
and  white  ribbons  may  be  hung  and  displayed.  The 
green  should  be  about  three  to  one  of  the  red  and  white. 
Green  and  gold  harmonize  very  artistically  together. 
Crepe  tissue  paper  may  be  used  for  decorating  and  the 
hats  may  be  used  for  price  tickets. 

Sample  Cards 

The  sample  cards  will  open  u))  your  idea  box  for 
other  designs.  The  room-lot  card  gives  an  idea  for  a 
window  display  card  mentioning  the  price  of  the  indi- 
vidual pieces  and  the  total  for  the  room.  This  is  done 
on  a  plain  card  with  the  large  letters  and  figures  in  red 
and  the  small  ones  in  black.  The  shading  and  border 
and  panel  lines  in  grey. 

The  housecleaning  card  is  more  difficult  to  execute, 
on  account  of  the  articles  at  the  bottom.  These,  how- 
ever, may  be  cut  from  magazines  and  pasted  on  with 
good  effect.  The  lettering  may  be  in  red  and  black  and 
the  shading  in  pale  green. 


NEW  FURNITURE  STORE  AT  BERLIN 

One  of  the  largest  recent  additions  to  Berlin's  retail 
business  houses  started  March  1st,  when  Gross  and 
Hohmeier,  Ltd.,  opened  an  u[)-to-date  house-furnishing 
establishment  in  the  premises  recently  occupied  by  C. 
PI.  Mills  &  Co.  The  premises  have  been  entirely  re- 
fitted and  a  complete  new  stock,  all  in  the  latest  pat- 
terns, have  been  procured. 

The  management  of  the  firm  are  all  experienced  in 
the  different  departments  of  the  biisiness.  Geo.  Hoh- 
meier, of  Goderich.  has  been  conducting  for  a  number 
of  years  a  successful  house-furni-shings  establishment 
in  that  town;  C.  C.  Engel,  formerly  of  Elmwood,  has 
had  considerable  experience  in  the  work ;  W.  N.  Gross, 
at  present  conducting  an  undertaking  parlor  at  31 
North  Queen  Street,  has  charge  of  that  department  in 
the  new  establishment.  The  fourth  partner,  Milton 
Bollert,  is  also  well  known  in  Berlin,  having  been  en- 
gaged in  the  gents'  furnishing  department  of  Smyth 
Bros,  for  over  three  years. 


GOLD  MEDAL  AGAIN  MAKING  MATTRESSES 

Notwithstanding  the  severe  fire  which  some  little 
time  ago  damaged  the  Toronto  plant  of  the  Gold  Medal 
Furniture  Co.,  that  factory  is  now  running  as  if  noth- 
ing had  occurred.  New  machinery  has  been  erected  in 
the  mattress-making  and  bedding  department,  and 
business  is  now  going  on  as  u.sual.  the  company  being 
in  a  position  to  fill  orders  for  all  kinds  of  mattresses 
and  springs.  This  condition  applies  as  well  to  Mont- 
real, where  t}ie  company  also  siiffered  a  slight  setback 


through  fire.  The  Toronto  fire  brought  about  an  extra 
severe  loss,  on  account  of  the  destruction  of  material 
on  hand,  such  as  white  cotton  and  felt ,  and  a  large 
quantity  of  spring  mattress  wire,  all  of  which  are  now 
hard  to  obtain  and  only  at  greatly  enhanced  figures. 
Damage  to  the  stock  was  chiefly  through  smoke  and 
water,  the  building  being  not  badly  damaged,  so  that 
re-equipping  was  not  difficult. 

The  Gold  Medal  Company  are  replenishing  their 
.stocks  of  raw  materials,  and  they  state  that  their  cus- 
tomers in  the  trade  can  re.st  assured  that  their  wants 
in  the  lines  of  bedding  which  this  comjjany  makes  will 
be  attended  to. 


NEW  CORPORATION  LAUNCHED  AT  OTTAWA 

The  National  Cash  Kegistei-  Company  of  Canada, 
Ltd.,  is  the  style  of  a  company  which  recently  secured 
a  charter  at  Ottawa.  The  com[)any's  capital  of  $1,000,- 
000  is  all  paid  up.  The  Canadian  business  of  the  Xa- 
tionial  Cash  Register  Company  has  heretofore  been  oper- 
ated as  a  branch  of  the  National  Cash  Register  Com- 
pany, of  Dayton,  Ohio,  which  concern  is  recognized  as 
one  of  the  most  highly  organized  manufacturing  and 
selling  organizations  in  the  world. 

The  Canadian  bu.siness  has  been  under  the  manage- 
ment of  II.  J.  Daly,  who  will  be  managing  director  of 
the  new  corporation.  The  other  officers  of  the  new  com- 
pany will  be  made  up  of  Canadians  entirely,  with  W. 
J.  Irvine  as  assistant  manager,  C.  H.  Rooke  as  office 
manager,  and  W.  L.  Tobias  as  factory  superintendent. 
The  large  plant  on  Christie  Street,  Toronto,  is  said  to 
be  one  of  the  most  modem  and  efficient  manufactiiring 
institutions  on  this  continent,  and  the  company,  in  com- 
pleting the  plant,  have  had  in  mind  the  growth  of  Can- 
ada for  many  years  to  come.  The  National  Cash  Reg- 
ister Company  of  Canada,  Ltd.,  will  concentrate  its  ef- 
forts on  devisinig  and  maniifacturing  modern  money- 
saving  systems  for  stores  and  oflfices. 


J.  E.  Reinhardt,  of  Quality  Mattress  Co.,  covering 
Western  Ontario,  has  taken  on  the  North  American 
Furn.  Co.,  Owen  Sound  Chair  Co.,  and  National  Table 
Co.,  Owen  Sound,  in  addition  to  the  "Quality"  lines. 


"Golly,  but  T'se  tired!"  exclaimed  a  tall  and  thin 
negro,  meeting  a  short  and  stout  friend  on  Washington 
Street. 

"What  you  been  doin'  to  get  tired?"  demanded  the 
other. 

"Well,"  explained  the  thin  one,  drawing  a  deep 
breath,  "over  to  Brother  Smith's  dey  are  measurin'  de 
house  for  some  new  carpets.  Dey  haven't  got  no  yawd- 
stick,  an'  I's  just  exactly  six  feet  tall.  So,  to  oblige 
Brother  Smith,  I's  been  a-layin'  down  and  a-gettin' 
up  all  over  deir  house." 


ARE  YOU  AIMING  AT  PERFECTION? 

No  one  ever  rear' lies  it,  but  it's  a  widesipread  truth 
bhiat  no  frirrniturie  house  in  this  section  poimes  nearer  to 
it  than  this  one.  Ami  that's  the  reason  your  home  and 
your  npi<yh})OT's  are  frrowinw  more  and  more  handsotme. 
There's  lots  of  heiauty  with  perfection.  You  are  satis- 
fied in  frettinw  near  it- — so  are  we. 

T/et 's  hollh  keep  on  aiminig. 

Only  a  glance  is  necessary  to  prove  the  superiority 
and  excellent  finish  of  our  sto*"!?,  but  linger  longer  look- 
ing and  you'll  readily  realize  the  true  ring  of  quality, 
mechanism  «nd  exce^itional  goodness  in  each  piece. 

Linger  as  long  as  yon  like. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 


Suggestions 
from  the 
Canadian 
Factories 


No.  142,  bedroom  suite,  a  new 
suite  made  by  the  Knechtel 
Furniture  Co.,  Hanover. 


New  design  reed  rocker  and  table  from 
Walkerton  factory  of  Canada  Furniture 
Manufacturers,  Ltd.  An  arm  chair  is 
made  to  match  rocker.  The  table  has  a 
quartered  oak  top  with  shelf  underneath. 


Two  new  upholstered 
cha.irs  fioni  the  IHIH 
lilies  mailo  by  the 
Stratford  C  air  Co., 


Mareii,  1916 


Canadian  furniture  world  and  the  undertaki^r 


THE 

LIPPERT 
FURNITURE 

COMPANY.  LIMITED 


BERLIN 
CANADA 


.  NO  2000 

T       TOP  4-8"x4-8" 

6'  AND  8'  EXTENSIONS 


N°  2000^2  A 


N°  2000/2 


N°  2000 

HEIGHT  61".  WIDTH 4-3".  DEPTH  15 
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FURNITURE  MAKER  ANSWERS  THE  CALL 

With  sorrow  the  trade  heard  recently  of  tlie  death 
of  Jacob  Kreiner,  founder  and  head  of  J.  Kreiner  & 
Co.,  furniture  manufacturers,  Berlin,  Ont.  Hie  was  one 
of  that  city's  pioneer  furniture  makers,  and  a  solid, 
substantial  citizen,  quietly  laboring  to  build  up  his  own 
business  and  helping  make  Berlin  an  industrial  centre. 

An  attack  of  "grip"  developed  into  bronchitis  and 
pneumonia,  which  carried  him  off.  He  was  74  years 
of  age.  Mr.  Kreiner 's  funeral  cortege  was  one  of  the 
largest  seen  in  Berlin  for  years.  A  service  was  held  in 
St.  Matthew '.s  Evan.  Luth.  Church,  and  interment  was 
made  in  Mt.  Hope  Cemetery.    The  i>all  bear'ci-s  were 


Geo.  Rumpel.  Geo.  Lippert,  Sr.,  0.  Kinzie,  J.  Baetz,  Jr., 
A.  R.  Lang  and  J.  Cochrane — and  those  in  attendance, 
besides  his  townsmen,  came  from  Stratford,  Toronto, 
Tavistock,  Preston  and  other  places.  The  floral  tributes 
were  many  and  beautiful. 

The  late  Mr.  Kreiner  was  born  in  Haiisgreuth,  Baden, 
Germany.  After  traveling  through  Germany  and 
Prance  he  emigrated  to  Canada,  and  was  married  to 
Margaret  Schmidt  in  1878.  The  couple  had  eleven  chil- 
dren, nine  of  whom  survive.  Mr.  Kreiner  learned  his 
trade  as  a  furniture  maker  in  his  early  days,  working 
alongside  of  the  late  J.  S.  Anthes. 

He  started  in  business  for  himself  28  years  ago.  His 
firm  now  employs  50  people.  The  business  will  be  con- 
tinued under  the  old  name  by  the  members  of  Mr. 
Kreiner 's  family,  who  have  been  associated  with  him 
for  years. 


REMITTANCES  TO  WAR  PRISONERS  IN 
TURKEY 

The  Canadian  Government  has  received  notice  from 
London,  Eng.,  that  the  Secretary  of  State  for  Foreign 
Affairs  'has  been  informed  by  the  United  States  Am- 
bassador, that  the  Turkish  Government  desire  that  in 
future  remittances  of  money  not  exceeding  five  pounds 
from  private  persons  for  British  prisoners  of  war  in 
Turkey  should  be  despatched  to  the  International  Red 
(Jross  ('ommittee  at  Geneva  for  transmission  to  the 
Ottoman  Red  Crescent  Society  at  Constantinople,  by 


whom  payment  to  tln"  reci[)ients  will  be  effected  and  a 
receipt  returned  to  the  International  Committee  at 
Geneva. 

Letters  and  parcels  should  also  he  sent  to  the  Inter- 
national Red  (Jross  Committee  at  Geneva  for  transmis- 
sion. Such  letters  and  parcels  are  post  free.  Mioney 
should  be  remitted  by  intemational  money  order, 
which  can  be  obtained  at  any  post  office,  and  which 
should  be  made  payable  to  the  International  Red  Cross 
Committee  at  Geneva  and  sent  on  with  full  name,  num- 
ber, and  regiment  of  the  prisone?'  of  war  to  whom  the 
money  is  to  be  paid. 

Information  has  also  been  received  from  the  United 
States  Ambassador  that  prisoners  of  war  in  Turkey 
are  now  allowed  to  write  only  one  letter  a  week  limited 
to  four  Linesi,  and  that  this  regulation  applies  also  to 
letters  address  to  them.  Letters  of  greater  length  will 
not  be  delivered. 


FURNITURE  MEN  IN  KHAKI 

Farquhar  Shaw,  Manitoba  maiuiger  for  The  Canada 
Furniture  Manufacturers,  has  been  made  paymaster  for 
the  Bruce  County  Battalion,  and  has  moved  to  Walker- 
ton,  Ont.,  to  take  up  his  duties. 

F.  Bounce,  of  the  Durham  Furniture  Co.,  Durham, 
Ont.,  has  enlisted  with  the  147th  Battalion. 

A.  G.  Macdonald.  assistant  superintendent  of  Schultz 
Bros.  Co.,  Brantford,  who  enlisted  with  the  125th  Bat- 
talion, has  been  transferred  to  the  Canadian  Aviation 
Corps. 

The  Knechtel  Furniture  Co.,  Hanover,  Ont.,  has  given 
a  set  of  nine  filing  cabinets  to  the  147th  (Grey  County) 
Battalion. 

Hai'ry  0.  Bell,  manager  of  the  Bell  Furniture  Co., 
Southampton,  Ont.,  has  enlisted  and  taken  a  commis- 
sion with  the  32nd  Bruce  Battalion.  He  is  recruiting 
officer  at  Southami)ton. 


OLD  FLAG'S  STILL  FLYING 

The  Canada  Furniture  Manufactui'ers.  Ltd.,  have 
sent  out  to  the  trade,  with  their  compliments  and  best 
wishes,  their  1916  calendar.  The  design  is  similar  to 
their  last  year's  calendar — crossed  Union  Jack  and 
Canadian  ensign,  maple  leaves,  beaver,  and  letters  C. 
F.  M.,  all  in  color.  It  is  both  a  pretty  calendar  and  a 
useful  one.  In  connection  with  the  design  it  is  a  happy 
coincidence  that  the  letters  C.  F.  M.  stand  for  "Can- 
ada's Fighting  Men,"  as  well  as  the  name  of  the 
company. 


BRITISH  INDUSTRIES  FAIR 

The  second  British  Industries  Fair  was  held  in  the 
Victoria  and  Albert  Museum,  Kensington,  London, 
Eng.,  on  February  21  and  the  following  twelve  days. 


STILL  ENLARGING 

J.  B.  Snider,  maker  of  otfiee  and  school  furniture,  at 
Waterloo,  Out.,  has  sold  his  business  to  Snyder  Bros. 
Upholstering  Co.,  of  the  same  place. 


AMERICAN  CHAIR  MAKERS  BUSY 

Some  U.  S.  faetoiies  ar^e  now  sending  out  letters  say- 
ing that  they  cannot  accept  any  more  orders  for  de- 
livery within  the  next  three  or  four  months.  Chair 
manufacturers,  especially,  are  taxed  to  capacity,  and 
some  of  them  have  turned  down  orders  that  would  have 
been  more  than  welconie  in  the  recent  past. 

The  slight  increase  in  prices  of  most  furniture  lines 
ott'ered  at  the  Jainiary  rnarkets  did  not  seem  to  disturb 
buyers  very  much. 
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The  Furniture  Manufacturer 


A  Department 
of  News 
and  Ideas 


THAT  the  lumber  market  in  Canada  is  gradually 
assuming  a  much  healthier  condition  there  can 
be  no  doubt.  To  the  demand  from  the  United 
States  may  be  ascribed  the  principal  reason.  This  de- 
mand has  been  steadily  increasing  for  some  months. 
Boston,  which  is  Canada's  principal  export  market  for 
spruce,  is  not  only  taking  more  of  that  particular  kind 
of  lumber,  but  is  paying  higher  prices  for  it.  New 
York  is  also  evincing  a  greater  purchasing  capacity. 
Exporters  in  Ontario  have  of  late  been  finding  a  par- 
ticularly good  market  in  Michigan,  especially  for 
spruce. 

A  great  deal  of  last  year's  cut  of  lumber  at  water 
points  on  the  Northern  lakes  was  taken  by  Americans, 
and  judging  from  transactions  which  are  now  taking 
place,  a  similar  result  will  be  experienced  this  year. 

The  cut  of  logs  in  the  woods  last  winter  was,  it  will 
be  remembered,  below  the  average,  owing  largely  to  the 
difficulty  of  obtaining  the  usual  financial  assistance 
from  the  banks.  Experts  in  all  parts  of  the  Dominion 
are  of  the  opinion  that  this  winter 's  cut  will  not  excee  d 
that  of  its  predecessor. 

As  stocks  of  lumber  have,  in  the  meantime,  becom^e 
much  reduced,  largely  owing,  in  the  first  place,  to  the 
export  demand,  and,  in  the  second  place,  to  the  demand 
for  material  for  shell  boxes,  the  tone  of  the  market  as 
to  prices  is  much  stronger. 

The  activity  in  the  export  trade  is  reflected  in  the 
trade  returns,  the  figures  for  the  eight  months  ending 
November  31  being  Jl!69,128,895,  compared  with  $50,- 
135,045  and  $38,824,803  for  the  same  period  in  1914  and 
1913  respectively.  November  exports  were  $12,113,520, 
compared  with  $8,470,602  and  $7,795,511  for  the  same 
month  of  1914  and  1913  respectively. 

COMMERCIAL  agents  in  Great  Britain  are  still  in- 
teresting themselves  in  the  possibility  of  a  mar- 
ket being  found  there  for  furniture  the  output  of 
Canadian  factories. 

Recently  the  comimercial  agent  at  Birmingham  ex- 
pressed in  one  of  his  i-eports  the  opinion  that  manufac- 
turers of  folding  chairs  should  test  the  possibilities  of 
the  British  market,  particularly  in  view  of  the  scarcity 
of  labor  and  high  prices  now  obtaining  there.  He  says 
that  thousands  of  these  chairs  are  sold  annually  in 
Great  Britain  at  from  $1  to  $10  retail. 

Although  manufacturers  in  Canada  are  also  faced 
with  the  scarcity  of  labor  and  the  high  cost  of  material, 
yet  it  might  not  be  a  bad  thing  for  them  to  test  the 
British  market,  as  the  commissioner  suggests. 

MR.  H.  R.  MACMILLAN,  who  is  making  a  Avorld- 
wide  trip  in  the  interest  of  the  lumber  and 
wood-working  industry  of  Canada,  points  out 
in  one  of  his  reports  that  Great  Britain's  imports  of 
manufactures  of  wood  were,  in  1913,  valued  at  $14,- 
000,000. 

One  of  the  articles  produced  from  Avood  to  which  he 
draws  special  attention  is  three-ply  veneer,  which,  he 
says,  is  being  used  in  increasingly  large  quantities  for 
railway  carriage  lining,  backs,  panels  and  drawers  for 
furniture,  chair  seats,  panels  in  ship  construction. 


Many  sizes,  thicknesses  and  grades  are  imported, 
most  of  it  in  ante-bellum  times  having  come  from  Rus- 
sia, whose  drying  machines  are  said  to  be  of  a  superior 
character. 

NORTH  CAROLINA  furniture  manufacturers  are 
getting  out  hot  foot  after  South  African  trade, 
and  it  is  said  that  two  Cape  Town  firms  have  al- 
ready bought  about  $250,000  worth.  Canadian  manu- 
facturers may  be  perhaps  interested  in  knowing  that 
the  two  firms  in  question  are  Sperber  &  Co.  and  M.  Ber- 
tish  &  Co.. 

Canadian  manufacturers  can  scarcely  be  uninterested 
in  this,  for  out  of  our  total  exports  of  $324,306,  nearly 
$46,000  worth  were  on  South  African  account.  In 
fact.  South  Africa  is  our  third  best  foreign  customer, 
the  United  States  coming  first  and  Australia  second, 
according  to  the  trade  returns  of  1915. 

The  feature  about  North  Carolina  furniture  is  its 
cheapnessi,  and  this  makes  its  competition  in  South 
Africa  all  the  more  difficult  to  meet. 

The  trade  commissioners  in  South  Africa  have  been 
keeping  a  close  eye  on  the  furniture  trade  possibilities 
in  that  country,  and  it  might  be  to  the  advantage  of 
Canadian  manufacturers  to  regularly  study  their  re- 
ports, which  appear  from  time  to  time  in  the  Weekly 
Bulletin  of  the  Department  of  Trade  and  Commerce. 

AMONG  the  features  of  the  export  trade  in  lumber 
at  present  is  the  increasing  business  which  at 
least  some  exporters  are  experiencing  with  the 
West  Indies.  Encouraged  by  this,  one  exporter  has 
recently  left  for  an  extended  ti-ip  through  the  West 
Indies  for  the  purpose  of  making  a  personal  study  of 
the  market.  Among  the  sihipments  which  are  being 
made  is  quite  a  little  white  pine. 

Canada's  total  shipments  of  lumher  and  manufac- 
tures thereof  to  the  British  West  Indies  last  year  had 
an  aggregate  value  of  $217,147,  of  which  $165,913  worth 
were  planks  and  boards.  vShingles  contributed  $23,813, 
and  furniture  $10,858,  staves  $9,601,  shooks  $2,475, 
and  laths  $2,323. 

The  Canadian  Trade  Commissioner  in  the  West  In- 
dies has  recently  been  giving  a  good  deal  of  attention 
to  the  latter 's  requirements  in  lunlber  and  manufac- 
tures thereof,  and  his  reports  furnish  interesting 
reading. 

THE  WAR  has  created  entirely  new  conditions  in 
the  mahogany  market  in  Liverpool.  Until  the 
outbreak  of  the  war  mahogany  was  sold  on  that 
market  at  public  auction.  This  system  has  entirely  dis- 
appeared and  all  transactions  are  now  done  by  private 
sale. 

The  change  was  not  brought  about  without  some 
opposition.  There  were  some  of  the  buyers  who  favored 
the  auction  method  because  it  gave  publicity  to  the 
prices  obtained.  There  were  others,  however,  who  ob- 
jected to  it  for  this  very  same  reason.  Anyway,  the  old 
custom  has  passed  into  history,  and  it  is  very  likely, 
according  to  one  authority,  that  it  will  never  be  re- 
sumed again. 
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GALES  NOW  MAKING  FURNITURE 

Greorge  Gale  &  Sons,  Ltd.,  Waterville,  Que.,  announce 
their  entering  upon  the  manufacture  of  furniture  of 
unusually  smart,  attractive  design,  sound  construction, 
3^et  moderate  in  price.  W.  H.  Ward,  vice-president  and 
general  manager  of  the  company,  states  that  this  new 
departure  will  in  no  way  interfere  with  the  manufac- 
ture of  their  brass  and  steel  beds,  springs,  mattresses, 
etc.,  which  have  been  so  long  known  to  the  Canadian 
trade. 

The  Waterville  plant  has  been  i-e-modeled  to  facili- 
tate the  efficient  handling  of  the  new  work,  a  new  cab- 
inet room  and  a  first-class  dry  kiln  have  been  installed. 
Walter  Wrench,  whose  creative  work  as  chief  designer 
for  the  Toronto  Furniture  Co.,  was  the  occasion  of 
wide  and  favorable  comment,  has  been  engaged  to  de- 
sign and  supervise  the  new  line,  and  will  devote  all 
his  energies  thereto.  He  has  high  ideals  regarding  the 
designing,  construction  and  finish  of  "cheap  furni- 
ture"— meaning  the  surface  oak  and  mahogany  class, 
also  native  hardwoods,  such  as  birch,  ash  and  elm.  He 
contends  that  the  mechanic,  the  laborer,  or  the  clerk 
who  had  only  $15  to  pay  for  a  sideboard  or  a  dresser, 
should  be  able  to  secure  one  in  hardwood  of  plain,  yet 
attractive  design,  careful  constniction,  and  artistic 
finish.  Such  a  purchaser  now  buys  a  poorly-designed 
and  finished  article  because  he  must  consider  his  pocket- 
book  at  the  expense  of  his  good  taste. 

Mr.  Wrench  plans  to  give  such  a  buyer  an  oppor- 
tunity to  satisfy  both  his  pocket  and  his  taste,  and  it  is, 
therefore,  anticipated  that  the  designs  in  dining  and 
bedroom  furniture  for  Spring  selling,  upon  which  he 
wiLI  concentrate  his  attention  for  the  present,  will  be 
distinctive  and  popular.  Photographs  of  these  new 
designs  will  be  in  the  hands  of  the  salesmen  in  March, 
and  big  developments  are  expected  in  the  mixed  car- 
load business  of  furniture,  beds,  springs  and  mattresses. 


MARKET  FOR  FOLDING  CHAIRS 

Several  Canadian  firms  have  recently  made  inquiries 
regarding  the  demand  for  various  kinds  of  chairs  in 
the  United  Kingdom,  states  J.  E.  Ray,  Canadian  Trade 
Commissioner  at  Birmingham,  England,  in  his  report 
to  the  Department  of  Trade  and  Commerce  at  Ottawa. 
Keen  competition  with  British  manufacturers  in  the 
past  made  it  difficult  for  Canadian  manufacturers  to 
establish  satisfactory  connections  in  the  United  King- 
dom, but  the  enhanced  cost  of  production  at  the  present 
time,  due  to  shortage  of  labor  and  the  rise  in  prices  of 
raw  materials,  should  encourage  them  to  reconsider  the 
market.    It  may  be,  however,  that  the  advantage  of- 


fered by  these  changed  conditions  is  nullified  by  the 
increased  cost  of  freights.  This  can  only  be  tested  by 
forwarding  quotations  to  British  importers  for  their 
consideration. 

Thousands  of  folding  chairs  are  sold  annually  in  that 
country.  They  are  easy  to  pack,  which  is  an  important 
asset  in  relation  to  freightage  charges.  They  retail  in 
Great  Britain  from  $1  to  $10,  according  to  strength  and 
finish. 


MIRRORS  ADVANCE  IN  PRICE 

In  company  with  pi-actically  every  other  commodity, 
it  looks  as  though  the  furniture  dealer  will  have  to  pay 
more  for  the  mirrors  he  handles  in  his  store  for  the 
public,  and  in  return  will  have  to  ask  his  customers  a 
higher  price  for  the  mirrors  he  sells.  Already  the 
manufacturer  is  paying  higher  prices' — and  has  been 
doing  so  for  months^ — on  the  glass  and  other  articles 
entering  into  the  making  of  mirrors. 

The  general  glass  situation  is  an  interesting  one. 
Canada  obtained  nearly  all  our  glass  from  Belgium  and 
Prance.  Both  these  sources  are  closed  now  by  the  war, 
and  the  Dominion,  and  the  world  in  fact,  has  had  to  go 
to  the  United  States  for  its  mirror  plate.  That  country, 
producing  hardly  sufficient  for  its  own  needs,  is  unable 
to  supply  at  once  the  demands  made  upon  her.  The 
consequence  is  a  scarcity  of  supplies  and  a  higher  rate 
ruling  on  glass. 

Last  November,  mirror  plate  prices  were  withdrawn 
without  notification,  and  new  and  higher  prices  asked. 
Advances  were  also  made  in  December,  January  and 
February,  amounting  all  told  to  33  1/3  per  cent.  With 
the  war  tax  of  V/o  per  cent,  added  to  the  duty  on 
mirror  plates,  the  higher  costs  of  production  will  natur- 
ally have  to  be  met  with  advances  in  the  jobbing  and 
retail  prices  of  mirrors. 


All  glass  prices,  including  those  for  sheet  glass  used 
for  pictures,  have  gone  up.  Nails  and  picture  wire  also 
have  advanced. 


FURNITURE  SUPPLIES  ADVANCE 

Oak  and  gumwood,  used  extensively  in  furniture 
making,  have  been  increased  in  price  $5  to  $15  a  thou- 
sand, according  to  grade. 

Bronzes,  which  formerly  came  from  Germany,  have 
increased  in  price  50  per  cent. 

Glue  has  increased  from  121/2  to  15  per  cent. 

Brass  goods  are  not  listed  for  future  delivery.  Ad- 
vanced prices  are  asked  on  all  brass  lines. 


Folding  chairs,  as  used  in  the  Old  Country  for  which  demand  is  said  to  exist. 
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Knobs  of  News 


The  Montreal  Picture  Frame  Co.,  Montreal,  has  been 
registered. 

The  L.  Weinstein  Furniture  Co.  has  opened  a  store 
at  Valois,  Que. 

J.  B.  DurO'Cher's  furniture  store,  at  Montreal,  has 
been  sold. 

E.  J.  Patrick's  furniture  store,  at  Gruelph,  Ont.,  was 
damaged  by  fire  recently. 

John  G.  Adams,  picture  framer  and  undertaker,  at 
Fredericton,  N.B.,  is  dead. 

M.  S.  Popplewell's  furniture  store,  at  Davidson, 
Sask.,  was  damaged  by  fire  recently. 

The  Gold  Medal  Furniture  Co.  are  to  erect  fifteen 
residences  for  employes  at  Uxbridge,  Ont. 

The  Perkins  Glue  Co.,  of  Lansdale,  Pa.,  has  opened 
a  Canadian  branch  factory  at  Hamilton,  Ont. 

The  Stratford  Davenport  Mfg.  Co.,  Ltd.,  Stratford, 
Ont.,  are  now  making  a  line  of  sewing  rockers. 

The  Binkley  Furniture  Co.,  Ltd.,  with  a  capital  of 
$10!,000,  has  been  formed  at  Shaunavon,  Sask. 

H.  Hill,  late  of  Montreal,  has  purchased  S.  R.  Rosen- 
stein's  furniture  business  at  Sault  Ste.  Marie,  Ont. 

Alex.  Ramsay,  president  of  A.  Ramsay  &  Son  Co., 
paint  and  varnish  manufacturers,  Montreal,  is  dead. 

Usines  de  Victoriaville,  Ltd.,  founders  and  makers 
of  furniture  at  Victoriaville,  Que.,  has  been  registered 
at  Montreal. 

Wright  &  Hepbourne's  furniture  store,  at  Port  Ar- 
thur, Ont.,  was  burned  in  a  recent  fire  which  damaged 
a  business  block  there  at  a  loss  of  $150,000. 

The  furniture  store  of  S.  Levinter,  at  401-40.5  Queen 
Street  West,  Toronto,  was  damaged  by  fire  recently. 
Stock  valued  at  $17,000  was  put  up  by  auction. 

Ivan  W.  Holmes,  furniture  dealer  and  undertaker,  of 
Jarvis,  Ont.,  for  the  past  six  years  reeve  of  that  place, 
was,  on  Jan.  26,  elected  warden  of  Haldimand  County. 

The  Frontenac  Moulding  Co.,  Ltd.,  has  been  incor- 
porated at  Toronto,  with  a  capital  of  $250,000,  to  make 
and  import  mouldings,  picture  frames,  furniture,  etc. 

Fire  damaged  the  Montreal  plant  of  the  Gold  Medal 
Furniture  Co.  recently.  The  weather  Avas  so  cold  the 
night  of  the  fire  that  the  water  froze  as  it  came  from 
the  hose. 

The  Raymond  Mfg.  Co.,  Ltd.,  Guelph,  Ont.,  have  sold 
the  plant  and  stock  of  their  cream  separator  depart- 
ment and  Avill  devote  their  energies  to  making  sewing 
machines. 

The  Walton  Office  Equipment  Co.,  Ltd.,  Toronto,  has 
been  incorporated,  with  a  capital  of  $40,000.  The  pro- 
visional directors  are  A.  H.  Walton,  W.  F.  Campbell 
and  L.  Sinclair. 

Arthur  M.  Tanney,  of  J.  A.  Banfield  Co.,  Winnipeg, 
and  J.  Matthews,  Port  William,  were  recent  visitors  to 
Toronto  and  other  Ontario  furniture  centres.  They 
came  East  to  look  over  the  new  things  and  to  place  or- 
ders for  the  coming  season's  trade. 


STRATFORD  MANUFACTURING  GOODS  IN  WEST 

The  Stratford  Mfg.  Co.,  have  made  arrangements 
with  Frederic  Sara,  1309  Twelfth  St.  West,  Calgary, 
to  handle  their  lines  in  Saskatchewan  and  Alberta,  as 
their  own  personal  salaried  representative,  and  he  will 
devote  Ms  whole  time  to  their  goods. 
.  The  company  have  also  arranged  M'ith  H.  S.  Mussett 


Co.,  202  Donalda  Building,  Winnipeg,  to  handle  their 
lines  in  Manitoba  on  comimission. 

The  Stratford  Manufacturing  Co.  have  recently  made 
an  addition  to  their  plant,  150  feet  long  by  40  feet  wide, 
to  take  care  of  their  growing  business. 


FURNITURE  MANUFACTURERS  APPOINT 
SECRETARY 

At  a  fully  representative  meeting  of  all  classes  of 
Canadian  manufacturers  of  furniture,  held  recently  in 
the  rooms  of  the  Canadian  Manufacturers'  Association, 
at  Toronto,  it  was  unanimously  resolved  to  appoint 
William  Cawkell  as  secretary.  Mr.  Cawkell  has  taken 
offices  at  701  Traders  Bank  Building,  Toronto,  and 
it  will  be  his  duty,  in  connection    with    an  advisor^^ 


William  Cawkell 
Secretary  Canadian  Furniture  Manufacturers. 


board,  to  consolidate  and  co-ordinate  the  various  inter- 
ests of  the  furniture  mannfacturers  throughout  the 
Dominion. 

Mr.  Cawkell  is  well  known  in  the  furniture  trade, 
having  been  secretary  for  the  F.  C.  Burroughes  Furni- 
ture Co.  for  the  past  six  years,  and  before  that  was  as- 
sistant accountant  for  the  J.  F.  Brown  Co.,  furniture 
dealers,  being  appointed  soon  after  they  built  their 
large  Yonge  Street  store. 

Upon  the  eve  of  his  departure  from  the  Burroughes 
Company  Mr.  Cawkell  was  presented  by  the  firm  and 
stalf  with  a  handsomely  fitted  up  traveling  bag,  accom- 
panied by  a  very  flattering  address. 


TO  MANUFACTURE  GLUE  IN  CANADA 

Tlie  Peirkins  Glue  Co.,  Lansdale,  Pa.,  originators  and  manufac- 
turers 'of  vegetable  glue,  used  extemsdvely  in  woiodworking  fac- 
toirieis,  for  veneer  purposes,  have  leased  a  factory  in  Hamilton. 
Machinery  is  being  installed  under  the  direction  of  Mr.  J.  G. 
B.  Perkins  and  opeirations  will  commence  about  the  middle  of 
Fetbxuary. 


36 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


•March,  1916 


In  the  Talking  Machine  Department 

Always  ready  with  record  stocks — Talking  machines  beat 
out  piano  sales — Cabinets  for  records  fit  in  with  furnitur*. 


THE  inelination  of  dealers  to  postpone  buying  music 
machines  and  records  until  the  last  possible  day 
is  dangerously  prevalent.  The  manufacturer  and 
wholesaler  may  be  forced  to  carry  stocks  for  a  large 
proportion  of  their  dealers  or  to  estimate  their  possible 
wants,  but  it  is  impossible  for  them  to  take  care  of 
everyone. 

The  wholesaler  is  not  in  a  position  to  know  of  local 
conditions  that  may  justify  the  dealer  buying  twice  as 
much  as  he  bought  last  year  and  there  are  many  dealers 
who  have  found  the  habit  of  deferring  their  buying 
until  an  unreasonably  late  date  a  costly  one. 


Quick, 
March !  g 


— to  the  nearest 
Columbia  dealer's,  to 
hear  these  two  heart- 
stirring  battle  songs 

—full  of  the  thrill  and  swing  of  victory.  Sung  on  a  Columbia 
Record— a«  they  have  neVer  been  rendered  beforf. 

"We'll  Never  Let  the  Old  Flag  Fall". 

and 

"Good  Luck  to  the  Boys  of  the  Allies" 

Sung  by  a  iplendid  Canadian  artist  Mr.  Herbert  Stuart  with  wonderful 
'^te.  reeling  and  awin*.    Quartette  and  orchestra  aceompaniment.  with  drum 
and  buple efTecU.    Tlaia  Columbia  Record  provides  two  magnificent  QC 
racmitingaonga.  Hear  it  and  ieam  the  wordaand  air.  No,  R2300,  pries  OJC 

Your  nearest  Col^enJrui  dr-aler  ta  waiting  t/y  pt/iyil  for  yrrti. 

He  htu  a  ftdl   Columina  list  of  Recordji  for  you   loo.  B 

Columbia  Graphophone  Company 

Canadian  Faclor;   Hudquarteri -365-7   Sorauren   Avenue.   Toroala.  Ont 


Sample  of  advertising  which  Columbia  Graphophone  Co.  are 
doing  to  help  their  dealers. 

All  the  causes  that  have  influenced  the  nation  to 
habits  of  econiomy  are  the  very  causes  to  influence  big 
talking  machine  business.  The  curtailment  of  other 
amusements  turns  attention  to  music  by  means  of  the 
talking  machine  and  if  an  expensive  machine  is  con- 
sidered by  the  householder  an  unwise  purchase  a  smal- 
ler machine  will  be  taken  and  the  latter  can  play  just 
as  many  records  at  just  as  good  a  profit  as  the  larger. 

With  all  the  horror  and  all  the  sorrow  of  the  war  and 
its  being  brought  so  closely  home  to  Canada,  music 
should  be  more  demanded  than  ever, ,  and  what  more 
appropriate  way  than  by  means  of  the  talking  machine  ? 


ON  SELECTING  RECORDS 

A  correspondent  in  the  "Sound  Wave"  has  this  to 
say  concerning  the  seleetioTi  of  records  from  the  cata- 
logue or  supplements:  "There  seems  to  be  a  very  gen- 
eral practice  among  record  buyers  of  purchasing  al- 
most entirely  from  the  supplementary  lists  as  issued, 


and,  to  a  great  extent,  ignoring  the  general  catalogue. 
For  those  who  only  want  the  latest  comic  songs  and 
topical  hits  the  practice  is  the  only  one  to  pursue, 
but  for  those  who  want  real  music  and  records  that 
will  please  more  on  the  hundredth  hearing  than  they 
did  at  the  first,  it  is  xinwise,  though  perhaps  natural. 
New  things  have  a  certain  attraction  just  because  they 
are  new,  and  we  are  so  constantly  told  of  the  great 
advance  in  the  recording  art  that  we  think  the  later 
issues  must  be  better  than  the  earlier  ones  in  that 
respect.  Another  point,  also,  that  I  believe  carries  a 
good  deal  of  weight  is  the  more  detailed  description 
of  the  various  items  given  in  the  monthly  lists  of  the 
first-class  firms  as  against  the  mere  titles  in  the  or- 
dinary catalogue." 


TALKING  MACHINE  VERSUS  PIANO 

"The  fact  cannot  be  denied  that  at  the  present  time 
the  talking-machine  is  hurting  the  sale  of  pianos  to  a 
large  degree,"  said  a  well-known  American  music 
dealer  in  an  interview.  "I  made  a  canvass  recently  for 
our  church,  and  out  of  eighty  homes  four  out  of  every 
five  had  talking-machines  and  only  one  in  five  had 
pianos.  The  ownership  of  a  talking-machine  creates  a 
love  for  music  among  people  who  never  before  cared 
for  music." 


SELL  CABINETS  FOR  RECORDS 

The  music  cabinet  has  developed  into  an  important 
branch  of  the  furniture  dealer's  business  and  one  repre- 
sienting  many  profitable  opportunities  for  service  to 
the  public.  People  want  cabinets  in  the  home  for  talk- 
ing-machine records  and  for  player  rolls,  as  well  as  for 
sheet  music,  and  the  field  for  high  class  goods  of  this 
nature  has  grown  wonderfully. 

Whether  the  dealer  has  assisted  to  create  this  de- 
miand,  or  has  only  passively  participated  in  a  trade  that 
developed  through  various  causes  need  not  be  miade  a 
subject  for  an  argument.  The  point  is,  people  are  de- 
manding cabinets  and  the  more  people  who  buy  talk- 
ing-machines the  more  homes  there  are  where  cabinets 
will  be  required.  The  furniture  dealer  should  be  awake 
to  this  demand  and  try  to  get  the  business. 


OF  COURSE  SHE  DID 

"How  useless  girls  are  to-day.  1  don't  believe  you 
know  wliat  needles  are  for." 

"How  absurd  you  are,  grandma,"  protested  the  girl. 
"Of  course  I  know  what  needles  are  for.  They're  to 
make  the  graphophone  play." 


To  some  persons  it  would  seem  to  "cheapen  the 
article"  iby  urging  upon  them  the  claims  of  the  talk- 
ing machine  when  it  only  represents  a  nominal  initial 
outlay  and  $1  a  week  afterwards.  Instalment  terms 
have  a  large  place  in  retailing  machines,  but  the  reputa- 
tion of  the  article  often  suffers  by  1he  salesman  working 
hard  to  make  a  sale  to  wliat  should  be  a  cash  buyer,  by 
basing  his  whole  proposition  on  the  e<asiest  terms. 
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The  best  profits  are  made  from  the 
product  that  brings  the  buyer 
back  for  more 


When  you  sell  a  Columbia  Grafonola  you've  just  got  that 
customer  started. 

You've  merely  sold  him  a  first  order.  He  will  return  to  your 
store  at  least  once  a  month  to  purchase  new  Columbia  records. 

When  you  sell  furniture  you  seldom  see  the  owner  again 
except  when  he  wants  it  repaired,  or  when  instalments  are  due. 

When  you  sell  a  Columbia  Grafonola  you  have  made  a  regu- 
lar customer  who  will  begin  at  once  to  put  his  money  into  records 
— and  who  is  extremely  likely  to  keep  at  it  until  he  has  enabled  you 
to  turn  over  considerably  more  than  the  cost  of  the  instrument — 
paid  for  as  he  goes  along,  and  giving  you  a  liberal  profit  on  every  sale. 

If  Columbia  Grafonolas  and  records  are  not  being  sold  to  your 
customers,  they  are  going  to  be. 

That  money  ought  to  be  yours. 

A  furniture  store  to-day  is  as  incomplete  without  Columbia 
Grafonolas  and  Columbia  Double-Disc  Records  as  it  would  be 
without  furniture. 


Note 


Graphophone  Co.,  Toronto,  Canada 


Columbia  Products  are  Made  in  Canada 
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A  Little  Talk  on  "Talk" 

Containing  a  few  suggestions  for  salesmen 


HIS  talk,  and  the  manner  in  which  he  talks,  plays 
an  important  part  in  the  success  of  every  sales- 
man. On  it  depends  to  a  large  extent  the  im- 
pression made  on  customers.  It  may  work  either  for 
good  or  bad.  The  amount  of  sales  which  a  person 
makes  is  determined  largely  by  the  manner  in  which 
arguments  are  presented  to  cusitomers. 

Many  clerks  do  not  talk  enough.  When  they  have 
taken  a  customer's  order,  they  say  "thank  you"  and 
crawl  into  their  shell  again,  without  any  effort  to  be 
friendly,  or  any  attempt  to  introduce  other  lines  that 
the  customer  might  be  induced  to  purchase. 

A  clerk  may  also  talk  too  much,  as  well  as  too  little. 
By  not  knowing  when  to  stop  he  may  spoil  the  whole 
effect  of  his  arguments.  You  remember  that  story  of 
Mark  Twain's,  showing  the  result  of  too  much  talk  and 
illustrating  the  necessity  of  knowing  when  to  stop  talk- 
ing? 

A  man  went  to  church  to  hear  a  missionary  give  an 
address.  The  speaker  dwelt  upon  his  favorite  subject, 
telling  of  the  need  of  funds  to  carry  on  the  work,  and 
doing  so  in  such  a  manner  that  this  man  became  enthu- 
siastic, and  impatient  for  them  to  pass  the  collection 
plate  that  he  might  give  them  all  his  handy  cash  and 
then  rush  to  the  bank  to  draw  out  his  savings  of  $200 
for  the  cause.  But  the  speaker  wanted  to  clinch  his 
arguments  and  he  continued  on  and  on  in  a  long,  tire- 
some and  nerve-racking  talk.  The  enthused  man  began 
to  lose  interest.  His  enthusiasm  began  to  dwindle. 
When  at  last  the  speaker  had  finished  his  long  draAvn- 
out  discourse,  and  the  plate  was  passed,  this  man,  who 
had  worked  up  to  fever  heat,  slipped  10  cents  quietly 
on  to  the  collection  plate. 

In  the  same  way,  the  salesman  after  handing  out  a 
convincing  line  of  selling  talk,  frequently  spoils  it  all 
by  not  knowing  when  to  stop. 

Another  brand  of  salesman  has  plenty  to  say  and 
talks  about  everything  from  the  weather  to  the  church 
news,  but  forgets  entirely  to  introduce  any  business 
into  his  talk.  The  valuable  salesman  is  the  one  who  can 
sell  over  and  above  actual  demand,  and  when  he  has 
a  customer  before  him,  is  his  opportunity  to  do  so.  In- 
stead of  talking  about  the  weather  and  kindred  sub- 
jects, let  him  deal  with  things  that  will  assist  in  sales. 

Then,  there  is  the  salesman  who  might  be  called  the 
"rhymer."  He  rushes  over  everything  he  has  in  stock 
from  A  to  Z  in  less  time  than  he  should  devote  to  one 
article.  He  might  just  as  well  save  his  breath  and  his 
customer's  nerves  in  so  far  as  results  are  concerned. 
He  talks  in  circles  and  never  arrives. 

Knowing  the  importance  of  talk  in  business,  every 
person  in  the  store  should  carefully  select  his  subjects, 
his  grammar  and  his  manners  that  he  may  escape  the 
errors  which  he  is  liable  to  commit. 


POINTERS  FOR  THE  CLERK. 

Nothing  is  cheap  enough  to  be  wasted. 
Much  better  results  can  be  obtained  in  the  store  by 
team  work. 

Give  just  as  much  attention  to  the  little  buyer  as  the 
big  buyer.  Only  in  that  way  will  the  little  buyer 
become  the  big  buyer. 


Enthusiasm  among  the  sales  force  will  aid  materially 
in  the  increasing  of  sales. 

Give  the  store  a  change,  a  new  appearance,  as  though 
new  goods  were  coming  in  right  along. 


PRACTICAL  HINTS  FOR  THE  CLERK. 

By  The  Boss 

Do  you  really  know  how  to  break  the  string  in  tying 
a  parcel?  If  not,  get  someone  to  show  you  the  hook 
hold  that  allows  the  string  to  be  broken  easily.  I  have 
noticed  quite  a  few  clerks  recently  using  the  awkward 
and  uncomfortable  straight  pull  method. 

*  *  * 

It  is  a  good  plan  for  the  clerk  to  visit  other  stores  oc- 
casionally and  observe  how  other  clerks  approach  and 
handle  customers.  You  will  get  many  valuable  hints  in 
this  way. 

*  #  * 

The  kind  of  salesmanship  that  does  not  mean  profit 
to  the  store  is  certainly  not  the  kind  that  will  com- 
mand a  raise  in  salary. 

*  #  * 

Be  cheerful.  Cheerfulness  on  the  part  of  the  clerk  is 
a  big  trade  attractor.  Gloom  oppresses  customers  and 
discourages  buying. 

*  *  # 

Customers  are  not  very  likely  to  buy  from  the  man 
who  acts  as  if  he  did  not  care  whether  they  buy  or  not. 
The  independent  acting  clerk  will  have  independent 
acting  customers. 

*  *  * 

Taking  something  that  does  not  belong  to  you  may 
seem  in  your  mind  to  be  one  of  a  number  of  mildly 
called  acts,  but  in  the  mind  of  the  law  it  has  but  one 
name. 


THINGS  FOR  A  CLERK  NOT  TO  SAY 

"What  is  it?" 

"Something  for  you?" 

"What  price?" 

"How  many  do  you  want?" 

"How  much  do  you  want  to  pay?" 

"Do  you  want  something?" 

"You  wouldn't  want  this,  would  you?" 

"You  don't  want  this,  do  you?" 

"I'll  show  you  w'hat  we  have  got." 

"This  is  all  we  have  got." 


THE  FURNITURE  GAME  AS  I  SEE  IT 

Observations  of  the  Delivery  Boy 

Politeness  costs  little,  but  brings  in  mighty 
big  returns. 

When  we  laugh  at  our  troubles  we  lighten 
them.   Trouble  and  smiles  don't  chum  together. 

The  seat  of  some  clerks'  trousers  wear  faster 
than  the  soles  of  their  shoes. 

The  clerk  should  reduce  his  work,  not  by  do- 
ing less,  but  by  having  a  system  of  doing  it 
quickest  and  easiest. 

When  you  find  yourself  wondering  if  the 
clock  isn 't  slow,  it  is  time  either  to  take  a  fresh 
start  or  make  a  change. 

You  can't  judge  a  clerk's  selling  ability  by 
the  volume  of  his  talk,  any  more  than  you  can 
judge  the  speed  of  a  steamboat  by  the  loudness 
of  its  whistle. 
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Model  "C"  $30 


Model  "Duke"  $85 


•Crown  Prince"  $125 


From  Every  Standpoint 

It  will  Pay  You  to  Show  and 
Recommend  the 

Phonola 

Disc  Talking  Machine 

"The  Ideal  Instrument  for 
Any  Home" 

It  is  made  in  Canada,  by  Canadians.  There  is 
no  duty — no  war  tax,  added  to  the  price.  It 
gives  the  customer  bigger  value  than  any  other 
sound-reproducing  mstrument  he  can  buy,  and 
the  dealer  gets  a  better  profit.  The  agency 
proposition  is  open.  You  can  handle  anything 
else  you  like  with  th::  Phonola.  The  Phonola 
will  play  any  needle  disc  record  and  play  it 
better.  It  has  several  exclusive  features — notably 
the  noiseless,  smooth-running,  durable  motor. 

The  Retail  Prices  are  $20,  $30,  $40, 
$65,  $85,  $125,  $160  and  $250 

The  newest  type  Phonola  is  fitted  with  resonat- 
ing chambers,  which  amphfy  and  purify  the  tone. 
This  device  is  in  no  instrument  but  the  Phonola. 
It  is  our  invention  and  we  hold  the  patents.  It 
will  get  you  the  highest-class  trade. 


Pollock  Manufacturing  Company,  Limited 

BERLIN         -  ONTARIO 
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Undertakers'  Department 


Problems  affecting  the  Undertal(ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with  -News  of  the  profession  throughout  Canada. 


Fundamentals  of  Embalming 

PART  IV. 

By  Professor  H.  S.  Eckels,  Ph.  G. ,  Dean  Eckels  College  of  Embalming, 
Philadelphia,  Pa. 

Apoplexy  cases  may  be  emlialmed  as  easily  and  thor- 
oughly as  any  other  kind  of  bodies  that  require  the  em- 
balmer's  attention,  the  particular  feature  of  apoplexy 
eases  beins;  to  remove  the  superabundance  of  blood 
Avhich  must  be  drained  from  the  veins,  so  that  a  free 
circulation  of  em})alming  fluid  through  the  arterie^-'  and 
capillaries  may  be  obtained. 

No  special  precautions  in  em'balming  apoplexy  eases 
are  necessary  excepting  to  properly  take  care  of  the 
blood. 

The  only  abnormal  condition  of  the  vascular  system 
is  a  distention  of  some  of  the  blood  vessels  of  the  brain 
which  are  supplied  through  the  branches  of  the  intertial 
carotid  arteries.  As  these  do  not  interfere  with  the 
circulation  of  the  blood  through  the  branches  of  the 
external  carotid  arteries,  thorough  circulation  in  em- 
balming may  be  as  easily  done  in  apoplexy  as  in  any 
other  eases. 

The  blood  should  be  allowed  to  drain  from  the  vein 
tube  at  the  same  time  that  fluid  is  injected  into  the 
artery.  A  quart  of  RE-Coneentrated  Dioxin  diluted 
to  its  peroxide  strength,  according  to  the  directions  on 
the  bottle,  sihould  be  used  to  each  fifty  pounds  weight 
of  the  body 

In  addition  to  this,  inject  as  much  more  fluid  as  you 
drain  blood  from  the  body. 

During  the  injection  of  the  fluid  a  soft  sponge  should 
be  used  over  the  face,  neck  and  ears  to  force  the  blood 
through  the  capillaries,  and  aLso  stimulate  the  circula- 
tion of  fluid  throughout  this  tissue.  In  the  absence  of 
a  soft,  moist  sponge,  use  your  hands  for  the  massage 
treatment  of  the  tissue. 

In  the  first  treatment  of  an  apoplexy  case,  if  the  in- 
jection of  the  axillary  artery  fails  to  give  the  desired 
I'esults  by  the  injection  of  the  quantity  of  fluid  you 
have  planned  to  use  in  the  body,  and  if  after  you  have 
injected  through  the  axillary  artery  the  larger  pro- 
portion of  fluid  you  have  along  with  you,  and  fail  to 
clear  the  tissue  of  the  blood,  then  proceed  at  once  with 
the  injection  of  the  carotid  arteries,  rather  than  to 
allow  any  fluid  which  nught  be  contaminated  with  the 
blood  to  remain  in  the  face  tissue,  because  the  mixing 
of  the  blood  and  fluid  together  in  this  tissue  would 
gradually  grow  darker,  and  the  longer  it  remains  the 
more  difficult  it  is  to  remove. 

Childbirth 

To  absorb  any  If^akage,  see  that  plenty  of  absorbent 
cotton  or  lintine  1?  placed  and  bandaged  against  the 
vagina.  This  may  be  removed  at  any  time  should  it 
become  soiled. 

Proceed  to  embalm  the  case  as  directed  in  Rule  One. 

Should  the  ea.se  purge  from  the  mouth  or  nostrils, 
proceed  as  directed  in  Rule  Two. 


At  the  sairi"  time,  create  a  pressure  on  the  abdomen, 
which  will  displaee  gases  or  secretions  from  the 
stomach,  and  drive  Ihem  to  the  throat,  and  from  there 
ll'.ey  may  be  aspirated. 

In  case  the  child  is  unborn,  it,  together  with  the 
plaeenta  contained  in  the  uterus  (womib)  may  be  thor- 
oughly disinfected  by  aspirating  from  the  abdominial 
and  pelvic  I'avities,  through  the  hollow  needle,  all  gases 
and  blood  possible,  and  thoroughly  injecting  these  cavi- 
ties with  a  strong  fluid. 

This  should  not  be  done  until  after  the  arterial  injee- 
1iiin  is  finisl'."d,  as  described  in  Rules  One  and  Two. 

Tuberculosis 

Proceed  as  directed  in  Rule  One.  Should  fluid  escape 
from  the  mouth  or  from  the  nostrils  before  the  signs 
appear,  proceed  as  directed  in  Rule  Two,  carefully  com- 
paring the  amounit  aspirated  with  the  amount  injected 
each  ten  minutes. 

You  Avill  be  justified  in  continuing  the  injection  of 
fluid  so  long  as  the  amount  injected  is  in  excess  of  the 
amount  aspirated  until  the  signs  do  appear.  If  the 
amount  of  fluid  aspirated  equals  the  amount  injected, 
it  would  .signify  that  the  leakage  is  so  great  that  it 
would  prevent  any  further  appearance  of  the  signs  of 
disinfection. 

In  such  a  case  injeet  all  parts  of  the  body  that  have 
not  hpcome  dry  and  firm  by  raising  the  arteries  that  will 
carry  fluid  directly  to  such  parts. 

The  ri.ght  and  left  eommon  carotids,  to  care  for  the 
head ;  the  right  and  left  axillaries  to  care  for  the  arms 
rind  hands. 

After  this  has  been  done  the  shoulders  and  upper 
])art  of  the  trunk  may  be  injected  with  the  hollow 
needle,  forcing  large  quantities  of  fluid  directly  into 
the  tissues  of  these  parts.  Gently  massage  the  parts 
until  the  fluid  has  been  distributed  throiighout  all  the 
lis.sues  of  those  parts. 

Inject  all  the  fluid  possible  into  the  throat  and  allow 
it  to  settle  into  the  alimentary  canal  and  into  the  bron- 
chial tubes  to  the  lungs.  This  is  a  good  way  to  do 
'"cavity  Avork"  in  such  cases,  and  will  be  all  the  treat- 
ment needed. 

However,  if  you  prefer,  use  the  hollow  needle  and 
treat  the  cavities. 


The  B.  C.  Funeral  Co.  (Hayward's),  Ltd.,  has  been 
incorporated  at  Victoria,  B.C.,  with  a  capital  of  $75,000. 
to  act  as  undertakers  and  embalmers,  and  to  build  and 
make  a  crematorium,  caskets,  and  hearses. 


WHEN  DUTY  WHISPERS 

So  nigli  is  grandeur  to  our  dust, 

So  near  is  God  to  man, 

Wihen  duty  -whispers  low,  "Thou  must," 

The  youth  replies,  "I  can." 

— Emerson. 
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ANNUAL  REPORT  OF  ONTARIO  BOARD 

The  annual  report  of  the  Board  of  Examiners  of  On- 
tario, appointed  under  the  Embalmers'  and  Under- 
takers' Act  of  1911,  for  the  year  ending  December  31st, 
last,  has  just  been  issued.  This  is  the  second  annual 
report  published  by  the  board. 

Secretary  Torrance  states  in  his  introduction  that 
"  the  embalmers  of  the  province  have  begun  to  realize 
the  importance  of  the  Act  from  a  personal  as  well  as 
a  public  standpoint,  and  are  adapting  themiselves  to 
the  new  conditions  with  commendable  spirit,  and  have, 
on  more  than  one  occasion,  rendered  valuable  assii'stance 
to  the  board,  which  was  very  highly  appreciated. 

"The  board  came  in  for  adverse  criticism  from  some 
quarters  for  granting  Certificates  of  Qualification  to  a 
few  who  probably  were  not  justly  entitled  to  same. 
Ub'der  existing  conditions  they  felt  that  they  were  in 
duty  bound  to  carry  out  the  spirit  of  the  Act  by  not 
interfering  with  vested  rights.  The  applicants  were 
put  on  their  honor,  which  was  never  questioned,  and 
their  written  sitatement  taken  at  par.  Under  the  cir- 
cumstances, the  board  has  no  excuse  to  make,  nor 
apology  to  offer  for  their  action  in  this  respect.  Time 
the  great  healer  will  eventually  remedy  any  mistakes, 
if  such  were  made. 

"As  suggested  in  last  year's  report,  by  an  order  of 
the  Lieutenant-Governor-in-Council,  dated  Sept.  30th, 
1915,  the  undertaker's  annual  license  fee  of  $1.00,  for- 
merly paid  to  Dr.  MeCullough,  secretary  of  the  Provin- 
cial Board  of  Health,  is  now  payable  to  the  secretary  of 
this  board.  This  has  added  greatly  to  the  labors  of  the 
secretary,  but,  as  it  is  a  convenience  to  the  embalmers 
of  the  province,  he  is  willing  to  assume  the  additional 
task. 

"The  privilege  of  qualifying  under  Sec.  8  of  the  Act 
ended  on  May  6th,  1915." 

Prom  January  1st,  1915,  to  the  6th  of  May,  1915,  166 
applied  for  certificates  of  qualification  under  the  sec- 
tion. Of  this  number  153  were  granted  certificates, 
8  were  granted  permits,  and  5  failed  to  secure  either. 

There  were  two  examinations  held  during  the  year, 
one  on  February  23rd,  at  which  six  candidates  wrote 
and  five  were  successful,  two  obtaining  honors.  On 
September  10th  fourteen  candidates  presented  them- 
selves for  examination,  all  of  whom  v\'ere  successful, 
seven  receiving  honors. 

The  board  held  four  meetings  during  the  year,  viz. : 
in  February,  June,  September  and  December. 

"We  have  to  report,"  continues  Mr.  Torrance  in  his 
report,  "that  the  finances  are  in  a  healthy  condition,  as 
is  evidenced  by  the  auditor's  statement.  Every  pre- 
caution has  been  taken  to  safeguard  the  funds  en- 
trusted to  the  care  of  the  board. 

"I  would  respectfully  draw  the  attention  of  all  con- 
cerned to  the  fact  that  all  licenses  expire  on  the  31st  of 
December  of  each  year.  The  fee  for  renewal  of  an  em- 
balmer's  license  is  $3,  and  for  an  undertaker's  license 
the  statutory  fee  is  $1.  Much  time  and  expense  can  be 
saved  if  those  who  intend  to  take  out  a  license  for  1917 
would  make  application  for  same  before  end  of  De- 
cember of  present  year. 

During  the  past  two  or  three  months,  a  few  cases  of 
violation  of  the  Act  have  come  to  the  notice  of  the 
board.  These  will  be  dealt  with  in  due  time.  Com- 
plaints occasionally  reach  the  secretary  that  the  law 
is  beiuig  violated  in  certain  places,  but  no  names  are 
mentioned.  Such  complaints  should  be  more  specific, 
not  only  the  name  of  the  offender,  but  the  nature  of 
the  offence  should  be  stated.  "We  would  ask,"  states 
the  secretary,  "the  co-operation,  not  only  of  the  mem- 


bers of  the  profession,  but  of  the  general  public  also,  in 
our  endeavor  to  see  that  the  law  is  observed." 

Mr.  Torrance  draws  attention  of  embalmers  and  un- 
dertakers to  the  fact  that  in  face  of  repeated  notices 
some  have  not  sent  in  their  fee  for  renewal  of  license. 
To  such  he  recommends  that  they  read  sections  13  and 
14  of  the  Act. 

The  secretary  rec|uests  that  he  be  notified  of  the 
death  of  any  member  that  may  occur  during  the  year ; 
of  any  change  of  address,  or  of  members  who  have  dis- 
posed of  their  business.   This  will  enable  the  secretary  ■ 
to  keep  an  up-to-date  record  of  those  in  active  business. 

The  board  has  learned  from  reliable  sources  that, 
frequently,  dead  bodies  are  shipped  in  an  unsanitary 
condition,  which  is  a  source  of  menace  to  the  public 
health.  At  the  last  meeting  J.  C.  Van  Camp  was  ap- 
pointed to  take  the  matter  up,  during  the  interim,  with 
the  transportation  authorities  and  report  at  next  meet- 
ing on  the  22nd  of  February,  with  a  view  of  removing 
the  evil. 

Certificates  Granted  and  Refused  During  Year 

No.  of  certificates  granted   153 

No.  of  permits  granted   8 

No.  of  applications  refused  (lack  of  ex- 
perience)   5 

No.  of  certificates  or  permits  cancelled.  ...  0 
No.  of  certificates  granted  on  examination  19 
Amount  of  fees  received  from  all  sources.  .$5006.34 
Traveling  and  other  expenses  of  the  board, 

salary  of  secretary,  etc  $3408.70 

Deaths  During  1915 

Embalmers — Charles  F.  Barr,  Drumbo ;  C.  D.  Blaeh- 
ford,  Hamilton;  Robert  Charter,  Sunderland;  A.  M. 
Hamilton,  G-orrie ;  J.  W.  Murdy,  Luc  an ;  John  A.  Seho- 
field,  Dunnville ;  Meaford  Webb,  Barrie. 

Undertakers^ — D.  McAlpine,  GMencoe;  Geo.  Selkirk, 
Huntsville  ;  Geo.  G.  Smith,  Barrie. 

Auditor's  Statement 

The  statement  of  receipts  and  payments  of  the  Board 
of  Exanriners  from  January  1st,  1915,  to  February  8th, 
1916,  shows  receipts  to  total,  with  last  year's  balance  of 
$3,728.32,  $8,824.66,  and  payments  to  total  $3,408.70, 
leaving  a  balance  of  $5,415.96. 

Enlisted  for  Active  Service 

The  report  also  contains  a  list  of  the  undertakers  and 
embalmers  of  Ontario,  and  gives  the  following  honor 
roll  of  funeral  directors  enlisted  for  overseas  service : 
C.  W.  Browne.  Alvinston  ;  H.  W.  Brown,  Toi^onto ;  R. 
W.  Cameron,  Toronto;  John  H.  Maniiers,  Ottawa;  W. 
G.  Selwood,  Toronto ;  F.  A.  Wardrop,  Ottawa. 


PROFESSIONAL  NOTES 

M'Orris'  undertaking  parlors,  at  Port  Arthur,  Ont., 
were  burned  reeently. 

G.  A.  Roy,  Ltd.,  St.  Pie,  Que.,  have  been  incorporated 
to  make  coffins,  caskets,  hearses,  furniture,  and  toys. 

Perry  &  Mack,  Ltd.,  Vancouver,  have  been  incorpor- 
ated with  a  capital  of  $25,000,  to  acquire  and  take  over 
as  a  going  concern  the  business  now  can-ied  on  at  2398 
Granville  Street,  Vancoiiver,  under  the  name  of  "Mack 
Brothers,"  undertakers. 


Wife — You  are  very  fussy  about  your  food,  Henrj'-. 
My  poor,  dear,  first  husband  used  to  eat  uncorapllain- 
ingly  everything  I  cooked  for  him. 

Husband — Yes,  and  look  where  he  is  now. 
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NEW  MOTOR  HEARSE  AT  ST.  THOMAS 

P.  R.  Williams  &  Son,  St.  Thomas,  Out.,  recently 
added  a  motor  combination  hearse  and  nndertaker's 
wagon  to  their  funeral  equipment.  Mr.  Williams  says 
they  have  had  every  success  wilh  it.  They  found  it  a 
great  convenience,  especially  in  long  counti-y  trips,  of 
which  they  have  a  great  number.  The  motor  enables 
them  to  do  nearly  twice  the  work  in  the  same  time  and 
with  much  less  expense.  In  short,  it  answers  every 
purpose,  replacing  their  horse-drawn  hearse  in  the  city. 
The  St.  Thomas  public,  too,  consider  it  a  vast  improve- 
ment on  the  older  style  of  hearse. 

Mr.  Williams  cited  an  instance  of  having  attended  two 
funerals  in  St.  Thomas  after  one  o'clock  in  the  after- 
noon, and  then  delivering  a  casket  out  24  miles  in  the 
country  and  getting  back  before  six  o'clock.  The  hearse 
is  equipped  with  a  Ford  chassis,  and  was  made  by  A. 
B.  Greer,  London,  Ont. 


After  the  Day  is  Done 

"Directly  I  Ivai'd  on  my  arrival  home  of  my  old 
friend's  death.  I  hurried  along  to  tender  yon.  my  sym- 
pathy," said  the  firistocra tic-looking  traveler  ;is  he 
stood  in  thf  little  sitting  room. 

"So  thouirhtful  of  you,"  sighed  the  fair  widow,  ar- 
rayed in  becoming  black.    "Poor  Robert!" 

"Yes,  poor  Robert!"  mused  the  visitor.  "We  started 
business  together,  and.  as  luck  would  hav(>  it,  f — with 
no  kith  or  kin — succeeded,  and  Bob  failed." 

The  widow's  eye  grew  keener  behind  the  inch  of 


handkerchief  she  applied  to  her  eyes,  and  her  shoulders 
heaved. 

"Poor  little  woman — poor  little  woman!"  murmured 
the  sympathetic  friend,  as  he  patted  her  shoulder. 
"Have  you — have  you  anything  of  his  th.nt  I  might 
keep  as  a  memento?" 

Slowly  she  raised  her  velvety-brown  eyes  to  his. 

"Plow  would  I  dol"  she  breathed. 


"Well,  Mirandy,"  said  Mrs.  BosbyshoU  to  her  cook, 
"T  hear  it  rumored  that  you  are  going  to  be  married 
again,  this  time  to  Joe." 

"No'm,  T  ain't  gwine  git  mahried  again.  Miss  Liicy, " 
replied  Mirandy.  "I'm  very  fond  o'  Joe,  but  T  ain't 
gwine  mahry  him." 

"What's  the  trouble?"  asked  Mrs.  Bosbyshell. 

".Ain't  no  trouble,  Miss  Lucy,"  said  Mirandy,  "but 
yo'  siee  T  done  been  mahried  three  times  already,  an'  to 
lell  yo'  de  I  ruff  I'm  gittin'  mighty  tiahed  payin'  out 
good  money  to  dem  undahtakahs. " 

"Dar,  now!"  exclaimed  one  negro,  when  his  master 
had  finished  expatiating  on  the  hideous  havoi;  wrought 
by  a  forty-two-centimeter  shell,  "Jes'  lak  I  bin'  tellin' 
yo'  niggahs  all  de  time!  Don'  les'  have  no  guns  lak 
dem  roun'  heah !  Why,  us  niggahs  could  start  rnnnin' 
eway — run  all  day,  git  almos'  home  free,  an'  den  git 
kilt  jus'  befo'  suppeh!" 

"Dat's  de  trufe,"  assented  his  companion,  "an' 
lemme  tell  you'  sumpin'  else.  Bo.  All  dem  guns  needs 
is  jus'  you'  ad-dress,  dat's  all;  jes'  giv'em  de  ad-dress, 
aji '  dey '11  get  you'." 


Combination  liearse  and  casket  wagon  for  Ford  or  (Jlievrolot  chassis,  also  adai)table  for  hospital  work,  ustul  by  P.  H.  W  illiams  &  Son, 

St.  Thomas,  Ont.,  and  made  by  A.  B.  Greer,  London,  Ont. 
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DOMINION  MANUFACTURERS 

LIMITED 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

This  IS  one  big  reason  why  we  are 

in  a  position  to  extend  to  the  profession— 

"SERVICE" 

in  the  fuller  sense  of  the  word 

T 

y 


llllllllllll! 


The  National  Casket  Co.,  Limited  -  Toronto,  Ont. 
The  D.  W.  Thompson  Co.,  Limited  -  Toronto,  Ont. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Hamilton,  Ont. 
The  Globe  Casket  Co.,  Limited  -       London,  Ont. 

Jas.  Elliott  &  Son  -  Prescott,  Ont. 

Girard  &  Godin,  Limited        -  Three  Rivers,  Que. 

Christie  Bros.  &  Company,  Limited  -  Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Winnipeg,  Man. 
Vancouver  Casket  Company  -  Vancouver,  B.C. 


liiiiiiiiiiiiiiiiiiiliiiiiiiiiiiiiiiiiiiiliiiiiiiiiiiii^   iiiiiiiii  iiiiiiiiiiiiiiiiiiiiiii 

Head  Office: 


CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO       -       -       ■       -  CANADA 
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Our  New  State  Casket 


No.  660 

FOR  PRICE  SEE  PAGE  EIGHT 
OF  LATESr  PRICE-LIST 


State  Casket,  built  of  oak,  with  beauti- 
ful symmetrical  um  -  shaped  corners, 
which  take  you  away  from  the  old-time 

carved  comer.  All  mouldings  are  built  with  the 
same  object  in  view,  a  massive  plam  casket  with 
most  pleasing  lines.  This  casket  we  cover  with 
an  A  1  grade  of  broadcloth.  The  large,  swell 
plale,  which  is  cut  in  the  centre,  is  lined  with 
crushed  Duchess  satin.  Also  covered  on  Mahog- 
any, varnished  inside,  at  extra  cost. 


Head  Office: 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO       ....  CANADA 
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Our  New  Chancellor  Casket 


No.  658 

FOR  PRICE  SEE  PAGE  EIGHT 
OF  LATEST  PRICE-LIST 


Chancellor  Casket,  extra  heavy  moulded 
sides,  with  prominent  base  and  crown 
mouldmg,  in  keepmg  with  the  massive 
top  moulding  and  extra  heavy  full  length 
swell  panels.  Covered  with  superior 
British  broadcloth,  face  plate  hmged  and 
lined  with  stone-crushe  d  Lib  erty  satin. 
A  casket  that  you  will  be  glad  to  re- 
peat whenever  sold. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

Head  Office : 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 


TORONTO 


CANADA 
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I    I  The  Two  Caskets  |  | 

I      I  illustrated  on  the  preceding  pages  |  | 

I      I  are  two  of  our  latest  creations  and  |  | 

I  I  represent  real  value.  |  | 

II  ^  Just  another  result  of  concentration  |  | 

I  I  and  earnest  effort.  I  | 

II  ^  Both  are  entitled  to  the  closest  |  | 
I  I  attention  and  will  stand  the  most  |  | 
I  j  thorough  inspection  of  any  mem-  |  | 
I      I  ber  of  the  profession.  |  | 

I  I  If  you  have  not  already  decided  |  | 

II  to  do  so,  we  would  suggest  your  |  | 
I  I  ordering  them  on  at  once,  and  |  | 
I      I  thus  give  them  an  opportunity  to  II 

I  I  prove  their  worth.  \  |  | 

II  ^  The  prices  are  to  be  found  in  |  | 
I      I  our  latest  price  list.  |  | 

^  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiifiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

Head  Office 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

I      TORONTO  -       -       -       -  CANADA 
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Maxwell  Sanitary  Steel  Vault 


Patents  Nos.  759727  ;  759728  ;  800929  ;  800930  ;  840077 


STOP  COMPLAINING- FREE  YOURSELF  FROM  DOUBT— JOIN  THE  RANKS  OF  OUR  SATISFIED  CUSTOMERS 

You  can  make  no  mistake  in  using  a  Maxwell  Vault.   The  best  from  the  first.    Its  superiority  is  firmly  established 

after  years  of  experiment  and  improvement. 

NO  CAUSE  FOR  COMPLAINT    NO  CHANCE  FOR  EMBARRASSMENT 

Made  of  the  Very  Best  Grade  of  Steel  Sheets.  Welded  in  one  solid  piece  by  the  Autogenous  Process.   Finished  in  Aluminum  and  Gold. 

A  PLEASING  AND  EXCLUSIVE  DESIGN 
Carried  in  Stock  by 

DOMINION  MANUFACTURERS,  LIMITED 

TECUMSEH  and  NIAGARA  STS.,  TORONTO,  CANADA 


A.  B.  GREER,  LONDON,  Ont. 

Buildftr;  of  Hearses,  Coaches,  Ambulances,  Undertakers'  Wagons,  and  Motor  Funeral 
Equipment  of  every  description. 
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Ontario  Embalmers'  and  Undertakers' 

Act 

To  make  known  and  emphasize  the  work  of  the  On- 
tario Embalmers'  Board,  Canadian  Furniture  World 
and  The  Undertaker  again  publishes  below  Chapter 
174  of  the  Embalmers'  and  Undertakers'  Act  of  1911 
and  the  amendment  of  1914: 

His  Majesty,  by  and  with  the  advice  and  consent  of 
the  Legislative  Assembly  of  the  Province  of  Ontario, 
enacts  as  follows : 

1.  This  Act  may  be  cited  as  The  Embaliners'  and 
Undertakers'  Act.    1  Geo.  V.  c.  51,  s.  1. 

2.  In  this  Act, 

(a)  "The  Board"  shall  mean  the  Board  of  Examiiiers 
appointed  nridei-  this  Act. 

(b)  "Embalming"  shall  mean  the  disinfection  oi- 
preservation  of  the  dead  human  body,  entire  or 
in  part,  by  the  use  of  chemical  substances,  fluids 
or  gases,  ordinarily  used,  prepared  or  intended 
for  such  purpose,  either  by  outward  application 
of  such  chemical  substances,  fluids  or  gases  on 
the  body,  or  by  the  introduction  of  the  same  into 
the  body  by  vascular  or  hypodermic  injection, 
or  by  direct  application  into  the  organs  or 
cavities. 

(c)  "Minister"  shall  mean  the  member  of  the  Execu- 
tive Council  for  the  time  being  charged  by  the 
Lieutenant-Governor-in-Council  with  the  jidiiiin- 
istration  of  this  Act. 

(d)  "Regnlations"  .shall  mean  regulations  made  un- 
der the  authority  of  this  Act.  1  Geo.  V.  c.  51.  s.  2. 

:i.  The  Lieutenant-Governor-in-Council  may  appoint 
a  Board  of  Examiners  consisting  of  five  persons  prac- 
tically conversant  with  the  business  of  embalming,  who 
shall,  subject  to  the  regulations, 

(a)  |)rescribe  the  subjeets  in  Avhicli  candidates  for 
certificates  of  qualification  as  embalmers  shall 
l)e  examined  : 

(b)  conduct  examinations  of  candidates  or  provide 
for  and  supervise  the  examinations  of  candidates 
for  such  certificates  and  repoi-t  thereon  to  the 

*  Minister; 

(c)  issue  licenses  and  certificates  of  (pialification  to 
applicants  therefor,  who  li;ive  passed  such  exam- 
inations or  are  othei'wise  entitled  thereto.  1  Geo. 
V.  c.  51,  s.  3. 

4.  Any  three  members  of  the  l>oar'd  shall  foi'm  a 
quorum.    1  Geo.  V.  c.  51.  s.  4. 

5.  — (1)  The  Board  may  appoint  some  person  to  he 
the  Secretary  of  the  Board. 

(2)  The  secretary  shall  be  paid  such  salary  or 
other  remuneration  as  may  be  fixed  by  the  Board  out 
of  the  fees  received  by  the  Board  under  the  Act. 

6.  The  Secretary  of  the  Board  shall  keep  a  register 
in  which  shall  be  entered  the  name  of  every  person  to 
whom  a  certificate  of  qualification  is  granted  under  this 
Act,  and  the  date  at  which  the  same  is  granted.  1  Geo. 
V.  c.  51,  s.  6. 

7.  The  Lieutenant-Governor-in-Conncil  may  i'vom 
time  to  time  make  regidation.s-  - 

(a)  for  the  examination  of  candidates  for  licenses 
and  certificates  of  (jualification  and  permits,  the 
granting  of  such  licenses,  certificates  and  per- 
mits, and  the  evidence  to  be  furni.shed  by  can- 
didates as  to  siobriety  and  good  character  and 
as  to  previous  training  and  expei'ience; 

(b)  for  determining  the  time  of  continuance  of  such 
licenses  and  certificates  and  permits  and  renewal 
of  same ; 


(c)  for  fixing  the  fees  to  be  paid  by  such  candidates 
upon  any  such  examination,  or  for  any  license 
or  certificate  of  (pialifieation  or  permit  or  re- 
newal thereof ; 

(d)  for  prescribing  the  causes  for  which  any  license 
or  certificates  or  permits  may  be  revoked,  can- 
celled or  suspended ; 

(e)  for  fixing  the  fees  or  other  remuneration  to  be 
paid  to  the  members  of  the  Board.  1  Geo.  V. 
c.  51 ,  s.  7. 

8.  p]very  person  engaged  in  or  carrying  on  the  busi- 
ness of  embalming  in  Ontario  at  the  time  of  the  appoint- 
ment of  a  Board  of  Examiners  under  this  Act  and  who 
applies  to  the  Board  for  a  certificate  of  qualification 
within  one  year  thereafter,  shall,  upon  furnishing  such 
evidence  of  sobriety,  good  character  and  experience  as 
the  Board  may  recpiire.  and  upon  payment  of  the  pre- 
scribed fee,  be  entitled  to  reeeive  a  certificate  of  quali- 
fication from  the  Board.    1  Geo.  V.  c.  51,  s.  8. 

9.  Any  person  who  feels  himself  aggrieved  by  the 
decision  of  the  Board  may  appeal  therefrom  to  the  Min- 
ister upon  giving  such  notice  as  the  Minister  may  pre- 
.scribe  and  the  decision  of  the  Minister  shall  be  final. 
1  Geo.  V.  c.  51,  s.  9. 

10.  The  Board  shall  make  a  rejjort  to  the  Minister  on 
or  befoi'c  the  .'51  st  day  of  December  in  every  year, 
showing — ■ 

(a)  the  number  of  certificates  granted  by  them  dur- 
ing the  preceding  year,  and  the  [)ersons  to  whom 
granted ; 

(b)  the  number  of  applications  for  certificates  re- 
fnsed  dnring  the  preceding  year  and  the  causes 
for  refusing  same ; 

(c)  the  numl)er  of  certificates  revoked,  cancelled  or 
suspended  during  the  preceding  year; 

fd)  the  amount  of  fees  received  by  them  from  can- 
didates or  owners  of  certificates  during  the  pre- 
ceding year ; 

(e)  tbe  ti-aveling  and  other  expenses  of  the  Board 
and  the  Secretary,  and  the  fees,  salary  or  other 
remnneration  received  by  the  Board  and  the 
Seci-etary ;  and 

(f)  such  other  matters  as  may  be  directed  by  the 
Minister  or  the  Lieutenant-Governor-in-Council. 
1  Geo.  y.  c.  51,  s.  10. 

11.  The  receipts  and  expen<litiire  of  the  Board  shall 
be  andited  by  a  Chartered  Accountant,  not  a  member 
of  the  Board,  and  the  fees,  salary  or  other  remuneration 
paid  to  the  Board  shall  be  paid  out  of  the  fees  received 
fi'oni  candidates  or  others  and  shall  in  all  cases  be 
subject  to  the  approval  of  the  Minister.  1  Geo.  V.  c. 
51,s.  11. 

12.  A  certificate  held  by  any  person  under  this  Act 
shall  at  all  times  be  exposed  to  view  in  the  place  of 
luisiness  carried  on  by  such  person  or  in  the  place  in 
which  he  is  employed,  and  failure  to  keep  such  certifi- 
cate so  exposed  shall  be  prima  facie  evidence  of  the 
lack  of  qualification  undei-  this  Act.  1  Geo.  V.  c.  51, 
s.  12. 

13.  Everv  person  who.  not  being  the  holder  of  a 
certificate  of  ((ualification  issued  by  the  Board  or  of  a 
I'enewal  thereof,  holds  himself  out  as  an  embalmer  or 
uses  any  sign  or  letters,  or  words  or  abbreviations  im- 
porting that  he  is  an  embalmer,  shall  incur  a  penalty 
not  exceeding  $25.   1  Geo.  V.  c.  51,  s.  13. 

14.  —  (1)  Xo  person  shall  carry  on  biisiness  as  an  un- 
dertaker in  Ontario  without  a  license  from  the  Provin- 
cial Board  of  Health  which  .s'hall  be  issued  U{)on  such 
terms  and  subject  to  such  coiulitions  and  regulations 
and  upon  payment  of  such  fee  and  subject  to  cancella- 
tion or  suspension  for  such  cause  as  the  Provincial 
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The 
Newest  and 
Best  in 


Caskets 

Robes 

Linings 

Casket 

Hardware 

Etc. 


Write  for  illus- 
trations of  our 
latest  designs  in 
Caskets. 


Our  Modern  Well  Equipped  Plant 


CANADA  CASKET  COMPANY,  LIMITED 


WIARTON 


Toronto  Office,  309-10-11  Confederation  Life  Building 


CHAMPION  FLUID 

100%  PURE  CHEMICALS 

Made  in  Canada 

The  purest  and  best  chemicals,  combined  with  many 
years  experience  and  constant  vigilance,  ensures  the 
quality  and  merit  of  Champion  Fluid. 

No  user  of  Embalming  Fluid  is  as  critical  of  its  quality 
as  are  the  makers  of  Champion. 

Order  Direct  From  Us  or  From  Your  Jobber 

The  Champion  Chemical  Company 

Springfield,  Ohio 
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Board  of  Health  with  the  approval  of  the  Lieutenant- 
Govemor-in-Coiinicil  may  prescribe. 

2  (a) — Every  person  carrying  on  business  as  an  un- 
dertaker without  such  a  license  shall  incur  a  penalty  of 
$25.  1  Geo.  V.  c.  51,  s.  14 ;  3-4  Geo.  V.  c.  18,  a  32. 

2  (b) — The  Provincial  Board  of  Health  sihall  issue 
annually  to  the  Board  of  Examiners  appointed  under 
tlhe  Embalmers'  and  Undertakers'  Act,  R.S.O.,  3914, 
such  number  of  Undertakers'  Licenses  as  may  be  re- 
quired by  the  said  Board  of  Examiners,  which  licenses 
shall  be  issued  by  the  said  Board  upon  such  terms  and 
to  such  parties  as  are  defined  by  the  Act.  The  said 
Board  shall  receive  the  fees  for  the  licenses  so  issued 
and  shall  pay  to  the  Provincial  Board  of  Health  before 
the  end  of  the  fiscal  year  all  fees  received  therefor. 

15.  — (1)  Every  person  who  as  an  undertaker  con- 
ducts or  directs  the  burial  of  any  human  body  shall 
forthwith  upon  the  form  prescribed  by  the  regulations 
of  the  Provincial  Board  of  Health,  notify  the  Secretary 
of  the  Provincial  Board  of  Health  of  such  burial. 

(2)  Any  person  neglecting  or  refusing  to  carry  out 
the  provisions  of  this  section  shall  incur  a  penalty  of 
$25,  and  upon  conviction  his  license  may  be  suspended 
or  cancelled  by  the  Board.   1  Geo.  V.  c.  51,  s.  15. 

16.  The  Ontario  Summary  Convictions  Act  sihall 
apply  to  every  prosecution  under  this  Act.  1  Geo.  V. 
c.  51,  IS.  16. 


TRANSPORTING  BODIES  IN  CANADA 

■  The  Board  of  Railway  Commissioners  for  Canada 
have  issued  regulations  governing  baggage  car  tratfic. 
The  following  apply  to  the  carrying  of  corpses : 

Rule  15 — (a)  A  corpse  will  be  transported  in  bag- 
gage service  at  rates  in  accordance  with  carrier's  cur- 
rent tariff  provided  the  corpse  be  accompanied  on  the 
same  train  by  an  adult  holding  proper  transportation. 

(b)  A  corpse  will  be  accepted  for  transportation 
only  on  presentation  of  legal  form  of  transit  permit, 
properly  filled  out  and  signed,  showing  that  the  body 
has  been  prepared  for  shipment  in  accordance  with  the 
law. 

(c)  A  corpse  will  not  be  checked  beyond  a  station 
at  which  a  wagon  transfer  is  required,  except  where 
special  authority  is  given.  The  escort  of  the  corpse 
will  be  required  to  make  all  arrangements  for  such 
transfer. 

(d)  When  a  corpse  is  checked  to  a  non-agency  sta- 


tion the  carriers  assume  no  responsibility  for  the  care 
of  the  coi^se  at  such  destination. 

(e)  Each  corpse  box  must  have  not  less  than  six 
handles  and  be  plainly  marked,  showing  name  of  de- 
ceased, destination,  route,  and  to  whom  consigned. 

(f)  Escort  will  be  required  to  present  a  separate 
ticket  for  his  own  transportation ;  contract  and  each 
coupon  of  the  ticket  to  be  marked  "corpse  escort.  Ex- 
cess check  Form  No  " 

(g)  Baggage  of  the  deceased  may  be  checked  upon 
presentation  of  the  corpse  ticket  in  accordance  with 
the  regulations  governing  the  transportation  of  bag- 
gage of  a  passenger. 

(h)  A  corpse  wall  not  be  accepted  or  transported  if  it 
be  offensive  or  if  fluids  are  escaping  from  the  case,  not- 
withstanding the  presentation  of  permits  or  certificates. 

(i)  When  a  casket  and  dead  body  presented  for  ship- 
ment in  baggage  service  weighs  moi-e  than  five  hundred 
(500)  pounds,  the  excess  weight  will  be  charged  for  at 
current  excess  baggage  rates. 

(j)  Two  or  more  bodies  may  be  transported  with 
one  person  in  charge. 


MEETING  OF  DOMINION  MANUFACTURERS 

The  Dominion  Manufacturers,  Ltd.,  held  their  annual 
meeting  at  the  head  offices  of  the  company,  Niagara 
Street,  Toronto,  on  Wednesday  afternoon,  Feb.  16.  The 
reports  presented  showed  a  satisfactory  year's  business 
under  abnormal  conditions. 

The  officers  and  directors  were  re-elected.  They  are 
as  follows:  President,  Lome  C.  Webster,  Montreal; 
vice-president,  F.  W.  Coles,  London;  secretary-treas- 
urer, D.  M.  Andrews,  Toronto ;  general  manager,  H.  L. 
Godin,  Toronto. 


A  LIVELY  CORPSE 

After  John  Keating,  of  Gulfport,  Mass.,  had  been 
supposed  to  be  dead  for  six  hours  and  his  obituary  had 
been  published  in  a  local  newspaper,  a  barber  was 
called  to  shave  the  "corpse."  As  the  razor  scraped 
Keating 's  cheek  his  eyes  opened,  his  lips  parted,  and 
he  said: 

"Don't  cut  me,  kid."  The  barher  dived  through  a 
window.  A  panic  in  the  neighborhood  ensued.  Physi- 
cians who  were  called  were  unable  to  understand  the 
case.  Although  Keating  was  alive  and  well  they 
declared  he  had  been  actually  dead  for  six  hours. 


Menard  truck  used  as 
a  funeral  car.  This 
illustration  shows  a 
pioneer  Canadian 
I  ruck  used  on  the  first 
funeral  car  in  Canada. 
The  motor  hearse  has 
been  closely  followed 
by  the  funeral  car  and 
instead  of  a  number 
of  carriages  or  cars 
beingused  thefuneral 
car  carries  a  large 
number  of  people  to- 
gether. 
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This  Casket  Will  Appeal  to  Your  Community 


This  case.  No.  30 1 ,  will  not  lie  in 
your  stock.  Show  it  and  it  sells  on 
merit.  Central  Casket  goods  cost  you 
no  more,  but  you  can  sell  them  for 
more  money  than  inferior  made  goods. 


CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  241  Fern  Ave.,  Toronto 


Telephone  126 


Telephone  Parkdale  3257 


Announcement 


A  New  Principle  in  Embalming 


We  heiewitli  announce  the  discovery  of 
A  NEW  PRINCIPLE  IN  EMBALMING. 
This  is  something  absolutely  unique  and 
embodies  a  method  which  is  in  no  manner 
like  any  other  ever  in  use  before. 

We  have  put  this  new  method  and  new 
principle  to  the  most  rigid  tests  and  it 
has  produced  results  which  can  be  de- 
scribed only  as  wonderful  in  both  preser- 
vation and  cosmetic  effect. 

Professor  Eckels  has  just  published  a 
thoroughly  thought-out  treatise  descrip- 
tive of,  giving  reasons  for  and  the 
methods  of  procedure  in  this  wonderful 
new  method  which  OPENS  UP  A  NEW 
EPOCH  IN  THE  SCIENCE  OF  EMBALM- 
ING. 

This  treatise  has  been  put  into  a  book 
of  about  130  pages,  beautifully  printed 
in  two  colors  and  attractively  bound. 

It  will  be  sent  FEEE  OF  CHARGE  to 
any  reliable  and  established  undertaker 
in  the  United  States  who  is  willing  to 
prove  the  efficacy  of  this  method  for 
himself. 

This  method  may  be  used  with  ANY 
STANDARD  EMBALMING  FLUID  arter- 
ially  injected.  The  embalmer  can  use  the 
fluid  to  which  he  is  most  accustom*"" 
The  material  for  putting  this  new  method 
to  the  most  practical  of  all  tests— its  use 
in  your  own  embalming  room — costs  but 


$7.50.  If  you  want  to  do  better  work, 
if  you  want  to  obtain  results  you  never 
before  have  attained  at  only  a  slight 
additional  cost  over  your  previous  method 
and  a  few  minutes'  extra  work,  fill  out 
the  blank  in  the  corner  of  this  page  and 
mail  it  at  once.  The  volume  will  be  sent 
to  you  without  charge.  Read  it  carefully 
and  then  if  you  care  to  send  back  the 
equipment  and  keep  the  book,  we  will 
pay  transportation  charges  both  ways. 

Better  yet,  study  the  method  as  out- 
lined in  the  volume,  keep  both  the  volume 
and  the  material  and  we  will  bill  you 
for  $7.50. 

This  notice  is  addressed  to  those  who 
realize  that  the  inventor  of  the  famous 
Eckels-Genung  Axillary  method,  the  dis- 
coverer of  DIoxin  and  the  compounder  of 
the  only  EE-Concentrated  fluid  on  the 
market  would  not  make  this  announce- 


Cut  off  this  COUPON  and  Mail  to-day! 


To  H.  S.  EckeU&Co., 
241  Fern  Avenue, 
Toronto,  Can. 

Please  send  to  the  address  below,  free  of 
charge,  your  OO-fageboolt  entitled  "A  New 
Principle  in  Embalming." 

You  may  include  with  it,  if  you  like,  the 
materials  necessary  for  testing  this  new  method 
(enough  for  12  average  bodies)  and  bill  us  for 
$7.50,  with  the  distinct  understanding  that  if 
after  reading  the  book  and  after  testing  the 
method  we  do  not  secure  results  far  better  even 
than  we  anticipate,  we  may  keep  the  book,  but 
return  the  materials  within  30  day»,  and  you 
will  cancel  the  bill. 

(Signed) 


C.F. 


ment  if  he  were  not  sure  of  the  won- 
derful eflicacy  of  the  method  this  interest- 
ing book  explains.  Lack  of  space  forbids 
a  more  extended  explanation  here.  Be- 
sides, the  book  gives  it  thoroughly,  and 
every  progressive  embalmer  wants  to 
know  ALL  about  this  new  and  forward 
step  in  the  path  of  progress. 

Write  to-day  and  tell  us  to  send  you 
the  outfit.  The  book  is  yours  whether 
you  keep  the  outfit  or  not. 


H.  S.  ECKELS  &  CO. 


1922  ARCH  STREET 

Canadian  Laboratories 


PHILADELPHIA,  PA. 

241  Fern  Avenue,  Toronto 
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C.  D.  BLACKFORD  FUNERAL  AT  HAMILTON 

The  funeral  of  the  late  ("has.  i).  1  Jhu^hford,  whose 
death  at  Hamilton,  Ont.,  was  noted  in  last  month's 
issue  of  Canadian  Furniture  World  and  The  Under- 
taker, was  very  largely  attended.  Although  the  funeral 
was  advertised  private  at  10.30  in  the  morning,  the 
Masons,  Oddfellows,  Sons  of  England,  and  St.  George's 


The  late  C.  It.  15i,aciik()KD,  Hjuiiiltun. 


it  one  of  the  largest 
The    flowers  were 


Society  all  turned  out  mikI  made 
funerals  evej'  seen  in  llauiiltoii. 
numerous  and  costly. 

Mr.  Blachford's  six  assistants  acted  as  pall  bearers. 
The  honorai'v  nail  bearers  were:  W.  A.  Spratt,  C.  W. 
Cartwright.  K.C.,  W.  L.  Ross,  K.C.,  T.  M.  Wright.  A.  M. 
Cunningham,  Major  H.  F.  Rutherford,  J.  J.  Evel.  and 
J.  I'..  JMclntyre. 

Among  the  undertakers  noticed  at  the  fuJieral  were: 
.].  ]>.  Mcfntyre,  St.  Catharines;  H.  Robinson,  Hamilton  ; 
A.  II.  Dodsworth.  Hamilton;  Dan.  Griffin,  London;  R. 
Stone,  Toronto;  W.  II.  Lyie,  Toronto;  Ed.  Hopkins, 
Toronto;  (!olin  E.  Ihn-gess,  Toronto;  Roy  Sterling,  P)uf- 
falo:  P.  R.  Williams,  St.  Thomas;  Edgar  Williams,  St. 
Thomas;  Fred  Coles,  Toronto;  J.  P>rady,  P>utfalo. 

Colin  E.  Burgess,  of  Hopkins  &  Burgess  Burial  Co., 
Toronto,  had  charge  of  the  funeral. 


AN  OLD  UNDERTAKER  PASSES  AWAY 

Albert  Dodds,  one  of  Ontario's  oldest  undertakers, 
died  at  Barrie,  Ont.,  lately,  at  the  age  of  69  years.  He 
was  a  cousin  of  John  Dodds,  of  Bates  &  Dodds,  Toronto. 
Deceased  was  born  in  King  Township,  son  of  John 
Dodds,  and  was  for  the  past  thirty-five  years  in  the 
undertaking  business  in  Bolton,  Ontario.  A  widow 
and  several  children  survive. 

Chas.  Smith,  of  Barrie,  had  charge  of  the  funeral, 
assisted  by  J.  A.  Donaldson,  of  Caledon  East.  The 
body  was  brought  from  Barrie  to  Mr.  Dodds'  sister's 
(Mrs.  Matthews)  home,  at  Bolton,  where  service  was 
held,  and  from  whence  the  funeral  took  place,  attended 
by  many  prominent  people  from  the  United  States  and 
Canada.  Burial  was  made  in  Bolton  Cemetery,  one  of 
the  most  beautiful  burial  places  in  Canada.  The  flowers 
were  beautiful,  among  them  being  a  wreath  from  the 
Canadian  Embalmers'  Association,  and  a  pillow  from 
A.  J.  H.  Eckardt.    J.  H.  Robinson,  Hamilton,  sent 


I'egrets  that  owing  to  illness  he  could  not  he  present  at 
the  funeral. 

Mr.  Dodds  was  a  charter  member  of  the  C.  E.  A.,  and 
attended  the  first  meeting,  which  was  held  in  the  par- 
lors of  John  Young,  at  347  Yonge  Street,  Toronto,  on 
July  3,  1884.  With  the  exception  of  J.  B.  Mclntyre,  of 
St.  Catharines,  he  was  possibly  the  only  other  survivor 
of  that  preliminary  meeting  of  the  organization.  He 
was  a  fine  type  of  man — good,  clean,  and  a  strong  citi- 
zen.   Mr.  Dodds  was  much  interested  in  church  work. 


EMBALMING  IN  FRANCE 

The  London,  England,  Undertakers'  Journal  reports, 
in  a  recent  issue,  that  W.  Oliver  Nodes,  of  London  has 
returned  from  Paris,  whither  he  went  to  give  a  helpin^g 
hand  to  the  house  of  E.  Teysseyre,  Rue  de  Chaillot, 
i^aiis.  iti  llie  matter  of  embalming.  A  ease  which  Mr. 
Xodes  treated  he  describes  as  one  of  special  interest, 
ihat  oF  an  American  lady  who  had  been  embalmed  by  a 
l<>ench  physician.  Besides  M.  Lienard  Harries  there 
thus  necessitating  a  fresh  embalmment — at  the  hands 
Jumelin,  known  for  his  preserved  anatomical  specimens 
and  wax  models  to  be  found  in  medical  mtispiims  and 
colleges.  jM.  Jumelin  uses  a  solution  of  chloride  of  zinc, 
the  which,  it  is  added,  for  the  information  of  those 
who  might  like  to  try  it,  must  be  both  pure  and  dry. 
With  this  fluid  the  doctoi-  emhalmed  the  case  r^^ferred 
to;  unfortunately,  lio-w cx-er.  he  failed  to  use  enough  of 
the  solution,  with  the  result  that  putrefaction  set  in, 
thus  necessitating  a  fresh  embalmment — at  the  hands 
'if  Mr.  Node  s    'i'he  body  aftei'  this  fresh  operation,  was 


F.  \V.  Gamble,  embaliuer  lor  '1'.  S.  Harris,  Markdale,  Out.,  in  auto  in  front 
of  store  at  that  place.  Hehind  is  trnck  he  rig-god  up  himself  loaded  with 
two  caskets  containing  bodies  which  had  been  buried  in  the  cemetery  at 
Markdale,  one  of  them  14  years,  the  other  U  years.  Mr.  Gamble  brought 
them  in  this  way  to  Toronto  for  burial,  a  distance  of  70  miles,  in  about  four 
hours,  without  mishap  of  any  kind. 

T  ('placed  in  the  crypt  of  the  American  church  in  Paris, 
where  it  is  to  remain  in  a  metal  casket  "until  after  the 
war,"  when  it  will  go  back  to  America. 


CAR  LOAD  DISTRIBUTION 

(TRACKAGE) 

FOR  BRITISH  COLUMBIA 
Independent  Van  &  Storage  Co.,  Ltd.,  Vancouver,  B.C. 
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ONTARIO 
Amherstburg — 

J.  H.  Sutton. 
Aurora — 

Dunham,  Charlea. 
Barrie — 

Smith,  G.  G.,  &  Co. 
Berlin — 

A.  G.  Schreiters 
Bobcaygeon— 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brampton,  Ont. — 

McKillop  &  Meln'tyre. 
Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbaeh,   Geo.   E.,  162 
King  St. 
Brooklin — 

Disney,  E.  S. 
Burks  Falls — 

Hilliar,  Josepih.    Box  213. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Chatham,  Ont.  

Coltart  &  Son. 
Clinton — 

Wialker,  Wesley. 
Cobalt — 

McNiabb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.    'Phone  68. 
Dut  ton — 

Sehultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoria. 
Gait- 
Allen  &  Ray. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

Gongh,  J.  B.,  &  Son. 

McLay  &  Munro. 
Haileybury — 

Thorpe  Bros. 
Hamilton,  Ont. — 

Blaehford  &  Sons, 
57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Dwyer,  James, 

16  Camnon  E. 


Eobinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Norman. 
Harrow,  Ont. — 

Madill,  J.  H.,  &  Co. 
Hepworth — 

Downs,  E.  J. 
Huntsville — 

HilH'ar,  .Joseph. 
IngersoU — 

Melntyres,  F.  W.  Eeeler 
Hnd  R   A  Skiunei,  props. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 
Lakefield — 

Hendren,  Geo.  G. 
London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dundas  St. 
Lucknow — 

A.  T.  Davison.    'Phone  28. 
Markdale — 

Oliver,  M. 
Mildmay — 

John  F.  Sohuett 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  E. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 
Oakwood — f  Mariposa  Station 

G.T.E.)  Wilmot  F.  Webster. 
Ohsweken — 

Johnson,  F.  L. 
Orillia — 

Bingham,  H.  A. 

W.  A.  Strachan,  Mgr. 
'Phone  453. 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Luke  Burial  Co. 
Ottawa — 

Ch.  E.  Woodburn,  586  Bank 
St.  Tel.  Carling  600  and 
1009. 

Eogers     &     Burney,  283 
Laurier  Ave.  W. 
Park  Hill- 
Foster  &  McPhee. 
Parry  Sound,  Ont. — 
Logan,  Alexander. 
St.  Catharines — 
Gno'bb  Bros. 

144-146  St.  Paul  St. 


Petrolia — 

Steadman  Bros. 

Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Eankin,  H.,  &  Son. 
Rodney — 

Liebner  &  Wlalker. 
Renfrew — 

O'Connor,  Wm. 
Sandwich,  Ont. — 

Lassialine,  E. 
St.  Marys — 

L.  A.  Ball. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  E.,  &  Sons,  519 
Talbot  St. 
Seaforth,  Ont. — 

W.  T.  Box  &  Co. 
Simcoe — 

E.  F.  Best. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Stirling — 

Ealph,  Jas.   'Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd., 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 

Henry,  J.  G. 

Moyle,  J.  E. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Riaper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Thedford,  Ont.— 

Woodhall,  J.  B. 
Waterloo — 

Klipper  Undertaking  Co. 
Wallaceburg,  Ont. — 

Heath,  W.  H.,  &  Son. 

S-aint,  J.  T. 
WeUand— 

Patterson  &  Dart. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  E.  A 

Walker,  J.,  &  Son. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 
Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 


NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Eraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McEiae,  Clyde  Ave. 
Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 
MANITOBA 
Brandon — 

Campbell  &  Campbell. 

Vincent   &  McPherson. 
Souris— 

McCulloch,  Wm. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,    A.    S.,    834  Sher- 
brooke  St. 

Thompson  Co.,  .J.,  501  Miain. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
Dauphin — 

Farrell,  A.  F. 

SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon — 

Young,  A.  E. 
Kamsack — 

Eussell,  G.  E.  I. 
Lanigan — 

Eobertson,  Wm. 
Moose  Jaw — 

The  Bellamy  Co. 

Broadfoot  Bros. 
Prince  Albert — 

Howard,  A.  C. 

Hadley,  C.  L. 
Rush  Lake — 

Friesen,  John  M. 
Semans — • 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,    61 ) 
Centre  S. 
Castor — 

Winter,  W.  G. 
Edmonton,  Alta. — 

Wainwright  &  Jackson. 
BRITISH  COLUMBIA 
Hosmer — 

Cornett,  T.  A. 
Prince  Rupert — 

Haynes,  S. 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in    Practical  Embalming-  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 
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TextileatherCo. . . .  •  i.f.c. 

W 

Walter  &  Co..  B   6 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Atk  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
Loodoo,  Ont. 
SEMMENS  &  EVEL  CASKE1  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Pretcott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 


EMBALMING  FLUID 


fARANAf 


'  11  Science  M  Pricticil  Ei«erls«l| 
SXTRAOROINART  SIRENGIH  '| 

'    ...  H,..,.,„ihlK 
<'IKECIIONS  FOR  USE  ^ 

'rr;!,'.".'^  I"' ''jjS" 

VNAC  LABORATORY 


DON'T  FORGET 
THIS  POINT 

No  rouge  oi  other  coloring  is  re- 
quired, as  any  effect  desired  can  be 
produced  by  following  directions. 

Its  Preservative  Qualities 
are  Unequalled 


$7.50 


in  gallon 
container 


$9 


.00  " 


16  oz.  bottles 


LESS  5% 
We  solicit  an  order 

CARANAC 
LABORATORY 

PETERBOROUGH,  ONT., 

CANADA 


WANTED — Reliiable  eommission  men.  Should  write  us  at  once, 
as  we  have  a  sipecial  proiposition  to  ofifer.  Only  a  few  desirable 
territories  open.   Gendron  WTieel  Co.,  Toledo,  Ohio.  MA 

WANTED — Furniture  line  to  handle  on  'COimmission  for  Toronto 
and  Hamilton.  Good  connection.  Territory  covered  once  a 
week.  Box  142  Canadian  Furniture  World,  32  Colborne 
Street,  Toronto.  tf. 

WANTED — Commission  salesmian  for  Western  Ontario,  includ- 
iD'^  Toronto,  for  a  full  line  of  reliable  mattresses.  Highest 
commission  paid  man  who  has  good  connection  and  will  push 
a  good  line.  Box  144,  Canadian  Furniture  World,  32  Colborne 
Street,  Toronto.  tf. 


WANTED — Furniture  salesmen  with  good  eonnectioB  in  Western 
Ontario,  who  would  sell  on  commission  a  good  medium  priced 
line  of  dining  room  case  goods  or  any  other  good  line  whieli 
would  work  in  well  with  chair  line.  Write  for  particulars. 
Box  No.  138  Canadian  Furniture  World,  32  Colborne  Street, 
Toronto.  tf. 

FOR  SALE — Furniture  and  undertaking  business;  stock  about 
.1;4,.')()(i;  Ma-nitoha  town  of  2,000;  large  farming  industry;  no 
opposition.  Owner  unable  to  look  after  busirness  and  must 
sell.  This  is  la  good  chance  for  anyone  who  knows  the  biisi- 
ness.    Wm.  McCulloich.  Box  4.58,  Soiuris,  Man. 

FOR  SALE — One  second-hand  hearse  with  new  body,  s.hort  style, 
(iiily  .")  feet  high  over  all  on  sleighs;  also  one  elbow  sander. 
new;  one  30-in.  two-drum  siander,  re-fitted;  one  24-iu.  planer 
and  mat'oher,  good  as  new.    Box  .59,  Lanark,  Ontario.  M 

FOR  SALE — Furniture  and  undertaking  business  established 
over  50  years.  No  opposition.  Owner  has  three  businesses 
and  will  sell  any  one  of  them.  Apply  to  Box  139,  Canadian 
Furniture  World  and  the  Undertaker.  tf. 


MULTIGRAPHINGr— We  are  now  in  jiosition  to  supply  any  of 
our  clients  with  excellent  multigra/j^ih  work  at  lowest  cost. 
The  Commercial  Press,  Limited,  32  Colborne  St.,  Toronto,  tf. 


March,  1916 
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Leisure  reading  that  means 
more  dollars  when  you  work 

A  knowledge  of  the  big  problems  of  business, 
put  into  a  very  comprehensive  and  readable 
style,  helps  you  in  finding  easier  and  quicker 
ways  of  overcoming  them.  That's  what 
Frank  Farrington  does  in  these  two  books. 
You  will  like  the  way  his  mind  works.  The 
wide  scope  of  his  experience,  the  accuracy 
of  his  statements,  and  his  knowledge  of 
human  nature  all  combine  to  make  them  vol- 
umes that  will  be  read  not  only  for  the  enter- 
tainment they  afford,  but  for  their  practical 
worth  in  the  conduct  of  a  retail  store.  The 
busy  man  will  appreciate  these  books  for 
another  reason;  they  are  written  in  concise 
form  and  he  may  start  reading  anywhere  and 
find  that  particular  chapter  complete  in  itself,  and  depending  in  no  wise  upon  those  which 
precede  or  follow.    Althongb  if  hp  fails  to  read  every  one  of  them  he  is  depriving  himself  of 


a  privilege. 

Retail  Advertising 

■'Retail  Advertising  Complete"  covers  with 
a  comprehensive  grasp  such  subjects  as 
newspaper  advertising,  how  to  get  up  the 
ads.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 
tising, and  the  subject  of  novelties  is  thor- 
oughly discussed;  that  important  part  of 
advertising  which  is  done  inside  the  store 
is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 
as  bill  posting  and  other  means  of  reaching  outly- 
ing districts;  advertising  direct  by  mail  and  mail 
order  opportunities  and  advantages  are  gone  into 
carefully;  special  sales  as  business  getters,  and  some 
features  that  make  them  successful,  are  presented 
in  a  convincing  manner.  In  short,  this  book  is  the 
common  sense  psychology  of  advertising. 

266  Pages.  5x7  inches,  Cloth 
Price  $1.00  Delivered 


Store  Management 

In  "Store  Management  Complete,"  which  is  well 
illustrated,  the  author  gives  a  clear  and  concise  pic- 
ture of  the  kind  of  man,  physically  and  mentally, 
that  the  successful  merchant  should  be;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 
sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 
vantages of  various  locations  are  discussed;  how 
to  make  the  most  of  a  poor  one,  and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  plan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
space,  and  systems  of  storing  extra  stock. 

An  interesting  chapter  on  "Clerk  Management" 
brings  out  the  advantage  of  knowing  people  and 
how  to  handle  them.  The  other  chapters  deal  with 
the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  premium  giving.  The  man 
and  the  business;  their  relation  and  success,  that's 
the  book. 


252  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 


Both  Volumes  $1.90  Postpaid 


The  Commercial  Press,  Limited 

Publisher*  of  OO     r<    11  O  Publishers  of 

Canadian  Hardware  Journal  LOlDOme     Oueel  The  Canadian  Manufacturer 

The  Retail  Grocer  and  Provisioner  _  ^  i  '^^'^  Canadian  Builder  and  Carpenter 

Canadian  Furniture  World  l^onorlo  The  Canadian  Clay- Worker 

and  The  Undertaker  1  UlUIllUa   V/dllcllld.  The  Electrical  Dealer  and  Contractor 

Retail  Druggist  of  Canada  '  Motoring 

The  Canadian  Nurse  Good  Roads  of  Canada. 


This  is  the  only  factory 
in  Canada  manufacturing 

A  Complete  Line  of  Beds^ 
Bedding  and  Furniture 

With  this  combination  the  dealer  can 
more  easily  order  in  carload  lots,  thus 
reducing  freight  charges  very  materially. 

^  The  cost  of  handling,  and  liability  to 
damage  and  delay  are  also  reduced  to  a 
minimum,  because  cars  are  loaded  from 
our  warehouse  platform  and  go  direct  to 
the  dealer  without  trans-shipment. 

^  Every  article  ordered  from  us  is  backed 
by  the  GALE  guarantee  and  reputa- 
tion for  quality  and  service. 

Our  new  catalogue  of  Beds  and  Bedding  will  be  ready 
late  in  March.  See  that  you  get  your  copy.  Photographs 
of  new  designs  in  Dining  and  Bedroom  Furniture  will  be  in 
the  hands  of  our  salesmen  on  March  ISth. 

GEORGE  GALE  &  SONS,  Limited 

WATERVILLE,  P.Q. 

Makers  of  Brass  and  Steel  Beds,  Bedding  and  Furniture 


Vol.  6    No.  4 


Featuring  Spring  Furniture  Lines 


APRIL.  1916 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish     The  Retail  Grocer  and  Provisioner,   The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay- W ork.er.  The  Electrical  Dealer 
and  Contractor,  The  Canadian  Nurse,  Motoring 

ft  i"^      $'         i>     S  *  S-  t 


Furniture  That  Will  Satisfy  Your 
Better  Class  Trade 


William 
and 

Mary 
Design 


Made 
.  in 
Walnut 


McLagan  Furniture 
will  create  prestige 
which  means  more 
and  better  trade  for 
your  store. 

You  owe  it  to  your  customers 
and  to  yourself  to  handle  this 
line.  Send  for  information 
of  the  McLagan  line  which 
offers  you  a  splendid  oppor- 
tunity for  quick  sales  as  well 
as  large  profits. 


Our  new  designs  in- 
clude a  great  variety 
of  pieces  which  make 
excellent  sellers. 

The  many  sales-making  quali- 
ties of  the  McLagan  Lines  are 
well  known  to  the  trade. 

Write  for  details  of  our  new 
lines.  They  are  sure  to  inter- 
est you  from  the  standpoint  of 
increased  sales. 


The  George  McLagan  Furniture  Co.,  Limited 

Stratford  Ontario 
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Mundell-Made 

Living  Room  Chairs  that  are  examples  of  the  best 
in  design,  construction  and  workmanship. 
Leather  or  Tapestry  upholstering ;  auto-spring  seats 
and  backs;  oak,  any  finish. 

LET  US  QUOTE  YOU 


ELORA  -  ONTARIO 


Something  Better 


than  artificial  leather 
and  wears  longer 
than  any  other 
furniture  cov- 
ering made. 


6> 


has 

all  the  fine 
graining  and 


j/^  the  rich  appear 

NV y/^    ance  of  genuine  solid  lea- 
/    ther.     Costs  less  and  wears 
^  ^  longer.  It  is  low  priced  enough  to 
enable  you  to  use  it  on  the  cheaper 
as  well  as  the  best  lines. 


Write  for  Samples  and  be  convinced 

TEXTILEATHER  CO.  l\VTJ"cZ 

Or  FRANK  SCHMIDT,  Berlin,  Canada 


DIRECTORY 
Geo.  McLagan  Furniture  Co. 


Limited 


Medium  and  High  Grade  Dining  Room, 
Parlor,  Hal!  and  Library  Furniture. 


Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholi tared  Living  Room 
Furniture  and  Chesterfieldi. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

Globe- Wernicke  Co.,  Limited 

Globe  -  Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


Now  for 
Spring  Trade 


We  are  busy — very  busy — which 
means  that  furniture  dealers  are  pre- 
paring for  big  business,  and  have 
recognized  the  merits  of  Stratford 
Hnes  as  business  getters. 

You  can  put  "Stratford  Lines' 
in  every  class  of  homes  in  your 
town  at  a  better  profit. 

Because  Stratford  Lines  are  the 
product  of  real,  earnest  study  of 
what  folks  want  and  need. 

Because  Stratford  Lines  are  var- 
ied enough  to  attract  the  attention 
of  all  classes  at  prices  that  appeal 
to  the  pocketbook. 

There's  a  lot  of  satisfaction  in 
giving  every  customer  a  little  more 
than  their  money's  worth  in  work- 
manship, materials  and  finish. 

This  is  true  of  Stratford  Goods. 

Anticipate  your  requirements  now 
and  order  well  ahead. 


Stratford 

Furniture 

Manufacturers 


The  Power  of  Suggestion 


//  is  human  nature  to  desire  the  new  and  beautiful 
Jacobean  Dining  Room  Chairs 
and  our  price  is  right 


Jacobean  Designs  in  the  Dining  Room  and  Library 

The  marked  difference  in  design — althoug-h  thoroughly  authentic 
— the  excellent  workmanship  and  superb  finish,  make  our  products 
stand  out  so  that  there  is  no  possibility  of  overlooking  them. 

Stratford  Chair  Company,  Limited 

Stratford  Ontario 
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G-W  ART  MISSION  STYLE 

One  of  our  most  attractive  styles.  Made  in  quartered  oak  and  real 
mahogany,  and  finished  in  Early  English  oak,  fumed  oak,  and 
medium  dark  mahogany  (all  dead  finishes).  Write  us  for  full 
details  of  other  lines. 

Stratford,  Ontario 


6  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  April.  1916 


Announcement 

We  have  endeavored  to  overcome  the  shortage  of  materials  m  our 
hne,  and  succeeded  m  accumulatmg  a  large  stock  of  material,  but 
the  patriotic  response  of  our  men  to  the  colors  has  depleted  our 
w^orking  staff  to  a  point  where  we  cannot  give  usual  deliveries.  The 
revival  of  business  has  put  us  behind,  and  we  are  unable  to  keep 
pace  with  orders  received,  and  must  ask  the  indulgence  of  the  trade 
for  the  present.  We  will  give  all  orders  received  the  best  possible 
attention. 

IMPERIAL  RATTAN  CO.,  LIMITED 

Manufacturers  of 
REED,  RATTAN  AND  UPHOLSTERED  FURNITURE 

STRATFORD   -  ONTARIO 


There  will  be  a  big  market  for  Lawn  Swings, 
Verandah  and  Garden  Furniture,  such  as 
these  pieces  illustrated,  and  also  our  Folding 
Chairs,  Tables  and  Camp  Cots.  Get  our 
Catalog  NO  IV. 


Stratford  Manufacturing  Co. 

Stratford  Ontario 


The  grass  Will  be  green  and 

the  demand  for  Summer  Furniture 
will  soon  be  upon  you.  You  can 
best  meet  this  demand  by  having 
on  hand  a  stock  of  Stratford  Lines. 
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illlllllllllllllllllllllilllllilllllllllllllllllllllllllllllllllllillllllllllllllll^^ 

The  Recognized  Leader 

In  every  line  of  endeavor  there  is  some  one  individual  or  organiza- 
tion that  seems  to  arrive  at  a  more  thorough  expression  of  sincerity 
and  worthfulness  than  the  others.  Kindel  Parlor  Beds  occupy 
such  a  position. 

The  best  evidence  of  this  is  probably  found  in  the  fact  that  the 
basic  principles  of  their  construction  are  such  as  to  insure  greatest 
comfort,  ease  of  operation,  v^ith  correct  design.  Materials  are 
carefully  chosen,  and  workmanship  of  the  best. 

So  we  make  the  assertion  that,  having  answered  every  other  re- 
quirement, Kindel  Parlor  Beds  represent  a  standard  in  their  field 
of  endeavor. 

Consequently  they  are  particularly  saleable  among  that  great  class 
of  purchasers  who  demand,  and  will  be  satisfied  with  nothing  less 
than  goods  of  this  character. 

The  Kindel  Davenports  and  Divanettes  are  made  to  match  furni- 
ture in  any  design,  wood,  finish,  or  coverings. 

The  Kltt4^l  Bed  Company 

TORONTO  ::  ONTARIO 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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Profits  to 
the  Dealers 


Satisfaction  to 
the  Customers 


That,  in  a  nutshell,  is  the  secret  of  the  great 
popularity  of  Knechtel  Kitchen  Cabinets. 

The  pattern  shown  is  No.  48,  one  of  our  best  sellers, 
being  made  in  maple,  natural  or  walnut  finish.  It  is 
thoroughly  practical  and  sanitary,  and  embraces  the  most 
up-to-date  convenient  features. 

Note  the  unobstructed  working-table  service,  large 
flour  bin,  cutlery  and  linen  drawers,  bake  board  and 
cutting  board  which  slide  out  from  under  table  top. 
Metal  sugar  bin,  art  glass  doors  in  china  closet,  etc. 
A  good,  all-round  cabinet  at  a  low  price. 

Further  illustrations  and  prices  on  request 

Knechtel  Kitchen  Cabinet  Co.,  Limited 

HANOVER,  ONTARIO 

Selling  Agents  :  Knechtel  Furniture  Company 


April,  1916 
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Here  is  a  Real  Leader  in 
Solid  Oak,  Fumed  Finish 


The  253  A.  Suite— Solid  Oak 


ONE  OF  OUR  MOST  POPULAR 
NINE- PIECE  DINING  SUITES 


The  severe  lines  of  this  suite  are  greatly  relieved  by  the 
cane  panels.  The  46-inch  buffet  is  of  a  very  convenient 
size  for  the  majority  of  modern  homes,  and  the  4  5 -inch 
table  provides  ample  dining-table  surface.  The  suite 
has  been  a  leader  from  the  start,  and  will  strengthen 
any  dealer  s  stock.    Ask  our  salesmen  to  show  it. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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Popular 
Samples 
From  Our 
Lines 


No  31 


We  Stand 
Behind 

Our 
Goods 


IVe  recomrmnd  that  you  put  in  a  good  supply  of  our 
lines  and  increase  your  sales. 


The  style,  finish  and  workmanship 
of  the  furniture  we  manufacture 
makes  it  suitable  for  finest  trade — 
while  its  moderate  price  makes  it 
a  popular  seller  to  any  trade. 


Send  for  prices  and  further  illus- 
trations, so  we  can  demonstrate  to 
youthe  many  special  selling  features 
of  our  Ime.    Write  now. 


Queen  Furniture  Co., 

591  Queen  St.,  W. 
Toronto,  Ont. 


Increase  Your  Business 

Demonstrate  the  many  advantages  of  this  table  to  your  cus- 
tomers and  watch  your  sales  mount  up.  "  Everyone  who 
sees  one  wants  one."  It's  the  most  convenient  furniture  in- 
vention of  recent  years.  The 


frrELITE 


Write  for  our  special  proposition  to  buyers  who  orc/er  in  grocslots. 
Scores  of  live  furniture  men  are  taking  advantage  of  this  offer. 


FOLDING  TABLE ' 

has  so  many  unique  talking  points  that  it  is  easy  to  sell  one 
or  more  to  each  customer.  A  liberal  profit  margin  makes  it 
seem  like  finding  money.  The  "Elite"  is  a  veritable  trade 
magnet.    Helps  yon  sell  more  furniture. 


:■ 

.     Hourd  &  Co.,  Limited  and  Manufacturers  LONDON 


THE  WABASH  SLIDE 


MADF.  BY 


B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  ihe  furniture 
manufacturer  wfio  makes  a  dozen  articiei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uiing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


April,  1916 
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Light,  Strong  and  Durable 

Suitable  for  Restaurants  and 
Ice  Cream  Parlors 


This  chair  will  be  in  immediate  de- 
mand, h  is  especially  made  for 
ice  cream  parlors  and  for  every  pur- 
pose where  a  serviceable  light- 
weight chair  at  a  moderate  price  is 
required. 

YOUR  ORDER  WILL  RECEIVE 
OUR  BEST  ATTENTION 

The  North  American  Bent  Chair  Company 

Limited 


OWEN  SOUND 


ONTARIO 


Our  Salesman  Will  Call 

to  show  you  our  rapid  selling  lines  for  your  Spring  Trade. 
It  will  pay  you  to  see  his  illustrations  before  you  make 
your  selections.  He  will  show  you,  among  our  various 
other  lines,  a  complete  assortment  of 


No.  117 


Wood  Beds,  Pedestals 
Centre  Tables  and  Tabourettes 

These  lines  will  be  exceptional  fast  sellers  for  your 
Spring  Trade.  These  illustrations  are  finished  in 
fumed  or  golden  oak,  or  mahogany.  Our  new  catalog 
will  be  ready  about  May  1  5th.   Drop  us  a  line  for  it. 

Elora  Furniture  Co.,  Limited 


ELORA 


ONTARIO 
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THE  NEWEST  CONCEPTIONS  IN  REED 


IT  WILL 
PAY  YOU 

TO  PUT 

THESE 
ON  YOUR 

FLOOR 


No.  3089— ARM  CHAIR 


No.  3090- ROCKER 


Nothing  Better 

To  tone  up  your  stock  and  give 
it  the  up-to-date  look  than  a  few 
pieces  of  high  grade  reed  goods. 
We  are  the  acknowledged  lead- 
ers in  this  line,  and  always  have 
for  your  selection  the  newest 
and  choicest  conceptions  on  the 
market.  Our  chairs  are  built  on 
body  fitting  lines,  and  are  the 
last  word  in  comfort,  and  sell- 
ing qualities. 

TRY  THIS  QUARTETTE 


No.  3105— ARM  CHAIR 


No.  3106— ROCKER 


FACTORIES  : 

WOODSTOCK 
BERLIN 
WATERLOO 
SEAFORTH 


CANADA  FuRNITUReMaNUFACTURERS 
f  I  II  Limited 

GENERAL  OFFICES  :    WOODSTOCK,  ONT. 
WHOLESALE  SHOWROOMS :  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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Canadian  Parlor  Goods  Business 

is  not  hard  to  get  when  you  J^now  how 
to  go  about  it 


"SUITES  THAT  SUIT" 


are  just  as  popular  as  ever.  It's  the  "Suites  that 
don't  suit"  that  are  stickers. 

If  you  want  your  full  share  of  sales  keep  in  touch  with 
The  Waterloo  Furniture  Company,  Limited 

Waterloo,  Ontario 


FRAMED  PICTURES 


Mouldings 
Frames 


Mirror  Plates 

Framed  Mirrors 


No.  16-3890.  Shriner  Picture 
ONE  OF  THIS  SEASON'S  NOVELTIES 

Stock  our  genuine  CIRCASSIAN  WALNUT  MOULDINGS— none  better 

PHILLIPS  MANUFACTURING  COMPANY,  LIMITED 

258  to  326  Carlaw  Ave.    Toronto,  Ont. 
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The  Gold  Medal  Line 


SPRING  TIME  IS 
BED  SPRING  TIME 

Keep  a  good  supply  in  stock  of 

HERCUUS 


REGISTERED 

BED  SPRINGS 


Many  years  of  test  has 
put  the  stamp  of  public 
favor  and  confidence  on 
the  celebrated  guaranteed 

"HERCULES" 


"Purity"  Mixed 
Mattresses  and 
White  Cotton 
Mattress. 

"Gold  Medal" 
Felt  Mattresses 


Manufacturers  of  Parlor  and  Living  Room  Furniture 

The  Gold  Medal  Furniture  Mfg.  Co. 


Head  Office:  Van  Horne  St.,  Toronto 


Limited 


Factories  also  at  Montreal,  Winnipeg  and  Uxbridge 
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DU  PONT  FABRIKOID 

Proves  the  most  Durable 
Upholstery  Material 


QSOIIa.  i 


McGRATH  LEATHER 
TESTER 


In  an  8-hour  test,  leather  broke  at  157 
pounds— Fabrikoid  intact  at  350  pounds. 
Leather  is  weak  in  spots — every  inch  of 
r  abrikoid  is  uniform  in  strength. 

DU  PONT  FABRIKOID  CO. 

Canadian  Factory  and  Sales  Office  :  TORONTO 


Is  Yours  a  Growing  Store? 

1 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 


BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  nit  you  will  find  here  a  suggestion  for  a  new 
s,il(!S  plan,  a  new  advertisement  or  something  to  start  people  talking 
about  vour  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

I'uhlishers  of  The  Canadian  Furniture  World  and  The  Undertaker 


The  "Elmira  Line"  of  Fine 

Chairs 


Before  completing  your  stock  of  chairs  and  rockers, 
make  it  a  point  to  see  illustrations  of  the  many  good  new 
things  contained  in  the  Taylor  assortments.  All  of  them 
are  agreeable  in  design,  all  of  them  are  roomy,  exceedingly 
comfortable  and  finely  made.  Some  contain  just  enough 
suggestion  of  the  "periods"  so  that  they  will  harmonize 
perfectly  with  the  newest  and  best  furniture  for  the  library 
and  living  room. 

Illustrations  of  the  entire  line  will  prove  both  interesting 
and  valuable.     Send  for  them. 


No.  804.    Hall  Chair 


See  our  W^illiam  and  Mary  Chairs  in  black,  walnut  in  next  issue. 
Better  still — a  sample  set  on  your  floor  will  prove  their  worth. 


Elmira  Furniture  Company,  Limited 

Elmira  -  Ontario 
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QUALITY  FIRST" 


These  High -Grade  Mattresses 

are  just  what  you  want  for  your  better-class  trade.  Every  mattress 
is  labelled,  showing  retail  price  and  what  it  contains.  We  stand 
behind  these  values.  That  is  your  customers'  and  your  own  protection. 
Quality  Mattresses  will  increase  your  sales  and  double  your  profits. 


Hair-in-Cotton.    Retails  at  $15.00 


Perfect  Box  Spring  and  Mattress.    Retails  at  $22.00 


'Quality  Felt."    Retails  at  $13.50 


Kapok."    Retails  at  $16.00 


Compare  Quality  Mattres- 
ses with  any  make  made 
and  you  must  admit  that  for 
rest  -  promoting  quaHties, 
and  profit  they  offer  to  the 
trade,  QuaHty  Mattresses 
stand  beyond  competition. 

Note.  —  IVe  also  manufacture 
a  medium  line  of  Felts  and 
Combination  Mattresses,  also 
W ooden  Frame  Bed  Spring. 


Our  Motto: 

Quality 
Material,  and 
Workmanship 


Place  your  orders  now,  as  raw 
material  is  still  advancing. 


SEND  FOR  PRICE  LIST 

Quality 
Mattress  Co. 

Toronto 
Waterloo,  Ont. 

Head  Office:  Waterloo 
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Keep  up  to  full  strength 
\)our  line  of 

Surface  Oak 
Mahogany 

and 

White  Enamel 


There  is  an  established 
market  for  this  medium- 
priced,  durable  furni- 
ture that  made  the 
Meaford  Line  well 
known  among  the  furni- 
ture dealers  of  Canada. 

There  is  nothing  better 
for 


Summer  Hotels,  Cottages  and  the  Homes 

of  the  WorJ^ingman 


Lines 

Buffets 
Sideboards 
Extension  Tables 
China  Cabinets 
Chairs 
Dressers 
Chiffoniers 
Dressing  Tables 
Beds 

Wardrobes 
Costumers 
hall  Racks,  Seats 

and  Mirrors 
Library  Tables 
Desks 

Book  Cases 
Combination  Desk 
Centre  Tables 
Jardiniere  Stands 
Pedestals 
Smokers'  Stands 
Music  Cabinets 
Medicine  Cabinets 


Designs 

Modern 
Colonial 
Adam 
Jacobean 

William  and  Mary 
Louis  XVL 

Finishes 

Surface  Oak 

Surface  Mahogany 

Chippendale 

Mahogany 

Ivory  and  White 

Enamel 
Walnut  on  Canadian 
Elm 

Plain  Oak,  Fumed 


The  Meaford  Manufacturing  Company,  Limited 

MEAFORD         ::  ONTARIO 


April,  1916 
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Have  You  Seen  Their  Equal? 

Two  new  designs  in  Mahogany  and  Walnut.  In  every  detail  they  show 
quahty,  and  when  placed  on  your  floor  are  half  sold  at  first  sight. 

Our  modern  plant  enables  us  to  produce  character  furniture  at 
moderate  prices,  and  these  suites  are  sure  to  be  quick  sellers 
because  they  are  priced  within  reach  of  nearly  all  your  customers. 

Write  us  for  blue  prmts  of  these  new  lines.  The  wise  buyer,  however, 
will  order  a  sample  of  each  now  for  Spring  trade. 

Peppier  Bros.,  Limited,  Hanover,  Ont. 


No.  700.    Louis  XVI 
Mahogany 
and  Walnut 
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Hereafter 

All  "TWINS"  will  be  TILT-TOP  "TWINS" 

The  above  illustration  will  convey  to  you  one  of  the  main  advantages  of  the 
Tilt-Top  "TWINS,"  which  IS  an  entirely  new  idea  in  Extension  Table  construction 
and  of  which  we  are  the  sole  manufacturers  in  Canada.  With  the  "Tilt-Top"  con- 
struction it  IS  possible  to  take  one  of  these  tables  on  its  own  castors  through  a  door- 
way 2  ft.  wide,  doing  away  with  the  old  time  "two  man  lift."  At  the  same  time 
saving  the  finish  on  both  the  table  and  the  door. 

Six  of  these  tables  can  be  displayed  on  the  floor  space  usually  occupied  by  four 
ordinary  tables,  enabling  you  to  exhibit  a  greater  variety  from  which  your  cus- 
tomers can  make  their  selection.  In  future  this  feature  will  be  included  in  all 
**  Twins  "  and  without  extra  charge. 


Chesley  Furniture  Co.,  Limited 

Chesley  -  Ontario 


■ 
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You  can  sell  a  quantity  of  these  beds  by  giving  them  good 
display  in  your  windows.  ORDER  NOW- the  call 
will  come  when  you  show  the  people  you  have  the  goods. 

CM.  Products 
are 

Made  in  Canada 

All  our  beds  fitted  with 
the  non-breakable  ring 
corner  lock. 

Canadian 
Mersereau 
Company 

81  Florence  St. 
Toronto 
Ont. 
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BEDROOM  FURNITURE 


>t/    >t/  \(/ 


Top  -20  X  40 
Mirror  24  x  30  Bev. 


Illustrations  here  show  one  of  our 
suites  made  in  Hardwood  with 
Walnut  finish  only.  There  is  a 
large  number  of  other  designs 
shown  m  our 


New  illustrated 
catalogue 


Furniture  which  sells  at  sight  to  people 
who  know  qualities  and  values  when 
they  see  them  is  the  only  kind  of  bed- 
room furniture  you  should  consider.  It's 
the  kind  that  inspires  confidence,  impels 
co-operation  and  begets  profits. 

That's  oars 


Top  19  X  32.    1  Mirror  12  x  20  Hev 
2  Mirrors  7  x  20  Bev. 


and  priced  as  fairly  to  you  as  to  us.  Write 
for  it  now.  It  illustrates  our  complete  line 
of  Bedroom  Furniture  in  Oak,  K^on})x, 
Mahogany  and  White  Enamel. 

Beach  Furniture  Limited 

CORNWALL  ONTARIO 


Top  19  X  32 
Mirror  Ifi  x  20  Bev. 
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Money  for  Business.  No  one  need  be  perturbed  be- 
cause commercial  loans  in  Can- 
ada declined  $17,000,000  during  January,  as  compared 
with  December,  or  $11,600,000,  as  compared  with  a  year 
ago.  But  this  is  only  a  reduction  of  1.5  and  2.1  per 
cent,  respectively.  At  any  rate,  January  is  always  a 
month  in  which  business  experiences  a  contraction. 
Not  only  is  it  a  month  of  general  stocktaking,  but  it 
also  experiences  the  aftermath  of  the  December  ac- 
tivity. 

But  there  is  also  an  important  factor  which  has  con- 
tributed to  a  greater  extent  than  ever  before  to  the 
reduction  of  commercial  loans.  And  that  is  the  fact 
that  industries  engaged  in  the  manufacture  of  muni- 
tions and  war  supplies  generally  have  been  enabled  to 
make  substantial  reductions  in  their  liabilities  to  the 
banks. 

Of  course,  there  are  certain  industries  whose  business 
is  still  below  the  normal.  The  building  industry  is  the 
most  outstanding  example  of  this.  This  in  turn  affects 
the  lumber  and  brick  industries.  Until  these  industries 
return  to  the  normal  their  condition  must  naturally  be 
reflected  in  the  commercial  loans. 

Although  the  payment  of  subscriptions  to  the  war 
loan — estimated  to  be  about  80  per  cent,  of  the  total 
subscribed — has  led  to  a  reduction  of  over  $43,000,000 
in  the  money  on  deposit,  the  amount  in  the  banks  to  the 
credit  of  the  Canadian  public  is  $1,101,267,412,  or 
$104,390,000  larger  than  in  January,  1915. 

As  it  is  upon  the  interest  obtained  upon  commercial 
loans  that  the  banks  largely  depend  for  their  earnings, 
it  naturally  follows  that  there  is  no  lack  of  funds  for 
carrying  on  the  legitimate  business  enterprises  of  the 
country. 

Still  another  strong  feature  is  the  fact  that  the 
banks'  proportion  of  liquid  assets  to  liabilities  is  larger 
than  at  any  time  in  their  history,  being  38.1,  as  com- 
pared with  31.7  a  year  ago. 

Cultivate  your  opportunities  for  getting  a 
goodly  portion  of  spring  trade. 

Extraordinary  If  Canada's  export  trade  keeps 

Trade  Development,    on  developing  the  way  it  has  of 

late  it  will  double  in  value  the 
figures  of  the  last  few  years. 

As  a  matter  of  fact,  it  did  not  come  very  far  short 


of  doing  it  during  the  twelve  months  ending  January 
last,  the  total  being  $836,555,567,  compared  with  $448,- 
903,263  for  the  preceding  corresponding  period.  The 
actual  increase  was  about  87  per  cent.  January  trade 
alone  did  double  on  the  corresponding  month  of  1915, 
and  that  by  a  big  margin,  the  total  being  $85,559,782, 
against  $30,830,337,  a  gain  of  177  per  cent. 

During  the  twelve-month  period  there  was  an  in- 
crease under  every  general  classification.  The  most 
max'ked  increase  was  under  the  classification  of  manu- 
factured goods,  the  figures  for  the  two  twelve-month 
periods  being  .$190,997,981  and  $71,870,071  respectively. 
The  next  largest  increase  was  in  agricultural  produce, 
which  was  $237,964,468,  compared  with  $126,262,825. 

It  is  no  wonder  the  trade  and  commerce  of  the  coun- 
try is  getting  into  such  a  healthy  condition.  And  yet, 
if  our  shipping  facilities  were  more  adequate  the  ex- 
port trade  would  be  even  greater  than  it  is  to-day.  But 
our  mercies  are  so  great  that  it  would  be  almost  sacri- 
lege to  be  troubled  over  the  "might-what-have-beens." 

Do  ?iot  allow  customers  to  think  you  are  7vell 
eqtiipped  for  spring  trade — show  thein  you  are. 

A  Matter  for  Business    men    in    Canada  can 

Business  Men.  scarcely  be  uninterested  in  the 

movement  to  encourage  immigra- 
tion after  the  war,  for  the  more  people  that  settle  in 
the  country  the  more  potential  customers  will  there 
naturally  be. 

Mainly  on  account  of  the  war,  immigration  is  at  the 
lowest  ebb  it  has  been  for  a  great  many  years.  Accord- 
ing to  a  statement  made  in  the  House  of  Commons  the 
other  day,  only  48,466  immigrants  entered  the  Do- 
minion during  the  fiscal  year  1915.  Most  of  these  came 
from  the  United  States.  This  is  less  than  a  thousand  a 
week,  whereasi  previous  to  the  war  the  number  aver- 
aged over  a  thousand  a  day.  The  largest  number  to 
enter  in  any  one  year  was  402,432,  which  was  in  1914. 

So  far  the  movement  to  induce  immigration  after 
the  war  is  of  a  tentative  character.  As  time  goes  on, 
it  will  doubtless  take  definite  and  organized  shape. 
Until  it  does,  little  result  can  be  expected. 

In  order  that  definite  organization  shall  not  be  de- 
ferred until  the  eleventh  hour  the  business  men  of  the 
country  should  lend  their  active  interest  to  the  move- 


24 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


April,  1916 


ment.  They  can  do  this  by  indueinig  their  representa- 
tives in  Parliament  to  keep  the  matter  before  the  Gov- 
ernment until  some  definite  scheme  is  launched. 

The  appearance  of  the  store  has  a  psycho- 
logical effect  in  influencing  business. 

Catalogues  of  It  would  be  a  good  thing,  say 

Uniform  Size.  many    retailers,     if  furniture 

manufacturers  would  make  their 
catalogues  uniform  in  size.  So  many  dealers  sell  from 
catalogues  that  it  would  be  helpful  to  them  if  they 
could  get  them  in  one  size,  as  they  could  then  be  con- 
veniently filed  away  and  consequently  would  be  ready 
at  hand  when  wanted.  At  present,  dealers  keep  cata- 
logues in  so  many  different  places  that  valuable  time 
is  lost  in  trying  to  put  one's  hand  on  some  particular 
catalogue. 

Cultivate  your  customers,  for  when  the  day  of 
temptation  comes  they  are  not  likely  to  leave 
you  for  the  stores  of  your  competitors. 

Competing  with  That  mail  order  houses  are  mak- 
Mail  Order  Houses.  ing  a  strenuous  bid  for  trade  is 
amply  proven  by  the  enormous 
number  of  catalogues  with  which  they  flood  the  coun- 
try and  with  the  extensive  publicity  campaigns  they 
carry  on.  The  furniture  dealer  has  met  with  this  com- 
petition in  nearly  every  small  town  throughout  the 
country,  but  not  all  of  them  have  met  it  successfully. 
It  is  much  to  be  feared  that  some  of  them  have  not  tried 
to  do  so. 

But  the  effort  is  well  worth  while.  The  catalogue 
house  wants  cash  customers  only,  and  cash  with  order 
every  time.  Many  townspeople  and  country  folk  are 
doing  a  very  foolish  thing  in  sending  their  money  out 
of  their  community  and  to  the  larger  centres,  which  are 
competing  for  trade  with  their  own  neighbors,  and,  in 
not  a  few  instances,  with  their  own  relatives  who  may 
be  engaged  in  some  retail  business  in  one  of  the  thou- 
sand small  communities  in  Canada. 

Incidents  of  this  nature  are  cropping  up  all  the  time 
— rural  communities  are  going  downhill  because  of  big 
city  competition ;  money  is  going  out  of  the  section  and 
away  from  the  local  merchants,  because  the  country 
folk  have  not  confidence  in  their  own  merchants. 
Dealers  should  co-operate  with  their  local  papers  and 
devise  schemes  similar  to  the  mail  order  houses,  and 
then  meet  these  catalogue  houses  with  their  own  ammu- 
nition. If  they  do  so  some  measure,  at  least,  of  success 
will  be  theirs ;  and  they  will  have  two  strong  levers  in 
addition  at  their  command — the  friendliness  and  good 


will  of  the  residents  of  the  community,  and  the  fact  that 
the  local  dealer  has  so  often  in  the  past  carried  them 
when  they  had  not  the  ready  cash  to  pay  for  their 
goods- 

SHORT  EDITORIAL  NOTES 

You  can't  very  well  dodge  the  toll  gates  on  the  road 
to  Success. 

*  *  * 

Price  cutting  is  not  always  intentional.  Sometimes 
it  occurs  through  ignorance  of  costs. 

You  can't  borrow  money  at  the  bank  on  your  oppor- 
tunities, but  you  can  on  what  you  make  out  of  them. 

*  *  * 

An  exchange  has  an  article  headed  "Selling  Women." 
We  didn't  know  that  women  were  being  offered  for 
sale. 

^       ^  ^ 

It  doesnt  cost  anything  to  be  courteous.  Greet 
customers  with  a  smile.  If  you  are  not  too  busy  open 
the  door  for  a  customer  entering  or  leaving  the  store. 
Don't  forget  to  say  "thank  you." 

*  *  * 

Most  customers  come  into  the  store  with  a  definite 
purpose  and  that  is  to  buy  goods.  Make  it  just  as 
easy  as  possible  for  them  to  carry  out  their  intentions 
to  the  fullest  extent. 

*  #  * 

It  is  good  business  for  the  furniture  dealer  to  know 
something  of  the  personal  affairs  of  customers.  To 
enquire  about  the  health  of  a  relative,  to  ask  how  the 
baby  is  getting  on,  to  comment  on  a  new  horse  or  ask 
if  the  new  verandah  is  finished,  are  all  things  that 
will  bind  customers  closer  to  the  store. 

"When  I  went  to  school,"  says  a  successful  dealer, 
"I  studied  hard  so  as  to  be  able  to  stand  high.  In 
the  same  way,  I  make  a  study  of  my  business,  so  as  to 
make  a  success  of  it.  I  study  my  goods  so  as  to  be  able 
to  sell  them  in  an  intelligent  manner,  as  well  as  the 
best  plans  of  building  up  a  large  and  profitable  trade." 

*  *  * 

Make  a  study  of  customers  so  that  you  will  be  able 
to  size  them  up  when  they  enter  your  store  and  be 
able  to  tell  the  character  of  approach  that  should  be 
used.  You  can  tell  to  a  large  extent  by  their  appear- 
ance, but  it  is  wonderful  what  you  can  do  in  the  way 
of  sizing  people  up  by  a  little  study.  It  is  something 
worth  studying. 

*  *  # 

Is  your's  the  best  furniture  store  in  your  town?  If 
not,  why  not?  If  it  is  not,  have  you  put  forth  your  best 
effort  to  make  it  so?  Why  is  the  other  fellow  ahead 
of  you?  Have  you  made  a  study  of  his  methods? 
Don't  you  think  there  is  a  possibility  of  you  making 
your  store  the  best  one  in  town  from  your  own  and 
also  your  patrons'  viewpoint?  Are  you  not  going  to 
make  an  attempt  to  make  it  so? 

*  *  * 

It  is  a  good  plan  to  have  all  the  sales  staff  concen- 
trate their  attention  on  some  one  line  for  a  given  period. 
Many  dealers  have  found  it  productive  of  good  results, 
especially  when  a  little  friendly  competition  in  the 
matter  of  selling  the  largest  amount  is  stirred  up 
among  clerks.  It  is  well  to  have  a  short  conference 
of  clerks  before  the  sale,  so  as  to  get  the  strongest 
arguments  possible  to  promote  the  sale  of  the  line. 


DOING  THINGS. 

THE  man  who  starts  out  in  the  morning  with  a 
determination  to  do  something  that  will  amount 
to  something,  is  a  great  deal  more  likely  not  to 
waste  his  day  in  frivolous,  unproductive  work  than 
the  man  who  starts  out  with  no  plan. 

Begin  every  day  with  a  programme  and  determine 
that,  let  what  will  come,  you  will  carry  it  out  as 
closely  as  possible.  Follow  this  up  persistently  day 
after  day,  and  you  will  be  surprised  at  the  results. 
Make  up  your  mind  at  the  very  outset  of  the 
day  that  you  will  accomplish  something  that  will 
amount  to  something;  and  that  you  will  not  permit  the 
little  annoyances  of  your  business  to  spoil  your  day's 
work. 
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Getting  Into  Shape  for  Spring  and  Summer  Trade 

Present  year's  conditions  in  Canada  warrant  dealers  putting  forth  a 
strong  effort  for  active  business.  The  importance  of  keeping  stocks 
well  assorted.     Advertising  and  window  displays  as  aids  to  trade. 

By  W.  L.  EDMONDS 


THOSE  wlio  do  not  sow  the  seeds  of  preparation 
cannot  expect  to  reap  a  good  crop  of  business. 
The  seeds  sown  a  year  ago  may  still  be  repro- 
ducing, but  it  is  just  as  unwise  for  the  business  man  as 
it  is  for  the  farmer  to  put  his  trust  in  last  year's  seed 
sowing.  There  must  be  continual  seedsowing  and  per- 
sistent cultivation. 

The  Spring  season  is  now  close  at  hand.  Some  morn- 
ing we  '11  wake  up  and  find  that  it  has  arrived.  When  it 
has  arrived  dealers  who  are  not  ready  for  it  will  wish 
they  had  taken  time  by  the  forelock  instead  of  defer- 
ring action  imtil  they  had  obtained  a  sight  of  its  heels. 

Evil  of  Procrastination 

Caution  is  a  necessary  quality  for  sound  business 
practice.  But  even  a  good  thing  may  be  turned  into 
an  evil  one.    When  eaution  becomes  abnormal  it  is  an 


Canada  is  now  enjoying  a  period  of  prosperity  as  a 
result  of  last  year's  exceptionally  good  productivity. 

Three  Billions  of  Production 

From  their  field  crops,  live  stoek,  dairy  products, 
eggs,  vegetables  and  fruits  the  farmers  of  Canada  ob- 
tained a  revenue  of  something  like  a  billion  dollars. 
Manufactured  products  probably  yielded  a  billion  and 
a  half  dollars.  Forest  products  contributed  nearly 
$177,000,000,  the  mines  $138,000,000,  and  the  fisheries 
over  $31,250,000. 

In  sum  total,  the  value  of  the  products  of  Canada 
last  year  eould  not  have  come  far  short  of  three  billions 
of  dollars. 

In  view  of  a  productivity  such  as  this  the  merchants 
of  Canada  are  warranted  in  making  preparations  for 


Some  examples  of  spring  trade 
advertising. —  Sufficient  variety 
to  suit  nearly  all  tastes  and  re- 
quirements. Tlie  originals  were, 
of  course,  much  larger  than  the 
reproductions  here  given.  Credit 
is  also  particularly  due  to  the 
Ottawa  Free  Press  and  the  Cal- 
gary Albertan  for  the  attractive 
way  in  which  they  set  up  the  ads. 
of  S.  A.  Luke  and  the  Calgary 
Furniture  Store  respectively. 


The  MetropolilaD 


Our  Long 
Experience 

In  House 
Furnishing 


T~\l'RI\C  uur  extensive  busi- 
ncss  term  \ve  hpve  iurnished 
hundreds  ot  the  most  atttractive 
and  artistic  homes  in  Ottawa. 

hnttTprising  Citi/ens  keeping  pace  with 
the  times  and  progressing  accordingly  have 
built  substantial  elegant  homes  that  arc  an 
ornament  to  the  community  and  a  credit  to 
themselves.  Their  wives  entrusted  us  with 
the  (urniahings  relying  upon  our  cxperi- 
cuL-e,  anri  tnistiog  to  our  knowledge  to  pro- 
vide tbeiD  with  the  bi;st  and  moet  desirable 
forms  of  modern  home  furnifihiiigs.  Our  con- 
tinuous  proivtb  niid  expansfoa  is  tbe  proof  of 
the  satiNfaetion  kivcq. 


S.  A.  LUKE 

59-61  RIDEAU  ST. 


evil,  because  it  unnecessarily  defers  that  measure  of 
preparation  which  should  characterize  every  live  busi- 
ness mian. 

Business  conditions  in  Oauada  during  1914  and  the 
early  part  of  1915  were  not  conducive  to  business  ex- 
pansion. They  were  more  conducive  to  the  exercise 
of  caution.  But  in  view  of  the  business  conditions  ob- 
taining to-day  it  would  be  an  unwise  thing  indeed  for 
business  men  to  exercise  the  same  degree  of  caution 
that  was  necessary  in  the  lean  period  of  the  last  couple 
of  years.  A  degree  of  eaution  is  always  necessary.  But 
let  it  always  be  in  accordance  with  the  conditions  ob- 
taining. 


a  good  Spring  and  Summer  trade.  Those  who  do  not 
will  suffer.  Business  is  certain  to  be  good.  In  fact  it  is 
already  good.  Aiid  as  far  as  prices  are  concerned 
those  who  defer  buying  to  the  eleventh  hour  will  have 
to  pay  higher  prices,  particularly  on  case  goods  and 
metal  bedsteads.  The  scarcity  of  labor  has  already  be- 
come serious,  and  raw  materials  of  all  kinds  are  costing 
a  great  deal  more  than  they  were  a  few  months  ago, 
and  the  tendency  is  still  upwards. 

Appreciative  Dealers 

Dealers  who  appreciate  the  situation  are  protecting 
themselves  by  placing  their  orders  well  ahead  of  time. 
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They  will  be  in  iiii  ciiviiiblc  position  coniparcd  with 
tliosc  wiio  have  proer-astiiiated. 

P>iit  aggressiveness  in  selliiig  methods  is  just  as  neces- 
sary as  wisdom  in  buying.  In  spite  of  the  bright  out- 
look for  business  only  those  will  get  the  full  benefit  of 
it  who  make  adequate  preparations  for  securing  it. 

Furniture  may,  to  some  extent,  sell  itself.  lint  the 
extent  to  which  it  will  do  so  will  be  smal]  indeed.  P^ir- 


This  and  other  illu.stration  on  this  page  are  backgrounds  for  spring 
windows,  designed  by  J.  M.  Inihoff,  in  the  Mercliants  Record.  Bolli 
of  them  are  simple  and  can  be  made  of  composition  board  and  lum- 
ber covered  with  plush  or  felt,  the  moulding  in  the  same  or  con- 
trasting colors. 

niture  without  a  selling  force  behind  it  will  move  about 
as  fast  as  a  locomotive  without  steam  in  its  boiler.  He 
is  a  short-sighted  dealer  who  imagines  that  when  his 
stock  is  comijlete  he  has  complied  with  all  the  condi- 
tions necessary  to  securing  a  good  volume  of  business. 

'  Necessity  of  Advertising 

He  who  would  get  anything  like  the  maximum  of 
results  must  advertise.  If  his  business  is  a  small  one 
and  he  cannot  employ  the  extensive  advertising 
methods  of  his  competitors,  let  him  do  the  best  he  can 
under  the  circumstances. 

The  effectiveness  of  an  advertisement  is  not  alto- 
gether governed  by  the  extent  of  the  space  used.  On 
the  contrary,  some  of  the  most  effective  of  advertise- 
ments occupy  but  moderate  space.  It  is  the  skill  with 
which  an  advertisement  is  written  and  put  into  type 
that  determines  its  effectiveness  as  a  selling  force. 

A  good  advertisement,  no  matter  w'hat  its  size  may 
be,  will  bring  business.  But,  at  aii>'  rate,  space  in  coun- 
try newspapers  can  be  obtained  at  such  a  low  price 
that  there  are  few  dealers  indeed  who  cannot  af¥ord  to 
use  even  large  advertisements  on  special  occasions  and 
moderate  ones  regularly. 

But,  after  all,  it  is  the  persistent  and  regular  adver- 
tisement that  counts  for  miich  in  the  long  run,  whether 
the  space  used  is  smiall  or  large. 

Importance  of  Window^  Displays 

Attention  to  the  window  dis])lays  is  not  one  iota 
less  important.  It  is  true  that  the  window  display  is 
not  seen  by  as  many  people  as  will  read  the  advertise- 
ment. But  that  does  not  reduce  its  importance.  An 
advertisement  does  not  show  the  actual  goods.  The 
best  it  can  do  is  to  show  illustrations  and  furnish  in- 
formation. Each  is  necessary  to  the  other.  It  there- 
fore follows  that  both  should  be  as  strong  as  it  is  pos- 
sible to  make  them. 

For  the  Spring  trade  make  the  window  displays 
typical  of  the  season.    And  this  does  not  apply  to  the 


goods  alone.  It  a|ii)lies  to  the  surroundings  as  well. 
Artificial  green  stuff  and  flowers  are  so  easily  procur- 
able, should  a  supply  not  be  on  hand,  that  no  store 
need  be  without  the  neces.sary  material.  And  that 
wliich  should  characterize  the  window  dis[)lay  should 
also  characterize  the  interior  of  the  store. 

The  home  is  the  most  important  place  in  the  world. 
Emphasize  this  fact  in  window  displays,  in  advertise- 
nuMits,  and  in  personal  interviews  with  customers.  And, 
being  so,  is  worthy  of  being  well  fui-nished. 

While  making  their  i)reparations  for  the  Spring  and 
Summer  trade  dealers  should  carefully  peru.se  the  ad- 
vertisements and  reading  matter  in  the  ti*ade  papers. 
By  doing  this  many  suggestions  will  be  obtained  in  re- 
gard to  lines  to  handle  and  ideas  to  employ  in  regard 
to  selling  methods.  And  don't  overlook  the  travelers. 
They  are  full  of  ideas  and  suggestions.  Consult  them 
whenever  you  have  an  opportunity. 


COLOR  COMBINATIONS 

A  department  store  in  Chicago  has  issued  the  follow- 
ing list  of  colors  as  harmonizing  for  the  guidance  of 
its  sales  force  when  making  recommendations  to  its 
customers,  says  The  Chicago  F'urniture  Journal.  They 
make  a  set  of  good  combinations  for  the  window  trim- 
mer : 

Blue  and  white. 

Blue  and  gold. 

Blue  and  orange. 

P)lue  and  salmon. 

Blue  and  maize. 

Blue  and  brown. 

Blue  and  black. 

Blue,  scarlet  and  lilac. 

Blue,  scarlet  and  black. 

Blue,  brown,  crimson  and  gold. 

Red  and  gold. 

Red  and  black. 

Scarlet  and  purple. 

Black  with  white  or  yellow  and  crimson. 


Spring  arcli  background  to  herald  approach  of  new  season. 


Scarlet,  black  and  orange. 
Crimson  and  orange. 
Yellow  and  purple. 
Green  and  gold. 
Green,  orange  and  red. 
Purple  and  gokl. 
Purple,  scarlet  and  gold. 
Lilac  and  gold. 

Lilac,  .scarlet  and  white  or  black. 
Lilac,  gold,  scarlet  and  white- 
Lilac  and  black. 
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Collins'  Course  in  Show  Card  Writing 


28ih  of  a  aeries  of 
articles  specially  prepared 
for  this  journal. 


IP  March  and  Api-il  are  the  courier  months  announc- 
ing Spring's  arrival,  May  is  the  month  that  an- 
nounces its  presence.  It  is  now  that  Nature  begins 
to  fuss  up.  All  out-of-doors  beckons  us  to  come  forth 
an-d  enjoy  the  rejuvenating  surroundings  that  only 
Miay  is  capable  of  giving.  New  tlowers  and  buds  and 
leaves  and  grasses,  all  resplendent  in  their  new  color- 
ings, wonderfully  suggesting  a  newness  of  things  in 
general.    And  this  ncAvness  that  the  awakening  flowers 


Praoxical 
Home  Beautifiers 


White  card  over  dark-colored  back. 

suggest  should  awaken  an  interest  in  the  purchasing 
of  new  furniture  and  other  new  things  to  enliven  and 
brighten  the  home. 

The>  housecleaning  season  will  drag  its  weary  way 
along  down  through  April  and  May,  and  the  furniture 
dealer  will  do  well  to  keep  hamniering  away  in  his  ads. 
and  window  displays  at  the  advisability  and  appro- 
priatenevss  of  buying  new  furniture  during  this  house- 
cleaning  period. 

Do  not  overlook  Easter  and  its  advantages  as  an  ad- 
vertising feature.  Decorate  your  displays  and  store 
with  the  various  colors  and  emblems  that  this  day  sug- 
gests. Purple  is  the  color,  but  this  season  greys  and 
reds  and  cyclamon  (note  that  the  color  is  spelled  with 
an  "o"  and  the  flower  with  an  "e")  are  quite  in  the 
fashion,  so  it  may  be  well  to  use  these  colors.  Then 
there  are  the  miany  little-  emblems,  chicks,  eggs,  rabbits, 
etc.,  that  are  to  'be  had  in  endless  variety  of  sizes  and 
colors.  These  will  lend  an  attractiveness  to  your  dis- 
plays and  decorations  that  will  make  them  charmingly 
effective. 

As  the  bright,  warm  May  days  come,  people  will  be- 
gin to  turn  to  out-door  living.  Then  it  will  be  Avell  to 
get  into  line  by  advertising  lawn,  verandah  and  porch 
chairs,  swings,  hammocks,  etc.  And  it  will  be  well  to 
keiep  just  a  little  ahead  of  the  season  in  the  advertising 
of  these  lines. 

It  must  be  remembered  that  as  the  warm  days  appear 
lovers  of  outdoor  sports  will  begin  to  get  into  line  for 
their  various  games.  The  furniture  dealer  may  not 
have  much  to  offer  in  the  way  of  sporting  goods,  but 
with  a  little  ingenious  foresight  he  can  make  use 
of  the  sporting  interest  of  his  town  for  an  advertising 
medium.   The  plan  is  to  give  a  silver  cup  to  be  played 


for  by  the  local  or  town  baseball  league.  Announce  in 
your  advertisement  for  -at  least  one  week  before  dis- 
playing the  cup  that  you  purpose  giving  this  trophy. 
Describe  it  minutely  and  announce  that  it  will  be  dis- 
played in  your  window  for  the  first  time  on  a  certain 
day.  Fix  the  hour  at  12.30.  Two  days  before  the  time 
for  displaying  the  cup  place  a  plush-covered  pedestal 
in  your  window  with  a  card  on  it  bearing  the  follow- 
ing announcemient: 

"Promptly  at  12.30  Tuesday  Mr.  So  and  So  will  place 
on  this  pedestal  the  handsome  silver  cup  trophy  we  are 
giving  to  be  played  for  by  the  city  league  baseball 
teams.  Be  one  of  the  first  to  see  this  splendid  sample 
of  the  silversmith's  craft." 

There  is  little  doubt  but  this  will  bring  a  good-sized 
crowd  to  witness  the  performance.  Secure  some  promi- 
nent man,  who  is  a  great  baseball  enthusiast,  to  place 
the  trophy  on  the  pedestal.  He  may  be  a  banker  or 
doctor  or  lawyer  or  other  prominent  citizen.  Leave  the 
cup  in  the  window  with  an  explanatory  card  on  it  for 
the  balance  of  the  week,  then  place  it  in  your  store. 
Each  day  there  is  a  game  played  place  it  in  your  win- 
dow again  with  a  card  announcing :  ' '  This  cup  is  being 
played  for  to-day  by  the  Tigers  and  Cubs  of  the  city 
league." 

This  will  create  much  talk  about  your  store  and  every 
time'  baseball  is  mentioned  it  will  mentally  associate 
your  store  with  it  on  account  of  the  ti'ophy.  It  will 
also  class  you  as  a  good  sport,  all  of  Avhich  is  good  ad- 
vertising. 

The  two  samj^le  cards  shown  this  month  are  among 
the  easiest  designs  to  execute.  The  card  with  the  spray 
of  flowers  is  made  l)y  placing  a  white  card  over  a  dark 


I'lain  card  with  coloi  ed  lettering  and  shading-. 

colored  back.  The  spray  is  painted  just  by  dabbing 
the  brush  on  with  various  colors  of  violet,  rose,  etc. 
The  stems  and  leaves  are  dashed  on  with  one  stroke  of 
the  brush  with  a  green  shade. 

The  other  card  is  a  simple  plain  design  with  the  let- 
tering in  red  or  'black  or  any  desired  -color,  and  shaded 
with  pale  grey  or  green.  These  are  suggestive  for  the 
windows  mentioned  above,  and  with  price  tickets  on 
the  entire  display  will  add  very  materially  to  the  make- 
up of  your  window. 
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Detailed  Plans  for  a  Good  Store  Front 

Store  Front  Big  Factor  in  Sales 

THE  value  of  a  good  store  front  is  acknowledged  by 
every  dealer.  A  front  that  stands  out  promi- 
nently and  that  sliows  goods  up  to  advantage  is 
certainly  a  valuable  factor  in  attracting  the  attention 
of  customers  and  inducing  sales.  You  will  frequently 
find  two  stores  of  similar  size,  one  of  which  is  forging 
decidedly  ahead  of  the  other,  and  all  because  it  has 
an  attractive  front  that  allows  good  display. 

Store  Front  Plans  Ready  for  the  Builder 

Money  spent  in  improving  the  store  front  is  generally 
found  a  good  investment  in  the  greater  amount  of 
business  which  it  brings  to  the  store.  On  the  opposite 
page  we  reproduce  a  detailed  plan  of  a  well  arranged 
store  front  that  will  be  found  of  value  by  the  dealer 
who  is  contemplating  the  alteration  of  the  front  of  his 
store.  It  is  most  complete,  with  sectional  details,  so 
that  a  builder  could  take  the  plan  and  have  a  thorough 
guide  to  his  work.  Therefore,  if  a  dealer  decided  that 
thif  front  suited  his  fancy  and  requirements,  it  would 
do  iway  with  the  necessity  and  cost  of  having  plans 
esp  icially  prepared. 

T  he  plan  shown  here  is  worked  out  for  a  store  25 
feet  wide,  the  front  of  the  window  15  feet  wide,  and 
the  depth  of  same  4  feet  6  inches.  The  door  is  3  feet 
6  inches  wide. 

A  Good  Time  to  Build 

The  present  is  a  good  time  for  merchants'  to  build 
or  make  alterations  to  present  premises.  Labor  is 
available  at  favorable  rates  and  building  materials  are 
lower  in  price  than  for  several  years.  If  you  have 
any  work  of  this  nature  to  be  done,  now  is  the  tim^ 
to  do  it.  You  will  not  only  get  it  done  cheaper  than 
at  ordinary  times,  but  you  will  also  be  assisting  in 
the  good  work  of  giving  employment  to  those  who  need 
it  badly  at  the  present  time. 


GOOD  RESULTS  FROM  WINDOW  SALE 

The  C.  W.  Sherwood  Co.,  Ltd.,  of  Regina,  Sask.,  have 
had  a  good  deal  of  success  with  a  "Window  Sale" 
which  they  have  been  conducting  once  a  month.  They 
advertise  it  in  the  local  paper,  but  do  not  advertise  any 
prices  in  the  paper,  although  price  tickets  are  placed 
on  the  goods  in  the  window.  The  idea  is  to  get  people 
to  give  attention  to  their  windows  and  to  visit  the  store. 
Each  window  is  numbered,  and  in  advertising  the 


goods  in  the  paper  the  number  of  the  window  in  which 
they  will  be  found  is  given. 

In  featuring  the  event  in  their  store  news  recently 
they  said:  "Our  onee-a-month  window  sale  is  becom- 
ing more  popular  each  month.  These  goods  are  always 
in  the  window  two  days  before  the  sale,  the  first  day 
without  the  price,  and  the  day  before  with  a  price 
ticket  showing  what  they  will  be  sold  for.  You  should 
come  and  see  the  window  as  soon  as  you  read  this  paper, 
and  visit  the  department,  and  examine  the  goods  that 
are  offered.  Every  one  is  a  value  most  unusual,  and  on 
sale  only  window  day." 


DISPLAY  OF  ADVERTISED  GOODS 

A  window  display  made  up  of  a  not  too  large  variety 
of  goods  that  are  being  advertised  in  the  current  maga- 
zines mig'ht  be  a  good  idea. 

Then  you  might  do  a  little  stunt  of  pasting  on  the 
window  to  call  special  attention  to  the  idea.  In  other 
v/ords.  clip  from  a  magazine  an  advertisement  of  each 
article  on  display.  Paste  this  on  the  window  at  a  reas- 
onable height  so  that  it  can  be  read  easily  by  anyone 
who  wishes  to  give  it  close  attention.  Then  run  a 
narrow  ribbon  from  each  advertisement  to  the  sam-^ 
article  displayed  in  the  window.  A  few  placards  will 
help  the  thing  along. 


WINDOW  ADVERTISING 

Elaborate  decorations  are  valuable  as  a  means  of 
publicity,  but  the  real  worth  of  a  window  should  be 
.iudged  by  its  direct  or  indirect  sales.  Put  the  show 
■wnndows  on  a  dollar  and  cents  basis  and  make  them 
pay  a  profit  every  month  of  the  year. 


SOME  SIMPLE  RULES  FOR  WINDOW  DRESSING 

Window  advertising  is  not  a  complicated  science  that 
requires  a  knowledge  of  psychology.  The  same  simple, 
common-sense  rules  that  apply  to  advertising  and  sell- 
ing should  be  used  in  the  show  window. 

To  force  the  public  to  stop,  look,  like  and  learn  are 
the  four  simple  steps  that  lead  to  a  show  window  sale. 


The  show  window  is  the  cheapest  and  most  effective 
form  of  advertising  that  you  can  use,  because  an 
actual  -sight  of  the  goods  creates  a  desire  to  buy,  and  as 
the  prospective  customer  is  on  the  spot  when  that  de- 
sire is  created,  your  window  strikes  him  while  the  iron 
is  hot. 


STOP  THE  LEAKS  AND  SWELL  YOUR  PROFITS 

AT  such  times  as  the  present  it  is  especially  essential  that  store  leaks  be  closely  watched  if  the 
business  is  to  pay  a  profit.  There  probably  never  was  a  time  when  it  required  closer  man- 
agement to  make  a  business  net  a  reasonable  profit  than  to-day. 

In  everv  store  there  are  little  l?aks  that  claim  their  daily  dimes  and  soon  run  into  iollars, 
and  these  sliould  be  carefully  guarded  against.  The  large  leaks,  by  reason  of  their  size,  soon 
nUr{\o\  attention,  but  the  smaller  ones  are  liable  to  go  on  indefinitely  before  they  come  to  the 
(1<  nler's  notice  and  are  remedied. 

If  profits  are  to  be  maintained,  leaks  must  be  eliminated.  It  behooves  the  dealer  to  adopt 
our  slogan,  "Stop  the  leaks  and  swell  the  profits." 
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Detailed  plans  for  an  excellent  store  front.  Read  article  .on  opposite  page, 
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Need  of  Standardization  Laws  for  Mattresses 

Conditions  as  they  exist  to-day  are  a  menace  to  public  health  and  a  dis- 
couragement to  honest  manufacturers.  Need  of  co-operative  effort  on 
the  part  of  manufacturers.    Effect  of  sanitary  laws  in  the  United  States. 

By  W.  L.  EDMONDS 


Till']  iiiovcnieiit  which  is  uii(l<"r  way  in  ('aiiada  to 
seciu'e  staiidardi/atioii  of  mattresses  should  re- 
ceive wide  and  general  co-operation.  Previous 
efforts  along  this  line  failed  l)ecaus(>  this  general  co- 
operation was  lacking. 

It  is  a  iiiattei'  which  concerns  every  mattress  manu- 
facturer in  Canada,  whethei-  he  be  small  or  large.  There 
may  be  some  among  both  classes  who  think  tliat  they 
can  afford  lo  i-est  on  their  oars  ami  let  the  other  fel- 
lows do  their  [Milling.  Never  was  a  greater  mistake 
made. 

As  long  as  the  pi'cseut  haphazard  and  unsanitai'y 
method's  which  arc  pi'actiscd  by  even  the  few  manu- 
facturers, the  whole  industi'y  must  suffer  to  some  ex- 
tent from  the  evil  conse(|uences  that  are  bouud  to 
follow. 

Bad  Influence  on  Consumers 

When  a  consunu'r,  foi-  example,  finds  that  in  the  mat- 
tresis  s'lie  has  purchased  she  has  been  defrauded,  ten 
chances  to  one  she'll  damn  ("anadian  mattresses  in  gen- 
eral. It  is,  therefore,  not  a  matter  concerning  the 
individiral  manufacturer  alone.  It  concerns  every 
manufacturer  in  the  country  who  is  governed  by  con- 
scientious nu)tives  in  regard  to  the  character  of  the 
product  he  turns  out. 

The  absence  of  a  law  i)roviding  for  the  standardiza- 
tion of  mattresses  is  a  menace  to  the  public  health.  And 
that  is  infinitely  worse  than  the  effect  which  present 
conditions  may  Irave  upon  the  pi'ofits  of  a  manufacturer 
who,  in  his  effort  to  turn  out  honest  goods',  has  to  nu'cl 
the  competition  of  the  man  who  is  utterly  lacking  in 
conscientious  motives. 

That  the  coinlitions  obtaining  to-day  are  a  menace 
to  the  public  there  can  be  no  doubt. 

A  Criminal  Act 

Not  long  ago  a  dealer  in  Toronto  found  it  necessary 
to  take  back  a  mattress  becanse  of  inability  to  obtain 
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payment  for  the  same.  On  receiving  it  he  fonnd  that 
it  was  in  a  most  unsanitary  condition  on  account  of  the 
way  it  had  been  used  during  the  short  time  it  had  been 
in  the  possession  of  his  customer,  and  threw  it  out  in 
the  lane  for  the  garbage  man  to  cart  away.  But,  in- 
stead of  the  garbage  man  getting  it,  it  was  picked  up 
by  a  ])edlar.  who,  it  was  subsequently  discovered,  sold 
it  to  a  "tu|)enny  a-penny"  dealer,  who,  in  turn,  re- 
covered it  and  sold  it.  And  the  trouble  is  there  is  no 
law  to  prevent  the  continuance  of  .such  criminal  prac- 
tices. 

But  while  th(>  public  interest  should  weigh  to  some 
extent  with  every  mattress  manufacturer,  yet  there  are 
his  own  financial  interests  to  be  considered  as  well. 

What  a  Sanitary  Law  Could  Do 

If  there  was  a  law  standardizing  mattresses  and  com- 
pelling those  to  use  labels,  who  are  not  using  them, 
describing  the  contents,  the  few  unscrupulous,  irre- 
sponsible manufacturers  who  use  rags  instead  of  the 
()roper  filling  material,  would  have  the  ground  cut 
from  under  their  feet.  They  would  have  to  go  out  of 
business  or  mend  their  Avays.  And  if  they  were  com- 
pelled to  mend  their  ways  the  honest  manufacturer 
Avould  be  encouraged  to  continue  so.  As  it  is  to-day, 
the  encouragement  is  altogether  in  the  other  direc- 
tion. 

A  nuittress  made  of  standard  and  sanitary  material 
has  to-day  to  meet  the  competition  of  that  which  is 
made  of  rags  and  other  unsanitary  material.  Natur- 
ally, the  former  must  sell  at  a  higher  price  than  the 
latter.  But  the  trouble  is  that  there  are  all  too  many 
hous(ds:eepers  who  are  altogether  ignorant  of  the  reason 
that  the  price  of  the  one  is  high  and  that  of  the  other 
low.  They  cannot  tell  what  the  contents  are.  Even 
the  dealer  is  sometimes  in  ignorance  on  this  point.  The 
result  is  that  the  customer  too  often  takes  the  lower- 
priced  ai'ticle. 

If  there  was  a  compulsory  label  on  each  mattress, 
setting  forth  the  character  of  its  contents,  the  prefer- 
ence in  most  cases  would  be  for  the  better  grade  article. 
At  any  rate,  the  rag-made  mattress  would  very  seldom 
be  taken. 

Sanitary  Laws  in  the  States 

In  many  of  the  States  of  the  American  Union  the 
sanitary  and  standard  laws  have  led  to  a  marked  de- 
crease in  the  very  low-priced  mattresses;  and  it  may 
be  taken  for  granted  that  the  enactment  of  similar 
laws  in  Canada  would  produce  similar  results. 

In  New  York  State  there  have  been  several  prosecu- 
tions of  late  of  mattress  manufacturers,  who,  in  spite 
of  the  law,  have  been  ofifering  mattresses  for  sale 
which  either  were  improperly  tagged  or  not  tagged  at 
all.  In  one  instance  a  fine  was  imposed  for  offering 
a  second-hand  mattress  for  sale. 

If  Canada  is  to  have  such  a  law  it  will  only  be  ob- 
tained by  the  co-operative  effort  of  the  manufacturers. 
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Alaska  Bedding  Plant  at  Winnipeg 

Contributed 


Only  a  very  few  people,  on  retiring  at  night,  ever 
give  any  tbouglit  to  the  efforts  which  are  being  con- 
stantly put  forth  by  the  bedding  manufacturers  to 
make  their  rest  not  only  comfortable  but  also  sanitary. 
Sanitation  in  bedding  is  one  of  the  essentials  to  good 
health. 

Statistics  carefully  compiled  fully  demonstrate  that 
we  spend  one-third  of  our  existence  in  bed  and  it  be- 
hooves us  to  take  thought  as  to  how  we  can  best  cater 


Former  plant  of  Alaska  Bedding  Co.  at  Winnipeg. 

to  these  twenty  odd  years  which  is  spent  under  the  in- 
fluence 'Of  "nature's  sweet  restorer,  balmy  sleep." 

A  visit  to  the  plant  of  the  Alaska  Bedding  Co.,  Win- 
nipeg, reveals  the  great  strides  that  this  comipany  has 
made  in  the  last  ten  years.  The  success  of  their  efforts 
to  serve  the  Western  people  with  beds,  springs,  mat- 
tresses, etc.,  is  well  reflected  in  the  large  institution 
which  they  now  maintain. 

But  a  few  years  ago,  in  1908,  this  firm  was  located  on 
Princess  Street,  near  Logan,  but  these  premises  were 
soon  outgrown  and  it  w:as  neeessiary  to  move  into  the 
large  and  com^modious  plant  at  the  corner  of  Suther- 
land and  Gomez  Streets,  where  they  are  now  located. 
This  accommodation  has  been  steadily  added  to  from 
year  to  year  until  they  now  occupy  a  floor  space  of 
approximiately  125,000  square  feet. 

The  plant  and  equipment  is  of  the  most  up-to-date 
kind  and  the  visitor  is  surprised  at  some  of  the  intricate 
machines  which  are  almost  human,  especially  those 
used  in  the  manufacture  of  the  celebrated  Alaska 
twisted  link  and  woven  wire  fabrics.  The  coil  spring 
department,  where  the  spiral  spring  'beds  are  manu- 
factured, is  most  interesting,  and  here,  too,  are  some 
wonderful  machines. 

The  mattress  clepartment,  wherein  the  "Ostermoor" 
mattress  is  manufactured,  is  well  worthy  of  special 
mention,  owing  to  the  very  sanitary  methods  which  the 
firm  use.  Every  bit  of  filling  used  in  "Alaska"  mat- 
tresses is  made  from  new  clean  cotton ;  and,  even  in  the 
very  cheapest  grades,  which  sell  for  a  low  figure,  there 
are  no  old  rags,  torn  up  carpets  or  shoddy  of  any  kind 
used.  There  is  no  doubt  that  this  feature  alone  has 
been  in  great  part  the  means  of  raising  the  Alaska 
guaranteed  line,  with  its  well  known  oval  trade  mark, 
to  the  pedestal  on  which  it  now  stands. 

At  present  the  factory  is  exceptionally  busy.  This  is 
due  to  the  stimulating  effects  of  the  crop  money  which 
is  now  well  in  circulation.  The  Alaska  Bedding  Go. 
are  handling  more  business  to-day  than  they  ever  have 
in  the  firm's  history. 

J.  H.  Parkhill,  well  known  in  Winnipeg,  was  respon- 
sible for  the  establishment  and  the  "bringing  up"  of 


the  Alaska  Bedding  Go.  He  has  just  recently  taken  up 
his  headquarters  at  Montreal  to  supervise  the  Alaska 
chain  of  factories,  which  extends  from  coast  to  coast. 
The  management  of  the  Winnipeg  concern  has  been 
left  in  the  able  hands  of  F.  J.  Baker,  who  has  been  asso- 
ciated with  Mr.  Parkhill  for  over  eleven  years. 


KAPOK  EXTENSIVELY  USED 

Recent  inquiries  from  the  United  States  and  Europe 
seem  to  indicate  that  a  considerable  commercial  interest 
has  developed  in  the  production  and  uses  of  kapok. 
The  kapok  is  a  tropical  tree  found  largely  in  both  the 
East  and  West  Indies.  Another  species,  not  so  tall,  is 
found  in  Mexico.  In  the  East  Indies  the  tree  is  more 
largely  cultivated  as  a  crop  in  Java  and  in  the  Philip- 
pines. Under  American  rule  in  the  Philippine  Islands, 
the  cixltivation  of  kapok  has  been  scientifically  studied 
and  developed  to  a  certain  extent  along  modern  agri- 
cultural lines.  In  Java,  however,  from  which  place  con- 
siderable quantities  are  exported  to  Europe,  kapok  is 
cultivated  only  as  a  secondary  crop,  and  the  methods 
employed  in  its  production  are  primitive.  In  Geylon, 
kapok  could  hardly  be  described  as  a  seriously  cultiv- 
ated crop  at  all,  though  it  is  one  of  the  easily-grown 
products  of  the  island.  The  kapok  is  a  fairly  tall, 
gaunt,  deciduous  tree  with  a  straight  trunk,  and  its 
many  'branches  jutting  out  in  groups  of  three  at  right 
angles  to  the  bole,  make  it  easily  recognizable.  The 
peculiar  odor  of  its  flowers  has  a  strong  attraction  for 
bats,  and  consequently  flowers  are  destroyed  by  thou- 
sands which  otherwise  produce  pods  of  the  silky  floss 
or  kapok  of  commerce. 

Before  ripening,  the  kapok  pods  are  of  a  light  green 
color  and  smooth,  but  at  the  right  time  they  become 
wrinkled  and  brownish.    If  left  even  for  a  few  days 


longer  the  floss  often  loses  its  lustre  and  soft  quality, 
and  is  of  little  value.  Most  of  the  kapok  now  being  ex- 
ported from  Geylon  comes  from  the  Matale  district  to 
the  north  of  Kandy. 

Kapok  is  used  largely  in  the  making  of  cushions, 
pillows  and  for  upholstery  stuffing  purposes  in  general. 
It  is  very  light  and  remarkahly  buoyant,  in  fact,  it  is 
so  buoyant  that  it  is  now  being  used  as  a  filler  in  life 
belts  and  cushions.  Kapok  has  also  been  made  into 
yams  and  as  such  is  woven  into  upholstery  fa'brics  of 
various  types. 

0.  Langlois  &  Go.'s  furniture  factory  at  St.  Johns, 
Que.,  was  burned  recently, 


Present  plant  of  the  company. 
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Selling  S  anitary  Bedding 

An  American  retail  furniture  store  in  one  of  the 
smaller  interior  towns  started  recently  a  campaign  for 
educating  the  buying  public  on  the  whys  and  where- 
fores of  sanitary  bedding.  It  is  such  a  good  thing  that 
the  example  should  be  emulated  by  Canadian  dealers 
who  have  the  public  good  at  heart;  it  will  be  bene- 
ficial to  business  as  well. 

The  store  in  question  started  with  a  strong  circular- 
izing campaign  in  their  own  vicinity  with  the  purpose 
of  educating  the  public  to  the  advantages  of  demanding 
sanitary  mattresses.  The  store  reports  that  the  efforts 
and  money  thus  expended  have  brought  substantial 
results  in  the  way  of  sales,  and  interest  upon  the  part 
of  the  public. 

The  store  made  some  strong  points  in  their  cir- 
culars. Here  are  some  of  the  arguments,  recited  under 
the  heading  of  "Information  on  Sanitary  Bedding": 

Have  you  ever  stopped  to  consider  what  the  tru3 
ineaning  of  the  word  sanitary,  when  applied  to  a  cotton 
felt  mattress,  really  is? 

Rightfully  the  true  meaning  of  the  word  is  that 
in  the  manufacture  of  a  mattress  not  an  ounce  of  the 
following  material  has  been  used  in  its  makeup 

1.  No  shoddy,  the  shredded  product  of  f)Id  rags, 
clothes  or  burlap. 

2.  No  sweepings,  from  the  dirty  floors  of  mills, 
factories  or  warehouses. 

3.  No  second-hand  material,  the  contents  of  old  and 
discarded  mattresses  or  comforters. 

But  instead  contains  100  per  cent,  absolutely  new, 
clean  and  pure  cotton  made  under  State  super- 
vision and  dare  not  be  offered  to  the  public  without 
such  guarantee  attached  over  the  signature  of  the 
maker's  name. 

Beware  of  and  don't  buy  any  mattress  offered  or 
advertised  as  a  full  weight,  containing  9  to  15  layers 
of  snowy  white  or  elastic  felt,  encased  in  a  beautiful 
tick,  full  stitched  and  tufted  and  priced  to  you  for  less 
than  your  own  conscience  must  tell  you  cannot  repre- 
sent the  first  cost  of  absolutely  pure  new  raw  eotton. 

Better  go  back  to  the  old  time  straw  or  husk-filled 
tick  and  be  safe  than  be  sorry. 

Many  a  mattress  with  all  outward  appearances  of 
making  a  comfortable  bed,  inwardly  is  nothing  more 
than  a  culture  bed  for  the  vilest  of  disease  germs 
and  vermin,  and  if  opened  would  not  be  given  a  place 
in  the  home.  Such  is  the  usual  product  of  dark, 
dingy,  unsanitary  and  damp  basement  factories,  the 
sight  alone  of  which  would  turn  you. 

If  you  appreciate  cleanliness  in  your  bedding  and 
the  opportunity  of  examining  the  mattress  before  you 
buy,  even  into  the  very  inside  or  heart  of  it,  come  to 
us,  we  offer  you  every'  mattress  with  a  guarantee  label 
attached  over  the  signature  of  the  men  who  make  them. 


ADVANCE  IN  BEDDING  MATERIALS 

The  demand  for  bedding  materials  has  been  un- 
usually active,  due  partly  to  the  efforts  of  mattress 
manufacturers  to  obtain  supplies  for  the  spring  season 
before  prices  become  prohibitive.  The  cotton  market 
has  been  very  strong  and  the  dyes  used  in  all  kinds  of 
ticking  very  scarce,  and  those  obtainable  are  held  at 
abnormally  high  prices.  This  has  had  the  natural  effect 
of  advancing  ticking  very  sharply  during  the  past  four 
months,  but  it  is  claimed  the  present  prices  are  ex- 
tremely low  considering  the  cost  of  materials. 

There  is  no  surplus  of  any  kind  of  supplies,  Curled 


hair  is  considered  in  all  qualities  as  having  been  most 
materially  advanced.  All  kinds  of  materials,  such  as 
cotton  linters,  cotton  waste  and  jute  yams,  are  not  to 
be  had  except  at  prices  over  100  per  cent,  more  than 
ruled  before  the  war.  Tow  is  extremely  scarce.  Web- 
bings have  just  been  advanced  about  IVo  per  cent. 
Burlaps  are  commanding  record  prices.  Mattress  and 
upholstery  twines  can  be  also  described  as  phenomen- 
ally high  priced.  All  these  advances  can  be  accounted 
for  by  the  great  difficulty  of  trading  with  Europe, 
from  whieb  so  mucb  of  our  crude  merchandise  must  be 
obtained.  It  is  to  be  assumed  that  with  the  greater 
demand  for  goods  to  be  expected  with  the  progress  of 
the  season,  further  advances  will  be  due  to  the  scarcity 
of  supplies.  The  prospect  is,  therefore,  that  mattresses 
and  kindred  lines  will  be  retailed  at  correspondingly 
high  prices  for  an  indefinite  time. 


IRON  BEDSTEADS  FOR  SOUTH  AFRICA 

The  import  value  of  iron  bedsteads  into  South  Africa 
in  1914  was  $315,000,  says  the  Weekly  Bitlletin  of  the 
Department  of  Trade  and  Commerce,  Ottawa.  Under 
normal  conditions,  imports  have  averaged  annually 
about  $400,000.  About  ninety-five  per  cent,  of  this 
trade  is  in  the  hands  of  British  shippers. 

The  imports  for  1915  were  smaller  for  the  last  nine 
months.  Supplies  are  slow  in  coming  forward  and 
stocks  are  low.  If  Canadian  manufacturers  are  still 
interested  in  the  possibility  of  export  they  should  get 
in  touch  with  the  department.  A  federation  exists 
among  United  Kingdom  manufacturers  who  give  a  con- 
ditional rebate  of  10  per  cent,  discount.  This  is  a  point 
to  be  noted  by  Canadian  companies.  To  one  firm  alone 
this  meant  a  credit  of  $5,000  last  year.  There  is  also 
granted  a  5  per  cent,  discount  cash  monthly  payable  in 
England.  Agencies  can  be  placed  if  catalogue  and  all 
other  particulars  are  supplied. 


SOME  NEW  METAL  BED  PRODUCTIONS 

With  public  taste  rapidly  advancing,  and  furniture 
dealers  who  soli  mainly  on  installments,  as  well  as 
others,  making  continual  improvements  in  their  stocks, 
the  metal  bed  department  is  receiving  careful  scrutiny, 
which  is  right.  Here  great  improvement  is  possible. 
With  the  period  styles  coming  in  stronger  than  ever 
in  suites  there  is  further  inquiry  into  the  adaptability 
of  the  beds  to  go  with  them.  The  wood  finishes  on 
metal  beds  are  havinsr  a  greater  vogue,  with  their  exact 
imitations  of  the  grain  of  all  the  woods.  The  fact  that 
one  or  more  makers  of  metal  beds  have  added  real 
wood  beds  is  very  significant  regarding  this  tendency. 
Then  there  is  the  combination  of  satin-finished  brass 
with  wood-finish,  also  cane  insertion  in  metal  frames 
in  metal  beds,  also  cane  figure  cut  from  the  metal,  mak- 
ing an  exact  imitation  of  cane.  The  idea  of  the  mami- 
facture  and  sale  of  the  old  style  brass  bed  by  makers, 
with  no  apparent  idea  except  that  of  cheapness  seems 
to  be  not  only  making  little  headway,  but  on  the  Avane, 
for  "where  there  is  no  vision  the  people  perish,"  in- 
cluding non-progressive  metal  bed  makers. 


The  Keystone  Bedding  Co-,  Ltd.,  London,  Out.,  has 
received  a  provincial  charter  to  carry  on  the  business 
of  making,  buying,  selling  and  dealing  in  mattresses, 
pillows,  bedsteads,  bedsprings,  bedding,  bedding  ma- 
terial, and  raw  material  for  making  same.  The  capital 
is  set  at  $40,000.  and  the  provisional  directors  are  Wm, 
Agranpve,  Celia  Rotenberg  and  Samuel  Rotenber^, 
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Honesty  is  Biggest  Word  in  Advertising  To-Day 

Advertising  and  its  relation  to  organization  and  co-operation  —  Four 
essentials  in  advertising  —  Publishers  setting  high  standards — Present 
business  opportunities.  —  Address  delivered  before  Ohio  furniture 
dealers  by  Harvey  R.  Young,  advertising  manager,  Columbus  Dispatch. 


KWWING  my  business  is  that  of  advertisiBg,  you 
will  naturally  expect  me  to  talk  on  tliat  subject, 
but  before  entering  into  the  meat  of  what  I  had 
outlined,  I  want  to  say  something  about  organization 
and  eo-operation.  Idealists,  theorists,  dreamers,  great 
thinkers,  men  of  action,  doers  of  great  deeds,  each  and 
all  admit  that  power,  force,  efficiency,  successful 
aehievemient,  find  their  mother  soil  in  organization  and 
co-'ope  ration. 

Speaking  of  co-operation  calls  to  mind  the  experience 
some  years  ago  of  the  late  Elbert  Hubbard.  Mr.  Hub- 
bard visited  a  hospital  for  the  insane ;  he  was  particu- 
larly impressed  by  the  fact  that  invariably  about  25 
or  more  of  the  patients  would  be  left  in  charge  -of  one 
attendant,  and  in  the  course  of  the  day  they  would 
stray  some  distance  from  the  main  buildings.  "What 
is  there  to  hinder  a  handful  of  these  men  from  getting 
together,  overpowering  you,  and  fleeing  to  the  woods?" 
he  asked  'of  the  attendant.  "You  would  not  have  a 
ghost  of  a  show,  as  there  seems  to  'be  no  help  within 
a  half  a  mile."  "Well,"  the  attendant  replied,  "that 
is  just  why  they  are  here,  they  eannot  get  together, 
they  can't  lay  plans,  and  they  can't  co-operate." 

It  is^  no  exagigeration,  wh'en  we  compare  these  unfor- 
tunates to  B'omie  men  in  the  'business  world.  There  are 
many  who  would  have  succeeded  'had  they  only  been 
wise  enough  to  get  their  heads  together,  exchange 
ideasi,  profit  by  the  varions  S'ucoesses  and  failures  of 
each  other,  in  short,  team  work.  These  are  some  of 
the  reasons  why  I  think  that  the  furniture  men  of  this 
State  never  made  a  more  pro'gressdve  step  than  the  day 
they  organized  The  Retail  Furniture  Dealers'  Associa- 
tion of  Ohio,  and  I  congratulate  your  organization. 
But  bear  in  mind,,  that  conventions  of  this  or  any  other 
association  are  valueless'  unless  you  leave  them  with 
a  determination  to  aet  and  carry  out  those  things  you 
are  told  and  that  you  believe  to  be  good  things  to  do. 
Success  to-day  is  a  matter  of  act.  Deeds,  not  just 
words,  are  necessary  to  accomplish  the  greatest  pos- 
sible results. 

Every  furniture  man  here,  as  well  as  those  so  un- 
fortunate as  not  to  be  a  member  of  this  organization, 
should  advertise  and  encourage  their  competitors  to  do 
likewise.  There  are  merchants,  and  I  know  some  of 
them,  who  make  it  a  point  to  knock  advertising  every 
time  the  subject  comes  up,  when  they  are  taJking  to  a 
competitor.  They  do  this,  laboring  under  the  wrong 
impression,  that  the  less  advertising  comnetitors  do  the 
less  they,  themselves,  will  have  to  do. 

If  you  only  stop  and  think — analyze  the  facts,  you 
will  readily  realize  that  business  men  like  this  are  only 
fooling  themselves'.  Wliy,  don't  you  know  that  every 
time  your  competitor  runs  an  advertisement  he  is  keep- 
ing dollars  in  town,  he  is  creating  husiness  for  all  of 
you,  and  he  is  also  cutting  down  the  number  of  mer- 
chandising parasites  that  depend  upon  muslin  store 
signs,  fake  sale  schemes,  etc.,  to  get  some  of  the  busi- 
ness created  by  you  legitimate  merchants,  who  are 
known  by  your  deeds?   You  should  not  only  encourage 


.your  competitors  to  advertise,  but  merchants  in  all 
other  lines  as  well,  for  the  reason  that  every  time  a 
citizen  of  your  town  goes  to  another  city  to  buy,  you 
will  find  the  purchases  usually  include  sevei^al  things, 
and  you  all  lose  thereby. 

When  a  woman  goes  to  a  larger  city  than  her  own  to 
select  her  Spring  outfit,  believing  she  can  get  a  later 
or  more  exclusive  style,  remember  she  may  also  be  in- 
fluenced While  there  to  buy  something  in  furniture, 
rugs  or  draperies.  Consequently,  if  the  wearing  apparel 
man  in  your  town  has  the  merchandise  and  does  not 
advertise  the  fact,  he  is  indirectly  injuring  your  busi- 
ness and,  vice  versa,  you  his. 

You  will  wrong  me  and  yourself  if  you  think  my  ob- 
ject here  is  to  sell  advertising — Toledo  is  out  of  my 
territory;  but  I  want  to  make  this  point,  if  you  men 
as  individuals  have  not  a.  small  degree  of  success  in 
you  without  advertising,  you  will  not  be  a  howling 
success  with  it.  Advertising  is  simply  an  adjunct  to 
■any  properly  managed  business.  I  would  not  be  so 
foolish  as  to  make  the  statement  that  a  man  cannot  be 
successful,  up  to  a  certain  point,  without  advertising. 
He  may  walk  to  the  top  of  a  twenty-story  building  by 
taking  the  stairs,  but  the  modern  business  man,  the 
big  successful  one  to-day,  is  the  man  who  takes  the 
elevator,  advertising. 

More  millionaires  have  been  made  througii  judicious 
advertising  than  through  stock  market  "speculation." 

The  merchant  these  days  who  sits  back  and  waits  for 
a  customer,  sooner  or  later  has  no  customer  and  finds 
himself  discussing  invoices  Avith  a  receiver. 

In  husiness  to-day  it's  a  case  of  hit  the  ball  hard  or 
take  a  position  on  the-  bench  a,nd  watch  the  regular 
playersi. 

Go  Where  you  will,  from  coast  to  coast,  you  will 
find  the  list  of  live  ones  make  up  the  list  of  adver- 
tisers. 

Honesty  is  Big"g-est  Word  in  Advertising 

Honesty,  not  for  morality's  sake  alone^ — but  for  busi- 
ness's  sake' — for  success.  More  advertising  campaigns 
have  failed  through  fraudulent  and  misleading  state- 
ments than  any  other  cause.  But,  let  me  tell  you,  there 
is  a  swift  and  sure  transformation  in  progress,  and  it's 
coming  not  only  from  the  publishers,  but  from  within 
the  advertisers  themselves.  No  business  man  belonging 
this  side  of  the  bars  would  think  of  signing  a  fraudu- 
lent paper  or  check,  yet  there  are  many  who  thought- 
lessly permit  their  signatures  to  be  printed  under  or 
over  announcements  containing  misleading  or  fraudu- 
lent statements. 

The  great  boon  that  has  started  for  modem  business 
— the  world-wide  crusade  for  truthful  advertising — is 
making  even  the  man,  not  honest  at  heart,  realize  that 
to  succeed  in  the  future  not  only  his  oral  but  his  printed 
statements  must  ring  true.  He  will  have  no  alternative 
if  he  hopes  to  have  the  public  accept  his  advertising  at 
its  face  value. 

A  great  editor  in  New  York  recently  said  in  the  col- 
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umns  of  his  paper:  "There  are  four  things  the  adver- 
tiser must  do  or  fail : 

(1)  He  must  make  the  public  see  his  advertising. 

(2)  He  must  make  the  public  read  it. 

(3)  He  must  make  the  public  understand  it. 

(4)  He  must  make  the  public  believe  it. 

To  create  future  sales,  good  will  or  prestige,  the  mer- 
chandise you  advertise  must  be  right,  because  its  iden- 
tity will  be  established  sooner  or  later  and  your  name 
or  trade  mark  will  become  fixed  in  the  public  mind, 
and  Hugh  Chalmers  says,  "We  only  live  long  enough 
to  establish  one  reputation." 

As  soon  as  you  register  your  merchandise  in  printer's 
ink  you  place  it  in  the  same  position  as  you  do  your- 
self when  registering  at  a  hotel — it  can't  go  wrong 
without  being  found  out.  It's  a  custom  for  hotel- 
keepers  to  uphold  morality  by  requiring  guests  to  reg- 
ister, and  I  am  happy  to  say  that  is  just  the  policy  most 
newspapers  will  eventually  adopt  as  a  protection  to 
their  readers  against  misrepresentation  or  fraud. 

Already  the  better  and  more  progressive  publishers 
are  being  stirred  up  to  their  responsibility  and  a  num- 
ber of  them  have  set  up  rigid,  high  advertising  stan- 
dards. But,  gentlemen,  let  me  impress  you  with  this 
fact,  and  please  stamp  it  indelibly  on  your  brain:  Just 
so  long  as  we  have  advertisers  determined  to  write  ex- 
aggerated Or  misleading  copy,  just  that  long  will  the 
publishers  be  printing  exaggerated  and  misleading  ad- 
vertisements. 

I  say  this  because  it  is  not  only  a  physical  but  men- 
tal impossibility  for  pxiblishers  of  a  daily  newspaper 
to  know  that  each  and  every  piece  of  copy  is  the  whole 
truth  and  nothing  but  the  truth.  Every  advertising 
solicitor  would  have  to  be  an  experienced  merchandise 
man  and  a  force  of  detectives  woiald  have  to  be  em- 
ployed. Even  then  there  is  not  snfficient  time  for  a 
daily  newspaper  to  investigate  copy  coining  in  an  hour 
or  two  before  publication. 

However,  T  can  say  this  for  the  publication  T  repre 
sent,  we  will  not  knowingly  accept  or  publish  a  piece 
of  misleading  or  fraudulent  copy.    In  fact,  the  Colum- 
bus Dispatch  has,  during  the  past  year,  refused  thou- 
sands of  dollars  worth  of  advertising  of  that  kind. 

I  hope  what  T  have  said  about  truthful  advertising 
will  not  take  any  of  the  "pep"  out  of  you  furniture 
men  when  it  comes  to  preparing  your  next  advertise- 
ment. Do  not  get  the  impression  that  you  must  only 
state  facts.  W.  Dingman.  in  "Personal  Efficiency," 
says:  "It  is  not  facts  alone  that  thrill  and  inspire  us, 
but  the  growing  possibilities  of  things.  The  real  ad- 
vertising genius  understands  that  principle  and  puts  it 
into  practical  use.  We  are  more  easily  moved  by  large 
possibilities  than  by  small  certainties,  and  no  man 
should  attempt  to  write  advertising  copy  who  has  not 
the  temperament  of  the  enthusiast." 

Cheesecloth  at  5c.  a  yard,  is  a  complete  advertise- 
ment. But,  where  is  the  idiot  that  would  say,  Turkish 
davenports  $125  each,  and  say  no  more?  If  you  cannot 
see  anything  but  the  literal  and  obvious  truth  the 
chances  are  you  will  not  write  very  effective  adver- 
tising. 

Before  closing,  I  want  to  again  call  your  attention  to 
the  ooportunities  for  doing  a  big  business  now — war  or 
no  war. 


Live  close  to  your  customers.  Make  their  interests 
your  interests.  Keep  on  a  social  plane  with  them.  By 
cultivating  your  customer  you  arc  strengthening  the 
foundations  of  your  entire  business  structure. 


Some  Tips  for  the  Dealer  on 
Buying 


IT  takes  backbone,  and  plenty  of  it  to  be  a  successful 
buyer. 

The  man  who  cannot  say  "no"  to  his  best  friend 
has  no  business  to  be  buying  goods.  He  would  do 
better  to  employ  someone  to  do  his  buying  for  him. 

A  buyer  should  be  able  to  withstand  all  sorts 
of  pressure- — from  the  innocent  tender  of  a  cigar 
to  that  shrewder  diplomacy  which  seeks  to  manipulate 
his  judgment  through  claims  of  intimate  friendship. 

When  you  do  not  like  a  man  personally  it  is  easy  to 
"turn  him  down."  But  the  man  whom  you  sincerely 
like — the  splendid  fellow  whom  you  value  as  a  friend — 
it  is  a  different  matter  when  he  asks  an  order  or  would 
persuade  you  that  your  policy  is  to  buy  more  goods 
than  your  own  judgment  sanctions. 

The  safe  buyer  is  he  who  settles  for  himself  what 
goods  and  what  quantities  he  wants,  and  refuses  to  per- 
mit his  cool  judgment  to  be  overruled  by  anything 
except  hard  fact. 

Give  ear  to  every  seller,  man  or  catalogue,  that  comes 
to  you,  and  your  heart  strings  to  none. 

The  Question  of  Dating 

When  you  get  an  offer  of  long  dating  on  goods,  look 
into  it.  No  house  can  afford  to  lay  out  its  money  with- 
out being  paid  for  it.  Probably  a  shorter  dating 
would  mean  a  discount  that  it  would  be  profitable  for 
you  to  take. 

One  great  danger  of  long  dating  lies  in  the  tempta- 
tion to  overbuy.  When  the  payment  time  is  several 
months  off  and  the  alluring  inducements  held  out  that 
you  can  sell  the  goods  before  you  pay  for  them,  the 
buyer  is  more  than  human  that  is  not  tempted  to  buy 
more  than  he  should.  Thus  he  will  have  loaded  down 
the  shelves  with  idle  stock  which  ties  up  dollars  that 
ought  to  be  working. 


SHUMAN  ON  TRADE  PAPERS 

R.  R.  Shuman,  of  The  Shiiman  Advertising  Co.,  Chi- 
cago, is  one  of  the  great  authorities  on  advertising  in 
the  United  States.  Here  is  what  he  said  about  trade 
papers,  in  an  address  before  the  Yellow  Pine  Manufac- 
turers' Association  at  New  Orleans: 

"The  man  who  treats  a  trade  .iournal  publisher  as  a 
respectable  mendicant  to  whom  something  must  be 
given — who  looks  upon  trade  journals  merely  as  insti- 
tutions which  must  be  supported  for  the  good  they  do — 
misses  the  whole  point  of  the  thing. 

"Trade  journal  advertising  is  not  digging  down  and 
giving  money;  it  is  reaching  out  and  getting  money — 
reaching  the  minds  and  hearts  and  pocketbooks  of  men 
who  have  money  and  who  want  to  make  more  money 
out  of  that  money  by  spending  it  for  your  products. 

"Any  man  of  you  who  gets  that  true  conception  of 
the  trade  journal  as  a  great  central  market  place  to 
which  its  readers  may  go,  money  in  hand,  will  stop 
giving  the  publisher  little  standing  cards  because  they 
like  him  as  a  man;  will  see  beyond  such  small  person- 
alities and  will  sense  the  tremendous  buying  power  of 
the  audience  he  offers,  and  talk  to  that  audience  with 
such  compelling  force  that  they  will  read  and  remem- 
ber and  respond. 

"Trade  .journal  advertising  is  not  a  contribution — 
not  an  expense!  but,  rightly  done,  is  a  sound  and  pay- 
ing investment  that  yields  dividends  far  beyond  its 
cost." 
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Why  Home  Furnishings  Prices 
Are  High 


Some  of  the  reasons  why  furniture  prices  are  ad- 
vanced are  because  manufacturing  costs  are  increasing. 
The  Ftirniture  Dealer  says  in  part  that  all  mahogany 
furniture,  whether  genuine  or  imitation,  requires  a 
certain  amount  of  stain  or  coloring  matter  to  bring  it 
to  the  established  or  accepted  finished  mahogany  shade. 
These  stains,  that  is  the  dependable  qualities,  have  al- 
ways been  imported  from  Grermany,  the  price  varying 
from  35  cents  to  40  cents  per  pound.  The  latest  price 
quoted  on  this  material  is  $2.50  per  pound  and  can  then 
be  furnished  only  in  small  quantities.  A  great  scarcity 
exists  and  manufacturers  of  paints  and  finishing  ma- 
terial fear  the  present  supply  may  be  exhausted  and 
no  more  procurable  at  any  price  until  cessation  of  hos- 
tilities in  Europe. 

As  atJecting  the  price  of  rugS!  and  carpets  which 
must  be  included  in  home  furnishings,  reliable  reports 
show  a  great  advance  in  the  price  of  all  dyestufifs.  Of 
the  colors  largely  used,  blue  is  the  most  ditficult  to  pro- 
cure and  Americans  so  far  are  practically  a  zero  quan- 
tity so  far  as  its  product  is  concerned.  A  year  ago 
this  dye  could  be  procured  at  about  40  cents  a  pound. 
Now  the  price  quoted  is  $14  to  $16  per  pound  and  very 
small  quantities  can  be  had  at  that  price.  It  is  little 
wonder  that  rug  prices  have  advanced  from  10  p.c.  to 
15  p.'C.  with  prospect  of  more  advance  without  notice. 

Burlap,  another  material  used  extensively  in  uphol- 
stering, is  also  very  scarce.  The  entire  supply  used 
in  this  country  comes  either  from  Dundee,  Scotland,  or 
Calcutta,  British  India,  botli  of  which  are  under  the 
control  of  Grreat  Britain,  and  she  has  placed  an  embargo 
on  the  materials  which  go  into  burlap,  twine  and  web- 
bing. While  it  is  true  the  latter  named  article  is  manu- 
factured in  America,  the  material  comes  from  those 
siourees.  It  will  soon  be  a  question,  not  of  price,  but  of 
getting  the  material  at  all.  Confirmation  of  a  tele- 
graphic report  has  been  recently  received  that  a  ship 
load  of  burlap  from  Calcutta,  bound  for  this  country, 
was  sunk,  thereby  reducing  the  visible  supply. 

Cotton  duck,  which  is  used  considerably  in  uphol- 
stering, awnings,  tents,  horse  coverings,  etc.,  has  al- 
ready advanced  50  p.c,  and  is  going  higher. 

Denims,  which  are  put  to  a  variety  of  uses  and  play 
an  important  part  in  bome  furnishings,  are  also  becom- 
ing scarce,  green  denim  being  practically  out  of  the 
market.  Every  merchant  knows  the  wide  scope  of  tick- 
ing material  as  a  portion  of  the  goods  in  his  stock. 
Even  thougb  this  is  an  American  product,  up  to  the 
commencement  of  the  war  manufacturers  have  had  to 
depend  on  Germany  for  the  aniline  dyes  used  in  its 
coloring,  as  American-made  vegetable  dyes  fade  and 
will  not  bold  their  color. 

Leather  is  another  article  used  extensively  in  uphol- 
stering. A  recent  report  states  that  30  carloads  of  cut 
leather  stock  are  being  shipped  daily  to  Russia  for 
shoes  for  her  enormous  army.  This  is  in  addition  to 
that  required  for  harness,  saddles,  bridles,  and  other 
army  equipment  for  all  of  the  belligerent  nations.  It 
has  caused  an  advance  of  over  33  1-3  p.c.  in  npbolstery 
leather. 

"King  Cotton,"  for  such  it  really  looms  up  to  be  in 
the  present  consideration,  is  the  one  material  whose 
predominance  makes  all  others  sit  up  and  take  notice. 


Its  price  is  sure  to  go  higher  than  was  ever  known  in 
the  history  of  cotton  raising. 

Powder  manixfacturers,  together  with  agents  of 
belligerent  European  nations,  contracted  with  cotton 
gin  owners  as  early  as  last  June  for  practically  the  en- 
tire portion  of  the  cotton  crop  known  as  linters.  Eviro- 
pean  demands  have  almost  exhausted  the  visible  supply 
left  over  from  last  year. 

Material  known  as  cotton  linters,  the  cheaper  grades 
■vVhich  are  used  extensively  for  waddings,  paddings  and 
the  cheaper  grades  of  cotton-felt  mattresses,  is  also  the 
grade  which  is  most  valuable  in  the  manufacture  of 
guncotton  and  ether  explosives.  These  linters  have 
advanced  250  p.c.  to  300  p.c.  over  the  ordinary  price, 
and  at  that  the  quality  is  not  so  good.  This  combina- 
tion of  circumstances  will  force  reliable  manufacturers 
to  use  a  better  grade  of  cotton  for  the  manufacture  of 
their  standard  or  better  grades  of  cotton-felt  mat- 
tresses, the  cheaper  grades  of  felts  will  not  be  as  good 
as  they  have  been  in  past  years,  and  prices  will  be  very 
high.  Strong  advances  have  already  been  made,  but 
more  are  sure  to  follow. 

In  anticipation  of  this  advance,  larger  stocks  of 
material  have  probably  been  carried  by  upholsterers 
than  any  other  class  of  furniture  manufacturers,  but 


How  it  looks  to  the  consumer. 


with  the  gradual  reduction  through  consumption,  mate- 
rials purchased  at  the  old  low  prices  are  almost  a  thing 
of  the  past.   An  advance  is  therefore  inevitable. 

There  is  ample  cause  for  the  deepest  concern  of  all 
parties  connected  therewith  in  proportion  to  their  in- 
terest ;  the  manufacturer  or  jobber  in  his  large  amount ; 
tlie  retailer  to  the  extent  oi  his  business;  and  the  con- 
sumer to  the  extent  of  his  purchases.  As  the  manufac- 
turers' prices  go  up,  prices  to  the  consumer  must  be  ad- 
vanced correspondingly.  The  sooner  a  campaign  of 
education  along  this  line  is  begun  the  easier  will  be 
the  final  accomplishment.  Local  newspapers  should 
be  induced  to  publish  articles  setting  forth  these  facts 
so  the  public  may  know  what  to  expect. 


Salesman:  "Why  not  try  one  of  our  Rip  Van  Winkle 
rugs,  madam?" 

Prospective  Purchaser:  "What  kind  are  they?" 

Salesman:  "They  have  an  unusually  long  nap." — In- 
dianapolis Star. 
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HIGHER  FURNITURE  MAKING  COSTS 

The  National  Association  of  Furniture  Manufac- 
turers, at  a  recent  meeting  held  in  Grand  Rapids  to 
consider  the  climbing  costs  of  raw  material,  found  the 
following  percentages  of  increase  in  cost  over  prices 
prevailing  a  year  ago:  Lumber  and  crating,  20  per 
cent. ;  mahogany  and  walnut  veneers,  25  to  30  per  cent. ; 
glass  mirrors,  40  to  50  per  cent. ;  stains,  300  i^er  cent. ; 
enamel,  20  to  25;  oils,  25;  shellac  and  alcohol,  35  to  40 
per  cent.;  hardware,  including  locks,  35  to  40  per 
cent. ;  brass  drawer  pulls  and  trimmings,  25  per  cent. ; 
paper  for  packing,  20 ;  burlap  50  and  twine  20  per 
cent.;  catalogues,  including  cuts,  blacks,  10  to  16;  other 
colors,  25  per  cent. 


INCREASE  IN  COST  OF  GLASS 

Due  to  the  scarcity  of  chemicals,  caused  by  the  Euro- 
pean war,  manganese  for  glass  making  has  advanced 
from  $20  to  $420  a  ton.  Manganese  for  making  glass 
is  mined  along  the  line  of  the  Trans-Caucasian  Railway 
between  Batum  and  Tiflis,  and  is  shipped  from  Batum 
on  the  Black  Sea.  The  closing  of  the  Dardan- 
elles has  blocked  all  such  shipments.  Manganese  is 
also  mined  in  West  Virginia,  but  contains  so  much  iron 
that  it  cannot  be  used  for  glass  manufacture.  Soda 
ash,  also  \ised  in  manufacture  of  glass,  is  produced  in 
large  quantities  in  this  country,  especially  at  Solvay, 
N.Y.,  where  it  is  made  from  salt  by  a  complicated  pro- 
cess. Before  the  war  soda  ash  was  selling  at  $12  a 
ton ;  it  is  now  more  than  $60  a  ton.  Other  things  used 
in  various  ways  in  the  manufacture  of  glass,  such  as 
coal,  crude  oil,  antimony,  and  lumber,  have  advanced 
materially  in  price,  antimony  increasing  from  8  to  30 
cents  a  pound.  As  a  consequence,  glass  manufacturers 
have  been  compelled  to  increase  selling  prices  of  their 
products. 


SHORTAGE  OF  MIRROR  PLATE 

Plate  glass  manufacturers  in  the  United  States,  ac- 
cording to  exchanges  to  hand,  are  predicting  a  short- 
age in  their  product  which  will  indirectly  affect  furni- 
ture men  as  well.  They  advise  those  who  expect  to 
use  glass  in  any  form  to  anticipate  their  requirements 
as  far  ahead  as  possible,  and  to  obtain  a  supply  now 
which  will  be  sufficient  to  carry  them  for  some  time. 

Prior  to  the  outbreak  of  the  European  war,  plate 
glass  imports  into  the  U.S.  averaged  between  3,500,000 


and  4,000,000  feet.  This  has  now  been  entirely  elimin- 
ated from  the  market,  and,  added  to  the  amount  being 
exported,  will  make  a  difference  in  the  neighborhood 
of  16,000,000  to  18,000,000  feet.  These  figures  repre- 
sent the  actual  shortage  to-day. 

While  production  is  speeding  up  across  the  line  it  can 
by  no  means  keep  pace  with  the  demand.  Production 
is  now  higher  than  at  any  time  in  the  history  of  the  in- 
dustry in  America,  being  estimated  at  between  5.500,- 
000  and  6,000,000  feet  per  month.  A  great  deal  of  this 
glass  is  used  in  building  and  as  windshields  for  auto- 
mobiles. With  the  furniture  industry  enjoying  at  least 
a  healthy  normal  business  as  the  markets  indicate,  it 
can  readily  be  seen  that  the  advices  of  the  mirror  manu- 
facturers to  the  furniture  men  to  anticipate  their  re- 
quirements in  the  plate  glass  line  are  well  founded. 


SHORTAGE  OF  UPHOLSTERY  FABRICS 

There  is  a  shortage  of  upholstery  fabrics.  Orders 
for  tapestries  and  velours  and,  in  fact,  all  fabrics  are 
being  accepted  by  jobber  and  mill  alike  on  an  "if  pos- 
sible" basis.  This  means  that  makers  of  upholstered 
goods  who  have  not  stocks  of  coverings  on  hand  are 
facing  a  critical  situation,  as  not  much  relief  is  in  sight 
at  present.  The  shortage  of  dyestuffs  is  held  to  be 
responsible. 

FURNITURE  MAKING  IN  UNITED  STATES 

In  the  making  of  furniture  across  the  line,  New  York 
State  ranks  first  in  the  combined  furniture  and  refrig- 
erator production  with  17.5  per  cent.,  Michigan  next 
with  12  per  cent.,  Illinois,  11  per  cent,  and  Ohio  7.5  per 
cent.  During  the  last  five  years  New  York  gained  45 
per  cent.,  with  the  city  of  New  York  gaining  46  per 
cent.,  Buffalo  25  per  cent.,  Syracuse  26  per  cent.,  while 
Chicago  held  even  with  the  state  at  25  per  cent.  The 
total  value  of  the  annual  product  is  -some  $240,000,000. 
It  employs  130,000  people  and  pays  them  about  $67,000,- 
000  yearly  in  wages.  Some  $65,000,000  is  exported, 
which,  deducted  from  the  total  production,  leaves  a 
domestic  consumption  of  about  $9  per  family. 


FURNITURE  AND  GROCERIES 

D.  J.  LaLonde,  hardware  and  furniture  dealer, 
Oakville,  Man.,  has  added  a  grocery  department. 


at 


Oft' for  the  hunt— Group  of  furniture  men  at  the  Kilnaraeaking 
Farm  railway  station.  They  have  just  stepped  off  the  Winnipeg 
train.  Among  them  will  be  noliced  R.  J.  Wilson,  Wm.  Quast  of 
the  Knechtel  Furniture  Co.,  Mr.  Innes  of  the  farm,  and  E.  L. 
"Zum  Zum")  Zeigler,  Eaton's  Winnipeg  buyer. 


Just  before  the  slaughter— Here  is  the  same  group  with  guide  at  the  farm,  which 
is  17  miles  from  Winnipeg.  They  are  ready  for  any  emergency,  and  have  left  the 
cabin  door  open  in  case  they  see  the  bear  first. 
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Knobs  of  News 


The  Amlierst  Furniture  Co.,  Montreal,  has  been  reg- 
istered. 

The  Notre  Dame  Furniture  Co.,  Montreal,  has  been 
registered. 

The  American  Furniture  Exchange,  Montreal,  has 
been  registered. 

The  Miller  Co.,  Ltd.,  furniture  dealers,  at  Laehine, 
Que.,  have  ceased  doing  business. 

P.  J.  Dyck  has  succeeded  A.  H.  Funk  in  the  furniture 
and  stationery  business  at  Altona,  Man. 

Alfred  Gallagher's  furniture  factory,  at  Montreal, 
was  burned  recently.    Partly  insured. 

Wm.  McCulloch,  furniture  dealer,  at  Souris,  Man., 
has  sold  his  businesis  to  C.  H.  B.  Williams. 

The  Whitla  Hardware  and  Furniture  Co.,  Whitla, 
Alta.,  has  been  succeeded  by  Warren  W.  Fuller. 

W.  H.  Moore  has  purchased  the  furniture  department 
of  Chas.  Beck's  hardware  store  at  Yorkton,  Sask. 

J.  Williams  has  taken  over  the  furniture  business 
recently  conducted  at  Souris,  Man.,  by  Wm.  McCulloch. 

Henry  Liverman,  furniture  dealer,  Montreal,  has  reg- 
istered his  business  under  the  title  " Liverman 's,  Reg." 

Chas.  Hall,  axitique  furniture  dealer,  at  Toronto,  is 
discontinuing  business  and  offering  his  stock  at  auction. 

Alex.  Logan's  furniture  store  and  undertaking  par- 
lors at  Parry  Sound,  Ont.,  were  damaged  by  fire  re- 
cently. 

E.  Pope  &  Co.'s  furniture  store,  at  Hamilton,  Ont., 
was  damaged  by  water  caused  by  a  fire  in  the  same 
block. 

Chag.  Beck,  hardware  and  furniture  dealer,  at  York- 
ton,  Sask.,  has  sold  his  furniture  business  to  W.  T. 
Moore. 

The  SaskatcheAvan  Furniture  Co.,  Weyburn,  Sask., 
have  dissolved  partnership.  Mr.  Cleland  is  continuing 
the  business. 

G.  F.  Washburn,  furniture  and  hardware  dealer, 
Bowden,  Alta.,  has  'been  succeeded  in  'business  by  the 
Barkley  Hardware  Co. 

Jack  Laffin,  of  >  Montreal,  and  a  representative  of 
Landy  Bros.,  also  of  Montreal,  were  recent  visitors  to 
the  Berlin  factories  on  a  buying  tour. 

Mundy  &  Fox,  furniture  and  hardware  dealers,  at 
Colgate,  Sask.,  have  dissolved  partnership.  The  busi- 
ness is  being  continued  by  S.  A.  Fox. 

B.  0.  Weber,  of  the  Waterloo  Furniture  Co.,  and  J. 
E.  Jacques,  of  the  Berlin  Furniture  Co.,  recently  re- 
turned from  a  six-weeks'  trip  to  Florida. 

The  Superior  Furniture  Co.  and  The  W.  H.  Whalen 
Co.,  Ltd.,  dealers  in  furniture,  both  at  Fort  William, 
Ont.,  have  sold  their  businesses  to  Wightman's  Furni- 
ture, Ltd. 

Fred  Horniblow,  buyer  for  the  J.  F.  Cairns  Co.,  fur- 
niture dealers,  at  Saskatoon,  Sask.,  visited  Ontario 
furniture  factories  recently  for  the  first  time,  making 
selections  for  Spring. 

A  National  Baby  Week  was  held  throughout  the 
United  States  from  March  4  to  10,  during  which  time 
the  furniture  dealers  across  the  line  featiired  baby  car- 
riages and  accessories. 

The  Brown  House  Furnishing  Co.,  Ltd.,  Montreal, 
has  been  incorporated  with  a  capital  of  $20,000.  The 
provisional  directors  are  E.  G.  Brown,  Westmount,  and 
James  S.  Aspinall,  Montreal. 


Wightman's  Furniture,  Ltd.,  Fort  William,  has  re- 
ceived an  Ontario  charter  to  take  over,  among  other 
things,  the  W.  H.  Whalen  Co.'s  businesiS,  and  conduct 
a  commission  business.  Henry  H.  Wightman,  Fred  R. 
Morris  and  Fred  Babe  are  provisional  directors. 

The  Winnipeg  Upholstering  and  Manufacturing  Co.. 
Ltd.,  has  received  a  Manitoba  charter  to  make  and 
deal  in  furniture  and  home  furnishings.  Capital  $5,000. 
Samuel  L.  Rubin,  manufacturer;  Joseph  Shames,  up- 
holsterer; A.  S.  Cooke,  machinist,  and  R.  J.  Cooke, 
bookkeeiser,  are  the  incorporators. 

The  biggest  fire  Gleichen,  Alta.,  has  had  broke  out 
one  morning  recently  and  did  damage  amounting  to 
$100,000.  Among  those  who  suffered  loss  was  Bray's 
furniture  and  hardware  store.  The  buildings  destroyed 
Avere  partly  insured.  Heroic  work  was  done  by  the  fire 
department  in  saving  adjoining  storesi. 

C.  C.  Engel,  one  of  the  partners  of  Gross  &  Hohmier, 
Ltd.,  Berlin's  latest  furniture  store,  met  with  a  serious 
accident  recently.  In  trying  to  board  the  elevator 
while  in  motion  he  slipped  and  got  the  cable  twisted' 
about  his  neck.  He  fell  a  distance  of  25  feet,  break- 
ing two  ribs,  an  ankle  and  a  leg.  After  such  a  breaking 
up  one  would  think  that  enough  injury  was  done,  but 
Mr.  Engel,  while  suffering  much  pain,  is  glad  that  he 
was  not  killed. 


FURNITURE  MEN  IN  KHAKI 

Armand  Sehreiter  has  taken  over  the  management 
of  the  De  Luxe  Upholstering  Co.,  at  Berlin,  Ont.,  until 
the  return  of  his  brother,  Stanley,  who  has  enlisted 


Lieut.  Kenneth  D.  Marlatt,  director  and  sales  man- 
ager of  Marlatt  &  Armstrong,  Oakville,  Ont.,  of  the 
4th  Canadian  Mounted  Rifles,  now  with  Canadian 
Expeditionary  Force  in  the  trenches  in  Belgium. 
Ph»to  taken  at  Niagara  camp  last  summer. 


with  the  43rd  Battery  in  camp  at  Guelph.  Four  mem- 
bers of  his  company  have  enlisted  for  overseas  service. 

Geo.  D.  Gillies,  who  has  been  covering  Saskatchewan 
for  a  number  of  Ontario  furniture  factories  in  the  in- 
terests of  E.  R.  Potter,  Winnipeg,  has  been  granted  a 
commission  in  the  154th  Battalion,  now  in  training  at 
Cornwall,  Ont. 
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WEST  COMING  INTO  ITS  OWN 

A.  Edwards,  of  the  Elraira  Interior  Woodwork  Co., 
Elmira,  recently  returned  from  a  business  trip  through- 
out the  West  to  tlu'  Pacific  Coast.  He  states  tliat  this 
side  of  the  Roddies  business  is  coming  along  well,  espe- 
cially throughout  Saskatchewan.  Besides  his  own  com- 
pany, Mr.  Edwards  represented  tlie  Waterloo  Furni- 
ture Co. 's  line  on  his  trip. 


ADDITION  TO  GEORGE  McLAGAN  PLANT 

The  George  McLagan  Furniture  ('o.,  Ltd.,  intend 
erecting  an  addition  to  their  factory  plant  at  Stratford, 
Ont.,  to  be  used  for  storage  purposes.  The  new  build- 
ing will  be  160  X  60  feet,  four  storeys  high.  At  present 
the  company  is  much  crowded  for  stock  room. 


ALSO  JEFFRIES  PLANT  AT  WELLAND 

The  Jelifries  Furniture  C'o.'s  plant,  at  Welland,  Ont., 
recent  burned,  is  being  rebuilt.  Owing  to  the  large 
amount  of  business  on  hand,  the  company  has  been 
forced  to  take  temporary  premises  for  making  imme- 
diate shipment.  The  tire  hit  the  firm  at  a  bad  time  and 
hurt  theii-  l)usiness  in  delaying  shipments. 


SUDDEN  DEATH  OF  MRS.  JACQUES 

Mrs.  Jac()ues,  wife  of  J.  E.  »Jae(|U»'s,  |)resident  of  the 
Berlin  Furniture  Company,  Berlin,  Out.,  died  suddenly 
on  March  15  of  heart  failure.  She  retired  in  her  usual 
good  health  and  death  was  almost  instantaneous.  She 
was  5;{  years  of  age.  and  was  a  daughter  of  Rev.  George 
T.  Richardson,  a  pioneer  Methodist  minister.  The 
funeral  took  place  in  Toronto. 


KITCHEN  CHAIRS  WANTED  IN  SCOTLAND 

A  Glasgow  fii'iii  wishes  (|uotations  for  cheap  kitchen 
chairs,  knocked  down,  delivei'ed,  states  the  last  issue  of 
the  Weekly  I>ulletin  of  the  Department  of  Trade  and 
Commerce.  Those  interested  should  write  The  Tn- 
(juiries  Branch  of  the  Department  at  Ottawa,  giving 
incpiiiy  No.  272. 


C.  F.  M.  MEMORIAL  TO  LIEUT.  JAMES 

The  employes  of  the  Canada  Furniture  Manufac- 
turers, Ltd.,  Woodstock,  Ont.,  through  their  matiaging 
director.  J.  R.  Shaw,  contemplate  presenting  a  stand 
of  colors  to  the  71st  Battalion,  as  a  memorial  to  the  late 
Lieut.  Jaanes,  ^of  the  sales  department  of  the  C.  P.  M. 
office  staff,  who  was  killed  at  the  Front.  It  is  expected 
that  Mrs.  James,  miother  of  Lieut.  James,  who  is  in 
England,  will  make  the  presentation. 


TO  MAKE  OFFICE  FURNITURE 

Jacob  Kaufman,  Ltd.,  Berlin,  has  been  incorporated 
to  make  furniture,  and  woodwork'  furnishings,  for 
offices,  schools,  churches,  theatres,  etc.  The  capital  is 
$250,000.  Provisional  directors  are  Jacob.  Milton  R., 
and  Alvin  R.  Kaufman. 


production  by  means  of  securing  experts  in  the  gath- 
ering, classifying  and  curing  processes  to  teach  the 
natives.  At  present  the  rattan  is  sent  for  treatment  to 
I  long  Kong  ;in(l  re-imported  for  use  in  thr  islands. 


KNEW  HIS  CUSTOMER 

Buyer — "But  1  told  you  to  come  hack  at  4:  00,  and  it 
is  only  :{ :  00  now." 

Salesman — "I  know  it ;  1  wanted  to  catch  you  in." 


A  REFERENCE  BOOK  FOR  BUSINESS  MEN 

Every  merchant  shoukl  have  at  his  ell)ow  a  reference 
book  from  which  he  can  readily  obtain  information  on 
a  variety  of  subject  appertaining  to  business  matters. 
One  of  the  best  books  of  this  kind  which  a  business 
man  in  this  country  can  possess  is  The  Canadian  Al- 
manac. It  contains  a  wide  range  of  information,  but 
that  which  is  probably  of  more  direct  value  to  busi- 
ness men  are  the  following:  The  complete  Customs 
tariff;  banks  and  their  branches;  complete  list  of  post 
offices;  Dominion  and  Provincial  Governments  and 
names  of  their  officials;  bank  and  other  stocks,  showing 
dividends  and  highest  and  lowest  points  at  which  sold; 
postal  information.  He  who  is  interested  in  knowing 
who  are  the  foreign  consuls  in  Canada,  the  titled  per- 
sons in  Canada,  the  barristers  praetising  in  Canada, 
and  life  insurance  rates  of  various  com[)anies,  can  get 
it  all  in  the  Canadian  Almanac,  which  is  handsomely 
bound  in  cloth  and  sells  at  $1.  The  Copp,  Clark  Com- 
pany. Limited.  Toronto,  are  the  |iul)lishers. 


NEW  UPHOLSTERY  DISPLAY  ROLL  RACK 

Realizing  the  ditticulty  of  handling  heavy  rolls  of 
material,  especially  where  saleswomen  are  employed, 
the  Du  Pont  Fabrikoid  Comipany  is  supplying  the  trade 
with  a  handsomely  constructed  display  rack,  for  use  in 
.showing  Craftsman  Quality  Fabrikoid.  It  holds  up  to 
twenty-one  roils  or  half-rolls  on  rollers,  making  display 
and  handling  easy.    Due  to  ifsjiigli  (piality,  varied  uses. 


PHILIPPINE  RATTAN  TRADE 

Exports  of  rattan  from  the  Philippine  Islands  consti- 
tute one  of  the  important  items  in  Philippine  trade,  and 
the  government  is  endeavoring  to  further  develop  its 


and  continuous  advertising,  this  leather  substitute  is 
fest  becomiing  the  favorite  material  for  upholstery 
purposes,  and  department  stores  are  reaping  good  re- 
sults from  its  sales. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 


Suggestions 
from  the 
Canadian 
Factories 


No.  2638. 


Two  new  library  chairs  of 
Jacobean  design,  rockerand 
arm,  made  by  The  George 
McLagan  Furniture  Co.. 
Ltd.,  Stratford. 


No.  269,  new  dressing  table  made  by 
The  Gibbard  Furniture  Co., 
Napanee,  Ont. 


Two  new  chairs  from  the 
Stratford  Chair  Co.  's  line. 


No.  2637. 


No.  ftOl-l. 


No.  901-3. 
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THRKE  NEW  PIECES  FROM  THE  MEAFORD  MFG.  CO.'S  LINE. 

Dressing  table,  ohiffonier  and  dresser  from  new  Adams  suite  in  mahogany  veneer,  an  entirely  new  departure 
with  the  company,  but  with  the  old  Meaford  guarantee  still  behind  them. 
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New  brass  bed  design  in  line  made  by  Canadian  Mersereau  Co.,  Ltd.,  Toronto. 


No.s.  1105  (above)  anrl  1107  (below).   Two  new  and  attractive  brass  bed  designs 
just  added  to  the  Alaska  Feather  &  Down  Co.'s  lino. 
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This  solid  Black  Walnut  Suite  is  made  jor  those  who  have  an  eye  for  the  beautiful, 
hut  only  a  purse  for  the  medium  grade  oj  furniture.  It  is  made  with  dust 
proof  bottom,  three-ply  back,  beautifully  finished  inside  and  out.  Order 

one  before  our  Spring  supply  is  sold. 


Chairs  to  Match 

No.  551-26 


Serving  Table 

o.  551-1 150 


No.  551-23)4.    Table.     Top  48  in. ,  extending  to  6  ft.     — -  ■ 

The  Gibbard  Furniture  Company 

Napanee  Ontario 
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WHO'S  WHO  IN  FURNITURE  MAKING 

Coining  a  phrase  and  Hial<ing  furniture  are  two  very 
different  employments,  but  C.  P.  Ott,  of  the  Waterloo 
Furniture  Co.,  has  been  successful  at  both.  His  "s^uites 
that  suit,"  referi-ing  to  the  "Monimaker"  parlor  suites, 
made  by  his  firm,  has  been  adopted  as  a  trade  slogan, 
and  practically  every  piece  of  furniture  leaving  the  fac- 
tory has  a  label  or  sticker  attached  bearing  this  phrase. 

The  Waterloo  Furniture  Co.  are  specialists  in  the 
making  of  parlor  suites.  They  stuck  to  parlor  lines 
when  other  finns,  following  popular  trend,  went  into 
the  making  of  living  room  furniture.  They  are  not 
spla.shers,  though  they  have  a  big  variety  of  designs, 
but  kee[)  to  saleable  lines,  aiul  it  is  ]\.Tr.  Ott  who  sizes 


many  woods,  finishes  and  coverings.  Printi-fl  on  coated 
paper,  the  illustrations  show  up  well.  The  catalogue 
was  printed  by  The  Commercial  Press,  Toronto. 


VVhnV;  who  in  furriitiU'e— C.  F.  Ott  of  Wat- 
erloo Furniture  Co.,  the  man  who  keeps 
the  "Monimaker"  line  up  to  the  standard. 

np  and  brings  out  the  goods  that  sell.  That  he  has 
been  successful  in  this  is  indicated  by  the  fact  that  the 
Waterloo  Fui'niture  Co.  kept  their  employes  busy  and 
their  plant  running  through  the  whole  of  the  recent 
deiiression  in  the  furniture  trade. 

While  ^Jr.  Weber  is  president  of  the  company  and 
directs  the  company,  he  has  delegated  to  Mr.  Ott  th.- 
management  of  the  concern.  He  is  a  roung  Juan  in 
the  trade  and  he  takes  great  interest  in  his  work.  He 
is  fond  of  fishing  and  is  (|uite  a  motorist.  His  holidays 
are  spent  enjoying  these  two  sports.  Ai  home  in  Wat- 
erloo his  latchstring  is  always  out  for  travelers,  and  he 
certainly  knows  how  to  ])lay  host  to  his  many  friends. 
He  is  modest  and  retii-ing  in  disposition  and  quiet  in  his 
talk.  He  does  not  know  this  article  is  appearing.  The 
first  intimation  he  will  get  of  this  brief  .sketch,  will  be 
when  he  opens  the  April  number  of  Canadian  Furniture 
World  at  his  office  in  Waterloo. 


UP-TO-DATE  LIVING  ROOM  FURNITURE 

The  Montreal  Upholstering  (!o.,  Montreal,  have  just 
published,  under  date  of  March,  1916,  a  supplement  to 
their  last  catalogue.  No.  5.  In  it  are  a  number  of  new 
upholstered  articles  and  designs  added  to  their  lines, 
including  settees,  arm  chairs,  rockers  in  individual 
items  and  in  suites;  living  room  and  library  suites  in 
leather  and  tapestry;  period  items  and  suites;  unifold, 
duofold  and  davenport  suites  and  revolving  beds  in 


TOY  FURNITURE  AND  TOYS 

A  toy  fair  was  held  for  the  first  time  in  Toronto  the 
last  week  in  March,  at  which  a  number  of  firms  making 
furniture  displayed  their  goods;  among  them  the  Gen- 
dron  Miif.  Co.,  Toronto;  Ideal  Bedding  Co.,  Toronto; 
Schultz  Bros.,  Brantford ;  Victoria  Toy  Co.,  Vietoria- 
ville,  Que.  The  fair  was  similar  to  those  held  yearly 
iy-  Cermany  and  in  other  parts  of  Europe.  Sir  Geo. 
Foster  opened  the  fair,  and  during  its  continuance  the 
Canadian  Toy  Makers'  and  Toy  Buyers'  Association 
was  formed,  with  the  following  committee:  P.  H. 
O'Neill,  of  the  T.  Eaton  Co.,  Ltd.,  Toronto,  president; 
J.  A.  Wade,  of  the  ('onsolidated  Rubber  Co.,  Montreal, 
vice-president;  John  A.  Chantler,  of  John  A.  Chantler 
&  Co.,  second  vice-pre.sident;  L.  G.  Beebe,  secretary- 
treasurer;  L.  V.  Dusseau,  of  Gendron  Mfg.  Co.,  To- 
ronto; L.  C.  F"ortin,  Duchesneau  &  Duchesneau,  Mont- 
real ;  Arthur  P.  Reed,  of  the  Copp,  Clark  Co..  Toronto; 
W.  G.  Botsworth,  of  the  United  Incandescent  Light  Co., 
Toronto ;  M.  E.  Cone,  of  the  Dominion  Toy  Co.,  Toronto. 
The  design  of  a  maple  leaf  with  "Made  in  Canada" 
stamped  in  the  centre  has  been  selected,  and  it  is  hoped 
that  in  future  all  Canadian-made  toys  will  be  known 
by  this  stamp. 

BEDDING  COMPANY  CHANGES  NAME 

Tile  Alaska  Feather  &  Down  Co.,  Ltd..  ^lontreal,  on 
April  1  changed  its  namiC  to  The  Parkhill  Mfg.  Co., 
Ltd.  For  some  time  it  has  been  felt  that  the  words 
"Feather  &  Down"  did  not  adequately  express  the 
scope  of  the  company's  manufacturing  operations,  and 
that  the  word  "Alaska"  was  not  a  sufficiently  pati-iotic 
name  for  a  Canadian  corporation.  J.  H.  Parkhill  is 
president  of  the  newl.v-named  company. 


LABEL  LAW  FOR  UPHOLSTERED  FURNITURE 

The  State  of  Wi.sconsin  has  made  some  amendments 
to  its  label  law  to  apply  to  the  upholstering  and  re-up- 
holstering of  furniture,  automobiles,  etc.  Secretary  J. 
L.  Maltby,  of  the  National  Association  of  Upholstered 
Furniture  Manufacturers,  intends  to  prepare  a  uniform 
tag,  to  be  stocked  in  his  office  and  sup])lied  to  member.s 
at  cost. 


GETTING  IN  REAR  AND  FRONT  ACTION 

Renaud.  King  &  Pattei\son,  Ltd.,  Montreal,  have 
adopted  a  new  envelope  for  sending  out  their  mad 
matter.  It  looks  like  a  reversal  of  the  old  one  in  that 
the  front  looks  like  the  back  and  the  back  like  the 
front.  Its  adoption,  however,  gives  an  opportunity 
to  the  company  to  get  in  both  rear  and  front  action  by 
placing  advertisements  of  their  lines  both  fore  and 
aft;  and  this  is  an  advantage,  because  it  gives  the  firm 
so  much  more  added  publicity. 


SALESMANSHIP  CONGRESS 

A  world's  salesmanship  congress  will  be  held  in  De- 
troit. Mich.,  from  July  9  to  13  next. 


The  Montreal  Furnitui-c  &  Stove  PiXchange,  Mont- 
real, has  been  registered. 
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How  Abil  ity  to  Sell  Goods  May 
Be  Developed 

By  T.  O.  Wooten 

THERE  is  a  popular  theory  that  salesTrLen  are  born 
and  not  miade.  There  is  no  greater  mistake  in 
the  world.  It  is  certainly  posisible  to  develop 
your  po\vers  of  salevsmanship,  but  in  order  to  achieve 
the  best  resiilts  it  is  neiceswary  to  use  the  experiences 
and  be-  i^uided  by  the  methods  and  advice  of  others 
who  have  made  a  study  of  salesmanship.  The  salesman 
most  certainly  can  increase  his  salesmanship  albiiity, 
and  if  he  ever  expects  to  advance  to  a  better  position 
or  own  a  store  of  his  own^  he  owes  it  to  himself  to  equip 
himself  for  that  higher  -v^  ork.  If  he  is  not  working  to- 
wards that  end  continnally,  he  is  not  taking  full  ad- 
vantage of  his  opportunaties. 

Confidence  as  a  Factor  in  Sales 

The  arousing  of  confidence  in  the  store  and  clerk  is 
an  important  part  of  salesmanship.  The  first  time  a 
C'lstomer  comes  in  he  may  be  induced  by  a  lead'er  and 
j'ou  don  t  make  very  much  out  of  the  sale,  but  yon  have 
an  opportunity  to  get  his  confidence  and  m'ake  him  a 
regular  p'atron  of  the  store,  and  the  store  makes  money 
out  of  the  sales  that  follow. 

Confidence  makes  regular  patrons,  and  can  be 
aroused  by  tlie  giving  of  good  goods  and  good  service. 
If  yon  give  good  service  you  are  going  to  make  patrons 
like  to  de'al  at  yonr  store,,  and  Avhen  you  get  them  con- 
vinced t!hat  they  can  depend  on  getting  good  goods 
and  good  service  at  yonr  store  you  have  certainly 
secnred  their  confidence. 

Watch  for  Weak  Spots  in  Sales  Efforts 

You  should  keiep  your  eyes  open  for  weak  spots  in 
yonr  sales  efforts.  I  knoAv  a  dealer  who  makes  it  a 
policy  to  occasiomally  put  on  his  hat,  walk  around  the 
block,  and  come  into  his  store  and  try  to  see  tilings  as 
a  oasnal  cixstomer  Avould.  He  fi.nds  it  a  good  way  to 
discover  weaknesses  in  display  and  store  arrangement. 
Lfany  others  conld  discover  weak  spots,  if  they  would, 
in  the  same  way,  look  at  things  through  their  cus- 
tomers '  eyes. 

In  the  same  way  we  should  frequently  examine  our- 
selves and  onr  own  methods,  to  discover  any  weak- 
nesses that  may  exist.  The  tronble  with  too  many 
men  is  their  tendency  to  let  things  drift.  This  is  a 
tendency  that  is  sappinig  the  vitality  of  many  salesmen 
to-day. 


Too  many  clerks  have  latent  abilities  that  are  not 
being  used  or  at  least  not  used  to  the  fnll.  It  is  aston- 
ishing hoAV  many  are  not  selling  as  n:.uch  goods  as  they 
could  if  they  would  only  bring  their  full  force  of  brains 
and  selling  power  into  play  in  their  work  and  make  it 
a  practice  to  study  wa\^  and  means  of  doing  better 
work. 

For  this  purpose  I  recommend  frequent  discussions 
among  the  clerks  in  the  store  in  reigard  to  their  work. 
Even  if  there  are  only  tv/o  or  three  in  the  store,  it  will 
be  found  beneficial.  When  you  go  to  school  or  colleige 
it  is  the  usual  practice  to  quiz  one  another  on  yoair 
v'^OT'k.  Why  not  follow  the  same  plan  in  merchandis- 
inig  to  find  out  what  methods  the  other  fellows  find 
to  bring  the  best  results'?  Ask  the  other  clerks  what 
arguments  they  use  in  selling  certain  goods,  how  they 
handlo  a  eertain  class  of  customer,  and  so  on.  Much 
time  could  be  put  to  good  use  in  this  way  that  is  now 
devoted  to  baseball  and  other  similar  suhj-eicts. 

Talk  About  Goods  Instead  of  Weather 

Clerks  would  do  well  to  remember  that  people  are 
not  so  niu'ch  interested  in  the  weather  as  some  of  then* 
apparently  believe  from  the  time  they  devote  to  the 
soObject  when  seirving  ])atrons.  Instead  of  making  com- 
ments on  the  weather  that  Mrs.  Smith  has  already  heard 
before.  whA'  not  draw  her  attention  to  some  new  line 
of  goods  that  yoTi  have  in  stock  and  in  which  she  is 
liisely  +o  be  interested.  Yoii  will  find  it  possible  to 
sell  a  go".d  deal  of  goods  in  this  way,  and  eveii  if  sales 
are  not  made  at  the  time,  it  is  possible  to  ar(nise  in- 
terest that  may  mean  sales  at  a  later  date. 

Services  that  Bind  Patrons  to  Store 

There  are  many  little  services  that  can  be  given 
ti)  customers  that  will  help  in  binding  th«m  to  the  store. 
If  a  lady  has  a  number  of  packages  offer  to  tie  them 
all  into  one  bundle  for  her,  even  if  she  did  not  buy 
them  at  your  store.  If  a  customer  finds  it  necessary  to 
wait  give  her  a  chair.  The  big  stores  have  found  that 
rest  rooms  are  much  appreciated  by  patrons.  Vhy  not 
provide  soTiie  such  conveniences,  even  if  it  is  only  a 
A/riting  table  and  ^stationery,  where  they  mlav  write 
a  letter,  address  an  envelope,  or  make  out  a  cheque? 

It  .should  be  borne  in  mind  that  when  you  sell  $1 
worth  of  goods,  par<t  of  that  goes  to  pay  your  salary 
and  to  increase  your  value  to  the  store.  If  you  are 
lookin'g  towards  a  larger  salary— and  every  clerk  is-  - 
you  can  only  expect  to  get  it  by  selling  more  goods,  and 
you  can  only  sell  more  goods  by  making  a  study  of 
salesmanship  and  putting  forth  your  best  effort  to 
mnke  snles. 


"cEDM  Bedroom  Boxes 


Made  of  ^  in.  B.C.  Red  Cedar, 
covered  with  Japanese  Matting, 
and  trimmed  with  rattan.  Bent 
brass  hinges  and  casters.  Top 
paneled  and  nicely  padded.  Made 
in  four  sizes. 

Particulars  of  other  lines  on  request 


D.  L.  SHAFER  &  CO.,  ST.  THOMAS,  ONTARIO 
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One  more  reason  why  the  Columbia  Line 
is  the  ONLY  line  for  the  Up-to-date 

Furniture  Store 

Prices  of  the  famous  Columbia  Disc  llecords  have  been  Cana- 
dianized.  Read  the  replica  of  advertisement  shown  on  opposite 
page.  This  advertisement  is  being  run  in  all  national  n(nvspap<fs 
and  carries  a  message  to  all  talking  machine  owners  of  any  make, 
that  will  bring  them  in  droves  to  the  stores  of  Columbia  dealers 
throughout  the  Dominion,  with  money  to  spend. 

Is  this  money  going  into  your  store,  or  across  the  way  ? 

The  supreme  quality  of  Columbia  Grafonolas  and  Columbia 
Double  Disc  Records  has  gained  such  enormous  recognition  in 
Canada  that  we  have  been  obliged  again  and  again  to  increase  our 
factory  output  in  order  to  cope  with  the  demand. 

We  are  now  making  further  additions  to  our  plant  and  equip- 
ment which  will  enable  us  to  take  care  of  all  orders  promptly  and 
fully. 

Our  line  of  Grafonolas  is  complete — a  style  for  every  taste  and 
every  purse.  Better'  value  always,  and — owing  to  our  Canadian 
factories — generally  slightly  lower  in  price. 

Columbia  Double  Disc  Records  have  always  been  the  standard 
for  all  talking  machine  records.  With  the  new  Canadian  prices  the 
public  will  insist  on  them  and  will  have  no  other. 

Hitch  your  bank  account  to  the  swift-selling,  profit-bearing 
Columbia  line. 

The  Columbia  policy  is  a  fair,  honest  policy,  without  strings. 

More  about  this  in  a  book  you  ought  to  read— MUSIC  MONEY. 
Your  free  copy  will  be  mailed  promptly  on  request. 

Canadian  Factory  and  Headquarters 

COLUMBIA  GRAPHOPHONE  CO. 

TORONTO,  CANADA 
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Announcement 


Extraordinary 


Columbia  Records 

NOW  COST  YOU  LESS 


THE  vastlj'  increased  demand  for  Columbia  Records  has  made  it 

necessary  to  greatly  enlarge  our  Canadian  manufacturing  facilities 

whereby  we  have  materially  reduced  the  cost  of  production.  We  are 

therefore  giving  record  buyers  the  benefit  of  this  saving  in  the  price  of 
Columbia  Double-Disc  Records. 

Beginning  with  March  20th,  when  the  new  April  records  go  on  sale, 
the  following  prices  will  prevail  throughout  the  Dominion  on  all  Columbia 
Records,  (except  symphony  series  which  now  sell  at  11.00  up  to  $3  00, 
and  formerly  were  priced  up  to  S7.S0). 

10-inch  Columbia  Double-Disc  Records 

(Former  Price  $1.00)  now  85c. 

12-inch  Columbia  Double-Disc  Records 

(Former  Price  $1.50)  now  $1.25 


Notwithstanding  the  substantial  reduc- 
tion in  prices,  the  same  artistic  standards 
will  be  maintained  ,  and  the  same  excellence 
and  quality  will  characterize  Columbia 
Records  that  has  made  them  more  and 
more  popular  year  by  j  ear  all  over  the 
Dominion. 

Once    you    have    played  a  Columbia 


Record  on  jour  instrument,  you  will  never 
again  be  satisfied  with  a  tone  any  less 
round  and  rich  and  natural 

It  will  be  to  your  advantage  to  ask 
for  Columbia  Double-Disc  Records.  The 
Columbia  dealer  nearest  to  you  will  be  glad 
to  furnish  a  catalogue,  or  we  will  mail  you 
one  on  request 


The  Columbia  Graphophone  Co. 

TORONTO 


I 
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Talking  Machines  in  Furniture 
Stores 


Wliat  has  been  aceornplislicd  by  llie  retail  furniture 
trade  in  the  merchandising  of  musical  instruments,  in 
spite  of  its  very  rapid  and  comparatively  recent  de- 
velopment, already  is  a  matter  of  record.  Few  furni- 
ture store  accessories  have  enjoyed  as  active  sales  ad- 
vancement during  the  last  few  years  as  the  talking 
machine  department.  The  expiration  of  original  pat- 
ents and  the  entrance  into  the  manufacturing  field  of 
several  new  pi'odueers  has  been  followed  by  the  estal)- 
lishment  of  retail  agencies  in  7.5  per  cent,  of  the  leading 
home  furnishing  stores.  Nor  has  the  recognition  of  the 
line's  sales  po.ssibilities  been  limited  to  any  particular 
mercantile  class — the  talking  machine  has  proved  as 
successful  in  connection  with  a  partial  payment  policy 
as  in  those  stores  devoted  more  exclusively  to  a  cash 
j)ati"onage.  Demonstration  and  concert  rooms  are  to  be 
found  in  every  community;  record  stocks  have  grown 
with  amazing  rapidity;  the  sales  on  cabinets  have  been 
enoi'monsly  increased.  The  talking  machine,  after  a 
decade  of  somnolence,  certainly  has  come  into  its  own. 


JAMES  P.  BRADT'S  PROMOTION 

The  many  trade  frieiuls  in  Canada  of  James  P.  Bradt, 
New  York,  heartily  congratulate  him  on  his  recent  pro- 
motion to  the  important  j)osition  of  general  sales  man- 
ager of  the  Columbia  Graphophone  Co..  as  announced 
by  General  Manager  John  A.  Cromelin,  of  that  corpor- 
ation. Mr.  Bradt,  who  Avas  in  charge  of  the  Columbia 
Company's  Canadian  business  for  several  years,  follow- 
ing a  long  European  experience,  was  elevated  to  the 
office  of  sales  manager  little  more  than  a  year  ago,  with 
head()uarters  at  New  York.  His  new  appointment, 
which  carries  largely  increased  responsibilities  and  de- 
maiuls  upon  his  executive  ability,  is  decidedly  gratify- 
ing to  his  friends  in  Canada,  as  well  as  in  the  United 
States  and  European  trade  circles.  While  in  Canada 
his  geniality  and  unvarying  courtesy  attracted  many 
warm  personal  friends,  who  have  not  ceased  to  be  in- 
terested in  and  pleased  with  his  success. 


COLUMBIA  RECORDS  AT  STANDARD  PRICES 

The  Columbia  Gi'aphophoiic  Co.,  Toronto,  have  an- 
nounced to  their  distributers  and  dealers  a  standardiza- 
tion of  record  pi'ices  by  which  all  10-inch  records  will 
be  85  cents  and  all  12-ineh  records  $1.25,  except  grand 
opera  and  symphony  recordings. 

In  a  letter  announcing  the  change,  the  company  said : 
"Owing  to  our  very  rapidly  increasing  Canadian  busi- 
ness, we  have  been  obliged  to  greatly  enlarge  our  fac- 
tory facilities,  and  in  consefjuence  we  are  able  now  to 
put  into  operation  something  we  have  planned  for 
years — ^an  'established  standard  Canadian  price  for 
talking  machine  records.  Not  the  United  States  price 
plus  the  duty,  but  a  Canadian  price  based  on  Canadian 
output,  costs  and  conditions. 

"Beginning  with  March  20.  When  the  new  April 
records  go  on  sale,  all  Columbia  ten-inch  double  disc 
records,  with  the  exception  of  grand  opera  records, 
will  be  sold  at  the  standard  Canadian  price  of  85  cents. 
All  12-inch  double  disc  records,  except  grand  opera,  at 
the  standard  Canadian  price  of  $1.25." 
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Addit ioiiii I  e(|i(iprLient  is  being  installed  in  the  record 
department  of  tlic  (,'olumbia  Graphojjhone  Co.'s  fac- 
tory at  Tor'onto  to  increase  the  output  by  at  least  one- 
tiiii'd.  The  management  have  found  the  greater  capa- 
city necessai-y.  owing  to  increased  business.  They  re- 
port thai  their  Inisine.ss  of  February  was  one  hundred 
per  cent,  higher  than  for  February  of  last  year. 

By  the  end  of  Ai)ril  the  company  expect  to  tui-n  out 
at  theii-  factory  in  P>ridgeport  5,000  machines  daily. 
They  ai'e  erecting  a  complete  new  factory,  which  they 
expect  to  have  completed  by  April  1st.  This  should 
enable  them  to  catch  u[)  to  their  orders,  which  they 
report  have  been  70,000  machines  behind  in  deliveries, 
although  turning  out  1,500  per  day. 


MUSIC  MACHINES  FOR  HOME  PARTIES 

A  writer  in  a  religious  monthly,  in  suggesting  to  the 
readers  some  form  of  pleasant  evening  entertainment 
for  the  home,  says  some  good  things  for  the  grapho- 
phone. There  is,  too,  some  meat  in  it  for  the  dealer 
who  is  wise  enough  to  suggest  to  his  clientele  ways 
and  means  for  using  the  graphophone. 

"The  talking-machine,"  says  the  writer,  "may  be 
made  the  centre  of  many  pleasant,  informal,  social 
affairs.  Invite  your  guests  to  an  Italian  evening  or  to 
a  Spanish  or  Irish  evening,  and  have  the  programme 
made  up  of  numbers  from  some  particular  opera  or  by 
some  singers  and  players  from  the  country  you  choose. 
Once  you  get  the  idea  started  you  will  think  of  varia- 
tions to  siiit  your  particular  crowd.  There  are  some 
wonderfully  fiiu^  things  to  be  had  on  the  music  ma- 
chines, and  thei-e  ai'c  dozens  of  screamingly  funny 
records  which  ai-e  iu)t  in  the  least  vulgar. 

"Some  evening  you  might  have  a  bird  night.  Each 
guest  should  bring  a  bird  story,  fiction,  fact,  personal 
experience.  Then  yoxi  might  put  on  the  "Bird  Voices," 
by  Charles  Kellogg.  These  records  give  talks  about 
birds,  accompanietl  by  bird  songs." 


MUSIC  BOX  NEEDLES  ADVANCE 

An  advance  in  the  price  of  needles  is  announced  by 
The  Music  Supply  Co.,  Toronto,  distributers  of  Colum- 
bia products.  This  is  the  result  of  the  increased  cost 
of  steel.  The  rates  are  now  50  cents  per  thousand,  or 
45  cents  per  thousand  for  orders  of  50,000  or  over. 


MUSIC  MACHINE  NOTES 

Joseph  Wolff,  secretary  of  the  Sonora  Phonograph 
Corporation,  New  York,  visited  the  Canadian  distrib- 
utei's,  1.  Montagues  &  Co.,  recently.  From  Toronto  Mr. 
Wolff  went  to  Montreal.  The  development  of  Sonora 
business  since  the  introduction  of  this  line  in  Canada 
has  been  very  gratifying  to  his  firm,  Mr.  Wolff  stated. 

H.  N.  McMenimen,  general  manager  Pathe  Freres 
Phonograph  Co.,  New  York,  spent  a  couple  of  days  in 
Toronto  recently.  His  visit  related  to  Pathe  business 
and  prospects  in  Canada,  and  is  no  doubt  a  forerunner 
of  considerable  Pathe  activity  in  this  market. 

The  English  market  for  music  machines  in  1915  was 
the  best  on  record,  states  the  general  manager  of  one 
of  the  big  graphophone  companies,  who  says  last  year 
they  closed  the  best  year  in  point  of  sales  volume  and 
also  in  profits.  The  war  has  kept  people  at  home  who 
otherwise  would  be  touring  Europe,  and  workers  are 
making  so  much  money  now  that  they  are  spending 
more  freely. 
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As  a  Retail  Proposition  You  Simply 

can^t  Beat  the 


Phonola 


Disc  Talking  Machine 


Retail  Prices— $20,  $30,  $40,  $65,  $85,  $125,  $160,  $250 


The  Phonola  is  noted  for  its  superior  motor — a  noiseless,  strong,  durable  one.  For  accu- 
rate sound-reproduction  it  is  easily  in  the  front  rank,    it  plays  any  make  of  disc  record. 

With  the  Phonola  you  can  give  bigger 
value  and  get  more  profit.  The  Agency 
proposition  is  open,  allowing  you  to 
handle  anything  else  you  like. 

Through  the  quality  in  every  detail  of 
construction,  and  through  the  musical 
results  obtained  from  it,  the  Phonola 
is  making  new  friends  every  day— and 
keeping  them. 

The  newest  type  Phonola,  "The  Or 
ganola,"  is  fitted  with  re- 
sonating chambers,  which 
amplify  and  purify  the  tone. 
This  device  is  in  no  mstru- 
ment  but  the  Phonola.  It 
is  our  invention  and  we  hold 
the  patents.  It  will  get  you 
the  highest  class  trade. 

The  Pollock  Manufacturing  Co.,  Limited 


Berlin 


Canada 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with    News  of  the  profession  throughout  Canada. 


Hints  and  Helps 

By  Pkof.  II.  S.  El  KELS 
Dean  Eckels  College  of  Embalming,  I'liiladelphia. 

I HAD  a  case  the  other  day  of  an  old  lady  who  had 
died  after  an  illness  extending  over  several  months. 
I  am  quite  positive  from  the  appearance  of  other 
things  in  the  house,  that  her  daughter  is  a  very  tidy 
housekeeper,  yet  I  was  surpi'ised  very  much  to  find 
vennin  when  I  was  getting  ready  to  dress  the  body  for 
the  casket.  T  excused  myself  and  went  to  a  neighbor- 
ing druggist,  and  he  recommended  that  I  wash  the 
scalp  with  larkspur.  So  far  as  I  could  see  this  de- 
stroyed the  vermin,  but  left  a  somewhat  disagreeable 
odor  and  the  hair  very  badly  matted.  What  should 
I  have  done? 

Answer:  In  all  such  cases  I  spray  the  scalp  with 
Fragrant  Hydroform.  This  is  not  only  a  perfect  in- 
secticide and  bactericide,  but  it  also  fills  the  room  with 
a  delightful  perfume  that  utterly  banishes  the  death 
chamber  and  embalming  odors.  It  is  well  to  remember 
that  while  we  as  embalmers  speedily  become  inured  to 
these  and  cease  to  notice  them,  that  nevertheless  they 
are  very  objectionable  to  members  of  the  family. 

First  impressions  are  always  most  important  and  by 
the  use  of  a  few  cents'  worth  of  Fragrant  Hydroform 
you  can  destroy  not  only  any  vermin  that  may  chance 
to  exist  in  the  hair  of  \hv  subject,  but  also  spread  a 
fragrance  throughout  the  room  that  will  have  a  most 
pleasing  effect  upon  the  family  when  they  come  to 
view  the  body. 


The  Resurrection.    Original  painting  by  Herbert  Sclirnatz. 
(Courtesy  of  International  Mausoleum  Co.,  Toronto.) 


Indeed,  I  always  use  il.v(h  oloi  iit  in  this  way  whether 
or  not  vermin  are  found,  and  I  have  received  many 
compliments  for  my  little  added  care  and  thought- 
fulness. 

IS  the  use  of  rubber  gloves  to  be  reeommended?" 
An.swer :  If  the  case  is  at  all  .suspicious  the  em- 
balmer  should  invariably  draw  rubber  gloves  on 
his  hands  before  beginning  his  work.  If  it  seems  to  be 
just  an  ordinary  case  it  is  well  to  take  the  precaution  of 
thoroughly  anointing  the  hands  with  aseptic  ointment 
before  touching  the  body.  Indeed,  most  careful  em- 
balmers invariably  do  this  before  they  will  lay  hands 
upon  a  corpse.  One  never  knows  what  dangers  may  be 
lurking  there,  and  an  ounce  of  prevention  is  worth  a 
pound  of  cure.  Xo  eiii})almer  need  be  ashamed  of  tak- 
ing these  little  precautions.  Should  they  be  observed 
by  any  member  of  the  family  the  impression  is  apt  to 
be  a  favorable  one,  since  it  denotes  care  upon  his  part, 
and  anything  which  gives  this  impression  redounds  to 
the  credit  of  the  cmbalmer. 

EL.  F. — Hartford.  I  am  greatly  interested  in  your 
reported  case  of  Addison's  disease.  I  have  had  a 
number  of  these  eases,  and,  like  you,  I  never  have 
made  one  satisfactory  to  myself  by  arterial  embalming 
alon(\  The  nature  of  the  disease  gives  the  skin  a 
bronze  hue,  and  while  you  can  lessen  some  of  this  color 
by  removing  as  much  blood  as  possible  and  thus  drain- 
ing the  capillaries,  and  despite  the  fact  that  the  face 
iiuiy  be  very  considerably  bleached  by  the  use  of  Dioxin, 
the  peroxide  of  hydrogen  fluid,  there  still  remains  some 
tinting  to  be  done  in  most  of  these  cases. 

I  am  very  glad  indeed  to  give  you  my  own  method 
of  embalming  such  cases.  It  is  to  raise  both  of  the  caro- 
tid arteries,  injeeting  up  into  each  six  ounces  of  dis- 
tilled water,  draining  the  face  by  inserting  the  axillary 
vein  tube.  1  then  place  the  head  and  shoulders  at  a 
high  elevation  and  inject  slowly  down  through  one  of 
the  carotids  the  fluid  neeessary  to  preserve  the  body. 

In  this  way  none  of  the  fluid  injected  into  the  trunk 
of  the  body  circulates  through  the  face  tissues.  After 
the  body  is  embalmed  and  just  before  leaving  the  case. 
T  inject  one-half  pint  of  Dioxin  fluid,  diluted  one-half 
with  distilled  water,  upward  into  each  of  the  carotid 
arteries.  In  these  cases  the  valves  of  the  veins  of  the 
neek  are  not  active  and  therefore  I  would  always  keep 
the  head  at  a  high  elevation  so  as  not  to  allow  any 
flushing  from  the  venous  system. 

This  method  of  embalming  always  lias  reduced  the 
color  to  a  greater  or  less  extent,  and  sometimes  to  such 
a  degree  that  the  family  have  expressed  them.selves  as 
being  greatly  pleased.  In  other  eases  it  has  been  neces- 
sary to  tint  the  face  at  the  time  of  dressing  the  body. 
I  usually  use  for  this  purpose  Cosmel  and  Dermatol. 

Est.  J.  M. — I  have  your  letter,  which  has  been  for- 
warded to  me.    T  gather  from  your  report  that 
the  subjeet  died  from  shock  and  that  this  shock 
resulted  in  the  stagnation  of  the  blood,  which  made  it 
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On  the  following  pages  we  illustrate  three 
of  our  latest  casket  designs  which  we  are 
sure  will  appeal  to  you  and  your  clientele. 
They  represent  the  best  quality  possible  for 
the  money  and  should  merit  your  consider- 
ation. The  shrewd  Undertaker  will  carry 
samples  of  these  lines  m  stock.  Let  us  have 
your  order  NOW  for  prompt  delivery. 


Supremely 
Superior 
in 

Quality 


MAY  BE  OBTAINED  FROM  ANY  OF  OUR  BRANCHES 


Logically 
Situated  to 
Insure 
Superior 
Service 


The  National  Casket  Co.,  Limited  -  Toronto,  Ont. 
The  D.  W.  Thompson  Co.,  Limited  -  Toronto,  Ont. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Hamilton,  Ont. 
The  Globe  Casket  Co.,  Limited  -       London,  Ont. 

Jas.  Elliott  &  Son  -  Prescott,  Ont. 

Girard  6c  Godin,  Limited        -  Three  Rivers,  Que. 

Christie  Bros.  &  Company,  Limited  -  Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Winnipeg,  Man. 
Vancouver  Casket  Company  -         Vancouver,  B.C. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

Head  Office : 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 


TORONTO 


CANADA 
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Our  New 
State  Casket 


No.  660 


Orders 
Filled 

Promptly 
and 

Properly 


State  Casket,  built  of  oak,  with  beauti- 
ful symmetrical  urn  -  shaped  corners, 
which  take  you  away  from  the  old-time 

carved  corner.  All  mouldings  are  built  with  the 
same  object  in  view,  a  massive  plain  casket  with 
most  pleasing  lines.  This  casket  we  cover  with 
an  A  1  grade  of  broadcloth.  The  large,  swell 
plale,  which  is  cut  in  the  centre,  is  lined  with 
crushed  Duchess  satin.  Also  covered  on  Mahog- 
any, varnished  inside,  at  extra  cost. 


Head  Office : 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 
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Our  New 
Chancellor  Casket 


No.  658 


Chancellor  Casket,  extra  heavy  moulded 
sides,  with  prominent  base  and  crown 
moulding,  in  keeping  with  the  massive 
top  moulding  and  extra  heavy  full  length 
swell  panels.  Covered  with  superior 
British  broadcloth,  face  plate  hinged  and 
lined  with  stone-crushed  Liberty  satin. 
A  casket  that  you  will  be  glad  to  re- 
peat whenever  sold. 


We 

Never 

Miss 
a 

Train 
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No.  431 


Our  New  Urn  Casket 


Covered  with  black  broadcloth.  Solid 
moulded,  urn-shape  body.  Swell- 
cut  top.  Romanesque  panel,  satm 
puffing  and  curtain,  satin-pleated  face 
panel.  Made  in  sizes  5  ft.  9  ins.  to 
6  ft.  3  ins. 


iniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

Head  Office 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 


Our 

Quick 

Service 

Covers 

Canada 


TORONTO 


CANADA 
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very  dififieult  to  get  a  complete  capillary  circulation. 
I  think  this  is  the  reason  for  the  wine-colored  blotches 
which  .  you  describe  about  the  chin  and  around  the 
lower  portion  of  the  face.  I  usually  inject  such  cases 
by  raising  the  carotid  arteries  and  injecting  one  gallon 
towards  the  trunk  of  the  body  and  injecting  one-half 
pint,jof^the  fluid  up  into  each  of  the  carotids.  By  this 
perfect  circulation  the  embalmer  has  a  much  better 


Exterior  of  G.  Dudley  Wright's  funeral  parlors  at  Charlottetown,  P.E.I. 


chance  to  force  the  congested  blood  from  the  capillaries 
and  thus  clear  up  the  face.  T  drain  the  blo'od  from  the 
axillary  vein  by  the  Eekels-Genung  vein  tube,  which 
draws  blood  directly  from  the  superior  vena  cava,  the 
great  blood  reservoir  of  the  upper  portion  of  the  body. 

Our  Dioxin  fluid  has  just  enough  peroxide  of  hydro- 
gen in  it  to  help  to  bleach  out  such  color,  and  I  am  sure 
that  if  you  had  used  this  fluid  and  this  method  of  em- 
balming that  the  complexion  would  have  been  normal 
and  the  appearance  of  the  body  perfectly  natural  after 
death.  .     -  . 

DH.  R. — The  settling  of  the  eye  was  caused  hy  the 
absorption  of  the  fluids  in  it  and  the  surrounding 
tissues,  as  well  as  by  the  contraction  of  the  nerves 
and  muscles.  Your  remedy  Avould  have  been  to  inject 
special  fluid  in  the  eyeballs  with  a  hollow  needle  until 
the  natural  shape  was  restored.  The  needle  should  be 
inserted  in  the  corner  of  the  eye,  or  as  far  under  the 
lid  as  possible. 


A  LIVE  WIRE  IN  THE  EAST  '  * 

The  illustrations  we  publish  on  this  and  next  page 
are  reproduced  from  a  little  booklet  gotten  out  last 
Christmas  by  C  Dudley  Wright,  of  Charlottetown, 
P.E.I. ,  and  which  he  sent  with  Yuletide  greetings  to  his 
friends. 

Mr.  Wright  has  been  in  the  undertaking  business 
for  the  past  20  years.  He  is  a  graduate  of  the  Toronto 
School  of  Embalming.  He  is  also  one  of  the  organizers 
and  first  presidents  of  the  Maritime  I'uneral  Directors ' 
Association.  At  present  he  is  affiliated  Avith  the  Nova 
Scotia  Association. 

In  his  business  his  e(|uipment  consists  of  five  horses, 
four  hearses,  a  coupe,  a  covered  coach,  two  covered 
carriages,  two  casket  deliveries,  an  ambulance,  three 
double  sleighs,  two  driving  sleighs,  two  driving  car- 


riagCiS  (single),  and  every  other  necessary  that  goes 
to  make  a  first-class  outfit. 

In  civic  and  soeiety  matters,  in  which  Mr.  Wright 
takes  great  interest,  he  has  been  greatly  favored  by  the 
people  and  his  friend's.  In  the  former  field,  since  1912 
he  has  been  elected  three  successive  terms  of  two  years 
each  as  councillor  of  his  city,  leading  the  poll  in  the 
last  election,  held  on  Feb.  9,  1916.  At  the  first  meet- 
ing of  this  year's  council  Mr.  Wright  was  appointed 
chairman  of  finance.  In  1915  he  was  appointed  Justiee 
of  Peace  for  Queen  County,  P.E.I. 

In  soeiety  affairs  he  holds  office  as  Past  District 
Deputy  of  Sons  of  England,  and  Past  Chancellor  of 
Knights  of  Pythias.  He  is  a  member  of  Knights  of 
Black  Chapter,  Loyal  Orange  Association ;  a  Past  Mas- 
ter of  Masonic  Order,  a  member  of  Luxor  Temple,  and  a 
member  of  Independent  Order  of  Odd  Fellows. 

Mr.  Wright  got  together  a  "few  secrets  of  success." 
Here  they  are :  Always  be  within  call,  be  prompt,  be 
gentlemanly,  be  patient,  be  obliging,  be  neat,  be  char- 
itable.' 

,  Some  of  his  other  maxims  are:  To  be  or  not  to  be, 
you  are  the  doctor. 

Be  willing  to  learn,  always  looking  for  pointers 
where  you  least  expect  them. 

Collect  promptly,  giving  account  in  detail. 

If  you  do  not  value  your  personal  services  the  public 
win  not  appreciate  them. 

Preach  sanitation  and  live  it. 

Do  your  work  as  you  Avoul/d  wish  it  done  to  .yourself. 
Be  Avatchful  about  details. 
Be  as  attentive  to  the  poor  as  to  the  rich. 
Have  for  your  motto:  "Excelsior." 
If  you  want  to  be  respected,  master  your  profession 
and  the  public  will  respeet  you  and  your  business. 


THE  GREER  AUTO  TRAILER 

A  nice  and  handy  folder  has  been  published  by  A. 
B.  Greer  &  Son,  London,  Out.,  describing  the  Greer 
auto  trailer,  which  is  a  two-wheeled  conveyance  for 


I'lic  pallor  in  i\lr.  Wright's  Charlottetown,  establishment. 


attaching  to  motor  cars.  The  powei"  of  the  motor  is 
sufficient  to  pull  the  trailer  up  the  steepest  grade,  and 
the  use  of  the  trailer  doubles  the  carrying  capacity  of 
the  automobile.  For  undertakers  or,  indeed,  any  busi- 
ness concern,  the  trailer  should  prove  of  great  utility. 
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A  month  ago  Canadian  Furniture  World  nnd  The  Un- 
dertaker instanced  a  funeral  director  w^ho  conveyed 
two  bodies  a  distance  of  80  miles  for  burial  on  a  trailer. 


BAD  ROADS  HARD  ON  UNDERTAKERS 

Undertakers  in  many  country  sections  of  Canada 
and  the  United  States  report  much  trouble  in  carrying 
on  their  work  owing  to  the  almost  impassable  condition 
of  the  roads,  but  right  in  Toronto  local  funeral  direc- 
tors say  they  have  ;in  "awful  example"  of  roads  in 
the  section  stretching  from  Yonge  Street  to  Mount  Hope 
Cemetery,  and  they  somewhat  dread  the  approach  of 
Spring,  when  the  road  will  be  cut  up  and  flooded,  lest 
an  accident  happen. 


SUIT  OVER  UNDERTAKING  PARLORS 

Claiming  that  the  dwelling  house  at  407  Somerset 
Street,  Ottawa.,  which  she  had  rented  to  John  J.  Mac- 
kenzie had  been  used  as  an  undertaking  establishment, 
and  that  certain  articles  of  furniture  which  had  been 
left  in  the  house  had  been  damaged  or  destroyed  during 


The  office,  G.  Dudley  Wright's  funeral  parlors  at  (  harlottetowM. 


Mr.  Mackenzie's  occupancy,  Mrs.  Charles  J.  Nichols 
asks  for  damages.  A  claim  is  also  made  for  rent  from 
April,  1913,  to  August,  1913,  at  $25  per  month.  The 
case  came  before  Judge  Gunn  in  the  county  court.  The 
defendant,  who  is  a  member  of  the  firm  of  Mackenzie 
Bros.,  undertakers,  admitted  having  rented  the  house 
for  three  years.  He  expected  his  sisters  were  going  to 
occupy  it,  but  they  changed  their  minds,  and  he  had 
the  house  on  his  hands.  He  put  a  sign  up  in  front  of 
the  house,  and  used  it  as  an  office.  One  of  the  em- 
ployes of  his  firm  was  also  permitted  to  live  in  it.  He 
denied  that  he  had  assumed  any  responsibility  for  the 
furniture. 


INCREASING  USE  OF  FUNERAL  MOTOR  CARS 

A.  I}.  Greer,  London,  Ont.,  makers  of  funeral  ears  and 
ambulances,  state  they  are  flooded  with  en(|uiries  for 
their  motor  cars.  One  of  these  comes  from  J.  J.  Marsh, 
of  Smith's  Falls,  Ont.,  who  will  put  a  motor  hearse  in 
service  when  the  roads  are  good  enough. 

They  are  also  building  a  motor  ambulance  for  Smith. 
Sons,  and  Clarke,  London,  on  a  Chalmers  chassis;  and 


as  well  a  combination  ambulance  for  D.  Belleghem  & 
Son,  Peterboro,  on  a  McLaughlin  chassis.  Three  motor 
funeral  ears  are  being  built  for  Funeral  Directors,  Ltd.. 
a  new  undertaking  firm  at  Calgary,  and  two  or  three- 
other  inotoi's  are  under  way. 


DOMINION  CASKET  CO.  INCORPORATED 

The  D  oininion  ('asket  Co.,  Ltd.,  Guelph,  Ont..  has 
been  incorporated,  to  make,  buy  and  sell  caskets,  vaults, 


A  .section  of  Mr.  Wright's  sHowrooms. 


cofifins.  hearses,  ambulances,  boxes,  novelties,  waggons, 
carriages',  etc.  The  cai)ital  is  set  at  $100,000.  The  in- 
corporators are  Wm.  Pears,  president,  Toronto;  Wm. 
G.  White-head,  manager,  and  Jas.  M.  Arnold,  superin- 
tendent. 


The  estate  of  the  late  Mr.  Blachford,  of  Hamilton, 
are  offering  the  business  for  sale. 

Funeral  Directors,  Ltd.,  with  head  office  at  Calgary, 
Alta.,  and  a  capital  of  $100,000,  have  received  a  pro- 
vincial charter. 


Another  view  of  Wright's  Charlottetovvn  >hovvroom.s. 
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The 
Newest  and 
Best  in 


Caskets 

Robes 

Linings 

Casket 

Hardware 

Etc. 


Write  for  illus- 
trations of  our 
latest  designs  in 
Caskets. 


PLANT  OP,. 


•      W!.A;V"''ON  : 


Our  Modern  Well  Equipped  Plant 


CANADA  CASKET  COMPANY,  LIMITED 


WIARTON 


Toronto  Office,  309-10-11  Confederation  Life  Building 


Champion  Fluid       -       Champion  Fluid       -       Champion  Fluid       -       Champion  Fluid 

Fluid 

Fluid 

-  Champion 

Champion  Fluid 

100%  PURE  CHEMICALS 

-  Champion 

-    Champion  Fluid 

Every  1  6-oz.  bottle  of  Champion  Concentrated  Embalming  Fluid 
is  1  00%  the  Purest  and  Best  Chemicals  the  market  affords. 
War  conditions  have  greatly  increased  the  cost  of  these  ingredients,  but 
Champion  Quality  will  be  maintained,  no  matter  what  the  cost. 

Always  Beware  the  Cheap  Fluid,  but  Especially  so  Now. 
Champion  for  Uniformity,  Purity,  Dependability.    It's  Worth  the  Price. 

MADE  IN  CANADA 

-    Champion  Fluid 

_3 

Order  direct  from  us  or  from  your  jobber 

Champion  Fluid 

Champion  F 

The  Champion  Chemical  Co.,  Springfield,  Ohio 

C 

lampion  Fluid       -       Champion  Fluid       -       Champion  Fluid      -       Champion  Fluid 
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NEW  FUNERAL  PARLORS  AT  VICTORIA 

The  V>.C.  Punernl  Co.  (Hayward's),  Ltd.,  has  just 
been  incorporated  as  a  private  company,  uiidci-  the  laws 
of  British  Columbia,  with  a  capital  oi'  $75,000,  to  ae- 
(juire  the  general  undertaking  and  casket  manufactur- 
ing businnss  established  by  Chas.  llayward  in  1867, 


Exterior  and  i)art  of  motor  eiiuipriient  of  B.C.  Funeral  Co. 

and  since  that  time  successfully  carried  on  by  him.  The 
transfer  includes  tlie  freehold  of  the  premises  conven- 
iently situated  at  734  Broughton  Street,  Victoria,  re- 
cently completed,  with  all  modern  appliances,  including 
an  elegant  mortuary  chapel,  fitted  with  pews,  organ  and 
choir  accommodation,  together  with  waiting  and  re- 
ception rooms,  conveniences,  large  show  and  work 
rooms,  and  morgue,  also  complete  equipment  of  motor 
and  horse-drawn  vehicles,  necessary  for  the  busiincss. 


NEW  UNDERTAKERS  AT  TORONTO 

The  Matthews  Burial  Co.,  at  32  (Carlton  Street,  To- 
ronto, is  a  new  firm  of  funeral  directors  located  in  the 
Queen  City.  The  personnel  of  the  company  are  Edgar 
S.  Matthews,  for  35  years  with  the  F.  W.  Matthews 
Co.,  and  Thos.  W.  Thoinpson.  The  former  is  the  prac- 
tical man. 


UNDERTAKERS  IN  SAFETY  FIRST  CAMPAIGN 

Des  Moines'  undertakers  are  unselfishly  offering  to 
helj)  the  Safety  First  Campaign.  Iver  G.  Newlen  has 
written  the  Chief  of  Police,  saying  the  undertakers 
undoubtedly  would,  if  the  matter  were  suggested,  agree 
to  route  funerals  off  Locust  Street,  one  of  the  city's 
busy  thoroughfares.  Mr.  Newlen  says  funeral  parties 
cause  a  great  deal  of  congestion  for  the  reason  other 
traffic  stops  and  gives  them  right  of  way. 


BAN  ON  RUGS  AND  CANOPIES 

Rugs,  draperies,  canopies  and  otlier  such  materials 
ihumished  by  undertakers  to  add  decoration,  yet 
solernnity  and  mourning  at  the  time  of  a  death  have 
all  been  tabooed  by  the  Maryland  Health  Department. 


Undertakers  have  been  forbidden  to  use  these  materials 
in  the  future,  and  unless  such  draperies  and  rugs  are 
furnished  by  the  relatives  or  friends  of  the  dead,  noth- 
ing will  be  f)ermitted  in  the  homes  at  the  time  of  a 
death  but  the  bier  and  casket. 


THE  CHURCH  TRUCK 

The  funeral  director  who  makes  it  a  point  to  look  out 
for  every  detail  in  the  conduct  of  the  funeral  is  the  one 
who  will  receive  the  [)laudits  of  his  [)atrons.  The  little 
matter  of  testing  the  casket  truck  before  arrival  at  the 
church  may  seem  like  carrying  system  too  far,  and  yet 
at  the  very  moment  you  least  expect  it  the  truck  is 
liable  to  cause  embarrassment.  See  to  it  that  your  as- 
sistant has  the  truck  in  perfect  running  order  before 
sending  it  to  the  church. 


WHY  DOES  A  HEARSE  HAVE  WINDOWS? 

The  editor  of  the  1  iiidgeport.  Conn.,  Daily  Herald 
recently  offered  a  prize  of  $5  to  his  readers  for  the  best 
answer  to  the  (|uestion,  "Why  does  a  hearse  have  win- 
dows?" Some  who  sent  in  their  replies  looked  at  the 
subject  in  a  facetious  manner.  Others  took  the  matter 
more  seriously  and  tried  to  offer  a  sensible  solution. 
The  prize  was  awarded  to  the  following  answer  by  Mrs. 
R.  E.  Fisher,  of  Bridgeport: 

"A  heiarse  has  windows,  not  for  any  reason  to  the 
I)erson  which  it  carries,  but  just  to  make  it  less  ai)i)al- 
ling  to  those  it  passes;  and,  too,  to  show  off  the  flowers 
and  the  casket,  perhaps;  but,  anyway,  for  whatever 
purpose  it  may  be,  it  is  a  little  more  attractive  with 
windows  than  without  them." 


"FUNERAL  REFORM"  OUSTED  IN  OHIO 

The  Ohio  Court  of  Api)eals,  sitting  at  Columbus,  re- 
cently handed  down  a  decision  ousting  the  Funeral  Re- 
form Association  of  Cleveland  from  doing  business. 


The  chapel  in  B.C.  Funeral  Co.'s  parlors  at  Victoria. 

on  the  ground  that  it  violated  the  state  insurance  laws. 
This  is  the  association  of  which  S.  W.  ]\Iather  was  the 
head.  Tt  received  subscriptions  from  its  members  for 
payment  of  funeral  expenses.  The  attorney-general's 
department  instituted  the  proceedings. 
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Embalming  by  a  New  Principle 
and  a  New  Method 

OSMOTONE 


Cut  off  this  COUPON  and  Mail  to-day! 


OSMOTONE  may  he  briefly  described 
as  a  capillary  wash  and  blood  solvent  that 
supplies  purifying  and  lightening  oxygen 
to  the  venous  blood  which  remains — much 
the  same  as  the  lungs  supply  oxygen  to 
the  venous  blood  in  life  to  convert  it  into 
arterial  blood. 

It  thus  has  two  distinct  functions. 

One  of  these  functions  is  to  wash  out 
the  capillaries  so  that  as  little  as  possible 
of  the  discolored  blood  shall  remain  in 
them  to  further  darken,  show  through 
the  skin  and  make  that  objectionable 
putty  color  which  is  sure  to  resvilt  in 
full-blooded  cases  on  which  raw  formalde- 
hyde fluids  are  used. 

All  embalming  fluids  are  more  or  less 
astringent  in  their  action.  OSMOTONE 
is  laxative  in  its  effects,  and  for  this 
reason  is  injected  ahead  of  the  fluid  for 
the  purpose  of  clearing  out  the  capil- 
laries, building  up  their  walls,  and  hold- 
ing them  open  for  the  passage  of  that 
fluid  which  is  injected  afterward. 

Being  blood  lightening,  its  action,  from, 
thirty  to  fifty  per  cent,  more  blood  can 
be  drained  if  OSMOTONE  is  injected 
ahead  of  the  fluid.  This  is  a  practically 
sure  rreventive  of  putty  color. 

Moreover,  a  far  better  circulation  can 
be   obtained   where   the   capillaries  have 


first  been  opened  up  and  cleaned  by 
OSMOTONE  than  where  fluid  only  is  in- 

]  6  C  t  G  cl 

As  a  capillary  wash  OSMOTONE  is 
invaluable  in  sudden  death  cases,  and  in 
cases  in  which  the  patient  died  in  fever, 
as  in  Peritonitis,  Blood  Poisoning,  Pneu- 
monia, etc. 

Being  blood  lightening  in  its  effects, 
OSMOTONE  has  a  second  and  most  im- 
portant function: 

It  will  restore  to  the  face  the  colors 
of  life,  and  bring  to  the  ears  and  cheeks 
of  the  young  and  fair-skinned  the  peachy 
lustre  and  clear  pink  tints  which  have  so 
long  been  the  embalmer's  ideal. 

On  the  young  as  well  as  on  the  ruddy- 
faced  elders,  OSMOTONE  will  give  a  com- 
plexion which  no  other  method  and  no 
other  preparation  possibly  can. 

It  is  impossible  for  us  to  go  fully  into 
details  here,  but  the  whole  story  is  told 
in  the  130-page,  cloth-bound  book,  pic- 
tured on  this  page.  This  book  will  be 
sent — free  of  charge — to  any  responsible 


ORDER  COUPON 

H.   S.   Eckels   &  Co., 

241  Fern  Ave.,  Toronto,  Can. 

Send  ....  dozen  bottles  OSMO- 
TONE at  $7.50  per  dozen  under 
your  guarantee  that  it  will  please 
us. 

Also  send,  without  charge,  a 
fojiy  of  Prof.  Eckels'  130-page 
cloth-bound  book,  ''Embalming  by 
a  New  Principle  and  a  New 
Method.' ' 


V.F. 


undertaker  who  will  fill  out  the  attached 
coupon  and  mail  it  to  us. 

OSMOTONE  is  shipped  under  the  most 
complete  guarantee  that  it  will  satisfy 
you,  and  that  it  will  produce  results  bet- 
ter than  you  expect. 

Fill  out  the  coupon  to-day  and  put  it 
to  the  test.  Read  the  book — try  OSMO- 
TONE— and  be  the  first  in  your  neighbor- 
hood to  profit  by  this  new  discovery. 

You  don't  have  to  change  your  fluids. 
Use  the  fluid  to  which  you  are  most  ac- 
customed. OSMOTONE  will  do  wonder- 
ful work  when  used  in  conjunction  with 
any  of  the  standard  fluids,  although  natur- 
ally the  very  best  results  can  be  obtained 
by  using  it  in  conjunction  with  DIOXIN. 
with  which  it  is  in  perfect  harmony. 


H.  S.  Eckels  &  Co.  - 


241  FERN  AVENUE 
TORONTO,  CAN. 


This  Casket  Will  Appeal  to  Your  Community 


Mia 


This  case,  No.  301,  will  not  lie  in 
your  stock.  Show  it  and  it  sells  on 
merit.  Central  Casket  goods  cost  you 
no  more,  but  you  can  sell  them  tor 
more  money  than  inferior  made  goods. 


CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  241  Fern  Ave.,  Toronto 

Telephone  126  Telephone  Parkdale  3257 


64 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


April,  1916 


THE  FUNERAL  SERVICE  IN  VENICE 

Walking  down  St.  Mark's  Sciuarc,  in  Venice,  my  at- 
tention was  attracted  to  ati  nnusual  procession.  Upon 
Jiearer  a{)j)i'oach  I  fonnd  it  to  be  the  funeral  of  a  child. 

The  small  white  casket  was  covered  with  the  mo-', 
beautiful  floivcrs,  tied  with  white  satin  ribbons.  The 
pall-bearers  were  six  ladies,  clad  all  in  black.  On  either 
side  of  these  were  six  little  girls  near  the  same  size, 
dressed  in  white  and  wearing  veils  that  came  to  the 
hem  of  their  dresses.  Their  heads  were  crowned  with 
wreaths  of  iiatiii'al  white  flowers  and  tlieir  arms  were 
flower-laden. 

Following  the  children  came  six  men  in  robes,  bear- 
ing all  kinds  of  floral  designs. 

The  sad  procession  wended  its  way  to  the  water-side, 
where  they  rested.  The  father  opened  a  pa])er,  and, 
in  a  sad  but  musical  voice,  read  something  that  was  in- 


The  late  Albf.kt  Dodds 
Who  died  last,  month  at  Bairie.    He  was 
one  of  the  oldest  undertakers  in  Ontario. 


deed  foreign  to  me,  as  was  the  whole  sad  scene.  He 
looked  above  and  held  up  his  hands,  as  though  saying 
he  gave  up  the  little  one.  Then  the  heart-broken 
mother  advanced  and  tried  to  do  the  same.  The  casket 
was  then  placed  in  a  white  velvet  gondola,  which  stood 
waiting  at  the  water's  edge.  From  the  four  corners  of 
the  boat  were  poles  wrapped  in  broad  satin  ribbon. 
These  poles  met  at  the  top,  and  from  them  fluttered  rib- 
bons and  white  banners,  on  one  of  which  in  gold  letters 
was  the  child's  name. 

The  little  girls  then  (juietly  entered  the  gondola,  seat- 
ing themselves  around  the  casket.  Then  the  two  gondo- 
liers took  their  places  at  either  end  of  the  boat.  They 
pulled  out  into  deep  water  and  waited  until  the  other 
gondolas,  which  were  all  black,  were  filled.  Then  they 
started  on  their  sad  mission,  which  was  to  be  ended  at 
Lido,  just  across  from  Venice,  where  there  is  a  beauti- 
ful cemetery.  I  stood  on  the  water-side  and  watched 
the  little  procession  until  it  disappeared,  thinking  it 
about  the  most  solemn  and  beautiful  sight  that  I  had 
seen  in  Europe.  Thoughts  of  Tennyson's  Lily  Maid  of 
Astealat  flooded  my  mind  and  I  really  saw,  in  life  what 
I  had  often  seen  pictured  in  books. 

The  whole  scene  was  most  poetic,  yet  so  solemn  and 
so  beautiful. 

"A  little  child  shall  lead  them,"  and  she  did,  and 
perhaps  she  will  lead  them  to  another  shore  where  they 
shall  meet  in  life  for  evermore. 


After  the  Shutters  are  Up 


According  to  an  exchange,  a  young  man  who  had 
not  been  married  long,  remarked  at  the  dinner  table 
the  other  day: 

"My  dear,  I  wish  you  could  make  bread  such  as 
mother  used  to  make." 

The  bride  smiled,  and  answered  in  a  voice  that  did 
not  tremble : 

"Well,  dear,  I  wish  you  could  make  the  dough  that 
father  used  to  make." 

*  «  # 

Brudder  Johnston  was  a  pompous  negro  who  took 
an  active  part  in  church  work.  One  night  the  preacher 
said:  "Brudder  Johnson,  will  you  lead  us  in  prayah?" 

"Ah'm  sorry  to  disappoint  de  Lawd  to-night,  pah- 
son."  replied  Brudder  Johnson,  "but  Ah  has  a  cold  on 
mah  chest." 

*  *  * 

A  gentleman  farmer  tells  of  a  city  lad  who  once 
worked  for  him 

The  lad  was  called  one  winter  morning  before  dawn 
and  told  to  harness  the  mule  to  the  dearborn. 

The  lad  was  too  lazy  to  light  a  lantern,  and  in  the 
dark  he  didn't  notice  that  one  of  the  cows  was  in 
the  stable  with  the  mule.  The  farmer,  impatient  at 
the  long  delay,  shouted  from  the  house : 

"Billy!  Billy!  What  are  you  doing?" 

"I  can't  get  the  collar  over  the  mule's  head,"  yelled 

back  the  boy.    "His  ears  are  frozen." 

*  *  * 

"The  manager  of  my  store,"  declared  the  merchant 
to  a  little  coterie  of  friends,  "is  a  peculiar  genius. 
Why,  would  you  believe  it,  when  he  draws  his  weekly 
salary  he  keeps  out  only  $1  for  spending  money  and 
sends  the  rest  to  his  wife  in  Toronto!" 

His  listeners — with  one  exception,  who  sat  silent  and 
reflective — gave  vent  to  loud  murmurs  of  wonder  and 
admiration. 

"Now,  it  may  sound  thin,"  added  the  speaker,  "but 
it  is  true,  nevertheless." 

"Oh,  I  don't  doubt  it  at  all!"  quickly  rejoined  the 
quiet  one;  "I  was  wondering  what  he  does  with  the 
dollar!" 

Perry  &  Mack.  Ltd.,  A^ancouver,  B.C.,  have  received 
provincial  incorporation,  with  a  capital  of  $25,000.  to 
take  over  the  business  of  Mack  Brothers,  undertakers 
and  funeral  directors,  at  2.398  Granville  Street,  that 
city. 

Turner  &  Porter,  funeral  directors,  Toronto,  have 
dissolved  partnership,  and  Thos.  Porter  is  continuing 
the  business  under  the  old  style. 


POINTERS  FOR  THE  PROFESSION 

By  Joe  L.  Tickell,  Belleoillf,  Treasurer  of  Board  of  Examiners 

The  true  funeral  ilirector  is  serious,  but  not  glooniy; 
diiffni lii'il,  hut  not  im.orose;  geintle,  but  not  fawning; 
se'lf  |iii--i'..c,l,  but  mot  self-conisic.ious;  quicitly  mjaster- 
ful,  l)nt  not  liossy;  alert  but  not  fuss}';  watchful,  but 
not  nervous;  patheAic,  but  not  lacrimose;  a  kindly  un- 
assuming ni,astoT  of  oeiremomies. 

Ma.ny  undcrtialters  tliroughout  the  province  are  leairn- 
ing  tlie  following  truth:  "  'Tis  better  to  have  it,  ajid 
not  neied  it,  than  to  need  it  and  not  have  it,"  and 
doubtless  they  will  soon  all  endeavor  to  qualify  before 
the  Board  of  Emiaminers  and  obtain  their  P^o^^neajal 
e  m  bia  Imeir 's  e  er  titi  p:ate . 
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ONTARIO 

Amherstburg — 

J.  H.  Sutton. 
Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.,  &  Co. 
Berlin — 

A.  G.  Sclireiters 
Boljcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brampton,  Ont. — 

McKillop  &  Mc'Intyre. 
Bracebridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbach,   Geo.   R.,  162 
King  St. 
Brooklin — 

Disney,  E.  S. 

Burks  Falls — 

Hilliar,  Joseph.    Box  213. 

Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Chatham,  Ont.  

Colbart  &  Son. 
Clinton — 

Walker,  Wesley. 
Cobalt — 

McNabb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A. 
Copper  Clifif — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

H.  P.  Fry.     'Phone  68. 
Out  ton — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  .John,  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoria. 
Gait- 
Allen  &  Eay. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

Gough,  J.  B.,  &  Son. 

McLay  &  Munro. 
Haileybury — 

Thorpe  Bros. 
Hamilton,  Ont. — 

Blachford  &  Sons, 
57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 

Dwyer,  James, 
16  Gannon  E. 


Eobinson,  J.  H.  &  Co.,  19-21 
John  St.  N 
Hanover — 

Wunnenburg,  Norman. 
Harrow,  Ont.— 

Madill,  J.  H.,  &  Co. 
Hepworth — 

Downs,  E.  J. 
Huntsville — 

HilHar,  Joseph. 
Ingersoll — 

Mclntyres,  F.  W.  Eoeler 
;ind  R   A  Skinnei,  jirops. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

MeOaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kincardine — 

Miller,  E. 
Kingston — 

Corbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 
London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dundas  St. 
Lucknow — 

A.  T.  Davison.    'Phone  28. 
Markdale— 

Oliver,  M. 
Mildmay — 

John  F.  Sdhuett 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  E. 
North  Bay — 

Martyn,  F.  J.,  33  Main  St. 

St.  Pierre,  E.  West. 
Norwich — 

G.  S.  Wilson.    'Phone  40. 
Oakwood — flNIariposia  Station 

G.T.E.)  Wilmot  F.  Webster. 
Ohsweken — 

Johnson,  F.  L. 
Orillia — 

Bingham,  H.  A. 

W.  A.  Strachan,  Mgr. 
'Phone  453. 

D.  Clark.    Tel.  159. 
Oshawa — 

Disney  Bros. 

Loike  Burial  Co. 
Ottawa — 

Ch.  E.  Woodburn,  586  Bank 
St.    Tel.  Oarling  600  and 
1009. 
Park  Hill- 
Foster  &  MePhee. 
Parry  Sound,  Ont. — 

Logan,  Alexander. 
St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St, 
Petrolia — 

Steadmian  Bros. 


Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Eankin,  H.,  &  Son. 
Rodney — 

Liebner  &  Wlalker. 
Renfrew — 

0  'Connor,  Wm. 
Sandwich,  Ont. — 

Lassaline,  E. 
St.  Marys — 

L.  A.  Ball. 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  E.,  &  Sons,  519 
Talbot  St. 
Simcoe — 

E.  F.  Best. 
Scotland — • 

Vaughan,  Jos.  H.  M. 
Stirling— 

Ealph,  Jas.   'Phone  102. 
Stratford — ■ 

Greenwood  &  Vivian,  Ltd., 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Strathroy — 

Stewart,  John  A. 
Sudbury — 

Moyle,  J.  E. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Eaper,  Washington,  Fleury 
Burial  Co.,  685  Queeu  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Thedford,  Ont. — 

Woodhall,  J.  B. 
Wallaceburg,  Ont. — 

Heath,  W.  H.,  &  Son. 

Saint,  J.  T. 
WeUand— 

Patterson  &  Dart. 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul. 
Wingham — 

Currie,  E.  A 

Walker,  J.,  &  Son. 
Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Buckingham — 

Paquet,  Jos. 
Cowansville — - 

.Tudson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 


NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA 
Ferrona — 

Eraser,  D.  &  Co. 
Halifax- 
Snow  &  Co.,  90  Argyle  St. 
Sydney  Mines — 

D.  A.  McEae,  Clyde  Ave. 
Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 
MANITOBA 
Brandon — 

Campbell  &  Campbell. 
Vincent  &  McPherson. 
Dauphin — 

Farrell,  A.  P. 
Souris — 

MeCulloch,  Wm. 
Swan  River — 
Paull,  Geo. 
Winnipeg — 

Bardal,    A.    S.,    834  Sher 

brooke  St. 
Thompson  Co.,  J.,  501  Main. 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
SASKATCHEWAN 
Gull  Lake — 

Morrow,  Fred.  A. 
Kamsack — 

Eussell,  G.  E.  I. 
Lanigan — 

Eobertson,  Wm. 
Moose  Jaw — 
The  Bellamy  Co. 
Broadfoiot  I3ros. 
Prince  Albert — 
Howard,  A.  C. 
Hadley,  C.  L. 
Rush  Lake — 

Friesen,  John  M. 
Saskatoon — 

Young,  A.  E. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 
Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 
Castor — ■ 

Winter,  W.  G. 
Edmonton,  Alta. — 

Wainwright  &  Jackson. 
BRITISH  COLUMBIA 
Victoria — 

Hana  &  Thompson,  827  Pan- 
dora Ave. 


Mr.  Undertaker 

You  may  have  your  name  listed  in  this  Direc- 
tory/or $1 .00  per  year.  Only  licensed  embalm- 
ers  accepted. 


Canadian  School  of  Embalming 

Instruction   in    Practical  Emlialming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 
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Index  to  Advertisements 


B 

Bcadi  Furniture  Co  22 

C 

Canada  Casket  Co  HI 

Canada  Furniture  Mfr.s  Ki 

Canadian  Miu-sercau  Co  'il 

Canadian  School  of  Embalniiiig. .  (ij 

Caranac  Laboratories   

Champion  Chemical  Co  Kl 

Central  Casket  Co  

Chesley  Furniture  Co   20 

Columbia  Graphophonc  Co  Sfl-ol 

D 

Dominion  Mfrs.,  Limited .  .55-56-57-58 
Du  Font  Fabrikoid  Co   16 

E 

Eckels,  H.  S  63 

Elora  Furniture  Co  12 

Egyptian  Chemical  Co  fili 

Elmira  Furniture  Co  16 

G 

(}alo&  Sons,  Ltd.,  Geo  o.l).c. 

Gibbard  Furniture  Cn  47 

Globe- Wernicke  Co   5 

Greer,  A.  B  i.b.c. 

Gold  Medal  Furniture  Co   15 

H 

Hourd&Co  10 

I 

Imperial  Rattan  Co   6 


K 

Kindcl  Bed  Co   7 

Knechtel  Furniture  Co  , .  ...  !t 

Knclchel  Kitchen  Cabinet  Co. . .  8 

M 

Malcolm  Furniture  Co.  Andrew  .  1 1 

Maxwell  Mfg-.  Co  i.b.c. 

McLagaii  F'urniturc  Co.,  Geo....o.f  .c. 

Meaford   Mfg.  Co   1« 

Mundell,  .J.  C,  &  Co  i.f.c. 

N 

N.  A.  Bent  Chair  Co  1'.' 

P 

Peppier  Bros  U) 

Pollock  Mfg.  Co  r,:i 

Q 

(iiiality  Mattres.s  Co  17 

Queen  Furniture  Co  10 

S 

Shafc.r  &  Co..  I).  L   11 

Stratford  Chair  Co   I 

Stratford  Mfg.  Co   6 

T 

Textileatlier  Co  i.f.c. 

W 

Walter  &  Co..  H  in 

Waterloo  Furniture  Co  II 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  othert  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


Will 

produce 
the  best 
possible 
results 


A  R  A  N  A 

EMBALMING  FLUID 


7.50 

per  gallon 


(Concentrated) 


fARANAf 


tARANAC  LABORAIMI' 


Your 
efficiency 

can  be 
increased 
by  using 
Caranac 

Fluid 


9.00 


per  case 

12-16  oz.  bottles 
(Concentrated; 


CARANAC  LABORATORY 


PETERBOROUGH,  ONT. 


\ 


WANTED — Eeliable  commission  men.  Should  write  us  at  on.ce. 
;i.s  we  have  a  special  proposition  to  offer.  Only  a  few  desirable 
territories  open.   Gendron  Wheel  Co.,  Toledo,  Ohio.  MA 


WANTED— First  class  embalmnr  and  undertaker.  Must  be  an 
Al  man.  Give  full  partieuilars  first  instanpp.  salary  required, 
and  if  married.  Apjjly  Box  144,  Canadian  Furniture  World 
:iiid  The  Undertaker. 

WANTED — Furniture  salesmen  with  good  connection  in  Western 
Ontario,  who  would  sell  on  commission  a  good  medium  priced 
line  of  dining  room  case  goods  or  any  other  good  line  which 
would  work  in  well  with  chair  line.  Write  for  particulars. 
Box  No.  138  Canadian  Furniture  World,  32  Colborne  Street, 
Toronto.  tf. 

WANTED — Commission  sialesmian  for  Western  Ontario,  inelud- 
iiiy  Toronto,  for  a  full  line  of  reliable  mattresses.  Highest 
eoinmission  paid  man  who  hais  good  connection  and  will  push 
a  good  line.  Box  144,  Canadian  Furniture  World,  32  Colborne 
Street,  Toronto.  tf. 

FOR  SALE — Undertakeir 's  outfit,  8  column  hearse,  double- 
decked  wiagon,  first  call  wagon,  pair  of  horses  and  harness. 
.$1,400.  Act  quick.  Nicest  outfit  in  city.  Apply  Box  140. 
Oanadian  Furniture  World  .and  The  Undertaker. 

FOR  SALE — Furniture  and  undertaking  business  establisheil 
over  50  years.  No  opposition.  Owner  has  three  businesses 
and  yviU  sell  any  one  of  them.  Apply  to  Box  139,  Canadian 
Furniture  World  and  the  Undertaker.  tf. 

WANTED — Undeirtaker 's  second  assistant,  single,  must  have 
knowledge  of  and  can  drive  motor  car.  Wages,  twelve  dol- 
laasi.  Ai>ply  Box  141,  Canadian  Furnitiu-e  World  aoid  The 
Undertaker.  A 

POSITION  WANTED — Funeral  director  and  embalmer  wishes 
jiosition.  Box  1.52  Oanadian  Furniture  World  and  The  Under- 
taker. 

FOR  SALE — Furniture  and  undertaking  business  in  Ontario 
town  of  5,000.  No  opposition.  Stock  can  be  reduced  to  suit 
jiurchaser.  Ajiplv  Box  143,  Canadian  Furniture  World  and 
The  Undertaker.  "  AMJ 
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Maxwell  Sanitary  Steel  Vault 

Patents  Nos.  759727;  759728;  800929;  800930;  840077 


STOP  COMPLAINING— FREE  YOURSELF  FROM  DOUBT— JOIN  THE  RANKS  OF  OUR  SATISFIED  CUSTOMERS 

You  can  make  no  mistake  in  using  a  Maxwell  Vault.   The  best  from  the  first.    Its  superiority  is  firmly  established 

after  years  of  experiment  and  improvement.  ^ 

NO  CAUSE  FOR  COMPLAINT— NO  CHANCE  FOR  EMBARRASSMENT 

Made  of  the  Very  Best  Grade  of  Steel  Sheets.  Welded  in  one  solid  piece  by  the  Autogenous  Process.   Finished  in  Aluminum  and  Gold. 

A  PLEASING  AND  EXCLUSIVE  DESIGN 
Carried  in  Stock  by 

DOMINION  MANUFACTURERS,  LIMITED 

TECUMSEH  and  NIAGARA  STS.,  TORONTO,  CANADA 


This  Factory  Offers  You 

The  Most  Complete 
Service  in  Canada 

^  By  complete  service,  we  mean  that  you  can 
order  from  this  organization  everything  in  brass 
and  metal  bedsteads,  and  bedding,  as  well  as 
dining  and  bedroom  furniture  in  Canadian  hard- 
woods. 

^  Moreover,  you  can  secure  the  advantage  of 
shipment  in  carload  lots  from  this  wide  range  of 
GALE  products  without  any  danger  of  over- 
stocking. 

^  As  all  goods  are  shipped  direct  from  our  own  warehouse 
platform,  you  save  materially  on  freight  charges,  cost  of 
handling  and  liability  to  damage  and  delay. 

Q  Every  shipment  is  backed  by  the  GALE  guarantee  of 
quality  and  service. 

Our  new  catalogue  of  Beds  and  Bedding,  and  photographs 
of  new  designs  in  Dining  and  Bedroom  Furniture 
will  be  ready  in  the  near  future. 

GEO.  GALE  &  SONS  UMITED 

WATER VILLE,  P.Q. 

Makers  of  Brass  and  Steel  Bedsteads,  Bedding  and  Furniture 


Vol.  6   No.  5 


MAY,  1916 


FURNITimWORLD 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

Who  also  Publish     The  Retail  Grocer  and  Provisioner,   The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-  W orker.  The  Electrical  Dealer 
and  Contractor,  The  Canadian  Nurse,  Motoring 


Distinctive 
in 

Design 


A  ttractive 
in 
Finish 


QUEEN  ANNE  STYLE 


THE  VERY  BEST  OF  QUALITY  is  contained  io  every 
piece  of  McLagan  Furniture. 

This  high  quality  insures  the  dealer  of  satisfied  customers. 

More  and  better  trade  for  those  handling  the  McLagan  Line, 
is  the  natural  result. 


Illustration  shows  No.  7334  Walnut  Buffet 
One  piece  of  a  complete  suite 
Enquire  about  it 


The  George  McLagan  Furniture  Co.,  Limited 

Stratford  Ontario 
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iimtMl-iMalig 

A  moderately -priced  roll  seat 
Rocker  of  unusual  design  that 
has  proved  a  seller.  Finished 
in  fumed  or  golden  oak. 


ELORA  ONTARIO 


than  artificial  leather,  and  wears  longer 
than  any  other  furniture  covering  made. 

Textileather  has  all  the  fine  graining  and  the  rich  appearance  of 
genuine  solid  leather.  Costs  less  and  wears  longer,  it  is  low  priced 
enough  to  enable  you  to  use  it  on  the  cheaper  as  well  as  the  best  lines. 

WRITE  FOR  SAMPLES  AND  BE  CONVINCED 

TEXTILEATHER  CO.,  212  Fifth  Avenue,  New  York  City 

Or  FRANK  SCHMIDT,  Berlin,  Canada 


Something  Better 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
erery  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

Globe- Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


First  of  all  she  will  be  the  recipient 
of  many  handsome  gifts  from  her  friends. 
Nothing  can  be  more  appropriate  as  a 
present  to  the  bride  than  a  nice  piece  of 
furniture. 

Many  brides  mean  many  new  homes 
being  set  np  at  this  season  of  the  year,  and 
of  course  "The  nest  has  to  be  feathered." 
Furniture  is  the  first  necessity  in  the 
feathering  process. 

This  is  your  opportunity,  Mr.  Furni- 
ture Dealer,  to  offer  a  suggestion  by  way 
of  Window  Displays  and  Advertising  of 
a  sensible  gift  to  the  bride  and  the  most 
suitable  fiirniture  for  the  home. 

No  buyer  is  more  critical  as  to  designs 
and  values  than  those  who  are  furnishing 
their  first  home. 

This  means  that  you  must  carry  o)i 
your  floor  the  goods  which  appeal  both  to 
the  eye  and  to  the  purse  of  these  cus- 
tomers. 

Stratford  lines  give  you  a  vMi-iety  of 
designs  and  prices  to  suit  the  needs  of 
every  home  and  for  every  room  in  the 
home.   Order  now. 


Stratford 
Furniture 
Manufacturers 
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In  every  particular  of  purpose 
accomplished,  pleasing  appear- 
ance and  value  delivered,  the 
KINDEL  Kind  amply  fulfil  the 
requirements  of  good  furniture. 

They  are  representative  of  the 
idea  of  Davenport  and  Divan- 
ette  at  its  best  to-day. 

Consequently,  there  is  a  satis- 
faction and  a  material  gain  to  be 
experienced  by  the  retail  distri- 
buters in  their  sale  impossible  to 
find  in  anything  less  worthy  than 
the  KINDEL  Kind. 

We  would  like  very  much  to 
have  you  secure  your  share  of 
this  profit. 


You  can  do  it  by 
getting  in  touch 
mth  us,  NOW. 


The 

Kindel  Bed  Co.,  Limited 


Toronto 


Ontario 


tr  DU  PONT 
%BRIKQll^ 


REG  U   S  PAT  OFF 


Saved  the  Day 

For  hundreds  of  manufacturers  when  grain 
leather  went  rocketing  to  the  sky  in  price.  The 
wise  manufacturer  and  upholsterer  at  once  adopt- 
ed Du  Pont  Fabrikoid  for  their  standard  uphol- 
stery material.  Thereby  proving  forever  its 
superiority  to  coated  splits. 

This  decision  was  based  on  years  of  experience 
in  handling  unsatisfactory  coated  splits,  and 
hard  tests  of  Du  Pont  Fabrikoid  in  service. 
Fabrikoid  proved  handsome,  durable  and  eco- 
nomical in  every  particular,  and  today  is  the 
standard  for  all  upholstery  of  the  leather  type. 

Send  for  samples  and  satisfy  yourself  of 
its  superiority  and  desirability. 

DU  PONT  FABRIKOID  CO. 

TORONTO,  ONT. 


Is  Yours  a  Growing  Store? 


Buildtni>  .1 
l-uniitur. 
Hiisin I 


rr  ■  H      Here  are  ideas  which 

will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
Hshed  trade. 

BUILDING 
A  FURNITURE 
BUSINESS 

is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 
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Buy  Chairs  that 
Build  Business 


A  reputation  for  handling  only  reliable  merchandise  is  one  of 
the  principal  assets  of  a  dealer  in  any  line.  The  Furniture 
dealer  who  stocks  "Stratford  Cliairs"  has  taken  a  long  step 
towards  making  the  future  of  his  business  secure. 


Jacobean 
Designs 
for 

Dining-Room 
and 
Library 


Stratford  Chairs  are  within  the  means  of  the  great  middle 
class — for  those  who  are  buying  for  to-morrow  and  who  will 
pay  a  little  more  than  the  price  of  cheap  goods. 

Stratford  Chair  Company,  Limited 

Stratford.  Ontario 
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A  Dependable  Chair 


A  very  handsome  and  strongly  built 
chair,  yet  very  light,  durable  and 
popular  with  the  trade. 

It  is  exceptionally  vv^ell  finished,  has 
veneered  seat,  and  we  can  supply  it 
in  hardwood,  either  Walnut  or  Ma- 
hogany finish,  and  in  Oak,  Fumed 
or  Golden  finish. 

WRITE  FOR  PRICES—NOW 


The  North  American  Bent  Chair  Company 

Limited 


OWEN  SOUND 


ONTARIO 


SATISFY  EVERY  CUSTOMER 


There's  a  lot  of  satisfaction  in  giving 
every  customer  a  little  more  than  their 
money  buys.  Better  values  in  materials 
and  workmanship.  This  is  made  possible 
when  you  sell  the  "  HYGIENIC"  line. 
Exceptional  manufacturing  facilities 
make  possible  lower  prices  without  in 
any  way  interfering  with  the  quality  of 
material  used. 

Try  these  grades.  You'll  find  them  quick 
sellers,  with  a  profitable  turnover  that 
will  agreeably  surprise  you. 


Lee-Burrell    -    Rex    -  Regent 

Made  of  the  purest  White  Cotton  Felt. 

Sea  Grass  and  Wool  Mattresses  also  shipped  in  any  quantities. 

THE  STANDARD  BEDDING  COMPANY 

Sole  manufacturers  and  distributers  of  "  Hygienic"  mattresses. 
27  DAVIS  AVENUE  -  .  TORONTO,  ONTARIO 
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Sectional  Bookcases 


G-W  ART  MISSION  STYLE 


One  of  our  most  attractive  styles.  Made  in  quartered  oak  and  real 
mahogany,  and  finished  in  Early  English  oak,  fumed  oak,  and 
medium  dark  mahogany  (all  dead  finishes).  Write  us  for  full 
details  of  other  lines. 

Stratford,  Ontario 


 ifrt^^ii. 
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''Elmira  Line'' 


contains  some  good  period  lines  in 
Oak  and  Walnut. 

These  can  be  finished  to  match 
any  other  make  of  goods. 

A  dealer  wants  a  chair  that  will 
sell  quickly  on  the  floor  at  a  fair 
profit.  Order  a  set  or  two  of  these 
period  designs,  which  will  prove 
that  it  is  the  "Elmira  Line"  you 
want  on  the  floor. 


The  Elmira  Furniture  Company,  Limited 


El 


mira 


Ontario 


i 


Shafer  Cedar  Chests 

are  especially  popular  at  this  season 

When  winter  clothing  is  being  stored  away, 
good  cedar  chests  are  exceptionally  saleable. 
And  by  virtue  of  their  apparent  qualit}-,  B.C. 
Red  Cedar  Chests  are  \ery  well  favored. 

Chests  of  all  sizes  and  in  a  wide  variety  of  styles 
are  illustrated  in  the  catalog  we  will  be  glad  to 
send  you. 

Particulars  of  other  lines  on  request 


D.  L.  SHAFER  &  CO.,  ST.  THOMAS,  ONTARIO 


Write  for  our  special  proposition  to  buyers  in  gross  lots. 
Scores  of  live  furniture  men  are  taking  advantage  of  this  offer. 


For  Summer  Business 

When  you  are  pu.shing  the  other  lines  of  furniture  which 
are  specially  in  (Icinand  during  the  suinnjer.  don't  overlook 
the  •■Peerless"  Folding  Table.  Us  uses  are  many  and 
varied— on  the  \  erandali— at  lawn  parties— on  camping  trips 
—  and  in  many  other  ways.  The 

WPEERLES5 

'    FOLDING  TABLE- 


is  so  convenient  and  neat  that  "  everyone  who  sees  one  wants 
our."  Include  the  "Peerless"  in  your  next  window  display 
of  siunmer  furniture  and  watch  the  results.  They're  easy  to 
;'ll  and  you  make  a  good  percentage  of  profit  on  each  sale. 

Sole  Licensees  and    Dept.  '*  W 
jrer,.  LONDON 


Hourd  &  Co.,  Limited  it.!:?""..' 


May,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


9 


We  have  endeavored  to  overcome  the  shortage  of  materials  m  our 
Hne,  and  succeeded  in  accumulating  a  large  stock  of  material,  but 
the  patriotic  response  of  our  men  to  the  colors  has  depleted  our 
working  staff  to  a  pomt  w^here  we  cannot  give  usual  deliveries.  The 
revival  of  business  has  put  us  behind,  and  we  are  unable  to  keep 
pace  with  orders  received,  and  must  ask  the  indulgence  of  the  trade 
for  the  present.  We  will  give  all  orders  received  the  best  possible 
attention. 

IMPERIAL  RATTAN  CO.,  LIMITED 

Manufacturers  of 
REED.  RATTAN  AND  UPHOLSTERED  FURNITURE 
STRATFORD.  ONTARIO 


Camp  Furniture  That  Satisfies 


You  cannot  go  wrong  when  you  order  "Stratford"  Camp 
Furniture.  It  is  most  satisfactory  in  every  way,  and  will 
last  under  exceptional  usage. 

Send  your  order  in  now.  Your  customers  will  soon  be 
wanting  this  class  of  goods. 

Our  line  of  Folding  Tables  and  all  kinds  of  Folding  Chairs 
for  camp  purposes  also  contain  the  best  of  quality. 


Write  for  Catalog 


No.  40 


The  Stratford 
Mfg.  Co.,  Limited 


Makers  of  Ladders,  Lawn  Swings,  Boyer's 
Sliding  Seltees,  Folding  Chairs  and  Tables, 
Chairs  for  assembly  seating.  Lawn,  Camp, 
and  V erandah  Furniiure,  Kitchen  Cabinets, 
Woodenware,  Park  Seats,  etc 


Stratford 


18 


Ontario  = 
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The  Latest  Triumph  in  Tables 

Tilt -Top  "Twin" 


Saves  Floor  Space  in  Your  Store 

Some  of  the  selling  points  are  here  given,  but  there 
are  lots  more. 

Tilt  the  Top  and  roll  it  on  its  own  casters  when 
housecleaning  or  for  large  gatherings.  It  will 
go  through  narrow  doors  and  stand  firmly  wher- 
ever left. 

Two  Pedestals,  each  complete  in  itself. 

Two  Pedestals  are  stronger  than  one  divided. 

Two  Pedestals  eliminate  the  unsightly  drop  legs. 

Two  Pedestals,  always  perfect,  whether  table  is 
closed  or  in  extended  position. 

The  many  selling  points  give  the  Tilt-  Top 
**Twin*'  their  easy -selling  qualities 


Chesley  Furniture  Co.,  Limited 

Chesley  -  Ontario 
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The  Gold  Medal  Line 


SPRING  TIME  IS 
BED  SPRING  TIME 

We  are  extremely  busy  in  our  Bedding  Department  and  dealers  are  advised 
to  anticipate  their  requirements  ahead  so  as  to  avoid  delay 
and  disappointment  in  deHveries. 

HERCULES 

REGISTERED 

BED  SPRINGS 


Many  years  of  test  has 
put  the  stamp  of  public 
favor  and  confidence  on 
the  celebrated  guaranteed 

"HERCULES" 


(Reg.  Trade  Mark.) 


"  PURITY  " 

(Registered. ) 

Mixed  Mat- 
tresses and 
White  Cotton 
Mattress. 

"Gold  Medal" 
Felt  Mattresses 


Manufacturers  of  Parlor  and  Living  Room  Furniture 

The  Gold  Medal  Furniture  Mfg.  Co. 


Head  Office:  Van  Home  St.,  Toronto 


Limited 


Factories  alto  at  Montreal,  Winnipeg  and  Uxbridge 
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Every  H.E.  Product  is  a  Special  Value 


because  it  is  the  product 
of  a  plant  specializing 
on  Kitchen  Tables  and 
Cabinets. 


Our  kiU  lieii  tables  and  cabinets  are  built 
to  last  and  finished  to  please.  Stability 
and  satisfaction  are  tlie  first  consideration, 
price  next.  They  have  every  accessory  a 
kitchen  table  or  cabinet  needs.  You'll  sell 
H.  E.  tables  and  cabinets  alongside  any 
other  cabinel  made.  Leave  it  to  the  cus- 
tomer. Write  and  let  us  tell  you  about 
them. 

The  table  illustrated  is  No.  4 1  '/i 
finished  in  while  enamel,  porce- 
lain lop,  round  corners,  42  x  26 

Price  :  $10.75 


H.  E.  Furniture  Co. 

Limited 
Milverton,  Ontario 


THE  WABASH  SLIDE 


 T5^*sr: 

Ait:^ — ':!Lhk — 

MADE 


B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articles. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uiing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


MOTORMG 


The  Pioneer  Paper  in  the 
Automobile  Field  in  Canada 


^  We  have  made  this  journal  the  most  practical  automobile 
paper  in  Canada.  It  is  an  authority  on  the  subjects  of  vital 
interest  to  all  motor  car  owners  and  users. 

^  The  big  editorial  features  each  month  are  striking  and 
timely  and  the  claim  is  easily  substantiated  that  it  is  more 
virile  now  than  at  any  period  of  its  long  record  of  progress 
and  achievement. 

^  If  you  have  a  pleasure  or  a  delivery  car  you  should  be  a 
subscriber  to  this  paper. 


f[  A  monthly  magazine  of 
real  interest  and  value  to 
eoery  motorist  in  Canada. 


The  Commercial  Press,  Limited 

32  Colborne  Street,  Toronto 
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Mr.  Frederick  Cuffe 

19  Sorauren  Avenue,  Toronto 
representing 

THE  BARCALO 
LINE 

will  call  on  ^ou  soon  and  be  pleased  to  show  \;ou 
some  remarliahle  values  from  our  very 
complete  line  of  metal  and  brass  beds 


EVERY  LIVE  DEALER  WILL  BE  INTERESTED  IN 
THESE  ATTRACTIVE  PROFIT  MAKERS 


Barcalo  Light 
Steel  Beds 

are  made  smooth  and  strong  and 
appeal  to  the  eye  of  your  customer. 

They  are  backed  by  The  Barcalo  guarantee  of 
thirty-five  years  against  breakage. 

Note  ihe  smooth,  graceful  lines  of  designs  illus- 
trated herewith.  The  goods  are  right.  The 
prices  right  and  these  beds  are  every  day  sel'crs. 

Get  in  touch  with  our  representative  now  before 
prices  advance. 


t>      Q  o 


«■     «     *  ® 


Our  prices  are  quoted 
duty  and  freight 
paid  to  the  nearest 
point  of  competition. 


Barcalo 

Manufacturing  Co. 

Buffalo,  N.Y. 
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ENTIREL  Y 
NEW 


This  beautiful  Louis  XVI 
Suite  in  Mahogany  now 
ready  for  shipment,  English 
Brown  or  Standard  Ma- 
hogany finishes.  Distinc- 
tive brass  period  trimmings. 
In  addition  to  the  3  pieces 
illustrated  we  have  bed  and 
somnoe  to  match. 


No.  9557. 


No.  9555 


A  DISTINCTIVE  SUITE  AT  A  POPULAR  PRICE 

WRITE  FOR  PRICES. 


This  suite  is  the 
product  of  our  Berlin 
Factory,  the  home  of 
Canada's  finest  and 
best  made  Furniture. 


The  entire  suite  or 
any  one  piece  can  be 
supplied  at  once,  and 
will  make  an  attract- 
ive display  on  your 
floor. 


No.  9558 


FACTORIES  : 

WOODSTOCK 
BERLIN 
WATERLOO 
SEAFORTH 


Panada  PurnitureManufacturers 


Limited 

GENERAL  OFFICES  :   WOODSTOCK,  ONT. 
WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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Knechtel's  No.  155  Suite  in  Gum 
is  a  Real  Trade  Getter 


No.  155.— Suite— 195.00  (List).— 7  pieces. 


One  of  these  suites  in  your  show  window  will  attract 
as  much  attention  and  favorable  comment  as  any  suite 
we  know  of,  and  the  price  will  not  frighten  your  cus- 
tomers away.  No.  1  5  5  is  made  of  gum-wood,  finished 
American  walnut  or  mahogany,  rubbed,  also  white 
enamel,  at  the  price  quoted  above.  The  twist  turnings 
and  moulded  drawer  fronts  have  given  us  the  Jacobean 
touches  without  making  the  suite  expensive.  The  suite 
is  handsomely  proportioned  and  makes  a  mighty  fine 
window  display. 


THE  KNECHTEL  FURNITURE  CO. 

LIMfTED 

HANOVER  ONTARIO 
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The  Meaford  Line 

Breaking  all  previous  records — 281%  increase  ovei  191  5  in  mail  or  unsolicited  orders,  and  well 
over  any  previous  year.  ^  This  must  convince  you,  Mr.  P  urniture  Dealer,  that  the  Meaford 
Line  leads  in  popularity,  gives  service  and  moves  off  the  floor  quickly. 


Period  and  Modern  Designs  in  Matched  Dining  Room,  Bed  Room  and  Library  Suites  is  a  big  feature  with  us. 


Lines : 


Buffets 
Sideboards 
Extension  Tables 
China  Cabinets 
Chairs 
Dressers 
Chiffoniers 
Dressing  Tables 
Beds 

Wardrobes 
Costumers 


Hall  Racks,  Seats 

and  Mirrors 
Library  Tables 
Desks 
Book  Cases 
Combination  Desk 
Centre  Tables 
Jardiniere  Stands 
Pedestals 
Smokers'  Stands 
Music  Cabinets 
Medicine  Cabinets 


Modern 
Colonial 
Adam 


Designs : 


Jacobean 
William  and  Mary 
Louis  XVL 


Finishes : 


Surface  Oak 
Surface  Mahogany 
Chippendale 

Mahogany 


Ivory  and  White 

Enamel 
Walnut  on  Cana- 
dian Elm 
Plain  Oak,  Fumed 


The  Meaford  Manufacturing  Co.,  Limited,  Meaford,  Ont. 
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June  Wedding's  Purnittire  dealers  will  soon  be 
and  Funeral  running  special  advertising  eam- 

Announcements.  paigns  for  the  purpose  of  secur- 
ing businesvs  from  newly-married 
couples  and  their  friends:. 

There  is  one  thing  that  we  would  suggest,  and  that  is 
that  those  who  are  funeral  directors  as  well  as  furni- 
ture dealers  should,  for  the  time  being,  omit  from  theii' 
advertisements  all  reference  to  the  former  branch  of 
their  business. 

As  an  underlying  principle  of  good  advertising  prac- 
tice, it  is  well  to  concentrate.  To  publish  that  which 
tends  to  divert  or  repel  is  consequently  a  departure 
from  this  principle. 

When,  at  the  bottom  of  his  advertisement,  designed 
to  catch  the  trade  of  the  June  bride,  the  furniture 
dealer  announces,  as  some  have  done,  in  bold,  black 
type,  that  he  is  a  funeral  director  and  embalmer,  he  is 
certainly  departing  from  sound  advertising  practice. 

Of  all  times  in  the  year  when  reminders  of  death 
should  be  eliminated  from  the  furniture  dealer's  adver- 
tisement it  is  when  he  is  making  a  special  effort  to  se- 
cure the  June  wedding  trade. 

Upon  some  people  about  to  be  married  references  to 
funerals  and  embalming  may  have  no  effect.  But  there 
are  others,  and  particularly  sensitive  ones-,  upon  whom 
the  adverse  psychological  effect  created  might  be  suffi- 
cient to  drive  them  to  another  store  for  their  purchases. 
It  is,  therefore,  dangerous  to  take  the  risk. 

At  any  rate,  to  couple  June  weddings  and  funerals 
in  one  and  the  self-same  advertisement  is  an  incon- 
gruity. And  that  is  in  itself  sufficient  warranty  to 
condemn  it. 

Court  the  trade  of  the  June  bride  and  her 
friends. 

Should  Buy  Cana-  Parliament  the  other  day  voted 
dian  Furniture.  the  sum  of  $415,000  for  the  fur- 
nishing and  maintenance  of  pub- 
lic buildings.  It  is  specified  that  part  of  this  sum — how 
much  is  not  stated — is  to  be  spent  on  new  furniture. 

It  is  to  be  hoped  that  the  furniture  bought  will  be  of 
Canadian  manufacture. 

It  ought  not  to  be  necessary  to  express  such  hope. 
But,  unfortunately,  it  is  necessary,  because  time  and 


again,  instead  of  buying  Canadian-made  furniture  for 
public  buildings,  recourse  has  been  had  to  the  imported 
article.  For  Austrian  bent  wood  furniture  there  has 
seemingly  been  a  strong  preference  among  officials  to 
whom  was  delegated  th-e  duty  of  rajaking  the  necessary 
purchaises. 

Of  course,  there  is  no  likelihood  of  Austi'ian  furni- 
ture being  purchased  at  present,  but,  judging  from  the 
experiences  of  the  past,  there  is  always  a  possibility  of 
the  preference  being  given  to  the  product  of  other  for- 
eign factories. 

The  Hon.  R-obert  Rogers  slioulcl,  if  he  has  not  already 
done  so,  give  instructions  that  none  but  Canadian-made 
furniture  is  to  be  purchased  for  the  public  buildings  of 
Canada.  He  might  also  see  what  can  be  done  for  the 
Canadian  product  when  purchases  are  being  made  for 
Rideau.  Hall,  the  residence  of  the  (ioveirnor-General,  as, 
according  to  tlie  estimates  submitted  to  Parliament, 
furniture  is  to  be  purchased  for  that  place.  Canadian- 
made  furniture  is  just  as  good  for  Rideau  Hall  as  it  is 
for  the  public  buildings  of  the  Dominion.  As  a  matter 
of  fact,  Canadian-made  furniture  is  good  enough  for 
any  building  in  Canada,  be  it  public  or  private. 

Those  who  are  willing  to  pay  the  price  can  always 
get  the  quality. 

Every  June  bride  is  a  potential,  permanent 
customer. 

Not  Good  For  The  subject  of  interest  on  de- 

Business,  posits  by  the  public  in  the  Post 

Office  and  Government  Savings 
Banks  "bobs  up"  intermittently  during  every  session 
of  Parliament.  A  few  days  ago  the  Senate  had  its  turn 
at  the  subject.  It  was  introduced  by  one  of  the  Sen- 
ators, u,rging  the  Grovernment  to  increase  the  rate  of 
interest  to  3i/2  or  4  per  eent. 

To  a  great  many  people  in  Canada  it  does  appear 
reasonable  that  when  the  G-overnment  is  paying  as 
high  as  4%  to  5  per  eent.  for  loans  which  they  have 
negotiated  during  the  past  year,  they  ought  at  least  to 
pay  a  higher  rate  on  deposits  which  are  made  in  the 
Post  Offiee  and  Government  Savings  Banks. 

But  the  situation  is  not  on  all  fours.  When  the  Gov- 
ernment goes  into  the  open  market  to  borrow  money  it 
rule,  for  long  periods  of  time.  Consequently, 
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it  ii;itiirally  lias  to  pay  a  liifilicr  rate,  of  i)itci-est  tlian  it 
would  for  short-tcnii  loans.  Ooiiscc|uontly.  tho  rate  of 
interest  whieh  the  Cxovernnient  pays  on  long-term  loans 
obtained  cannot  be  taken  as  a  criterion  for  the  interest 
they  should  pay  oti  deposits  made  with  them  by  the 
public. 

The  sjiasmodic  attempts  which  are  made  to  induce 
the  Government  to  increase  the  rate  on  deposits  in  the 
savings  banks  under  their  control  should  not  be  witli- 
out  interest  to  the  business  men  of  the  country. 

If  the  Government  were  to  do  as  well-intentioned 
members  of  Parliament  would  have  them  do,  the  in- 
crease could  not  stop  at  the  deposits  with  the  Govern- 
ment Savings  Banks.  It  would,  of  necessity,  in  time 
extend  to  the  deposits  witli  the  chartered  banks,  other- 
wise, attracted  by  the  higher  rates  of  interest,  the  main 
stream  of  the  savings  of  the  public  would  be  diverted 
from  them  into  the  coffers  of  the  Government  institu- 
tions. That  in  time  Avould  mean  a  serious  curtailment 
in  the  funds  available  for  comniei'cial  loans  and  indus- 
trial enterprises  unless  the  chartered  banks  headed  it 
off  by  increasing  their  rates  of  interest  on  savings 
deposits. 

That  in  tui'ii  would  re-act  on  the  rate  of  interest 
charged  by  the  banks  on  the  loans  they  made  to  the 
business  men  of  the  country,  for  the  rate  of  interest 
charged  on  money  advanced  to  borrowers  must,  of 
necessity,  be  regulated  to  a  large  extent  by  the  amount 
allowed  by  the  banks  to  the  depositors. 

Money  is  regulated  by  the  same  laws  that  regulate 
the  sale  of  merchandise:  The  cost  is  the  principal  fac- 
tor that  determines  its  selling  price. 

Business  men,  therefore,  can  scarcely  be  favorable  to 
the  propaganda  for  higher  rates  of  interest  on  savings 
deposits. 

The  show  ivindon)  and  the  advcrtisemoit  should 
show  the  June  bride  that  w/iich  the  dealer  is 
able  to  supply  for  the  fur>iishi)ig  of  her  t/ew 
home. 

Successful  Retailing-.  What  is  your  object  in  doing 
business?  asks  Hugh  Chalmers, 
and  then  he  answers  himself — To  sell  goods  at  a  profit. 
That  is  what  we  are  all  in  business  for.  Your  business 
is  organized  for  the  purpose  of  selling  something.  And 
unless  we  can  sell  at  a  profit  we  cannot  stay  in  business. 

Now,  in  order  to  sell  goods  at  a  profit,  what  must 
we  do?    In  other  words,  what  is  salesmanship? 

Salesmanship  is  simply  inflviencing  the  minds  of 
others.  It  is  simply  making  the  other  fellow  feel  as 
you  do  about  what  you  have  to  sell.  You  are  trying  to 
get  the  people  who  come  into  your  store,  or  in  a  larger 
way,  all  the  people  in  your  town,  to  feel  that  they 
should  buy  your  goods. 

You  have  got  to  get  the  people  inside  of  your  store: 
then  you  have  to  sell  them  the  goods  you  have  stocked 
before  you  become  a  merchant.  And  this  is  the  hardest 
part  of  being  a  merchant ;  in  my  opinion  aboiit  seven- 
eighths  of  the  problem.  Nearly  anybody  with  a  suffi- 
cient amount  of  capital  can  put  up  a  store  building, 
fill  it  with  goods,  but  not  everyone  can  sell  the  goods 
to  keep  the  store  going.  For  a  great  many  people  do 
not  understand  in  the  first  place  that  salesmanship  is 
simply  influencing  the  human  mind,  and  in  the  second 
place,  do  not  know  how  to  influence  the  mind. 

The  mind  is  influenced  by  many  things  and  in  many 
ways.  The  business  man  who  realizes  these  fundamen- 
tal principles  of  salesmanship  will  have  it  in  mind  from 
the  time  he  first  plans  his  building.    TIk^  building  itself 


influences  the  mind  of  the  customer.  The  windows  and 
the  displays  in  them  influence  the  mind.  The  goods 
and  the  way  they  are  displayed  in  the  store  influence 
the  mind  of  the  possible  buyer.  Also  the  value  and  the 
price;  and  likewise  the  employes  of  the  store. 

A^ow  is  the  time  to  prepare  your  shoiv  cards 
for  the  June  wedding  trade. 

Getting-  Worth  out  Thei-e  ai-e  still  a  few  dealers  who 
of  Trade  Papers.  do  not  take  sufficient  interest  in 
their  trade  papers  to  consider  it 
woi'th  their  while  to  read  them  through  carefully.  In- 
deed, some  there  are  who  hardly  open  them.  They  can 
be  seen  piled  up  on  the  proprietor's  desk  unopened,  and 
when  the  pile  is  high  enough  tliat  it  topples  over,  dear 
knows  what  becomes  of  them. 

This  is  all  wrong.  If  the  paper  is  worth  subscribing 
for  it  is  worth  reading.  More  than  that,  it  should  be 
read  and  digested.  There  is  in  every  issue  of  almost 
every  trade  paper  at  least  one  article  or  suggestion  that 
will  be  found  hel{)ful  to  dealers  everywhere.  There  are 
the  trends  of  the  markets,  how  some  dealer  has  over- 
come a  difficulty  that  may  apply  to  other  dealers,  hints 
on  window  trims,  suggested  advertising  stunts,  news 
of  the  trade,  and  numy  other  things  that  should  be 
found  helpful  to  all  dealers — an  encyclopedia  of  useful 
helps  on  all  phases  of  business. 

Nor  should  the  advertising  pages  be  skipped.  There 
will  be  found  the  new  things  and  the  good  things  that 
dealers  should  stock.  Considered  from  all  sides,  the 
trade  paper  is  a  regular  monthly  visitor  that  .should  be 
welcomed.  Successful  dealers  state  that  much  of  their 
success  is  due  to  the  help  and  assistance  received  from 
their  trade  papers.  Is  your  furniture  paper  helping 
you  ? 

I  Passing  Thoughts  on  Business  | 

g  Hv  W.  L.  v..  S 

M        Enthuse  your  clerks  for  the  June  bride  trade.  S 

S  Consult  the  trade  papers  and  the  manufac-  S 
S  tiirers  catalogues  for  ideas  regarding  the  June  « 
g     bride  trade.  S 

w  Business  is  still  going  up  and  failures  still  going  g 
o  down.  Last  month' s  failures  were  I  ~  per  cent,  lower  g 
w     than  a  year  ago.  g 

8  While  the  sun  is  coaxing  Summer  see  that  your  o 
o     7vindows  coax  customers.  « 

g  He  is  an  unwise  merchant  who  works  so  hard  g 
8     that  he  hasn't  time  to  think.  S 

g  He  who  would  be  boss  in  his  own  store  must  first  g 
8     be  master  of  himself .  S 

S  Mercha7its  %vho  do  the  work  that  ought  to  be  done  Q 
g     by  the  juniors  are  wasting  both  time  and  money.  S 

8  Rapid  turnover  of  stock  is  more  to  be  desired  than  S 
O     much  capital.  fs 
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Furniture  as  Gifts  for  Prospective  June  Brides 

A  discussion  of  the  possibilities  of  the  dealer  for  securing  the 
business  and  a  suggestion  of  ways  and  means  of  doing  so. 


By  W.  L.  EDMONDS 


THERE  is  not  a  month 
the  year  round 
when  it  is  inappro- 
priate for  the  retail  furni- 
ture dealer  to  put  on  a 
special  sale  of  some  kind. 

June  is  the  month  par 
excellence  for  the  dealer 
to  specialize  on  sales  de- 
signed to  catch  the  busi- 
ness of  newly-married 
couples.  People  are  being 
married  and  given  in  mar- 
riage the  year  round,  but 
in  no  month  of  the  year 
is  the  practice  so  general 
as  in  June. 

There  was  a  time  when 
the  furniture  trade  did 
not  share  in  this  trade  to 
the  extent  it  does  to-day. 
From  all  time,  newly-mar- 
ried couples  had  to  rely 
on  the  furniture  dealer  for 
the  equipment  necessary 
to  the  furnishing  of  their 
home.  But  the  relatives 
and  friends  who  made 
gifts  seldom  thought  of 
the  furniture  store  as  a 

place  in  which  to  purchase  them.  Thcii'  thoughts,  as 
a  rule,  turned  more  toward  the  jewelry,  the  fancy 
goods  and  other  stores  rather  than  toward  the  furni- 
ture store. 

That  practice  is  not  so  common  to-day  as  it  was 
then.  But  that  it  is  still  much  in  vogue  is  evident  from 
the  gifts  which  are  placed  on  view  at  every  marriage 
ceremiony.  As  a  rule  an  odd  piece  of  furniture  will  be 
seen  here  and  there,  bnt  that  is  about  all. 

It  is  not,  of  course,  to  be  expected  that  all  wedding 
presents  should  be  obtained  from  the  furniture  store. 
But  that  a  great  deal  more  than  at  present  should  be 
obtained  there  can  scarcely  be  gainsaid. 

Furniture  as  Gifts 

For  all  practical  purposes  nothing  can  beat  as  gifts 
to  newly-weds  the  articles  which  can  be  found  on  sale 
in  the  average  up-to-date  furniture  store.  The  fact 
that  is  gradually  dawning  upon  the  people  who  make 
gifts  is  evidenced  by  the  increased  sales  dealers  are 
making  on  this  account. 

That  this  practice  can  be  made  more  common  there  is 
no  doubt.  But  it  is  the  dealer  who,  in  the  final  analysis, 
must  make  it  so.  It  is  all  a  matter  of  education.  And 
it  is  not  a  difficult  matter,  because  there  are  no  preju- 
dices to  break  down.  On  the  contrary,  people  who 
intend  making  wedding  gifts  welcome  with  open  arms 
those  who  can  suggest  articles  suitable  for  the  purpose. 

The  sale  being  favorable  the  important  thing  for  the 
dealer  is  to  set  about  cultivatinf;-  it. 

Manufactiirers  of  furniture  and  house  furnishings 
generally  have  made  it  possible  for  the  dealer  to  secure 


Suitable  Gifts  for  June  Brides 

China  Cabinet 

Linoleums  and  Oilcloths 

Dressing  Table 

Lurtains 

Parlor  Mirror    Hall  Mirror 

Window  Blinds 

Music  Cabinet 

Buffets  Sideboards 

Parlor  Chair 

Uintng  Koom  1  ables 

Rocker 

Dining  Room  Chairs 

Parlor  Lamp 

Easy  Chairs 

Kitchen  Cabinet 

Ironing  Boards 

Refrigerator 

Baking  Tables 

Parlor  Suites 

Medicine  Chests 

Bedroom  Suites 

Book  Cases 

Living  Room  Furniture 

Foot  Stools  and  Hassocks 

Couches 

Sofa  Cushions 

Hall  Racks 

Tea  Trays 

Hall  Trees 

Umbrella  Stands 

Magazine  Stands 

Jardiniere  Stands 

Writing  Tables  and 

Flower  Pedestals 

Secretaries 

Smokers '  Tables 

Card  Tables 

Side  Tables 

Talking  Machines 

Cellarettes  Tabourettes 

Record  Cabinets 

Diner  Wagons 

Chiffonieres  Wardrobes 

Screens 

Bedroom  Boxes 

Curates 

Davenports 

Dinner  Gongs 

Vacuum  Cleaners 

Pictures 

Carpel  Sweepers 

Paper-  holders 

Library  Tables 

Cake  Stands 

Den  Tables 

Stoves  Heaters 

Carpets  Rugs 

Grandfather  Clocks 

a  variety  of  lines  neces- 
sary to  supply  demands  of 
all  sorts  and  conditions. 
There  is,  therefore,  no 
difficulty  as  far  as  getting 
the  necessary  supply  of 
suitable  lines  is  concerned. 

Educational  Work 

There  are  two  general 
ways  in  which  the  neces- 
sary educational  work  can 
be  done.  The  one  is  by 
advertising.  The  other  is 
through  window  displays. 

Generally  speaking,  ad- 
vertising has  a  broad 
meaning,  because  it  em- 
braces a  multitude  of 
methods.  To  reach  a  broad 
field  there  is  nothing  to 
beat  newspa.per  advertis- 
ing. It  not  only  reaches  a 
broader  field,  but,  when 
propei'ly  done,  carries 
more  weight. 

To  prepare  good  adver- 
tising copy  does  not  re- 
(|uire  great  skill  or  ingen- 
uity. What  it  does  de- 
mand in  its  i)reparation  is  business  common  sense.  In 
other  words,  the  ability  to  put  on  paper  that  which  a 
dealer  would  say  to  a  customer  when  talking  to  him 
face  to  face  in  his  store.  There  he  would  tell  him 
about  the  quality  of  the  goods,  the  suital)ility  of  this 
or  that  article  and  the  price  at  which  it  can  be  bought. 
Tliis  any  furniture  dealer  can  do. 

Secret  of  Effective  Advertising 

Advertising,  to  be  effective,  must  be  striking  and 
to  tlie  point  as  well  as  informative.  Give  particular  at- 
tention to  the  first  line  and  the  introduction  in  order 
that  it  may  arrest  the  attention  and  hold  it.  If  the 
first  line  and  the  introduction  are  not  specially  de- 
signed to  catch  the  eye  of  those  interested  in  buying 
articles  for  wedding  gifts  the  advertisement  can 
scarcely  be  called  eft'ective.  Crowding  the  advertise- 
ment should  also  be  avoided.  White  space  creates 
contrast. 

Illustrations,  while  not  absolutely  necessary,  greatly 
add  to  the  effectiveness  of  the  advertisement,  for  it  in- 
creases its  selling  power  as  well  as  its  attractiveness. 

A  folder  or  booklet  containing  a  list  of  housefurnish- 
ing  articles,  togetlier  with  the  price  of  some,  and  nicely 
illustrated,  will  gi'eatly  help  to  increase  the  sale  of  fur- 
niture and  furnishings  during  the  June  wedding 
period.  The  necessary  cuts  for  the  illustrations  could 
be  obtained  from  the  manufacturers  free  of  cost. 

Watch  the  Society  Columns 

By  watching  the  society  columns  of  the  newspapers, 
and  through  information  obtained  by  other  means,  the 


20 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


May,  1916 


(Icjilcf  eaii  ojisily  compile  a  list  of  j)ros|)('etiv('  bridos 
and  bridegrooms.  To  these  a  copy  of  the  booklet  could 
be  mailed,  aceoinpaiiied  with  a  letter  tendering  con- 
gratulations and  inviting  an  exainiruition  of  the  furni- 
tiifc  and  Furnishings  in  stock.  A  copy  should  also  be 
sent  to  the  relatives  aiul  frieiuls  of  the  prospective 


Cupid  may  have  caught  the  June 
bride,  but  it  is  the  wide-awake  dealer 
that  furnishes  her  home. 


newly-weds.  A  booklet  of  this  kind  would,  in  fact,  be 
found  useful  the  year  I'ound.  as  a  copy  could  be  mailed 
to  tlu'  contracting  parties  and  their  fi'iends  whciu'vei-  a 
marriage  was  in  j)rospeel. 

A  List  of  Newly-Weds 

The  list  of  newly-weds  should  be  carcfidly  preserved 
and  adiled  to  inontli  after  month,  year  in  aiul  year  out, 
for  it  ran  be  made  to  serve  a  useful  ])urpos('  for  long 
afterwards.  We  have  reference  to  the  use  to  which  it 
can  be  put  in  order  to  keep  in  touch  with  the  newly- 
nuu'ried  couple  after  they  have  taken  uj)  housekeeping. 
For  a  newly-married  couple  need  to  buy  more  or  less 
fui-nitni'e  and  furnishing  to  the  end  of  their  days. 
When  a  dealer  has  a  list  of  the  newly-married  people  it 
is  a  very  simple  matter  to  keep  in  touch  with  them  as 
long  as  they  arc  I'esidcnt  in  his  neighborhood. 

Importance  of  Window  Displays 

Not  by  any  means  the  least  important  part  of  a  cam- 
paign for  getting  the  business  of  the  prospective  newly- 
wed's  ami  their  relatives  and  friends  is  the  wiiulow  dis- 


plays. Special  effort  is  necessary  in  this  f)articular  as 
well  as  in  r'cgard  to  advertising. 

That  a  well-dressed  window  can  be  made  a  potent 
foire  there  can  be  no  doubt.  To  make  them  potent  re- 
<|uires  iruich  thought  and  a  great  deal  of  attention. 

Tn  orfler  to  attract  widespread  attention,  something 
'Mil  of  the  ordinary  should  be  introduced  in  the  initial 
display.  Some  dealers  have  introduced  the  innovation 
of  haying  a  bona-fide  wedding  ceremony  performed  in 
the  window.  What  would  be  a  still  easier  matter 
would  be  to  procure  a  number  of  wax  figures,  dress 
them  lip  to  represent  a  wedding  i)arty,  and  place  them 
ni  the  window.  These  figures,  togcither  with  the  cos- 
tumes, ('ould  be  horrowed  from  local  drygoods  mer- 
chants and  costunu'rs.  and  they  could  be  "recompensed 
by  stating  on  window  cai-ds  that  the  costumes  had  been 
su{)[)lied  by  tliein. 

Another  series  of  displays  should  embi-ace  furnish- 
ings for  different  rooms  in  the  hoim',  such  as  tiie  living 
room,  the  bedroom,  the  dining  room,  and  the  kitchen. 
Still  othei-  disi)lays  might  be  made  up  of  odd  pieces 
of  furniture  suitable  for  wedding  gifts. 

That  the  cultivation  of  the  .June  wedding  trade  is 
worth  while  there  can  be  no  doubt,  for,  besides  the 
immediate  business  resulting,  there  is  that  which  is 
made  possible  foi-  the  future  when  the  new  homes  have 
been  established  through  the  connection  made  with 
them. 


THE  GOOD  OLD  SUMMERTIME. 

"The  good  old  summertime,"  so  far  as  the  furniture 
trade  is  concerned,  is  already  here.  More  summer  fur- 
niture will  be  in  evidence  this  year  than  ever  before 
It  is  the  wise  dealer  who,  in  stocking  up  for  the  season 
heeds  the  growing  tendency  among  all  classes  of  people 
toward  outdoor  life. 


Burroughes-Cajiada  s  Greatest  Home  Furnishing  Organization 


Splendid  advertisement  suggesting  gifts  for  the  June  bride. 
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Simply  dressed  "Spring  open- 
ing" window  display  made  by 
an  American  furniture  company. 
It  has  a  striking  appearance 
however,  and  is  said  to  ha  v 
attracted  much  attention. 


Window  Dressers  Should  Trim  to  Sell  the  Goods 

Simplicity  first  requisite — Suggesting  sales  the  second — 
Mechanical  displays  and  scenic  backgrounds  should 
direct  attention  to  goods  exhibited — Some  window  rules. 


EVERY  dealer  can  recall  instances  where  a  window 
display  has  been  such  as  to  attract  attention  and 
yet  has  fallen  down  in  its  main  object — that  of 
selling  goods.  There  is  undoubtedly  a  certain  general 
publicity  value  for  the  store  in  a  display  that  attracts 
attention,  no  matter  how  that  attention  may  be  attrac- 
ted, but  there  is  a  greater  value  in  the  display  that 
brings  in  direct  returns. 

Good  Ideas  Spoiled  by  too  Much  Detail 

I  have  known  many  ideas,  quite  excellent  in  their  in- 
ception, to  be  completely  spoiled  by  too  much  detail 
addition,  which  serves  to  divert  attention  from  the 
central  theme.  A  window  which  does  this  must  be 
regarded  as  having  more  or  less  failed  in  its  mission. 
It  must  be  remembered  also  that  the  simpler  the  win- 
dow the  more  easily  can  it  be  dressed  and  undressed. 
It  does  not  require  two  or  three  days  to  make  it  up, 
and  it  presents  a  much  more  striking  appearance  with- 
out undue  labor  or  expenditure  of  time. 

As  a  general  rule  the  measure  of  the  window's  value 
to  the  retailer  is  the  measure  of  the  simplicity,  plus  the 
suggestion  which  the  dresser  is  able  to  put  into  it,  and 
if  it  results  in  creating  a  special  demand  for  the  par- 
ticular line  featured,  it  rests  then  with  the  enterprise 
and  business  acumen  of  the  retailer  to  see  that  the  in- 
terest once  awakened  is  never  allowed  to  entirely  die 
out. 

Mechanical  Devices 

In  many  displays  to-day  a  mechanical  device  or 
centrepiece  is  used,  with  the  idea  of  riveting  the  atten- 
tion of  passersby,  and  from  this  standpoint  alone  the 
idea  doubtless  succeeds,  but  I  remember  instances  in 
which  it  has  been  pushed  too  far,  and  the  mechanical 
arrangement  made  so  prominent  or  so  amusing  that  it 
tended  rather  to  attract  the  exclusive  attention  of  the 


public,  and  entirely  overshadowed  the  specialty  which 
the  window  was  supposed  to  advertise.  There  is  this 
risk  ever  present  with  mechanical  displays,  and  the 
dealer  who  contemplates  them  would  do  well  to  remem- 
ber that  they  fail  in  their  purpose  unless  they  are  sub- 
servient to  the  goods  shown,  and  unless  they  serve  to 
show  up  those  goods  and  fix  the  attention  of  the  be- 
holder upon  them.  It  is  the  goods  which  the  shop  de- 
sires to  sell  that  should  be  the  central  feature. 

The  same  thing  applies  to  attempts  at  scenic  display. 
It  is  quite  easy  for  the  beauty  or  novelty  of  the  setting 
to  entirely  dwarf  the  goods  which  it  surrounds,  and 
particularly  is  this  the  ease  where  too  much  detail  is 
introduced.  Both  scenery  and  mechanical  device  must, 
to  be  successful,  have  a  direct  bearing  on  the  goods  dis- 
played, and  must  be  so  employed  as  to  draw  direct  at- 
tention to  them. 

It  is  certainly  desirable  to  have  windows  that  will 
appeal  to  the  eye  of  the  passerby  and  attract  attention, 
but  in  securing  beauty  or  an  attention-attracting 
feature  it  is  not  wise  to  sacrifice  selling  power. 


RULES  FOR  WINDOW  RESULTS 

Have  your  windows  well  lighted. 

Plan  your  windows  to  overcome  reflections. 

Change  the  backgrounds  frequently,  using  the  more 
elaborate  ones  for  openings  and  more  simple  changes 
l)etween  seasons. 

Do  not  crowd  the  merchandise. 

Do  not  let  window  decorations  conflict  with  the  mer- 
chandise. 

Display  accessories  in  the  window. 

A  neat  show  card  will  answer  many  a  customer's  un- 
asked question^ — price  tickets  on  certain  goods  vpill  sell 
more  goods  than  a  high-priced  clerk. 
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Instead  of  Waiting  for  Trade  Get 
Out  and  Chase  for  It 


By  WM.  J.  BRYANS 


GOOD  many  dealers  do  not  get  as  much  business  as  tbey  might  because  they  don't  get  out 


and  chase  enough  for  it.   How  many  merchants  sit  mooning  in  their  store,  expecting  that 


trade  will  drift  in  without  any  effort  on  their  part.  That  is  where  they  fool  themselves, 
and  fool  themselves  very  badly.  The  dealer  may  get  a  certain  amount  of  trade  by  following  such 
a  listless  policy,  but  it  is  one  safe  bet  that  he  will  not  get  the  maximum  amount  or  anywhere 
near  it.  In  these  days  of  keen  competition  it  is  the  man  who  makes  an  aggressive  and  intelli- 
gent appeal  for  business  who  forges  to  the  front. 

In  many  communities  there  is  an  excellent  opportunity  awaiting  the  dealer  who  will  get  away 
from  the  habit  of  hoping  for  business  and  into  the  habit  of  hopping  for  it.  There  is  need  of  the 
dealer  discarding  the  usual  waiting  game  and  inaugurating  in  its  place  real  live  soliciting  of  busi- 
ness that  will  impress  on  customers  that  he  is  on  the  map,  that  he  wants  their  business,  that  he 
has  goods  and  service  of  quality,  and  that  dealing  with  him  will  be  found  both  pleasant  and  in 
the  best  interests  of  customers. 

How  is  this  to  be  impressed  on  prospective  customers?  In  my  opinion  one  of  the  best  plans 
open  to  the  dealer,  and  one  that  has  not  been  used  to  near  the  extent  that  it  might  or  should,  is 
for  the  dealer  to  get  right  out  among  the  trade  and  make  a  strong  and  intelligent  bid  for  their 
custom.  Use  of  advertising,  display  and  the  telephone  are  good,  but  what  I  mean  is  for  the  mer- 
chant to  visit  people  who  have  never  dealt  at  his  store  and  those  who  have  occasionally  done  so 
in  an  attempt  to  make  them  patrons  of  his  store,  by  letting  them  know  that  he  wants  their  trade, 
and  pointing  out  why  his  goods,  service  and  prices  warrant  them  dealing  at  his  store.  Especially 
should  he  keep  his  eyes  open  for  new  families  moving  into  his  community,  going  after  them 
immediately  for  their  patronage. 

Without  doubt,  such  a  campaign  for  expanding  business  would  be  exceedingly  profitable  for 
the  dealer  undertaking  it.  The  immediate  business  secured  in  itself  .should  pay  for  the  time  ex- 
pended, not  to  say  anything  of  the  number  of  new  customers  that  would  be  secured  who  would 
continue  to  deal  at  the  store  indefinitely. 

One  dealer  has  set  the  value  of  new  customers  at  $5  each,  and  I  don't  think  he  underesti- 
mated their  worth  to  a  dealer  by  any  means.  Surely,  then,  the  dealer  is  well  warranted  in  giving 
a  good  deal  of  his  own  time  to  a  real  aggressive  canvass  for  new  customers.  A  couple  of  hours 
spent  at  this  work  at  intervals  would  not  interfere  seriously  with  the  average  dealer's  manage- 
ment work,  and  would  be  a  big  factor  in  expanding  business. 

Many  dealers  are  passing  up  an  excellent  chance  to  build  a  bigger  business  by  their  neglect 
of  this  line  of  endeavor.  They  would  do  well  to  get  out  of  the  waiting  game  and  into  the  chasing 
game.    Especially  during  the  present  time  it  is  well  not  only  to  hope  for  good  business  but  to  hop 


for  it. 
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The  Typewritten  Circular  Letter 

Business  getter  for  furniture  dealers 


BUSINESS  concerns  in  recent  years  have  made  con- 
siderable use  of  the  typewritten  circular  letter  as 
a  means  of  going  after  trade.   The  very  fact  that 
it  is  a  letter,  that  it  is  typewritten,  that  it  is  personally 
addressed,  secures  attention  for  it  where  ordinary 
circular  advertising  would  be  thrown  aside. 

The  personal  touch  of  such  a  letter  plays  a  no  small 
part  in  getting  it  read.  Every  man,  if  he  will  recall 
his  own  experiences,  will  admit  the  force  of  the  argu- 
ment. An  ordinary  circular  is  generally  tossed  in  the 
wastepaper  basket,  with  but  scant  notice.  The  person- 
ally addressed  letter  is  at  least  looked  over,  and  if  it 
contains  the  right  material  is  generally  read  closely. 

Especially  is  the  typewritten  circular  letter  a  good 
advertising  medium  for  the  city  dealer  who  finds  the 
daily  papers  too  expensive  for  his  use.  In  addition 
there  is  a  good  deal  of  waste  circulation  in  advertising 
in  a  paper  covering  a  whole  city,  when  a  dealer's  trade 


the  audience  laugh  while  he  is  in  the  depths  of  despair 
over  the  deathly  illness,  or  other  misfortune,  of  some 
greatly  loved  one  at  home.  "Well,  salesmen  have  their 
troubles,  also,  and  applause  is  more  stimulating  than 
hisses. — Printers'  Ink. 


IMPORTANCE  OF  GOOD  STORE  FRONTS 

The  character  of  a  retail  store  is  judged  by  its  gen- 
eral appearance,  and  the  buying  public  prefer  to  trade 
with  the  successful  and  progressive  merchant. 

Modern  store  fronts,  concealed  illumination,  proper 
window  backgrounds,  floors  and  shades  give  a  store  the 
appearance  of  prosperity  and  are  necessary  if  the  best 
results  are  to  be  obtained  from  show  windows. 


RECORD  YOUR  SALES. 

Keep  a  record  of  your  daily  sales.  Keep  them  in  a 
little  notebook.  This  practice  will  aid  you  in  keeping 
track  of  the  exact  amount  of  your  sales  for  a  given 
period  of  time — a  week,  a  month,  a  year.  It  is  helpful 
in  many  ways,  chiefly  in  giving  you  something  tangible 


A  vit'w  of  the  art  galkT>' 
which  has  been  opened  al 
101  High  Holboin,  London, 
Eng..  by  Wellington  &  Ward 
for  the  purpose  of  being  a 
central  depot  where  country 
and  foreign  customers  and 
friends  may  meet.  Visitors 
to  England  are  invited  to 
visit  the  galleries.  It  con- 
tainsasugges  ion  that  might 
prove  helpful  to  furniture 
dealers  here  in  Canada,  to 
niaiie  people  welcome  to  their 
stores. 


is  pretty  well  confined  to  one  district.  The  circular 
letter,  however,  can  be  sent  to  a  selected  list  of  people, 
who  are  good  prospective  customers.  These  names  can 
be  secured  from  the  city  directory,  or  the  dealer  can 
compile  a  list  himself  from  various  sources. 


CONCERNING  SALESMEN 

Salesmen  are  individual  and  as  temperamental  as 
actors.  They  must  be  optimists  and  enthusiastic.  And 
nobody  can  be  truly  optimistic  and  enthusiastic  all  the 
time,  every  day,  every  week,  the  whole  year  round. 
But  the  salesman  must  at  least  appear  so,  and  some- 
times the  strain  is  heavy.  We  all  know  the  frequent 
stories  in  which  the  comedian,  or  comedienne,  makes 


with  which  to  measure  your  selling  efficiency.  Show 
the  book  to  the  boss  now  and  then.  Its  contents  will 
interest  him,  and  so,  too,  will  the  fact  that  you  are 
keeping  track  of  your  work. 


"S.  G.  Freeze,"  of  Calgary,  used  a  reproduction  of 
their  signature  in  the  heading  of  a  recent  ad.,  and,  com- 
menting on  it,  said:  "We  ahvays  consider  that  a  eon- 
tract  exists,  covering  every  transaction  between  the 
public  and  ourselves,  and  guaranteeing  an  exact  per- 
formance of  every  representation  or  promise.  We  use 
this  copy  of  our  signature  to  emphasize  this  point  of 
view." 
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Business  Methods  as  Discussed  by  Exchanges 


THE  UNAMBITIOUS  SALESMAN 

A  salosman  who  is  not  ambitions,  who  does  not  try  to 
make  his  work  better  from  day  to  day  is  not  the  right 
kind  of  a  salesman  for  the  progressive  merchant  any 
more  than  the  unambitious  merchant  is  a  good  man  for 
the  wide-awake  salesman  to  work  for.  Every  man 
should  wish  for  better  things.  In  order,  however,  to 
reach  a  higher  position  you  must  first  analyze  your 
present  position.  Study  yourself.  Pick  your  ideas, 
methods  and  inclinations  to  pieces.  See  if  you  have 
learned  all  that  you  possibly  can  in  your  present  loca- 
tion. Can  you  do  better  to-morrow  than  you  did  to- 
day? If  you  can,  you  still  have  opportunities  where 
you  are.  If  you  cannot,  either  there  is  something  wrong 
with  yourself  or  you  should  seek  larger  fields.  You 
may  think  you  know  yourself  and  your  position,  but 
you  do  not  if  you  are  an  average  man.  The  average 
man  has  not  gone  quite  that  far.  He  knows  his  neigh- 
bors, his  pal  or  even  his  enemy  better  than  he  does  him- 
self because  he  has  watched  them  and  studied  them. — 
G.  A.  Townsend,  in  Hardware  Age. 


QUICK  TURNOVERS 

The  cost  of  doing  business  has  increased  tremen- 
dously during  the  past  ten  or  twenty  years.  On  the 
other  hand,  gross  profits  have  not  increased  materially 
if  at  all.  As  a  consequence,  the  retailer  must  be  con- 
tent with  a  smaller  net  profit  or  he  must  speed  up  his 
turnovers.  The  speedy  turnover  is  the  only  solution  of 
the  rising  costs  problem  and  the  simplest  way  to  in- 
crease the  turnover  is  to  carry  smaller  stocks  and  put 
more  steam  into  the  advertising.  There  are  some  price 
advantages  in  buying  large  quantities,  but  the  little 
temporary  gain  is  generally  discounted  through  the  loss 
of  capital  tied  up  while  the  big  stock  is  being  moved. 
Many  of  the  most  profitable  specialty  shops  in  the 
larger  cities  operate  on  very  limited  stocks.  Some  of 
them  carry  only  goods  enough  to  last  a  few  days.  They 
are  in  close  touch  with  manufacturers  and  jobbers  and 
the  latter  are  made  to  carry  the  reserve  stocks  instead 
of  the  retailers  carrying  them.  The  practice  of  order- 
ing little  and  often  is  a  decidedly  good  one.  A  score 
of  years  ago  a  merchant  could  turn  his  stock  once  or 
twice  a  year  and  make  money,  but  that  day  has  passed. 
— Merchants'  Record  and  Show  Window. 


THE  PERSONAL  CONTACT 

If  any  truth  in  connection  with  the  retail  selling  of 
goods  has  been  driven  home  by  the  relation  of  per- 
sonal experiences,  it  is  that  the  merchant  of  to-day  can- 
not isolate  himself  from  the  interests  of  the  community 
about  him.  The  smaller  the  town  in  which  his  business 
is  done,  the  greater  is  the  emphasis  upon  this  fact.  Mail 
order  competition,  telephone  communication,  rural  de- 
livery, and  suburban  car  lines,  that  lead  from  every 
quarter  into  the  cities,  have  ended  any  chance  of  a  mer- 
chant feeling  that  people  must  come  to  him  for  goods  or 
go  without.   The  consumer  has  become  a  very  indepen- 


dent person,  especially  when  he  owns  an  automobile 
and  can  do  his  trading  in  the  next  town  if  he  cares  to. 
— Hardware  Dealers'  Magazine. 


GETTING  PROFITS  LIKE  PUMPING  WATER 

Getting  the  profits  out  of  business  is  sort  of  like 
pumping  water  from  a  pump  that  requires  priming. 
First,  we  must  pour  our  little  can  of  water  into  the 
pump  and  then  work  the  handle  fast  in  order  not  to 
lose  what  we  poured  in  and  then  finally  the  water  be- 
gins to  come — ^slowly  at  first  but  gradually  faster  until 
we  have  a  steady  stream  of  water  pouring  from  the  well 
into  which  we  poured  the  small  can  of  water. 

The  main  water  supply  is  hidden,  hwt  it's  there,  and 
we  have  but  to  work  a  little  to  get  it  out. 

It's  the  same  way  in  getting  the  "hidden  profits" 
from  business,  we  must  pour  in  a  small  can  of  profits 
at  first,  and  then  work  the  "business  pump  handle" 
fast  in  order  to  realize  what  we  put  in.  Finally  we  be- 
gin to  see  some  returns  and  then  there  follows  a  steady 
stream  of  profits. 

But  husiness  works  sort  of  like  that  old  pump — un- 
less you  keep  the  handle  moving  and  the  water  coming 
— the  pump  is  going  to  need  priming  again  before  you 
can  get  any  water. — By  James  I.  Havnes  in  Hardware 
Trade. 


THE  DIFFICULTY 

It  is  one  thing  to  get  a  job,  quite  another  to  keep  it. 
Almost  any  of  us  can  accomplish  the  former;  but  few 
of  us  in  the  broader  sense  hold  down  our  jobs  to  our 
own  mental  and  spiritual  satisfaction.  To  keep  forever 
the  initial  enthusiasm,  the  first  glow  of  pride  in  our 
work;  to  retain  the  glamour,  and  never  lose  the  dream 
of  high  endeavor — these  are  the  difficult  things  to  ac- 
complish, and  not  many  of  us  come  out  triumphant. — 
Exchange. 


WOMEN  SHOPPERS  AND  THE  LAW  OF 
AVERAGES 

Statistics  go  to  show  that  the  average  woman  makes 
an  actual  purchase  in  the  third  store  which  she  visits. 
In  the  first  she  gains  certain  information;  then,  desiring 
to  get  the  full  value  of  her  money,  she  goes  elsewhere 
and  finds  that  the  prices  are  perhaps  two  or  three  per 
cent,  lower.  This  establishes  an  element  of  doubt  as 
to  the  honesty  of  purchase  in  the  first  instance,  and  she 
goes  to  a  third  store,  where  the  higher  of  the  two 
prices  is  quoted,  and  then,  being  too  tired  to  return  to 
the  first  store,  she  makes  her  purchase  on  the  spot. 

Of  course,  this  works  out  all  right  in  the  end  because 
in  some  later  instances,  the  third  store  becomes  the  first 
and  the  first  the  third,  and  so  by  the  law  of  averages, 
if  adjusts  itself  aatomatieally,  but  it  certainly  makes 
a  lot  of  work  for  the  woman  herself  and  the — well,  wc 
presume  the  elerical  force  should  not  be  taken  into 
consideration — at  least  that  is  what  some  people  think. 
—The  Torch. 
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Store  Service  and  Honesty  in  Advertising 

Price  alone  will  not  increase  or  hold  trade — Price  cutting 
is  cussed  laziness  —  Quality  and  service  is  what  counts. 

By  HARVEY  R.  YOUNG 
Advertising-  Manager,  Columbus  (Ohio)  Dispatch. 


THESE  two  subjects  are  receiving  more  attention 
now  than  at  any  time  in  the  history  of  business. 
It  would  require  hours,  yes,  days,  for  me  or  any 
other  man  to  thoroughly  cover  either,  so  I  shall  give 
you  but  a  few  thoughts  on  both,  and  will  take  up  store 
service  first,  because  without  service  advertising  cannot 
be  100  p.c.  efficient. 

There  has  never  been  a  time  when  the  function  of 
service  in  business  "was  developed  to  such  a  marked 
degree.  It  is  the  tendency  of  the  times  and  anyone 
ambitious  to  succeed  ought  not  to  be  so  short-sighted 
as  not  to  recognize  it.  Special  sales  and  cut  prices, 
alone,  will  no  longer  hold  or  increase  a  trade  worth 
while.  Remember,  too,  that  price  competition  can  be- 
come so  keen  that  either  you,  your  competitor,  or  both 
of  you  will  eventually  have  the  little  red  flag  hanging 
from  your  door. 

Total  cost  plus  profit.  That  is  the  only  legitimate 
basis  of  price,  and  the  merchant  who  makes  a  constant 
practice  of  selling  up-to-date,  desirable  merchandise 
below  the  gross  cost  to  him,  is  committing  commercial 
suicide.  It  may  be  slowly  but  it  is  sure.  In  some  few 
stores  of  the  old  school,  where  salesmen  have  the  free 
hand,  price-cutting  has  become  just  poor,  cussed  lazi- 
ness. The  salesman  who  does  it  is  too  indolent  to  exert 
himself  to  work — and  selling  goods  is  work.  After  a 
few,  ihalf-hearted  eiforts  such  salesmen  lay  down  and 
disgrace  themselves  by  slashing  a  price  that  is  already 
pared  down  to  the  quick. 

Recent  investigations  made  by  the  System  Magazine 
show  that  quality  and  service  appeal  before  price.  In- 
quiries sent  to  a  number  of  women,  asking  for  informa- 
tion as  to  whether  price  or  quality  and  service  appealed 
first,  resulted  in  51  1/10  per  cent,  in  favor  of  quality 
and  service,  26  1/10  per  cent,  for  price,  and  22  8/10 
per  cent,  did  not  give  any  definite  reply. 

It  might  interest  you  to  know  the  experience  of  L. 
C.  Rockhill,  manager  of  the  automobile  tire  depart- 
ment of  the  Groodyear  Tire  &  Rubber  Co.,  in  Chicago. 
Some  years  ago  the  tire  people  along  Automobile  Row 
developed  a  mania  for  cutting  prices.  Mr.  Rockhill 
was  practically  the  only  tire  man  refusing  to  enter  into 
the  cut-price  competition.  He  made  his  motto  "service 
first,"  and  delivered  the  goods.  He  told,  through  judi- 
cious advertising,  about  his  tire  service  at  a  fair  price, 
and  after  eight  years  he  was  the  only  tire  man  of  the 
original  number  remaining  in  business — the  others  sold 
out,  quit  business,  or  failed. 

The  most  successful  in  retail  affairs  of  to-day,  as  in 
any  other  branch  of  endeavor,  have  opened  their  eyes 
to  the  fact  that  business  is  no  longer  the  cold-blooded- 
everybody-for-himself  proposition  it  once  was.  A 
humanizing  influence  has  sprung  into  being — a  coming 
into  closer  contact  with  the  customer  by  giving  him 
more  conveniences,  greater  consideration,  and  a  higher 
grade  of  service. 

One  of  the  world's  greatest  sales  managers  tells  us 
that  selling  is  80  per  cent,  of  every  business.  Selling 
has  been  a  battle  of  wits  ever  since  Eve  sold  Adam,  to 
the  present-day  automobile  sales  manager  who  sells  a 
thousand  cars  a  day.   Selling  railroad  tickets  is  as  im- 


portant as  selling  shoes,  furniture  or  any  other  com- 
modity. You  never  heard  of  a  salesman  selling  one 
shoe,  but  that  is  exactly  what  the  ticket  agent  does 
when  he  fails  to  sell  a  round  trip,  if  the  purchaser  in- 
tends to  return,  and  the  same  is  true  of  a  furniture 
salesman  who  sells  a-  bed  without  the  springs,  just  be- 
cause the  customer  only  asked  for  a  bed. 

Here  I  want  to  quote  the  editor  of  the  "Silent  Part- 
ner," published  in  New  York,  who  says:  "If  your  busi- 
ness is  bad,  get  down  off  the  load,  and  take  a  look;  find 
out  where  the  fault  lies.  You  may  find  that  right  in 
front  of  the  left  wheel  there  is  a  rock — a  rock  of  indif- 
ference on  the  part  of  your  selling  and  service  organ- 
ization. You  never  see  this  rock  unless  you  get  down 
off  the  load  and  mingle  with  the  salesmen;  be  one  of 
them  at  times. ' ' 

I  recently  heard  that  wonderful  man,  Hugh  Chal- 
mers, say:  "Your  time  does  not  amount  to  much  as  an 
individual.  We,  who  handle  men,  only  succeed  as  we 
intelligently  direct  their  work."  And  here  again  I 
quote  the  "Silent  Partner"  editor,  who  says:  "Brain 
service  can  be  bought,  lip  service  can  be  hired,  physical 
service  can  be  contracted  for,  but  heart  service  is  the 
kind  you  get  when  you  pay  in  the  coin  of  appreciation, 
kindness  and  consideration.  Service  is  the  true  basis 
of  all  good  business  and  until  you  get  the  heart  thiiobs 
of  your  organization  working  with  you  and  not  just  for 
you,  you  lack  one  element  that  is  of  more  importance 
than  you  perhaps  think." 

A  writer  in  the  "American  Cabinetmaker"  makes 
the  statement  that  80  per  cent,  of  the  men  employed  as 
retail  furniture  salesmen  would  better  be  classed  as 
order  takers.  He  also  made  the  assertion  that  there  were 
only  four  stores  in  Philadelphia  employing  real  sales- 
men who  were  actually  competent  to  wait  on  customers. 
Personally,  I  don't  believe  this  percentage  is  any  way 
near  as  bad  in  Ohio  ;  in  fact  I  know  that  it  is  not  in 
Columbus. 

Just  last  week  I  had  a  capable  person  do  some  shop- 
ping among  furniture  stores  of  Columbus.  He  visited 
twelve  representative  concerns  and  I  am  pleased  to  re- 
port that  in  seven  out  of  the  twelve  he  received  good 
service.  In  five  of  these  stores  salesmen  showied  little 
interest  and  did  not  seem  to  know  the  stock.  It  grieved 
me,  though,  to  learn  that  only  one  salesman  in  all  of  the 
twelve  stores  had  a  copy  of  the  store's  advertisement. 
What  interested  me  most  of  all  was  that  in  one  of  the 
most  prominent  of  the  twelve  stores  the  salesman  did 
not  know  anything  about  the  advertising,  and  when  an 
advertised  article  was  asked  for  he  appealed  to  three  of 
his  co-workers,  none  of  whom  read  the  advertisement 
or  could  give  any  intelligent  information  about  the  ad- 
vertised goods,  yet  it  was  the  owner  of  this  self-same 
store  who,  only  a  few  days  ago,  told  me  he  doubted 
very  much  if  advertising  paid. 

There  is  no  doubt  in  my  jnind  but  what  hundreds  of 
people  discontinue  trading  at  certain  stores  because 
salespeople  do  not  knoAv  the  stock.  Customers  become 
disgusted  waiting  while  clerks  are  finding  out  what  is 
in  stock  or  what  was  advertised.  It  is  also  surprising 
to  note  the  number  of  discourteous  salespeople  there 
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are.  I  don't  want  to  bore  you,  but  I  want  to  relate 
three  recent  experiences  that  show  not  only  a  lack  of 
knowledge,  courtesy  and  tact,  but  fool  salesmanship 
as  well. 

A  lady,  whom  I  know  personally,  visited  a  certain 
large  store  in  response  to  an  advertisement  of  Hudson 
seal  coats.  She  took  an  intimate  friend  with  her  who 
had  had  considerable  experience  in  buying.  When  a 
garment  was  tried  on,  no  criticism  was  made,  except 
this  lady  asked  her  friend,  "How  does  it  fit?"  The 
friend  replied,  "It  is  a  little  full  in  the  back,  however 
that  ean  easily  be  altered."  But  the  tactless  salesman, 
who,  by  the  way,  was  the  manager  of  a  leased  depart- 
ment, replied,  "Whoever  says  that  coat  is  too  full  in  the 
back  don 't  know  what  they  are  talking  about  and  is  not 
posted  on  New  York  styles."  The  lady  friend  replied, 
"Well,  T  have  been  in  New  York";  and  again  thi.s 
brainless,  so-called  salesman  rei)eated  his  insulting  re- 
mark, resulting  in  the  ladies  leaving  the  store  and  buy- 
ing a  $16.5  coat  a  few  doors  away.  This  salesman  needs 
to  pay  some  attention  to  the  famous  motto  of  Marshall 
Field,  "The  customer  is  always  right." 

Recently  my  son  'phoned  me  late  in  the  day  at  my 
busiest  hour  and  requested  that  I  buy  him  a  sleeping 
suit.  I  attempted  to  make  this  purchase  over  the 
'phone  and  called  what  I  considered  one  of  the  host- 
managed  stores,  and,  by  the  watch,  I  was  fifteen  min- 
utes being  transferred  from  one  department  to  another, 
each  telling  me  it  was  carried  in  the  other  department. 
Patience  ceased  to  be  a  virtue.  T  then  'phoned  the  ad- 
vertising manager  of  this  store  relating  my  experience, 
and  he  replied,  "Mr.  Young,  I  am  much  disappointed, 
but  not  surprised.  We  have  quit  using  our  telephone 
numbers  in  our  advertisements  because  we  have  had  so 
much  trouble  in  getting  our  employes  to  give  good 
'phone  service."  I  'phoned  another  large  store  for  the 
sleeping  suit  and  was  immediately  connected  with  the 
proper  department.  The  manager  of  the  department, 
himself,  said,  "We  have  just  what  you  want."  I  left 
my  desk,  went  to  this  store,  and  found  that  he  did  not 
have  the  garment  at  all.  His  explanation  was,  "Well, 
it  was  here  some  time  ago." 

A  short  time  ago  I  was  in  a  furniture  store  when  a 
man  with  his  wife  and  child  came  in  to  look  at  a  go-cart 
that  had  been  advertised  and  was  on  display  in  the  win- 
dow.  I  felt  sure  they  were  out  to  buy,  because  the  wife 
seemed  very  tired  from  carrying  the  child.  The  sales- 
man who  waited  on  them  did  not  even  understand  how 
to  unfold  this  go-cart,  in  fact,  he  made  an  utter  failure 
of  showing  them  how  to  use  it;  naturally  they  left  the 
store  without  buying. 

Gentlemen,  when  the  Pennsylvania  Company,  the 
world's  greatest  railroad  system,  selling  transportation 
(an  absolute  necessity)  makes  knowledge  a  rerpiire- 
ment  and  service  and  courtesy  their  motto,  you  can 
well  afford  to  improve  yours.  Mr.  Lovelace,  the 
Pennsylvania  ticket  agent  at  Philadelphia,  pointed  out 
that  during  a  recent  snowstorm  their  information 
bureau  answered  courteously  and  intelligently  more 
than  5.000  calls  from  annoyed  patrons,  delayed  by  late 
trains,  between  the  hours  of  1  :00  in  the  afternoon  and 
1 :00  next  morning. 

If  you  are  a  booster  with  the  right  spirit,  and  are 
full  of  enthusiasm,  no  matter  what  city  you  are  from, 
there  is  not  a  better  town,  with  better  lines  to  offer, 
hence  when  you  are  outsold,  it  is  because  the  fellow 
in  the  other  town  was  a  better  salesman,  and  not  be- 
cause he  had  better  goods. 

Financial  and  commercial  men  who  study  the  public 
pulse  all  say  we  are  on  the  threshold  of  a  big  season's 


])usiness,  so  now  is  the  time  to  stimulate  organization. 
Call  a  meeting  of  your  salespeople  the  fir.st  morning, 
or  evening,  after  you  reach  home,  while  the  good  im- 
pulse and  inspirations  obtained  at  this  convention  are 
on  you.  Give  them  a  few  minutes'  talk  about  courtesy 
and  service,  teach  them  to  be  alert,  enthusiastic,  to  talk 
your  merchandise  in  a  manner  that  reflects  confidence; 
then  show  them  the  new  goods  that  are  arriving,  ex- 
plain about  this  line  or  that,  why  each  is  so  good,  why 
you  were  fortunate  in  seeuring  a  certain  line  of  beds, 
or  chairs  at  such  a  low  price.  Fill  every  man  full  of 
"pep"  and  good  logical  selling  arguments.  Remind 
them  of  the  importance  of  watching  and  studying  your 
advertisements. 

If  a  particular  salesman  has  stopped  producing,  have 
a  heart-to-heart  talk  with  him,  if  possible.  Find  out 
the  cause,  encourage  hitii  anew,  and,  on  the  other  hand, 
if  he  is  going  ahead,  you  should  still  urge  him  on.  It 
takes  effort  in  every  walk  of  life,  and  when  a  man  fails 
to  put  effort  into  his  work,  you  want  to  head  him  for 
the  junk  heap — and  head  him  there  quick.  You  may 
be  losing  what  at  one  time  was  a  good  man,  but  the 
effect  on  the  balance  of  the  force  will  surprise  you. 

And  last,  but  not  least,  take  your  salesmen  into  your 
confidence  regarding  purchases,  sales,  displays,  etc., 
and  you  will  soon  have  intelligent  people  serving  your 
trade,  instead  of  wooden  heads. 


SIMPLICITY  IN  ADVERTISING. 

By  H.  M.  Howard 

Advertising  must  be  simple.  When  it  is  tricked  out 
with  the  jewelry  and  silk  5  of  literary  expression,  it 
looks  as  much  out  of  place  as  a  ball  dress  at  the  break- 
fast table.  The  buying  public  is  only  interested  in 
facts.  People  read  advertisements  to  find  out  what 
you  have  to  sell.  The  advertiser  who  can  fire  the  most 
facts  in  the  shortest  time  gets  the  most  returns  Blank 
cartridges  make  noise,  but  they  do  not  hit — blank  talk, 
however  clever,  is  only  wasted  space.  You  force  your 
salesmen  to  keep  to  solid  facts — you  don't  allow  them 
to  sell  muslin  with  quotations  from  Omar,  o*-  trousers 
with  excerpts  from  Marie  Corelli.  You  must  not  tol- 
erate in  your  printed  selling  talk  anything  that  you  are 
not  willing  to  countenance  in  personal  salesmanship. 
The  construction  engineer  plans  his  roadbed  where 
there  is  a  minimum  of  grade — he  works  along  the  lines 
of  least  resistance.  The  advertisement  which  runs 
into  mountainous  style  is  badly  surveyed — all  minds 
are  not  built  for  high-grade  thinking. 

Cut  out  clever  phrases  if  they  are  inserted  to  the 
sacrifice  of  clear  explanations — write  copy  as  you  talk. 
Only,  be  more  brief.  Publicity  is  costlier  than  con- 
versation— ranging  in  price  downward  from  $10  a  line; 
talk  is  not  cheap,  but  the  most  expensive  commodity  in 
the  world.  Sketch  in  your  ad.  to  the  stenographer. 
Then  you  will  be  so  busy  "saying  it"  that  you  will  not 
have  time  to  bother  about  the  gew-gaws  of  writing. 
Afterwards  take  the  typewritten  manuscript  and  cut 
out  every  word  and  every  line  that  ean  be  erased  with- 
out omitting  an  important  detail.  What  remains  in 
the  end  is  all  that  reall.y  counted  in  the  beginning.  Cul- 
tivate brevity  and  simplicity.  "Savon  Francais"  may 
look  smarter,  but  more  people  will  understand  "French 
soap."  Sir  Isaac  Newton's  explanation  of  gravitation 
covers  six  pages,  but  the  schoolboy's  terse  and  homely 
"What  goes  up  must  come  down,"  clinches  the  whole 
thing  in  six  words. 
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Beds  and  Bedding 


BEDDING  PRICES  TIGHTENING 

At  no  time  in  the  histoiy  of  the  bedding  trade  have 
supplies  increased  in  value  to  such  an  extent  as  wit- 
nessed at  the  present  day.  The  staple  commodities, 
such  as  cotton  wastes,  cotton  linters  and  new  shoddies 
show  at  least  100  per  cent,  more  value  than  a  year  ago. 
An  example  of  the  tremendous  increase  is  shown  in  raw 
cotton  linters,  which,  before  the  European  war  were 
'Obtainable  at  2  to  3  cents  per  pound.  To-day  they  can- 
not be  had  for  less  than  8  to  10  cents  per  pound. 

Ticking  manufacturers,  as  well  as  manufacturers  of 
■every  kind  of  cotton  goods  in  which  dyes  are  employed, 
have  found  it  imperative  to  take  contracts  subject  to 
goods  being  made,  and  on  a  basis  which  has  steadily 
risen  since  1914. 

All  foreign  products  are  necessarily  higher'  owing  to 
ocean  transportation  conditions.  African  fiber  is  al- 
most out  of  the  market.  Kapoc  is  now  <|uoted  about  25 
per  cent,  above  the  price  of  last  Fall  Avith  a  certainty 
of  a  still  further  advance. 

It  will  be  seen,  therefore,  that  the  bedding  manufac- 
turcTS  are  compelled  to  ask  prices  corresponding  with 
the  advance  price  for  materials  which  they  are  now 
paying. 

There  appears  to  be  no  relief  in  sight. 

It  rather  appears  to  be  a  question  of  obtaining  su])- 
plies  of  certain  kinds  at  any  price. 

Feathers,  curled  hair,  and  moss  have  heen  in  active 
demand,  and  while  prices  have  shown  advances  these 
have  been  moderate  considering  all  the  conditions. 


SELL  SANITARY  MATTRESSES 

"King  Cotton"  is  the  one  material  whose  predomin- 
ance makes  all  others  sit  up  and  take  notice.  Indica- 
tions are  that  its  price,  due  to  the  European  war,  will 
go  higher  than  ever  known  in  the  history  of  cotton  rais- 
ing. 

When  and  where  cotton  was  first  used  for  industrial 
purposes  is  a  matter  of  extreme  doubt.  There  are 
references  in  history  to  a  plant  that  produced,  instead 
of  fruit,  wool  of  a  finer  and  better  (juality  that  was 
ever  grown  on  the  back  of  sheep  ;  hence,  cotton  Avas 
called  vegetable  lamb's  wool.  Cotton  fabric  is  found 
in  the  tombs  of  Egypt;  the  people  of  India,  Persia  and 
China  had  for  ages  cultivated  cotton  for  the  purpose  of 
weaving  it  into  crude  cloth  for  clothing. 

The  first  time  the  plant  Avas  noticed  in  the  United 
States  Avas  in  1536,  groAving  in  Avhat  is  noAv  the  State  of 
Louisiana.  During  the  time  of  the  Revolution  cotton 
first  became  a  valuable  crop.  Various  methods  to 
separate  the  fibre  from  the  seed  were  in  vogue,  and 
there  was  some  advance  in  weaving.  The  plant  con- 
tinued to  improve,  and  the  Aveaving  steadily  improved 
until  the  invention  of  the  gin  by  Eli  Whitney.  Cotton 
then  made  rapid  strides  in  the  industries. 

In  regard  to  the  present  abnormal  conditions  gov- 
erning the  high  prices  of  cotton  goods,  and  particularly 
cotton  felt  mattresses  in  Avhich  every  furniture  dealer 
is  interested,  powder  manufacturers,  together  with 
agents  of  belligerent  European  nations,  contractedi 
Avith  cotton  gin  OAvners  as  early  as  last  June  for  prac- 
tically the  entire  portion  of  "last  year's  cotton  crop 


knoAAai  as  linters.  This  material  is  used  extensively  in 
the  manufacture  of  medii;m  and  cheap  cotton  felt  mat- 
tresses, and  is  also  the  grade  most  valuable  in  the  manu- 
facture of  gunpoAvder  and  other  explosives.  These 
linters  have  advanced  300  per  cent,  to  700  per  cent, 
over  the  ordinary  prices,  and  even  at  these  pi'ices  are 
very  scarce. 

Unfortunately,  some  manufacturers  are  producing 
"so-called"  cotton  felt  mattresses  which  contain 
second-hand  material — oily  sweepings  from  Aveaving 
and  spinning  rooms — shoddy  and  other  tricky  admix- 
tures. The  lamentable  feature  about  these  substitu- 
tions is  that  the  mattresses  are  labeled,  "All  Ncav  Cot- 
ton Felt."  Shoddy  is  being  offei-ed  as  "colored  cot- 
ton. ' ' 

If  your  State  has  a  sanitary  bedding  hivv,  you  are 
liable  to  prosecution  if  you  have  any  mattresses  on 
hantl  containing  material  improperly  described  on  the 
label.  If  no  sanitary  bedding  law  is  applicable  you 
may  be  paying  regular  prices  for  mattresses  contain- 
ing unsanitary  material — possibly  laden  with  disease 
germs^ — and  are,  therefore,  deceiving  youi'self  and  im- 
pairing the  health  of  your  customers. 

It  behooves  you  to  personally  inspect  the  inside  of 
the  cotton  felt  mattresses  you  are  noAV  offering  for 
sale.  Satisfy  yourself,  beyond  doubt,  that  they  actu- 
ally contain  material  similar  to  that  shown  you' by  the 
salesman,  or  contained  in  your  open-end  display  sample. 
It's  a  AAase  buyer  who  knows  Avhat  he  is  selling'. — Furni- 
liire  Trade  Review. 


BARCALO  BEDS  IN  CANADA 

I'he  Barealo  ]\Ifg.  Co..  Buffalo,  X.V.,  makers  of  "Bai'- 
ealo-Buffalo  products,"  haA-e  ai)pointed  Frederick 
Cuffe,  of  19  Sorauren  Avenue,  'i\)r()nt(\  Ontario  repi'e- 
sentative  of  tlieir  lUircalo  unhreak-alile  heds.    Mi'.  Cuffe 


Fkkderick  Cukfk 
Ontiu  io  representative  of  Bairalo  Mfg.  Co. 


is  ali'eady  well  known  to  the  Canadian  trade,  and  in 
taking  on  the  Barealo  line  of  metal  beds  Avill  become 
even  better  known.  His  friends  predict  unusual  suc- 
cess for  him  in  handling  this  line  of  bed  values. 


SALE  FOR  METAL  BEDS  IN  INDIA 

There  is  a  good  sale  in  northAvest  India  for  metal 
beds  which  are  reasonable  in  price,  according  to  a  re- 
cent consular  report  received.   Natives  use  the  wooden 
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bed  (charpoy) — a  low  frainc,  stniiifi  witli  cord  or  flat 
cotton  tape;  Europeans  geiiei-ally  use  metal  beds.  Metal 
beds,  as  a  rule,  liave  a  rod  at  each  corner  to  hold  up  ;i 
iiios(|uit()  nettin<r.  Woven  s|)rinc!;s  are  popular,  rather 
than  circular  coiled  springs,  and  the  springs  are  usually 
a  [)art  of  the  bed.  Single  beds  are  used  in  India  much 
more  than  double  beds.  Among  the  beds  that  are  in 
general  use  ai-e  two  types  that  are  cpiite  common.  One 
sells  at  retail,  with  mosipiito  frame,  for  $9.32,  and  $6.81 
without  the  frame.  Another  Avhieh  is  made  in  mor-e 
substantial  form,  with  the  pieces  which  are  used  as 
legs  extending  upward  atul  foi'ining  permanent  mos- 
(piito  bars,  retails  for  $42.17.  The  size  of  each  is  BV- 
by  3  feet.  The  former  is  of  black  enameled  metal,  and 
the  latter  of  brass.  The  bi-ass  bed  is  l''^  inches  ai-ound 
the  pillars. 

APPOINTED  MANAGER  OF  KINDEL  BED  CO. 

Prank  W.  'rrcbell  has  been  appointed  manager  of  tiie 
Kindel  P)ed  Co..  at  Toronto.  He  is  a  Torontonian,  born 
in  that  city,  and  in  his  program  purposes  giving  strict 
attention  to  trade  ordej-s  and  co-operation  with  dealers 
in  increasing  their  sales.  He  is  inviting  the  members 
of  the  trade  to  visit  the  plant.  The  Kindel  Red  Co.  in- 
tend inti-oducing  several  new  lines  at  an  early  date. 


U.  S.  MATTRESS  MAKERS  ORGANIZE 

An  organization  of  mattress  manufacturers  was 
effected  in  Chicago  a  month  ago.  The  association  pro- 
poses working  towards  the  enforcement  of  the  State 
laws  recpiii'ing  the  jjroper  labeling  of  mattresses,  etc., 
and  the  fur'thering  of  any  proposed  legislation  benefi- 
cial to  the  mattress  industry.  Fn  order  to  facilitate 
the  work  of  the  association,  divisions  will  be  laid  out, 
each  of  which  will  be  divided  into  zones,  each  zone  hav- 
ing a  director,  who  is  expected  to  organize  the  maim- 
factui'ers  in  his  territory. 


NOW  THE  PARKHILL  MFG.  CO. 

As  announced  in  last  mf)nth's  issue  of  Caniulinn 
Furniture  World,  and  effective  on  April  15.  The  Alaska 
Feathei-  &  Down  Co.,  Ltd..  is  now  known  as  The  Park- 
hill  Mfg.  Co..  fjtd.  Tliis  change  Avas  authorized  by  the 
.shareholders,  acting  on  the  conviction  that  the  old 
name  of  the  company — widely  and  favorably  known  as 
it  is,  and  appropriate  though  it  was  in  the  early  years 
of  its  existence,  wdien  oidy  feather  pillows  and  down 
comforters  were  manufactured — has  long  ceased  to  be 
indicative  of  its  present  comprehensive  and  far-reach- 
ing niianufacturing  activities.  Avhich  now  embrace  the 
manufacture  of  brass  and  metal  bedsteads,  springs, 
steel  couches,  mattresses  and  pillows,  and  which  have 
well  earned 'for  the  company  the  right  to  be  considered 
the  largest  bedding  manufacturing  concern  under  the 
British  flag. 

The  changing  of  the  comjtany's  name  to  The  Park- 
hill  Manufacturing  Co.,  Ltd.,  recognizes  the  long,  close 
association  and  the  steadily  increasing  executive  jiromi- 
nence  and  influence  of  J.  II.  Parkhill  in  the  policies  of 
The  Alaska  Redding  Companies.  In  1898  Mr.  Parkhill 
became  associated  with  The  Alaska  Feather  &  Down 
Co.,  Ltd.,  as  secretary-treasurer,  having  charge  of  the 
sales  and  ci"edit  departments ;  he  was  elected  vice-presi- 
dent in  1902,  went  West  in  1904  and  opened  a  branch 
of  the  company  in  Winnipeg,  which,  in  1908,  was  in- 
corporated as  The  Alaska  l>edding  Co.,  Ltd.,  of  wdiich 
he  became  president.  The  ])resent  outstanding  ])osition 
of  that  company  in  the  Canadian  West  is  very  largely 
due  to  the  energy  and  executive  efficiency  of  Mr.  Park- 


hill, who.  in  April,  1915.  permanently  located  in  Mont- 
r-eal  as  supervising  executive  of  the  bedding  companies- 
with  which  he  is  associated. 

J.  H.  Sherrard,  the  founder  of  the  company,  will  re- 
tain close  relationship  with  the  new  company  in  the 
capacity  of  advisory  director,  and  the  management  of 
the  company  remains  unchanged — J.  11.  Parkhill  is 
president,  J.  H.  Sherrard,  director;  Richard  Rradshaw, 
vice-president  and  general  superintendent;  W.  I.  Crom- 
bie,  general  manager,  and  Roland  G-omery,  secretary- 
treasurer.  The  aim  of  every  member  of  this  organiza- 
tion is  "the  best  of  sleep  comforts  sold  through  en- 
thusiiistie  dealers  to  satisfied  users." 


KITCHEN  CHAIRS  WANTED  IN  SCOTLAND 

A  (Jlasgow.  Scotland,  firm  wishes  (piotations  for 
cheap  kitchen  chairs,  knocked  down,  delivered.  Ap- 
|)licants  can  get  name  and  address  from  the  Department 
of  Trade  and  Commerce.  Ottawa,  bv  asking  for  Inquiry 
272. 


POPULAR  TRAVELER  MARRIED 

Eddie  iJagshaw.  oiu-  of  the  most  popidar  furniture 
travelers  in  Canada,  was  married  on  April  26  to  Miss 
C.  P>rown  at  her  parents'  home,  427  Avenue  Road,  To- 
ronto. The  honeymoon  trip  was  made  to  Washington. 
The  newly-married  couple  are  now  at  home  to  their 
friends  at  '!S0  Spadiiui  Avenue,  Toronto. 


MARITIME  MERCHANTS  CONVENE 

The  second  animal  convention  of  the  Xew  IJiunswick 
Retail  Merchants'  Association  was  held  at  Fredericton. 
N.I).,  on  April  12  and  13.  at  which  resolutions  were 
passed  jtledging  merchants  to  endeavor  to  prevent  the 
sale  of  enemy  goods  and  promote  Canadian-made  ar- 
ticles. Tile  officers  elected  for  1916-17  are:  President, 
A.  Murray,  Fredericton;  vice-presidents,  F.  W.  Daniel, 
St.  John,  and  W.  G.  DeWolfe,  St.  Stephen ;  treasurer. 
Allan  McTntyre,  St.  John.  The  appointment  of  a  pi"0- 
vincial  seci-etary  and  selection  of  next  meeting  place 
were  left  to  the  executive. 


RAYMOND  SEWING  MACHINES  SOLD  TO  WHITE 
COMPANY 

The  Canadian  White  Sewing  Machine  Co.  has  ac- 
i|iiiif(l  tlic  plant  and  business  of  the  Raymond  Sewing 
^Machine  Co..  at  Guelph.  The  new  company  will  double 
the  capacity  of  the  present  plant  and  is  already  erect- 
ing a  new  factory  in  another  part  of  Guelph  to  cost 
$250,000.  About  700  men  will  be  employed  when  the 
plants  are  completed. 


MR.  POND  ENTERS  NEW  FIELD 

Frank  J.  Pond,  who  has  occupied  the  post  of  adver- 
tising sales  manager  of  the  Acton  Trade  Papers,  has 
severed  his  connection  with  that  company  to  take 
charge  of  the  advertising  for  the  Wilson  Publishing 
Co..  Ltd.  Mr.  Pond  will  be  remembered  by  a  host  of 
friends  as  manager  of  The  Furniture  Journal,  who  will 
join  in  wishing  him  success  in  his  new  position. 


STRATFORD  MFG.  CO.  PLANT  BUSY 

The  Sti-iittoi-.l  !\lfg.  Co..  Ltd.,  Stratford,  Ont.,  have 
recently  had  several  of  their  men  respond  to  the  colors. 
This  has  so'inewhat  made  a  shortage  of  labor  in  their 
factory  and  militated  somewhat  against  their  usual  de- 
liveries. Oi'ders,  however,  are  being  filled  just  as  soon 
as  possible,  and  the  company  hopes  to  be  right  up  to 
the  niark  shortly. 
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The  Furniture  Manufacturer 

A  Department  of  Ideas  and  News  for  the  Factory  and  the  Office 


THE  Canadian  Trade  Commissioner  at  Glasgow  is 
of  the  opinion  that  a  good  market  can  be  found 
in  Great  Britain  for  plain,  substantial  furniture, 
sucli  as  that  of  the  bent  wood  description,  fonnerly  im- 
ported in  large  (|uantities  from  Austria. 

"The  dealers,"  he  adds,  "state  that  furniture  of 
Canadian  manufacture  is  too  ornamental." 

Evidently  the  trade  commissioner  at  Glasgow  is 
quite  unaware  of  the  fact  that  bent  wood  furniture  is 
being  made  in  Canada.  It  is  unfortunate  that  he  was 
unaware  of  the  fact,  for  he  missed  an  opportunity  of 
passing  the  information  on  to  the  British  dealers  whom 
he  consulted. 

The  bent  wood  chairs  being  made  in  Canada  are  not 
onlj^  quite  the  equal  of  the  Austrian  article,  but  their 
oi'uamentation  is  more  quiet  and  modest. 

The  agent  evidently  has  not  access  to  either  the 
coliTnuis  of  the  furniture  trade  papers  or  to  the  cata- 
logues of  the  mianufacturers  of  bent  wood  chairs  in 
Canada. 

Furniture  manufacturers  can  scarcely  be  unin- 
terested sijectators  of  the  extraordinary  advances 
which  have  taken  place  in  the  market  for  steel  products 
of  various  kinds.  The  most  of  them  are  too  directly 
concerned  to  be  uninterested. 

Compared  with  twelve  months  ago,  the  advances'  in 
many  lines  have  been  more  extensive  than  anything 
recorded  in  history. 

Steel  bars,  for  example,  are  about  150  per  cent, 
higher  than  twelve  months  ago.  Wire  rods  have  ad- 
vanced nearly  as  much.  Cut  nails  are  higher  by  about 
67%  per  cent,  and  wire  nails  by  about  50  per  cent. 

Still  further  advances  are  anticipated  in,  wire  pro- 
ducts. But  if  they  do  not  materialize  there  is  little  or 
no  prospect  of  a  reaction  in  values  for  some  time  to 
come. 

ALTHOUGH  the  lumbering  season  of  1915  was  in 
many  ways  anything  but  a  satisfactoiy  one,  yet 
a  return  recently  issued  by  the  Department  of 
Lands,  Forest  &  Mines  for  the  Province  of  Ontario 
shoAvs  that  the  production  of  pine  timber,  saw  logs, 
square  tim^ber,  etc.,  was  in  excess  of  that  of  1914  by 
25,292,017  feet,  board  measure,  the  total  being  407,874,- 
044  feet.  In  timber  other  than  pine,  however,  the  out- 
put was  only  59,308,403  feet,  board  measure,  compared 
with  77,451,857  the  previous  year. 

When  the  returns;  for  the  present  year  are  issued  it 
is  expected  that  the  results  will  be  much  more  satisfac- 
tory, and  the  Department  anticipate  that  after  the  war 
ceases  a  large  export  demand  will  be  experienced  for 
Ontario  lumber. 

That  a  good  export  demand  may  be  experienced  there 
is  every  reason  to  believe.  Even  now  the  lumber  is 
wanted,  but,  unfortunately,  the  tonnage  procurable  to 
convey  it  to  destination  is  inadequate  on  account  of  the 
number  of  vessels  which  have  been  commandeered  by 
the  Bi'itish  Admiralty. 

In  spite,  however,  of  the  inadequate  tonnage,  Can- 
ada's export  trade  in  lumber  is  larger  than  it  was  a 


year  ago,  the  returns  for  the  nine  months  ending  De- 
cember last  showing  that  the  shipments  to  Great  Bri- 
tain during  that  period  were  -$4,000,000  larger  than  a 
year  ago,  and  to  the  United  States — where  ocean  ton- 
nage is  not  a  factor — the  increase  was  over  $3,000,000. 
The  total  exports  to  all  countries  during  the  nine 
months  were  valued  at  $36,025,361,  which  is  larger  by 
eight  million  dollars  than  for  the  same  period  a  year 
ago. 

THE  Department  of  Trade  and  Commerce  showed 
what  a  good  work  it  cau  accomplish  if  its  efforts 
are  extended  to  other  industries,  by  the  Toy  Fair 
held  in  Toronto  during  the  weeks  of  March' 27  to  April 
8.    There  were  extensive  exhibits  of  toys  of  Canadian, 
French,  German  and  United  States  manufacture. 

From  the  first  day  there  was  an  enthusiastic  attend- 
ance of  manufacturers  and  buyers,  as  well  as  manu- 
facturers who  were  investigating  opportunities  for  en- 
tering the  toy  business.  The  credit  of  the  successful 
organization  of  the  exhibit  and  conference  was  due 
to  Hon.  Sir  George  E.  Foster,  and  those  interested  in 
the  toy  business  showed  their  appreciation  by  taking 
steps  to  effect  a  permanent  organization. 

One  thing  that  the  exhibition  clearly  demonstrated 
was  the  possibility  of  new  develoijment  in  certain 
branches  of  the  wood-working  industry. 

"T  AW  AND  ORDER  IN  INDUSTRY"  is  the  title 
I  of  a  book  just  issued  by  The  MacMillaii  Com- 
pany of  Canada,  Limited,  Toronto.  It  deals  ex- 
haustively with  the  now  historical  protocol,  an  instru- 
ment devised  in  1910  to  settle  the  strike  then  existing 
among  the  60,000  cloakworkers  employed  in  1,500  fac- 
tories in  New  York.  The  principal  import,  however, 
of  the  protocol  is  not  that  it  secured  industrial  peace 
at  that  time,  but  that  it  proved  the  nucleus  of  an  ar- 
rangement whereby  a  general  strike  has  from  that  day 
to  this  been  prevented.  It  is  true  that,  because  of  a 
deadlock  in  1915  over  the  question  as  to  whether  or 
not  an  employer  had  the  right  to  dismiss  as  well  as 
employ  labor,  the  protocol  ceased  to  exist  for  a  couple 
of  months,  but  the  necessity  for  its  re-creation  was  so 
generally  recognized  by  both  employer  and  employe 
that,  through  the  good  offices  of  what  is  known  as  the 
mayor's  council,  it  was  revived  in  a  form  even  more 
efficient  than  before.  In  its  remodelled  form  the  right 
of  the  employer  to  dismiss  as  well  as  employ  his  work 
people  was  recognized  by  both  parties  to  the  agree- 
ment. In  reality  the  protocol  is  a  plan  of  collective 
bargaining  between  employer  and  employe.  The  union, 
or  what  is  termed  the  preferential  union,  is  not  only 
recognized,  but  it  is  encouraged.  The  closed  shop,  how- 
ever, is  not  recognized.  The  aiithor  of  the  book,  who 
was  the  organizer  of  the  cloak  manufacturers'  associa- 
tion, does  not  claim  that  the  protocol  is  a  panacea  for 
all  industrial  ills,  but  he  is  able  to  advance  proofs  show- 
ing its  efficacy  as  a  preventer  of  strikes  in  several  in- 
dustries in  other  manufacturing  centres  in  the  United 
States,    In  the  back  of  the  book  are  published  appen- 
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dices  ill  wliicli  nre  given  in  I'lill  tlic  text  of  tiic  vjirious 
agrcctiu'tits.  'I'lic  protocol  li;is  pfovcd  itself  to  Ix'  one 
of  the  most  intei'estiiig  events  in  indust  r'ijil  lustoiy. 
and  "Law  and  Order  in  Industry,"  which  deals  \viti\ 
the  subject  in  a  most  interesting  manner,  sliouiil  he 
read  by  every  eniplovei'  ol'  lahor.  The  hook  sells  at 
$1.50.  ■ 


IMPORTATION  OF  FURNITURE  WOODS 
PROHIBITED 

A  Royal  jn'oela niation  recently  issued  previMits  the 
importation  of  lurinture  woods,  hai'dwoods  and  veiu'crs 
into  the  Uinted  Kingdom,  except  under  license  granted 
by  a  commission,  acting  un(b'r'  instructions  of  tlu' 
British  Board  of  Trade. 

It  is  understood  that  provision  will  he  made  for 
licenses  to  be  granted  in  a  hurry  foi'  indispensable 
materials.  It  is  the  general  o|)inion  that  |)lywoods  will 
be  listed  under  "manufactured  wood.""  and  that  the 
proclamation  will  not  apply  to  tlieiii;  hut  it  is  too  early 
yet  to  tell  just  what  classifications  will  apply. 

As  the  exorbitant  ocean  freight  rates  have  practic- 
ally already  placed  an  end)argo  on  shipments  of  veneers 
from  America,  it  is  not  lik-ely  that  the  proclamation  will 
have  much  effect  so  far  as  expoi'ters  in  this  country  are 
concerned. 


HOW  PRICES  HAVE  INCREASED 

The  following  figures  show  the  |)ereentage  of  in- 
crease in  the  cost  of  various  raw  materials  to-day  over 
1915.  Since  these  figures  were  compiled,  furthei-  ad- 
vances have  been  made  in  practically  all  of  these  iruite- 
rials. 

(^rating,  advanced  20  per  cent. 

Lumber  (an  average),  advanced  20  to  25  per  cent. 

Veneers  (mahogany),  advanced  25  to        pei'  cent. 

Veneers  (walnut),  advanced  25  to  -W  per  cent. 

Glass  (mirrors),  advanced  54  to  75  per  cent. 

Glass  (window),  advanced  20  per  cent. 

Finishes  (stains),  advanced  300  per  cent. 

Finishes  (enamel),  advanced  20  to  25  per  cent. 
'  Materials  (oils),  advanced  25  per  cent. 

Materials  (shellac  and  alcohol),  advanced  25  to  40 
per  cent. 

Hardware,  including  locks,  advanced  35  to  40  per 
cent. 

Brass  drawer  pulls  and  trimming,  advanced  25  per 
cent. 

Packing  (paper),  advanced  20  per  cent. 
Packing  (burlap),  advanced  50  per  cent. 
Materials  (twine),  advanced  20  per  cent. 
Catalogues,  including  cuts,  blacks  and  blues,  10  to 
15  per  cent.,  reds  and  golden  rod,  advanced  25  per  cent. 


POLISHING  FURNITURE  WITH  CHARCOAL 

The  method  of  polishing  wood  with  charcoal,  now 
much  used  by  French  cabinetmaker's,  gives  furniture  a 
beautiful  dead  black  color  and  a  smooth  surface,  the 
wood  seeming  to  have  the  density  of  ebony.  Compared 
with  furnitiire  rendered  black  by  stain  and  varnish, 
the  difference  is  nuirked.  In  eliarcoal  polishing  every 
detail  in' carving  is  respected,  while  paint  and  varnish 
will  clog  up  the  holes  and  widen  tlie  ridges. 

Only  carefully  selected  woods  of  a  close  and  com- 
j)act  grain  are  used,  aiul  they  are  fir-st  covered  with  a 
coat  of  cam[)hoi-  dissolved  in  water,  and  almost  imme- 
diately afterward  another  coat,  composed  chiefly  of 


sidphate  of  ii-on  and  nutgall.  'I'lie  two  compositions  in 
blending  peneti-ate  the  wood  and  give  it  an  indelible 
tinge.  When  these  two  coats  ai-e  dry,  the  wood  is  first 
rid)be(l  with  a  very  har'd  brush,  and  then  with  charcoal 
of  substance  as  light  and  frial)le  as  possible,  because  if 
a  single  hard  grain  remained  in  the  charcoal  this  alone 
would  scratch  the  surface.  The  flat  parts  are  rubbed 
with  natuial  stick  eliarcoal,  the  indented  portions  and 
crevices  with  eli;n'<'oal  powder.  Alternately  with  the 
charcoal  the  piece  of  furniture  is  rubbed  with  flannel 
soaked  in  linseed  oil  and  essence  of  turf)entitie. — 
N'eneer's. 


CAUTION  TO  WORKMEN  IN  FACTORIES 

it  "s  the  little  accidents  that  cause  the  mischief.  Tlu-y 
are  seemingly  too  trifling  to  waste  time  on.  and  the 
workman  goes  on  with  his  work.  And  the  j)oisoii  in 
the  little  wound  goes  on  with  its  work. 

It  works  like  this.  A  man  gets  a  sliver  in  his  finger 
deep  enough  to  hurt.  Ilis  hands  are  soiled  more  or  less 
and  maybe  there  is  a  little  glue  dried  on  the  place 
where  the  sliver  entered.  Digging  out  the  sliver  with 
tweezers  or  a  point  of  a  pin  bi'ings  forth  the  torn  tissue 
into  contact  with  the  dirt  or  glue.  The  ever-present 
germ  is  now  in  its  favorite  element.  It  begins  to  get 
into  the  hhiod.  The  swelling  and  pain  increases,  some- 
times fast,  sometimes  slow.  You  vi.sit  the  doctor  at 
last,  and  li;'  tells  you  that  .you  have  blood  poisoning, 
and  he  can't  say  whetlun-  you  will  lose  your  arm  oi' 
only  .\-our  hand  :  perhaps  if  you"n'  lucky  it  may  lie  oiih' 
the  finger. 

When  tile  ainputatioii  is  over,  what  would  you  call 
yourself  for  taking  a  chance  like  this?  You  lose  no 
money  and  you  lose  no  time  by  taking  no  chances. 
(}lue  scratched  into  a  tiny  little  wound  will  cause  a 
sore  and  infection  in  ninety-nine  cases  out  of  a  hun- 
dred. There  are  other  substances  you  are  handling 
every  day  that  are  almost  as  bad.  Safe  enough  if  you 
keep  them  away  from  your  blood — dangerous  to  life  if 
you  vaccinate  yourself  with  them.  Mind  the  little 
scratch — and  little  slivers. — Northern  Furniture  Co.'s 
Safety  Bulletin. 


NEW  MANAGER  AT  NEW  PLANT 

Andrew  Fjdwards,  late  of  the  Elmira  Interior  Wood- 
work Co.,  has  taken  over  the  management  of  the  furni- 
ture making  department  for  the  new  Goderich  Mfg. 
Co.,  Goderich,  Out.,  whose  factory  and  plant  are  now 
ready  and  in  operation.  A  large  number  of  orders  are 
on  hand  for  the  company  to  begin  with. 


EASTERN  CHAIR  MANUFACTURERS  FORM 
ASSOCIATION 

At  a  furniture  meeting  of  Eastern  chair  manufac- 
turers, held  recently  at  Montreal,  an  association  was 
formed  under  the  name  of  the  Eastern  Canada  Chair 
Manufacturers*  Association.  The  pui'pose  of  the  or- 
gani/;ition  will  be  to  hold  regular  meetings  for  the  ex- 
change of  ideas  and  to  discuss  matters  of  interest  to 
chair  iiuikers  in  general.  We  understand  the  secretary 
of  the  association  is  J.  H.  Poirier.  of  Waterloo,  Out. 


According  to  figures  compiled  by  the  United  States 
Forest  Service  the  furniture  industry  of  the  United 
States  uses  in  one  year  944.677.807  feet  of  lumber, 
board  measure,  costing  $28,717,873.46. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 


Sugges  tions 
from  the 
Canadian 
Factories 


No.  2653,  rocker  and  No.  2652,  arm, 
library  chairs  in  Adams  design. 
They  are  made  in  both  quartered 
oak  and  mahogany.  From  new 
suite  made  byThe  George  McLagan 
Furniture  Co.,  Ltd.,  Stratford,  Ont. 


New  reed  tea  wagon  the  Canada 
Furniture  Manufacturers,  Ltd.,  are 
putting  on  the  market.  The  wagon 
has  brass  revolving  casters  with 
rubber  tires. 


Two  walnut  (-hairs  from  new  No.  29 
dining  suite  in  the  "Elmira  Line." 
In  period  designs,  they  are  made  in 
oak  and  walnut,  and  come  in  a 
variety  of  finishes  to  match  other 
furnitui-e  articles  in  the  room.  Made 
by  The  Elmira  Furniture  Co.,  Ltd., 
Elmira,  Ont. 


Nos.  535  and  604,  two 
new  dressers,  one  in 
oak  and  the  other  in 
enamel,  from  The 
Meaford  Mfg.  Co.. 
Meaford,  Ont. 


No.  535. 


No.  604. 
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No.  42  Kitchen  Cabinet, 
made  by  The  H.E.  Furni- 
ture Co.,  Ltd.,  Milverton, 
Ontario. 


One  of  this  Spring's  new 
brass  beds  made  by  The 
Canadian  Mersereaii  Co. 
Toronto 
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(Colonial  design  buffet  made  by  The  Kiiechtel  Fiii  iiiturc  ("o.,  Hanover,  Ont. 
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With  the  Boys  on  the  "Firing  Line 

Tribute  to  Traveling  Salesmen 


A  furniture  traveling  salesman,  who  is  too  modest 
to  give  his  name,  sends  in  this  little  ef¥usion,  on  which 
the  editorial  staff  of  The  Furniture  "World  places  its 
stamp  of  approval.  It  is  much  better  than  we  could 
say  it  ourselves — and,  anyway,  we  wouldn't  try  to 
say  all  these  nice  things,  because  we  have  met  one  or 
two  travelers  and  they  might  think  we  were  "putting 
one  over."  However,  here  is  the  tribute,  but  reader, 
if  you  are  a  traveler,  keep  in  your  chest : 

His  heart  is  light.  He  wears  a  smile.  He  is  glad  to 
see  you.  He  holds  his  head  up  high.  He  is  dressed  in 
the  latest  fashion.  He  is  elean  within  and  without. 
He  is  good  natured.  He  is  smart.  He  has  courage. 
He  is  an  optimist.  Beneath  the  beetle's  horny  shell, 
folded  away  out  of  sight,  lies  a  pair  of  thin  membran- 
ous, iridescent  wings.  Coaxed  by  the  warm  south- 
west wind,  it  spreads  them  out  on  a  summer  evening 
and  soars  away  into  the  mysterious  distance.  And 
the  salesman,  footsore,  weary,  tempted  by  the  hour  of 
solitude,  forgets  his  goods  and  his  line,  shuffles  out  of 
the  uniform  you  have  learned  to  know  and  gives  him- 
self up  to  communion  with  his  inner  self.  Look  at 
him  closely.  These  lines  in  his  faee  did  not  all  come 
from  smiling.  That  stoop  in  his  shoulders  did  not 
come  from  holding  his  head  high  up.  The  hand  thar, 
grasped  yours  so  gladly  lies  open  and  limp.  The 
courage  that  bid  him  face  a  lion  in  his  den  deserts 
him  when  the  expected  letter  from  home  does  not  ap- 
pear. The  optimist,  the  smart  man,  the  man  with  the 
filnd  of  good  nature,  wilts  when  he  sits  alone  and  lets 
his  hunger  for  the  kiss  of  absent  wife  and  babe  take 
the  nerve  out  of  him. 

When  times  are  dull  and  when  the  business  world 
turns  sour,  when  "nothing  doing"  stalks  through  the 
land  like  a  pestilence  and  paralyzes  trade,  the  sales- 
man, perpetuating  the  traditions  of  his  calling,  con- 
tinues to  spread  a  gospel  of  optimism  that  comes  into 
its  own  at  last.  For  the  smile  and  handshake  of  the 
salesman,  his  resourcefulness  and  versatility,  his  polite- 
ness and  good  fellowship  are  the  very  foundation  stones 
of  humanity  in  business. 

But  with  all  that,  remember  he  is  only  human,  and 
remember  the  beetle  and  its  silken,  sensitive,  delicate 
wings  which  you  cannot  see ;  and  when  you  turn  a 
salesman  down,  don't  forget  that  he  is  a  man,  and  that 
you  are  nothing,  if  you  are  not  his  brother. — C.  J. 
Henrickson. 


Have  a  little  patience.  Even  a  corksierew  doesn't  go 
straight  to  the  point,  but  it  gets  there. 


FOR  THE  MAN  ON  THE  "FIRING  LINE" 

Don't  pity  yourself. 
Don't  discourage  yourself. 

Don't  say  to  yourself:  "I'm  only  a  salesman." 
But  find  out! 
Learn  the  game! 

T'hey  were  all  ' '  only  a  salesman ' '  at  one  time. 

But  they  took  an  interest  in  things — in  everything 
about  the  business,  and  pretty  quick  they  were  some- 
thing more  than  salesmen.    Go  to  it,  man! 


FURNITURE  TRAVELER  DISCOMFITED 

Percy  Brown  is  a  church  worker,  as  everybody 
knows,  and  he  is  especially  strong  on  bazaars.  Some 
time  ago  a  charming  Barrie  girl  came  to  the  Ontario 
capital  to  spend  a  week  with  a  young  woman  friend. 
While  there  she  was  induced  to  take  part  in  a  church 
bazaar  and  was  given  charge  of  the  candy  booth. 
Eventually  Percy  was  led  that  way. 

"They  tell  me  I  must  buy  some  candy,"  smiled  the 
victim,  picking  up  a  box  from  the  booth.  "How  much 
is  this  ? ' ' 

"Five  dollars,"  answered  the  Barrie  girl,  without 
any  visible  evidence  of  conscientious  pangs. 

"Um,"  thoughtfully  returned  the  victim,  glancing 
from  the  candy  to  the  girl.  "Aren't  you  a  little  dear?" 

"Well,"  coyly  rejoined  the  other,  "that's  what  all 
the  Barrie  boys  say." 


TRAVELER'S  SUDDEN  DEATH 

Wm.  D.  Hall,  traveler  for  Wm.  Harland  &  Sons,  To- 
ronto, died  recently  as  the  result  of  a  fall  on  the  pave- 
ment. He  was  carried  to  the  Toronto  General  Hospital 
with  concussion  of  the  brain  and  died  the  same  day. 


The  late  Wm.  D.  Hall 


He  was  buried  in  Detroit.  Mr.  Tyndall,  of  the  Harland 
company,  took  the  body  to  the  latter  city.  Mr.  Hall 
formerly  represented  the  Gold  Medal  Furniture  Go.  and 
the  Marietta  Paint  Co. 


HALIFAX  ADOPTS  DAYLIGHT  SAVING 

Halifax  has  adopted  the  daylight  saving  scheme.  It 
went  into  effect  on  May  1  and  will  continue  until  Sep- 
tember 30. 


CAR  LOAD  DISTRIBUTION 

(TRACKAGE) 

FOR  BRITISH  COLUMBIA 
Independent  Van  &  Storage  Co.,  Ltd.,  Vancouver,  B.C. 
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Knobs  of  News 


p.  Davis,  furniture  dealer,  at  Stouffville,  Ont.,  is 
dead. 

Donibrowsl^i  Bros.,  Ltd.,  furniture  dealers,  Montreal, 
have  been  registered. 

Wm.  McCulloch,  furniture  dealer,  at  Souris,  Man., 
is  succeeded  in  business  by  C.  H.  B.  Williams. 

E.  Patenaude,  of  Lancaster,  Ont.,  has  sold  his  hard- 
ware department  to  develop  his  furniture  business. 

C.  F.  Matthews,  of  Matthews  Bros.,  picture  frame 
manufacturers,  Toronto,  is  on  a  business  trip  in  Eng- 
land. 

The  Sudbury  Furniture  Co.'s  store,  Sudbury,  Ont., 
was  damaged  by  fire  recently  and  the  stock  badly 
burned. 

Anderson,  Nugent  &  Co.'s  furniture  store  and  under- 
taking parlors  at  Lindsay,  Ont.,  were  damaged  by  fire 
recently. 

Mundy  &  Fox,  furniture  and  hardware  dealers,  at 
Colgate,  Sask.,  have  dissolved.  S.  A.  Fox  is  continuing 
the  business. 

The  estate  of  the  Elora  Textile  Co.,  manufacturers  of 
fabrics,  at  Elora,  Ont.,  have  sold  the  plant,  etc.,  to 
Carswell  Bros. 

Bob.  Breckenridge,  of  Owen  Sound,  is  going  out  of 
the  furniture  business  and  devoting  all  his  time  to  the 
undertaking  end. 

Wesley  Walker,  of  Clinton,  Ont.,  is  opening  up  a 
furniture  and  undertaking  business  at  Goderich  in  A. 
Ilohmeier's  old  stand. 

J.  H.  Moffat,  superintendent  of  the  Gibbard  Furni- 
ture Co.,  Napanee,  Ont.,  had  his  hand  badly  lacerated 
in  an  exhaust  fan  in  the  factory  recently. 

The  partners  in  the  Hanson  Hardware  Co.,  dealers 
in  hardware  and  furniture,  at  Barons,  Alta.,  have  dis- 
solved.   C.  W.  Hanson  is  continuing  the  business. 

W.  H.  Harmer  has  taken  over  the  whole  business  of 
Harmer  &  Durraek,  furniture  dealers  and  undertakers, 
at  Cochrane,  Ont.  The  new  firm  name  will  be  W.  H. 
Harmer  &  Co. 

The  Crowley  Mfg.  Co.,  Ltd.,  Toronto,  has  been  incor- 
porated with  a  capital  of  $100,000,  to  take  over  and  con- 
tinue the  picture  framing  and  wood  novelty  business 
of  the  Crowley  Mfg.  Co. 

The  Canadian  Rattan  Chair  Co.,  Ltd.,  Victoriaville, 
Que.,  have  purchased  the  assets  and  property  of  the 
Victoriaville  Chair  Co.,  and  are  adding  chairs  to  their 
line.  The  new  goods  will  be  on  the  market  about 
June  1. 

Geo.  Thompson,  furniture  dealer,  at  Belleville,  Ont., 
has  taken  up  a  new  location  in  that  city.  The  new 
premises  are  entirely  modern  and  the  enlarged  vstore 
gives  Mr.  Thompson  three  floors  for  his  furniture 
business. 


MORE  FURNITURE  MEN  ENLIST 

Roy  Burroughes,  son  of  F.  C.  Burroughes,  of  the 
Burroughes  Furniture  Co.,  Toronto,  has  enlisted  as  an 
officer  in  the  overseas  forces. 

D.  Teahan,  furniture  dealer,  at  Windsor,  Ont.,  has 
two  sons  serving  with  the  Canadians  overseas — Lieut. 
John  P.  Teahan  and  Pte.  Edgar  Teahan,  the  latter  with 
the  Army  Medical  Corps. 

Chas.  R.  Shedden,  furniture  dealer,  Woodstock,  Ont., 


is  with  the  168th,  County  of  Oxford,  Battalion,  being 
major  of  "A"  company. 

Twenty-eight  employes  of  the  Farquharson-Gifford 
Co.,  Ltd.,  Stratford,  Ont.,  are  on  active  service. 

R.  Weidenharamer  and  Michael  Kempel,  two  em- 
ployes of  the  D.  Hibner  Co.,  Ltd.,  Berlin,  Ont.,  were 
presented  with  wrist  watches  by  the  company  when 
enlisting  for  overseas  service  recently. 

Signet  rings  and  fountain  pens  were  given  G. 
Chrystal  and  H.  Gillies,  members  of  the  office  staff  of 
the  Geo.  McLagan  Furniture  Co.,  Ltd.,  Stratford,  Ont., 
by  their  comrades  when  enlisting  for  active  service. 

J.  Hepburn,  foreman  of  the  De  Luxe  Upholstering 
Co.,  Berlin,  Ont.,  has  enlisted  with  the  118th  Battalion. 

The  Imperial  Rattan  Co.,  Ltd.,  Stratford,  Ont.,  has 
been  a  strong  factor  in  the  number  of  enlistments  in 
Stratford  since  the  commencement  of  the  war. 

The  Office  Specialty  Mfg.  Co.,  Ltd.,  Newmarket  and 
Toronto,  have  supplied  over  sixty  men  to  various  bat- 
talions since  enlistment  began  in  Canada. 


WESLEY  WALKER  AGAIN  IN  FURNITURE 

Wesley  Walker,  well  known  among  the  furniture 
trade  of  Ontario,  who  recently  sold  his  business  at  Clin- 
ton, Ont.,  is  again  getting  back  into  the  business.  He 
is  starting  an  up-to-date  furniture  store  and  under- 
taking parlors  at  Goderich  in  Hohmeier's  old  stand. 
He  is  also  handling  house  furnishings,  musical  instru- 
ments and  talking  machines. 

The  entire  store  is  being  completely  renovated  and 
newly  decorated.  A  fine  office  is  being  fitted  up,  and 
the  basement  is  being  lowered  a  foot  and  cement  floors 
put  in.  The  fittings  will  all  be  in  modern  style,  and 
here  will  be  displayed  iron  beds,  spring  beds,  linoleum, 
and  the  cheaper  grades  of  furniture.  When  completed, 
the  store  will  be  one  of  the  finest  equipped  in  Western 
Ontario.  To  top  off  the  business  a  motor  delivery  will 
be  inaugurated,  it  being  Mr.  Walker's  plan  to  give  the 
best  service  possible  to  his  customers  and  to  his  com- 
munity. 

Mr.  Walker  has  been  in  the  furniture  business  over 
twenty  years.  He  first  started  in  Wingham,  and  then 
in  Clinton.  He  has  been  in  Clinton  nine  years.  Three 
years  ago  he  bought  the  C.  H.  Conery  business,  in 
Guelph,  taking  in  as  a  partner  J.  B.  Hoover,  who  was 
at  one  time  his  opposition  in  Clinton,  a  member  of 
Hoover  and  Ball. 

Three  years  ago  (in  May)  Mr.  Walker  sold  his  furni- 
ture and  undertaking  business  in  Clinton  to  J.  Dun- 
ford,  but  continued  the  Guelph  business  until  the  fol- 
lowing Fall,  disposing  of  it  to  McNiven  and  York. 
Since  then,  he  says,  he  has  had  his  eye  on  Goderich,  the 
beauty  spot  of  Canada,  and  it  is  his  intentions  to  move 
his  family  to  Goderich  this  Fall. 

When  Mr.  Walker  went  to  Guelph  he  was  made  a 
member  of  the  Board  of  Trade,  Canadian  Club,  and 
Retailers'  Association.  He  served  in  the  council  at 
Clinton,  belongs  to  several  societies,  and  is  reckoned  on 
all  sides  a  "Good  Sport."  He  is  a  progressive  man, 
owns  several  houses,  and  has  converted  a  lone  hotel  at 
the  G.T.R.  station  in  Clinton  into  one  of  the  best  busi- 
ness colleges  in  Ontario.  He  has  also  given  liberally 
to  all  good  causes.  He  is  a  member  of  the  County  of 
Huron  War  Auxiliary,  is  a  patriotic  Canadian  and 
loyal  to  any  place  where  he  lives.  He  likes  the  God- 
erich people  and  says  he  will  spend  the  rest  of  his  busi- 
ness life  in  that  town.  Mr.  Walker  was  born  near 
Wingham  forty  years  ago,  and  has  just  celebrated  his 
40th  birthday  (Sunday,  23rd  April). 
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Make  this  a 


SPRING  and  SUMMER 


Columbia  dealers  banked  more  money  this  last  three  months  than 
ever  before. 

Which  is  by  way  of  saying  the  past  quarter  was  a  phenomenal 
Columbia  one. 

And  the  general  business  sky  is  full  of  signs  all  pointing  to  a  spring 
and  summer,  and  beyond,  that  will  throw  any  previous  record, 
wonderful  as  it  was,  into  the  shade. 

We  are  going  to  keep  up  our  end — keep  up  the  strong,  sane,  able 
advertising — and  more  of  it — that  has  backed  up  Columbia 
dealers  for  Columbia  product. 

The  standardized  prices  of  Columbia  records  made  effective  April 
20th  have  as  one  result  filled  our  files  with  letters  from  pleased 
dealers  all  over  the  Dominion  unanimously  auguring  an  unprecedented 
increase  in  record  business  this  year,  and  these  prophecies  are  being 
backed  by  a  splendid  increase  m  their  record  orders. 

Now  as  to  the  product :  We  made  more  than  super-generous  provision 
in  bygone  months,  but  even  so  we  couldn't  meet  the  extraordinarily 
increased  demand.  But  for  this  year,  with  more  factory  extensions 
and  broadened  facilities,  we  are  confident  that  we  shall  be  able  to 
accommodate,  before  very  long,  what  any  sane  man  should  be  able 
to  predict  as  the  normal  requirement  of  all  our  dealers.  And  that 
is  figured  on  what  1916  is  bound  to  be. 

Remember 

Prices  of  the  famous  Columbia  Disc  Records  have  been  Canadianized. 
We  are  telling  people  far  and  wide  that  Columbia  records  now 
cost  them  less — and  that  means  Dollars  to  you. 


Columbia  Ciraphophone 
Company 


TORONTO 


CANADA 
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Talking  Machines  in  the  Furniture  Store 


MORE  INTENSIVE  SELLING. 

Tlie  talking  macliiiic  iiidusti'y  is  analagous  with  the 
automobile  industry  in  development  and  evolution. 
If  not,  the  growth  of  the  two  lines  is  so  similar  that 
talking  machine  dealers  have  to  consider  exactly  the 
same  conditions  as  the  man  retailing  automobiles.  The 
latter  has  evolved  from  an  order-taker  to  a  sale.sinan. 
His  field,  like  that  of  the  talking  machine  man,  is  reach- 
ing a  condition  that  demands  more  intensive  selling. 

The  following  remarks  were  written  for  the  motor  car 
dealer,  but  by  the  substitution  of  the  term  "talking 
machine"  for  "automobile,"  are  equally  applicable  to 
this  line  of  business : 

"Like  the  typewriter  and  adding  machine  salesman, 
the  talking  machine  dealer  must  now  cultivate  his  field 
more  intensively  than  ever  before.  Instead  of  just 
skimming  the  cream  from  the  top,  or  in  other  words, 
picking  the  easy  prospects,  the  people  who  know  tbey 
want  talking  machines,  he  must  nse  a  fine  tooth  comb, 
and  dig  out  the  people  who  need  talking  machines,  and 
convince  them  that  they  do  need  them.  The  order- 
taker  has  given  away  to  the  salesman. 

"This  is  an  indication  of  the  greater  stability  and 
standardization  of  the  talking  machine  industry.  In- 
stead of  turning  out  large  quantities  of  talking  machines 
at  one  season  of  the  year  and  slackening  the  speed  dur- 
ing the  winter  months,  we  now  have  high  speed, 
(|uantity  production  every  day,  twelve  months  in  the 
year. 

"To-day  it  is  the  dealers  who  think  the  fastest  and 
plan  the  farthest  ahead  who  wall  be  in  business  for  many 
years  to  come.  It  is  interesting  to  note  the  dealers  and 
distributers  who  are  making  the  biggest  successes,  are 
the  ones  who  are  using  scientitie  sales  methods.  The 
atmosphere  of  progressiveness  and  big  business  is  evi- 
dent the  moment  you  enter  their  establishments." 


SUMMER  RESORT  BUSINESS. 

Already  families  are  planning  their  summer  outings. 
The  approach  of  summer  and  the  out-of-doors  time  of 
year  impresses  upon  householders  that  they  must  get 
into  the  country  for  the  coming  summer  months, 
whether  they  did  so  last  season  or  not,  says  the  Cana- 
dian Music  Trades  Journal.  If  the  family  has  or  can 
secure  a  summer  cottage  accessible  to  paterfamilias 
for  his  week-ends  so  much  the  better.  He  can  bring 
along  some  new  records  each  Friday  or  Saturday. 

The  summer  resort  custom  is  strongly  entrenched, 
and  cottages  in  the  country  are  not  limited  to  people  of 
wealth.  The  high  wages  that  mechanics  command  puts 
the  little  summer  place  within  their  means,  while  the 
more  affluent  business  and  professional  man  gratifies 
the  growing  desii'e  for  something  pretentious.  Radial 
railway  development  and  improved  steam  railway  ser- 
vice has  greatly  encouraged  the  summer  movement  to 
the  country. 

All  of  which  is  greatly  to  the  advantage  of  the  talk- 
ing machine  business.,  and  if  it  is  not  too  early  for  the 
household  to  plan  its  summer  flitting,  it  is  not  too  early 
for  the  dealer  to  decide  on  ways  and  means  of  getting 
some  extra  business  out  of  the  summer  resort. 


Every  cottager  realizes  that  the  summer  outing  is 
incomx)lete  without  music.  A  piano  is  not  always  prac- 
ticable and  the  pianist  is  less  so,  especially  when  dance 
mu.sic  is  wanted.  Neither  does  the  family  camp  always 
include  a  violinist,  'cellist  or  banjoi-st.  then  w^hat  is  more 
natural  than  to  fall  back  on  the  talking  machine?  It 
riever  refuses  to  play,  and  its  versatility  is  fully  ap- 
preciated by  the  cottager. 

The  household  already  possessing  a  machine  is  the 
best  "prospect"  for  one  for  the  summer  cottage  or 
camp.  Invariably  a  less  costly  machine  is  demanded, 
but  the  dealer  can  afford  to  put  some  energy  into  get- 
ing  the  sale  for  the  cheaper  type,  in  view  of  the  record 
business  that  should  result.  It  does  not  follow  there- 
fore that  because  a  household  has  an  outfit  that  it  is 
not  a  live  "prospect"  for  another  one,  and  it  is  never 
too  early  to  plan  that  second  outfit  business. 

Country  Dealers  Could  Do  More. 

"Country  dealers  are  not  doing  as  large  a  business 
in  talking  machines  and  records  in  proportion  to  their 
opportunities  as  are  the  city  merchants,"  is  the  state- 
ment offered  by  one  of  the  wholesalers.  "Further- 
more," said  he,  "we  are  apt  to  get  an  exaggerated 
idea  of  the  total  volume  of  business  done  by  consider- 
ing only  the  city  trade. 

"An  analysis  of  the  country  and  small  city  retailer's 
sales  will  show  that  he  specializes  in  cheaper  lines,  or 
rather  that  he  has  a  smaller  proportion  of  the  higher 
priced  sales  to  his  credit." 

Inquiry  at  distributing  houses  shows  this  to  be  the 
case.  It  does  not  mean,  however,  that  the  cheap  lines 
are  not  sold  in  the  city  also,  for  they  are  sold  in  quite 
large  volume.  But  the  city  dealer  may  have  a  larger 
prospective  clientele  for  the  high-priced  lines  than  the 
country  dealer  and  the  necessity  of  selling  higher  priced 
goods  is  more  pronounced.  It  may  also  be.  and  ap- 
parently is,  that  the  city  dealer  is  more  aggressive  and 
more  alert  in  pushing  trade. 

It  is  estimated  that  considerably  under  twenty  per 
cent,  of  the  homes  in  Canada  are  still  unequipped  with 
talking  machines.  The  other  eighty  per  cent,  repre- 
sent an  extensive  field  for  intensive  cultivation,  so  that 
no  dealer  need  become  pessimistic  or  indiflferent  for 
the  want  of  ground  to  work,  even  though  furnituje 
dealers,  druggists,  hardwaremen  and  stationers  are  be- 
ginning to  encroach  upon  what  the  music  dealer  has 
heretofore  considered  his  exclusive  field. 


INCREASED  SALES  OF  COLUMBIA  PRODUCTS. 

The  ]\Iusic  Supply  Co..  Toronto,  who  wholesale  Col- 
umbia products  in  Ontario,  have  entered  on  their  sixth 
year.  The  results  of  their  fifth  year's  business  show 
sales  thirteen  times  greater  than  the  year  previous  to 
their  first  year.  This  record  would  have  been  greater 
but  for  the  shortage  of  grafonolas  which  has  left  orders 
for  several  hundred  unfilled.  The  energy  of  John  A. 
Sabine  in  selling,  and  Chas.  R.  Leake  in  purchasing, 
has  resulted  in  many  dealers  being  added  to  the  list 
of  Columbia  agents. 
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Let  us  send  you  all  particulars 
about  the 

PHONOLA 

DISC  TALKING  MACHINE 


The  '*  Phonola"  is  noted  for  its  superior  motor — a  noiseless,  strong, 
durable  one.  For  accurate  sound  production  it  is  easily  in  the  front 
rank.    It  plays  any  make  of  disc  record. 

Through  the  quality  in  every  detail  of  construction,  and  through  the 
musical  results  obtained  from  it,  the  Phonola  is  making  new  friends 
every  day — and  keeping  them. 

RETAIL  PRICES 
$20,    $30,    $40,    $65,    $85,    $125,   $160,  $250 

The  Agency  Proposition  is  Open 


You  can  handle  anything  else 
you  like  with  the  Phonola. 

The  latest  type  Phonola  (the 
Organola),  is  the  greatest  ad- 
vance in  Talking  Machine 
construction  since  the  begin- 
ning of  the  industry. 

Drop  us  a  Card 

The 

Pollock  Mfg.  Company 

LIMITED 

Manufacturers  of  the 

"PHONOLA" 

Berlin  Canada 
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Law  Regarding  Keeping 

By  a  staff 

That  the  ways  of  the  law  are  often  devious  aiid  past 
man's  understanding  is  a  truism  and  not  a  supposition 
is  beyond  question.  Legislators  spend  much  time  in 
framing  laws  under  the  guidance  of  the  so-called  law 
experts  of  the  Crown,  only  to  find,  sometimes  long 
afterwards,  that  judges  upon  the  bench  put  a  mean- 
ing into  them  that  was  never  contemplated. 

It  was  thought,  for  example,  that  under  the  Crim- 
inal Code  it  was  an  indictable  offence  for  a  business 
man,  in  the  event  of  failing  with  liabilities  exceeding 
a  thousand  dollars,  not  to  be  able  to  show  that  he 
had  kept  books  of  account.  The  particular  clause  on 
which  this  supposition  was  based  is  as  follows: 

"Everyone  is  guilty  of  an  indictable  offence  and 
liable  to  a  fine  of  eight  hundred  dollars  and  to 
one  year's  imprisonment  who,  heing  a  trader  and 
indebted  to  an  amount  exceeding  one  thousand 
dollars,  is  unable  to  pay  his  creditors  in  full,  and 
has  not  for  five  years  next  before  such  inability, 
kept  such  books  of  account  as,  according  to  the 
usual  course  of  any  trade  or  business  in  which  he 
may  have  been  engaged,  are  necessary  to  exhibit 
or  explain  his  transactions,  unless  he  be  able  to 
account  for  his  losses  to  the  satisfaction  of  the 
court  or  judge  and  to  show  that  the  absence  of 
such  books  was  not  intended  to  defraud  his 
creditors." 

With  a  belief  in  the  efficacy  of  this  clause  a  business 
man  in  Toronto,  who  had  failed  with  liabilities  of 
$75,000,  was  arrested  hecause  he  had,  when  under  ex- 
amination, been  unable  either  to  produce  books  of 
account  or  explain  the  discrepancy  in  his  assets,  he 
having  six  months  before  his  assignment  issued  a  state- 
ment showing  a  surplus  of  nearly  $9,000. 

The  defendant  was  committed  for  trial  by  the  Police 
Magistrate  and  subsequently  convicted  by  Judge  Win- 
chester in  the  Assize  Court.  An  appeal,  however,  was 
made  to  the  Appellate  Court  on  the  ground  that  as  the 
defendant  had  been  in  business  only  fourteen  months, 
and  not  five  years,  the  Criminal  Code  did  not  apply  in 
his  case. 

Chief  Justice  Meredith,  when  the  case  came  before 
him,  concurred  in  this  view,  holding  that  whatever  may 
have  been  the  intention  of  the  legislators  the  language 
employed  in  the  Act  was  not  sufficiently  clear  to  cover 
a  trader  unless  he  had  been  in  business  five  years. 

That  such  an  interpretation  was  intended  by  those 
who  framed  the  law  cannot  for  one  moment  be  con- 
ceived. On  the  face  of  it,  such  an  intention  would  be 
absurd. 

Obviously,  in  spirit,  it  was  the  intention  of  the  legis- 
lators to  frame  a  law  which  would  compel  business 
men  to  keep  books  of  account,  and,  in  the  event  of  in- 
solvency, to  punish  them  for  failure  to  do  so.  But,  un- 
fortunately, learned  judges  are  too  often  guided  by 
their  interpretation  of  the  letter  of  the  law,  its  spirit  or 
intention  being  ignored  altogether. 

As  a  result  of  the  interpretation  which  the  Chief 
Justice  of  the  Appellate  Court  has  placed  upon  the 
clause  in  the  Criminal  Code  regarding  the  keeping  of 
books  of  account,  representations  are  to  be  made  to 
the  Minister  of  Justice  with  a  view  to  having  amend- 
ments made  which  shall  place  the  intention  of  the  law 
beyond  peradventure. 


of  Books  a  Dead  Letter 

CONTRIBUTOR 

HINTS  ON  THE  HANDLING  OF  COMPLAINTS 

THE  customer  with  a  complaint  should  be  given 
more  attention  than  the  customer  with  an  order. 
Some  smart  Alecks  in  the  retail  business  may 
consider  this  a  mighty  funny  statement;  but  funny  as 
it  may  appear  to  them,  it's  mighty  good  advice  to  the 
furniture  dealer  who  wants  to  get  ahead  in  the  world 
and  who  wants  to  build  upon  the  good  will  of  his  trade. 

Too  many  merchants  consider  the  customer  who 
kicks  over  something  as  an  unmitigated  nuisance,  with- 
out whom  they  would  be  better  off.  So  they  treat  her 
accordingly,  and  in  a  short  time  they  find  that  they  are 
better  off,  if  they  continue  to  think  the  same  way.  But 
usually  by  the  time  that  happens  they  have  experi- 
enced a  change  of  heart,  and  regret  the  loss  of  a  cus- 
tomer who  could  have  been  held  by  the  expenditure 
of  a  little  time  and  trouble. 

Don't  Dodge  When  You  Are  Wrong 

I  am  not  one  of  those  who  believe  that  the  customer 
is  always  right.  Lots  of  times  she  is  wrong,  away 
wrong,  but  not  all  the  time.  Sometimes  she  has  justi- 
fication for  her  complaint ;  and,  under  these  conditions, 
she  deserves  proper  treatment  from  the  dealer  to  whom 
she  gives  her  trade. 

When  you  are  in  the  wrong  don't  try  to  dodge ;  make 
good.  The  small  loss  in  that  usually  is  compensated  by 
the  future  trade  that  you  will  get.  The  small  saving 
made  by  turning  down  a  customer  is  usually  more  than 
balanced  by  the  big  loss  of  her  entire  future  trade. 

The  Woman  Who  Tries  to  Put  It  Over  You 

The  woman  who  expects  everything  for  nothing — 
and,  luckily  for  the  retailer,  she  is  in  the  small 
minority — cannot  be  satisfied  at  all.  If  quality  is  bad 
and  you  make  it  good,  she  will  try  to  work  the  same 
game  on  you  all  over  again  within  a  week's  time.  If 
she  kicks  on  the  price,  and  you  are  foolish  enough  to 
meet  her  kick  only  once,  you  will  never  be  able  to  sell 
her  an  article  without  doing  the  same  thing  all  over 
again.   That  kind  of  customer  is  a  pest. 

There  is  only  one  way  of  treating  her.  When  she  be- 
comes unbearable,  put  the  facts  of  the  ease  before  her 
without  mincing  words.  Tell  her  the  quality  of  your 
goods  suits  all  your  customers  except  her.  Tell  her 
your  prices  give  you  a  fair  profit  and  no  more,  and 
that  you  have  to  charge  them  or  else  go  out  of  business. 
Be  firm,  but  courteous.  You  will  either  lose  her  trade 
for  good,  or  hold  her  without  a  kick  in  the  future. 
And  it  must  be  one  way  or  the  other;  there  is  no  middle 
way  with  a  woman  like  she  is. 

Reetify  mistakes  that  are  up  to  you;  sympathize 
with  the  customer  whose  nature  uses  you  for  a  means 
of  finding  relief  to  her  temper,  for  she  can't  help  what 
she  does ;  but  come  to  a  firm  understanding  with  the 
woman  whose  one  aim  in  her  dealings  with  you  is  to 
put  one  over  on  you. 


The  June-bride  trade  you  get  to-day 
may  open  a  way  for  procuring  a  life-long 
customer. 
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How  to  Proportion  Profit  on  Selling  Price  to  Cost 

The  method  explained  and  a  table  given  at  the  request  of  the 
Secretary  of  the  Regina  Branch  of  the  Retail  Merchants'  Association. 


THE  question  of  the  proper  figuring  of  profits  is 
one  of  the  greatest  importance  to  every  retail 
dealer.  More  merchants  are  realizing  this  fact 
every  day  and  are  aiming  to  get  such  a  grasp  of  the 
proper  method  as  will  prevent  them  from  falling  into 
the  pitfalls  that  are  bringing  loss  to  so  many  dealers 
every  year. 

Request  from  Dealers  for  Proper  Method 

This  is  shown  by  the  following  letter  received  from 
the  secretary  of  the  Regina  Branch  of  the  Retail  Mer- 
chants' Association: 

Retail  merchants  in  this  province  are  crying  ont 
for  a  proper  cost-finding  system,  simple  and  practical, 
and  showing  how  to  proportion  selling  price  to  cost, 
that  would  be  suitable  for  their  line  of  business. 

Several  requests  have  come  to  the  hand  of  the  writer 
during  the  past  few  weeks  for  such  a  system.  If  you 
can  assist  us  in  this  request  we  shall  feel  greatly  in- 
debted. Yours  truly, 

REGINA  BRANCH  OF  R.  M.  ASSO., 

Per  A.  M.  WHITE,  Secretary. 

Method  of  Reasoning  It  Out 

Western  merchants  not  only  want  the  proper  method, 
but  they  want  a  simple  and  rapid  one.  One  of  the 
questions  that  frequently 
puzzles  dealers  is  how  to 
proportion  profit  on  sell- 
ing price  to  cost.  They 
know  that  to  make  20  per 
cent,  on  the  selling  price 
they  must  add  25  per  cent, 
to  cost  price,  but  they  are 
rather  uncertain  as  to  the 
method  of  arriving  at  that 
fact  except  by  frequent 
"tries."  We  will  take  20 
per  cent,  on  selling  price 
and  follow  the  method  of 
reasoning  by  which  it  is 
reduced  to  percentage  on 
cost. 

You  want  to  make  20 
per  cent,  on  selling  price 
or  20  cents  on  $1.00. 

Cost  of  article  must, 
therefore,  be  80e. 

Therefore,  figuring  on 
cost : 

On  80c.  you  make  20c. 
On    $1.00    you  make 
100X20 

 equals  25c. 

80 

This  equals  25  per  cent. 

Therefore  20  per  cent, 
on  selling  price  equals  25 
per  cent  on  cost. 

If  an  article  costs  $2.00 
and  you  want  to  make  20 


per  cent,  on  the  selling  price,  you  must  add  25  per 
cent  to  the  cost  price.  The  selling  price  is  $2.50 — you 
make  50  cents  or  20  per  cent,  on  selling  price. 

Another  Sample  Problem 

To  further  illustrate  the  method,  let  us  figure  out 
another  problem  on  profits.  You  have  bought  goods 
at  $4.50.  You  have  found  that  your  cost  of  doing 
business  is,  say,  19  per  cent.,  and  you  want  to  make  6 
per  cent,  net  profit.  The  total  per  cent,  you  must  make 
on  the  sales  price  is,  therefore,  25  per  cent.  What 
will  you  have  to  add  to  the  cost  to  make  this? 

If  you  made  25  per  cent,  on  a  dollar,  goods  would 
have  to  cost  75  cents.   Figuring  on  cost: 

On  75  cents  you  make  25e. 

100X25 

On  $1.00  you  make  equals  33  1-3  c. 

75 

Therefore  you  will  have  to  add  33  1-3  per  cent,  to 
cost  ($4.50),  which  equals  $1.50.  The  selling  price 
would  have  to  be  $6.00.  If  this  is  per  dozen,  the  goods 
would  have  to  sell  at  50  cents  each. 

Table  Gives  Rapid  Method 

It  means  a  good  deal  of  work  for  the  merchant  to 
have  to  figure  out  percentage  on  selling  price  to  a  per- 
centage on  cost  basis  each  time  he  wants  to  mark  any 
goods  or  ascertain  if  a  certain  line  allows  a  sufSeient 

amount  of  profit.  To  sim- 
plify work  in  this  regard 
we  append  a  table  that  the 
dealer  would  do  well  to 
keep  in  a  convenient  posi- 
tion. It  shows  the  per- 
centage which  should  be 
added  to  gross  cost  to  get 
a  specified  percentage  on 
selling  price. 

It  should  always  be 
borne  in  mind  that  cost 
means  the  gross  cost  and 
not  merely  the  invoice 
price.  You  must  know  the 
exact  cost  of  your  goods 
laid  down  in  the  store 
ready  for  sale,  with 
freight  and  other  charges 
added.  There  is  often  a 
material  difference  be- 
tween the  invoice  price 
and  the  actual  cost  of  the 
goods  which  must  be  tak- 
en into  consideration  in 
figuring  profits. 

The  accompanying  table 
if  kept  at  hand  will  allow 
the  merchant  in  a  mo- 
ment's time  to  find  out 
what  he  must  add  to  the 
cost  of  his  goods  to  make 
a  certain  percentage  of 
profit. 


HOW  TO  PROPORTION  PROFIT  ON  SELL- 

ING  PRICE  TO  ( 

DOST. 

The    Furniture  Dealer's 

Rapid 

Method 

Table. 

To  make : 

5  p.c. 

on  selling  price  add 

5.263  to 

cost 

6  p.c. 

on  selling  price  add 

6.383  to 

cost 

7  p.c. 

on  selling  price  add 

7.527  to 

cost 

8  p.c. 

on  selling  price  add 

8.696 

to 

cost 

9  p.c. 

on  selling  price  add 

9.89 

to 

cost 

10  p.c. 

on  selling  price  add 

11.11 

to 

cost 

11  p.c. 

on  selling  price  add 

12.36 

to 

cost 

12  p.c. 

on  selling  price  add 

13.63 

to 

cost 

13  p.c. 

on  selling  price  add 

14.94 

to 

cost 

14  p.c. 

on  selling  price  add 

16.27 

to 

cost 

15  p.c. 

on  selling  price  add 

17.64 

to 

cost 

16  p.c. 

on  selling  price  add 

19.04 

to 

cost 

17  p.c. 

on  selling  price  add 

20.48 

to 

cost 

18  p.c. 

on  selling  price  add 

21.95 

to 

cost 

19  p.c. 

on  selling  price  add 

23.45 

to 

cost 

20  p.c. 

on  selling  price  add 

25 

to 

cost 

22  p.c. 

on  selling  price  add 

28.2 

to 

cost 

24  p.c. 

on  selling  price  add 

31.58 

to 

cost 

25  p.c. 

on  selling  price  add 

33.33 

to 

cost 

28  p.c. 

on  selling  price  add 

38.9 

to 

cost 

30  p.c. 

on  selling  price  add 

42.85 

to 

cost 

33  1-3  p.c.  on  selling  price  add 

48.42 

to 

cost 

35  p.c. 

on  selling  price  add 

53.846  to 

cost 

40  p.c. 

on  selling  price  add 

66.67 

to 

cost 

50  p.c. 

on  selling  price  add  100 

to 

cost 
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Undertakers'  Department 


Problems  affecting  the  Underial^ing  Profession  are  here  discussed  and  readers  are  inuiled  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with    News  of  the  profession  throughout  Canada. 


How  1  Conduct  a  Funeral 

Address  by  E.  M.  Cheesman,  Oslfaloosa,  before 
the  F.D.A.  at  Colfax,  Iowa. 

ON  receiving  the  call  we  first  ascertain  the  cause  of 
death,  the  house  number,  or.  if  in  the  country, 
the  direction  and  best  road  to  reach  the  place. 
On  reaching  the  home  and  while  my  assistant  is  tying 
the  horse  or  fixing  the  car,  I  take  one  of  the  grips  and 
proceed  to  the  house,  to  announce  my  arrival.  On 
passing  through  the  door  it  is  my  thought  and  aim  not 
to  enter  as  an  undertaker,  or  in  a  professional  capa- 
city, but  rather  as  a  friend  who  assumes  all  the  respon- 
sibility and  on  whom  the  family  can  lay  all  the  cares 
and  worries  concei^ning  the  care  and  burial  of  their 
loved  one. 

With  a  few  remarks  T  pass  on  to  the  room  where  the 
body  is.  By  this  time  my  assistant  has  arrived  with  the 
other  grip  and  embalming  couch.  I  then  ask  for  the 
necessary  articles  such  as  sheets,  towels,  warm  water, 
and  underwear.  Providing  my  assistant  with  these  I 
then  return  to  the  family  to  learn  their  wishes  concern- 
ing the  funeral  arrangements. 

About  the  time  I  think  the  assistant  has  the  body 
washed  and  dressed  I  return  to  the  death  chamber  and 
assist  in  removing  the  body  from  the  bed  to  the  embalm- 
ing couch.  7  remain  until  thfe  shaving  is  done  and  the 
artery  is  taken  up  and  the  injection  started.  I  then 
return  to  the  family  and  enter  into  a  general  conversa- 
tion concerning  the  sickness  and  death  of  their  loved 
one.  And  right  here  I  get  my  [)ointers.  J  find  it  gives 
them  a  great  deal  of  relief  to  talk  over  the  sickness 
and  death,  and  all  tliat  they  had  done  for  the  departed 
one. 

I  then  proceed  to  till  out  a  [jajx-r  or  re[)ort  containing 
the  name  of  deceased,  age,  hour  and  date  of  death, 
cause  of  death,  physician,  date  of  birth,  when  and 
where  funeral  is  to  be  held,  date  and  place  of  burial, 
all  of  which,  in  complying  with  the  law,  must  be  sent 
to  the  secretary  of  the  State  Board  of  Health  by  the 


fourth  day  of  each  month.  If  possible  we  make  ar- 
rangements at  this  time  for  the  day,  place  and  hour  of 
the  funeral,  and  sending  of  telegrams.  We  also  render 
them  service  by  offering  to  send  our  car  at  an  appointed 
time  to  bring  them  to  the  funeral  home  to  select  the 
casket  and  the  robe  or  gown.  Also  by  taking  them  to 
the  cemetery  foi-  selection  of  the  lot,  and  to  the  florist 
if  requested. 

Next  comes  the  selection  of  the  minister,  singers  and 
pall  bearers,  number  of  carriages  desired;  also  see  that 
carriages  are  sent  for  the  minister,  singers  and  rela- 
tives, and  attend  to  any  other  details  that  the  family 
may  reciuest  of  lis.  Thus  giving  all  the  service  possible 
at  a  time  of  this  kind. 

In  the  morning  I  learn  at  what  hour  the  flowers  will 
arrive,  and  I  am  there  to  receive  and  arrange  them.  If 
tlie  hour  of  the  funeral  is  set  for  2  p.m.,  I  have  chairs 
delivered  at  1  p.m.  and  placed  in  the  corner  of  the  dif- 
ferent rooms.  I  never  open  a  chair  until  someone  is 
there  to  occupy  it.  T  have  my  assistant  or  a  close  friend 
of  the  family  at  the  door  to  receive  the  friends.  I  have 
the  family  take  their  final  leave  in  private  before  the 
arrival  of  the  friends  and  neighbors. 

As  the  friends  arrive,  I  have  them  pass  the  ca.sket 
and  take  leave  before  seating  them.  The  family  is  then 
comfortably  seated  with  their  wraps  handy.  At  the 
appointed  hour  the  services  begin,  after  which  the  pall 
bearers  i^ass  out  on  the  east  side  of  the  door  and  roll 
the  casket  out  to  them.  The  hearse  stationed  at  the 
proper  place  and  the  pall  bearers'  rig  at  the  side  and 
a  little  at  the  rear.  I  have  my  assistant  place  the  cas- 
ket in  the  hearse  while  I  bring  the  members  of  the 
family  and  assist  them  into  the  carriages.  I  then  mo- 
tion to  the  drivers  to  move  on  and  return  to  the  house, 
remove  the  crepe  from  the  dooi-,  get  the  flowers  that 
are  left,  get  in  the  car  and  take  another  route  to  the 
cemetery. 

I  give  personal  attention  to  the  arrangement  of  the 
flowers  at  the  grave,  before  the  procession  arrives. 

The  family  is  then  assisted  from  the  carriages  and 
formed  in  line,  the  casket  is  removed  from  the  hearse 


 ~> 

m 

1 

COMPACT  MOTOR  EQUIPMENT 

Robt.  .1.  Itt'id,  one  of  Kingston's  leading 
undertakers,  lias  purchased  from  The 
Houghton  :\Iotor  Car  Co.,  Marion,  Ohio, 
one  of  till-  iriiist  complete  combined  ambul- 
ance-casket delivery  and  hearse  seen  in  this 
country.  It  is  small  and  neat  and  finished 
tastefully,  answering  every  purpose  of  the 
undertaker.  The  upkeep,  says  Mr.  Reid,  is 
a  great  deal  less  than  a  big  car. 
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DOMINION  MANUFACTURERS 

LIMITED 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


Unequalled  Facilities  for  Quick 
and  Efficient  Service 

You,  Mr.  Undertaker,  realize  the  advantage  of  having  the 
goods  you  "rush  order"  arrive  as  expected.  A  glance  at  the 
names  below  w^ill  convey  to  your  mind  an  idea  of  the  enormous 
advantages  we  can  offer  you  in  the  matter  of  service. 

This  is  of  vital  importance  to  you  because  speed  is  a  big 
element  which  enters  into  your  profession,  and  delays  are  in- 
convenient and  unprofitable. 

With  the  possibilities  of  our  various  locations  throughout  the 
Dominion  we  assure  you  that  we  offer  services  unexcelled. 

Get  in  touch  with  our  nearest  branch — 
it  will  mean  dollars  for  you 

The  National  Casket  Co.,  Limited  -  Toronto,  Ont. 
The  D.  W.  Thompson  Co.,  Limited  -  Toronto,  Ont. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Hamilton,  Ont. 
The  Globe  Casket  Co.,  Limited  -       London,  Ont. 

Jas.  Elliott  &  Son  -  Prescott,  Ont. 

Girard  &  Godin,  Limited        -  Three  Rivers,  Que. 

Christie  Bros.  &  Company,  Limited  -  Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co.,  Limited,  Winnipeg,  Man. 
Vancouver  Casket  Company         -  Vancouver,  B.C. 


Head  Office: 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 


TORONTO 


CANADA 
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DOMINION  MANUFACTURERS 

LIMITED 

iiiiiiiiiiiiiiiiiii!iiiiiiiiri[itiiiii!iiii)iiiniiiiiiiiiiiiiiiii!iii'iiiniiii'riiin 


We  Supply  Every  Need  of 

the  Modern  Funeral  Director 

We  have  recently  placed  on  the  market  a  series  of 
improved  designs  in  moderately  priced  caskets.  Un- 
prejudiced critics  tell  us  that  they  are  far  and  away 
the  best  values  in  caskets  of  this  type  ever  offered.  The 
combinations  of  pleasing  style,  appropriate  design, 
selected  materials,  master  workmanship  and  attractive 
prices  are  quite  unexampled.  The  undertaker  not 
familiar  with  the  Dominion  line  of  caskets  will  do  well 
to  ask  us  to  send  him  information  of  these  new  designs. 

The  originality  and  attractiveness  of  design ;  the 
adaptability  of  our  extensive  line  of  casket  trimmings 
to  the  needs  of  all  classes  of  trade,  has  made  our 
Casket  Hardware  the  favorite  of  Funeral  Directors. 


A  request  to  our  nearest  branch  will 
receive  prompt  attention 


Quality  Goods  at  Prices  that  are  Right 


iiiiitiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

Head  Office : 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO       ....  CANADA 
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No.  300  Elliptic  Half  Couch  Casket 


There  is  a  touch  of  distinctiveness  and  artistic  beauty  found  in  the  Central 
Line  that  makes  its  own  appeal  to  your  trade.  Better  carry  these  quality 
goods  in  stock,  especially  when  they  cost  no  more  than  the  ordinary  kind. 

CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  241  Fern  Ave.,  Toronto 

Telephone  126  Telephone  Parkdale  3257 


Canicula 
Embalming  Fluid 

Made  In  Canada 

This  subject  was  embalmed  by  Norman 
Baker  of  the  F.  D.  Matthews  Com- 
pany, using  eight  ounces  of  Canicula  to 
seven  pints  of  water.  Can  you  beat  it 
for  hfe-like  appearance. 

Canicula  has  been  on  the  market  for 
twenty-five  years  and  has  never  had  to 
change  its  name.    Manufactured  by 

The  Canicula  Chemical  Co. 

366  BATHURST  ST. 
TORONTO   -  CAN. 
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and  the  procession  proceeds  to  the  grave.  After  the 
grave  service,  I  thank  the  friends  and  dismiss  them. 

T  then  return  to  the  grave  to  finish  lowering  the  cas- 
ket. Now  the  funeral  is  over,  the  next  thought  is  what 
have  T  done,  have  f  made  any  friends,  have  I  made 
any  mistakes,  or  have  I  forgotten  anything,  and  what 
have  I  realized  financially  out  of  all  this  service?  i 
wonder  how  many  of  you  here  to-day  can  tell  me  what 
your  overhead  expense  was  last  year,  or  how  much  it 
cost  you  for  each  casket  buried?  I  venture,  if  you  stop 
to  figure,  you  would  be  surprised.  Permit  me  to  illus- 
trate : 

I  have  a  friend  in  the  lund)er  busijiess  in  a  small  town. 
He  had  a  fine  yoimg  man  helping  him.  Last  year  there 
were  nine  new  homes  built  in  and  around  the  town 
that  he  ordered  the  lumber  for  on  a  15  per  cent,  basis. 
He  figured  he  was  doing  fine.  At  the  end  of  the  year 
he  figured  up  and  found  that  he  was  behind.  Thinldng 
there  had  been  some  crooked  work  done  he  discharged 
the  young  man.  Afterward  he  and  I  were  talking  the 
matter  over,  and  I  asked  him  if  he  knew  what  his  over- 
head expenses  were  and  he  confessed  that  he  did  not. 
I  told  him  that  was  the  first  thing  that  he  should  know 
about  his  business.  On  figuring  up  his  overhead  ex- 
penses he  found  it  had  cost  him  22  per  cent. 

Now,  as  to  the  cost  of  each  casket  you  sell :  We  must 
figure  all  our  overhead  expenses.    For  instance,  I  have 


invested  in  building,  if;! 5,000.00,  which  means  $150  per 

month,  or  per  year  $1,800.00 

Stock,  $5,000  at  10  per  cent   500.00 

Salaiy,  $125  per  month  or  per  year   1,500.00 

Salary,  assistant  $75  per  month  or  per  year.  .  900.00 
Interest  on  money  invested  in  stock,  $5,000  at 

10  per  cent.  .  '.   500.00 

Tax  on  stock    50.00 

Heat  and  light   250.00 

Depreciation  on  stock  and  fixtures  at  10  per 

cent.   500.00 

Profit  and  loss   200.00 

Interest  on  money  invested  in  aulo  at  10  i)er 

cent  .'   150.00 

Upkeep  on  auto  at  10  per  cent   150.00 

Depreciation  on  auto  at  10  per  cent   150.00 

Livery,  based  on  100  calls  a  year,  at  $1.50  call.  150.00 

Delivering  100  caskets,  at  $l".00  each   100.00 

Phone  $.'i.75  a  month,  or  by  year   45.00 

Door  badges,  flowers  for  doors,  lace  throws, 

couch  covers,  etc   50.00 

Office  supply,  stamps,  etc   5.00 


Making  grand  total  of  $7,000.00 


This  is  based  on  100  funei-als.  at  an  average  of  $100 
per  funeral,  which  is  placing  it  high.  The  best  average 
that  I  ever  made  was  $92.00. 

This  would  mean  that  it  has  cost  you  $70.00  per  each 
casket  placed  in  the  grave.  Add  to  this  the  cost  of  your 
goods  and  you  will  see  why  undertakers  as  a  class  have 
such  a  hard  time  meeting  their  bills.  And  when  the 
expense  of  the  auto  hearse  is  added  to  this,  T  do  not 
see  how  we  are  going  to  break  even. 


BAD  PIECE  OF  ROAD 

The  Lake  Shore  Road,  says  The  Toronto  Globe,  is  in 
such  a  condition  that  Undertaker  Norman  Craig,  of 
Toronto,  had  to  take  a  special  radial  ear  to  bring  in  the 
body  of  William  Blevins,  a  G.T.R.  •  employe  at  Mimieo 
killed  by  a  radial  car  opposite  Mimico  Asylum.  He  had 
to  charter  a  special  ear  also  at  the  week-end  to  take  a 
.casket  to  Long  Branch. 


Some  Observations  on  Embalming 
Fluids 

By  Prof.  Chas.  O.  Dhonau 

'I'lic  efficiency  of  an  embalming  fluid  from  the  germi- 
cidal standpoint  depends  on  the  germicidal  value  of  the; 
percentage  of  the  germicidal  base. 

For  ordinary  use  an  embalming  fluid  should  have  a 
germicidal  value  equal  to  the  germicidal  power  of  a 
4  per  cent,  solution  of  formaldehyde.  Where  formalde- 
hyde is  not  the  base  the  ecpiivalents  are  phenol  4  per 
cent.,  creasote  3  per  cent. 

When  an  embalming  fluid  is  so  reduced  in  germicidal 
strength  by  being  diluted  Avith  moisture  from  the  body 
that  its  formaldehyde  strength  is  reduced  below  2% 
per  cent.,  it  has  an  uncertain  value  as  a  preservative. 

Thus  we  may  say  that  the  standard  of  4  per  cent,  con- 
tains an  excess  of  germicidal  power  for  thin  dry  bodies; 
is  nearly  correct  for  medium  weight  bodies ;  is  deficient 
for  edematous  or  dropsical  cases. 

Any  fluid  which  has  been  on  the  market  for  more 
than  two  years  can  be  recognized  immediately  as  one 
which  has  some  merit.  The  penalty  of  an  inferior  pro- 
duct is  a  lack  of  continuous  sale. 

Any  standard  fluid  can  be  depended  upon  to  do 
what  it  is  supposed  to  do  if  it  is  used  in  dilutions  agree- 
able to  the  moisture  conditions  in  the  body. 

The  apparent  failui'c  of  a  standard  fluid  in  any  given 
case  is  more  likely  due  to  the  imperfect  use  of  the  same 
by  the  operator  than  to  any  other  cause. 

When  the  operator  does  not  take  into  consideration 
such  things  as  the  moisture  percentage,  the  condition 
of  the  circulation,  the  pathological  conditions  within 
the  body,  the  securing  of  the  proper  degrees  of  pres- 
sure within  the  body,  circulation,  etc.,  any  embalming 
fluid  may  fail  regardless  of  its  composition  or  its  prev- 
ious good  record. 

EmTaalming  fluids  vary  of  course  in  the  degrees  of 
efficiency  against  blood  coagulation,  but  when  used  in- 
telligently, can  be  made  to  produce  effects  equal  to 
those  possible  with  other  fluids. 

Most  failures  with  embalming  fluids  come  from  the 
lack  of  intelligent  study  of  the  peculiarities  of  the  fluid. 
The  mechanical  use  of  any  embalming  preparation  with- 
out intelligent  direction  causes  a  certain  percentage  of 
failures  or  of  bad  results.  The  more  scientific  oper- 
ators obtain  a  maximum  percentage  of  good  results  in 
all  cases  regardless  of  the  strength  or  the  character- 
istics of  the  standard  fluid  used. 

Many  of  .you  will  believe  with  me  that  when  men  use 
every  fluid  on  the  market  and  find  something  to  criti- 
cize in  each  one  of  them,  there  must  be  something 
wrong  with  the  fundamental  ti'aining  of  the  universal 
critic. 

When  the  embalmers  as  a  class  take  the  trouble  to 
go  into  the  chemistry  of  the  fluid  and  learn  more  about 
the  actions  of  chemicals,  the  possibilities  and  limita- 
tions of  an  embalming  fluid,  we  will  have  less  trouble 
reported  to  us,  and  embalming  fluids  will  receive  better 
treatment  at  the  hands  of  the  operator. 


Fulton  &  Smith  is  a  new  firm  of  funeral  directors 
which  has  opened  up  at  Owen  Sound,  Ont. 

(V)mi)agnie  des  Frais  Funeraires,  Granby,  Que., 
has  dissolved  and  is  succeeded  by  La  Societe  des  Frais 
Funeraires  de  Granby. 
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ampion 


Champion  Fluid 
Made  in  Canada  from 
Canadian  Chemicals 


Order  direct  from  us 
or 

from  your  Jobber 


Pure 
Chemicals 


Every  1 6  oz.  bottle  of  Cham- 
pion Embalming  Fluid  is 
100%  pure.  The  richest  and 
purest  compound  that  will  re- 
main in  solution.) 


War  conditions  have  greatly  increased  the  cost  of  fluid  ingredients,  tempting  fluid  manufacturers  to  use 
cheaper  and  inefficient  substitutes,  but  Champion  Quality  will  be  maintained,  no  matter  what  the  cost. 

ALWAYS  BEWARE  THE  CHEAP  FLUID,  BUT  ESPECIALLY  SO  NOW 

Champion  for  Uniformity,  Purity,  Dependability.    It  *s  worth  the  Price. 


The  Champion  Chemical  Co.   :  Springfield,  Ohio 
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FRENCH  EMBALMING 

From  the  London  Undertakers'  Journal  we  learn, 
says  The  Casket,  that  there  are  two  professional  em- 
balmers  in  France,  aside  i'roni  physicians  who  do  so- 
called  embalming.  W.  Oliver  Nodes,  a  well  known  em- 
balmer,  returned  a  few  months  ago  from  Paris,  where 
he  went  to  give  a  helping  hand  to  a  French  firm  in  the 
matter  of  embalming.  The  case  which  Mr.  Nodes 
treated  was  that  of  an  American  lady  whose  remains 
had  been  embalmed  by  a  French  physician  who  had 
used  chloride  of  zdnc  and  made  a  botch  of  his  work,  so 
that  Mr.  Nodes  had  to  do  it  over.  By  the  way,  em- 
balming with  chloride  of  zinc  solution  goes  back  some 
thirty  years  or  more  in  France,  and  M.  Charles  Jumelin, 
one  of  the  French  professional  embalmers,  alluded  to 
above,  uses  this  antiquated  method.  We  are  not  in- 
formed what  fluid  M.  Lienhard  Harries,  the  other 
French  professional,  employs,  but  Mr.  Nodes,  who  has 
been  in  America,  ought  to  have  been  able  to  tell  him 
to  abandon  French  methods.  Even  British  embalming 
is  more  up-to-date.  Mr.  Harries'  firm  is  paying  par- 
ticular attention  to  sending  home  bodies  of  British 
officers  and  soldiers  who  fall  in  battle  in  France.  May 
these  have  better  treatment  than  the  French  physician 
gave  the  remains  of  the  American  lady. 


DOCTOR'S  LEG  BROKEN  IN  DEATH  TEST 

Bill  Stuart  was  taken  to  the  Emergency  Hospital  in 
Dallas,  Tex.,  recently,  by  policemen  who  had  found 
him  in  an  alley.  The  police  thought  he  Avas  a  ' '  corpse, ' ' 
but  were  not  sure.  Stuart  was  laid  on  an  operating 
table.  Dr.  E.  F.  Knapp  tried  several  tests,  but  he 
didn't  feel  certain  that  Bill  was  dead.  So  he  prodded 
Stuart  in  the  eye  with  his  finger.  The  "corpse"  let 
out  a  whoop  and  jumped  to  the  floor.  Stuart  sw^^ng 
at  the  doctor  and  the  doctor  went  down,  breaking  a  leg 
in  the  fall.  Then  Bill  "licked"  two  internes  before 
two  husky  policemen  could  get  to  him. — Western  Un- 
dertaker. 


WHAT  THE  PAINTED  TOMBS  TELL 

The  painted  tombs  at  Marissa,  about  half-way  from 
Jerusalem  to  Gaza,  discovered  by  Dr.  Peters  and  Dr. 
Thiersch  in  3902,  aroused  much  interest.  Repeated 
efforts  have  been  made  since  then  to  find  similar  tombs 
in  the  same  neighborhood.  The  search  has  been  only 
partly  successful.  Some  tombs  have  been  found,  but 
they  have  uniformly  been  inferior  in  character  and  im- 
portance. 

The  most  recent,  and  perhaps  the  mo.st  important, 
of  these  later  discoveries  has  been  made  by  Warren  J. 
Moulton,  of  Bangor  Theological  Seminary.  The  par- 
ticulars of  the  description  of  this  tomb  hardly  merit 
recital  here.  The  whole  collection  of  tombs  in  this 
vicinity  gains  its  chief  importance  from  the  light 
throvni  upon  the  civilization  of  Palestine  in  the  period 
between  the  close  of  the  Old  Testament  and  the  begin- 
ning of  the  New,  upon  which  every  light,  however  little, 
is  most  welcome.  This  group  of  tombs  seems  to  cover 
about  a  full  century  from  200  B.C.  to  100  B.C.  They 
are  the  burial  places  of  a  Greek  settlement  in  Palestine, 
"doubtless  planted  during  the  time  that  Egypt  was 
dominant  in  Palestine."  As  the  care  of  the  dead  is,  the 
world  over,  an  index  of  the  civilization  of  the  living, 
these  tombs  give  evidence  that  the  land  of  Palestine, 
after  the  return  of  the  Jews  from  captivity,  came  up 
again  from  its  low  state  to  a  civilization  probably  equal 
in  character  to  that  of  the  world  round  about,  but 
necessarily  enjoyed  on  a  less  expensive  scale. 


After  The  Shutters  Are  Up 

"I  ha,ve  often  stood  in  a  slaughterhouse, "  observed 
the  man  from  Chicago,  "while  the  butchers  were  kill- 
ing hogs  on  all  sides  of  me." 

"Ah,"  exclaimed  the  tender-hearted  girl,  "weren't 
you  dreadfully  afraid?" 

*  *  * 

An  American  was  touring  Scotland  and  one  day 
mounted  a  high  hill  in  company  with  a  Scot,  who  be- 
gan bragging  of  the  extensive  view. 

"I  suppose  you  can  see  America  from  here  on  a  fine 
day,"  said  the  American  jocosely. 

"Oh,  ay,  farther  than  that,"  replied  the  other. 

"Farther  than  that?" 

"Ay,  on  a  fine  nicht  we  can  see  the  mune. " 

*  #  * 

Pat  (shyly) — I  want  to  see  some  weddin'  rings. 
Jeweler — Eighteen  karats? 

Pat  (loudly) — No,  I've  been  atin'  onions  and  I  don't 
know  that  it  is  any  of  your  business  what  I've  been 
atin '. 

*  •  * 

"You  look  disgruntled,"  said  the  shoe  man. 

"Yes,"  snapped  the  hatter.  "Had  a  little  rush  just 
now,  and  a  couple  of  prospective  customers  walked  out 
without  being  waited  on." 

"They  seldom  get  away  from  me,"  declared  the  shoe 
man.   "I  take  off  their  shoes  as  soon  as  they  come  in." 

*  *  * 

Dobbs — A  friend  of  mine  who  makes  moving  pic- 
tures bumped  up  against  his  first  failure  last  week. 
Bobbs — How  was  that? 

Dobbs — He  tried  to  make  a  moving  picture  of  two 
old  men  playing  a  game  of  chess  in  a  village  store. 

*  *  * 

"I  heard  to-day  that  your  son  was  an  undertaker.  I 
thought  you  told  me  he  was  a  physician." 
"Not  at  all." 

"I  don't  like  to  contradict,  but  I'm  positive  you  did 
say  so." 

"You  misunderstood  me,  I'm  sure.  I  said  he  fol- 
lowed the  medical  profession." 

*  *  * 

First  Recruit — "What  do  you  think  of  the  major, 
Bill?" 

Second  Recruit — "  'E's  a  changeable  kind  o'  bloke. 
Last  night  I  says  to  'im,  '  'Oo  goes  there?'  An'  he 
says,  'Friend!';  an'  to-day  'e  'ardly  knows  me." — 
Punch. 

*  *  * 

A  Scotch  minister  in  need  of  funds  thus  conveyed 
his  intentions  to  his  congregation : 

"Weel,  friends,  the  kirk  is  urgently  in  need  of  siller, 
and  as  we  have  failed  to  get  money  honestly  we  will 
have  to  see  what  a  bazaar  can  do  for  us." — Tit-Bits. 

*  •  • 

A  matron  was  confiding  her  domestic  troubles  to  a 
friend. 

"I  find,"  said  she,  "that  my  husband  has  charged 
someone  in  his  office  with  the  duty  of  calling  me  up 
every  afternoon  to  mumble  terms  of  endearment. 
That's  a  pretty  way  to  treat  one's  wife,  isn't  it?  He's 
been  spending  his  afternoons  at  the  club." 

"How  was  it,"  asked  the  friend,  "that  you  didn't  at 
once  notice  that  it  wasn't  his  voice  that  called?" 

"Well,"  explained  the  aggrieved  wife,  "I've  been 
pretty  busy  with  bridge  every  day,  and  I've  been  hav- 
ing the  maid  answer  the  'phone." 
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The  ^- 
Newest  and 
Best  in 


Caskets 

Robes 

Linings 

Casket 

Hardware 

Etc. 


Write  for  illus-  \ 

trations  of  our  \ 

latest  designs  in  • 

Caskets.  u 


Our  Modern  Well  Equipped  Plant 


CANADA  CASKET  COMPANY,  LIMITED 


WIARTON 


Toronto  Office,  309-10-11  Confederation  Life  Building 


CENTRAL  STABLE  FOR  UNDERTAKERS 

New  Orleans  undertakers  are  advocating  a  plan  to 
establish  -one  'central  stable,  where  the  teams,  carriages 
and  all  rolling  stock  will  be  stabled  and  housed.  There 
will  be  no  consolidation  of  interests  or  trust.  The  plan 
is  to  reduce  overhead  operating  expenses  of  all  under- 
takers. The  central  stable  plan  will  not  bring  about 
a  reduction  in  the  price  of  funerals,  nor  will  there  be 
any  increase  of  the  present  minimum  rate  of  $50  a 
funeral.  The  imdertakers  will  benefit  themselves  and 
at  the  same  tim^e  will  lighten  the  work  of  the  union 
drivers. 


UNDERTAKER  TURNS  SONG  WRITER 

For  several  years  past  Thomas  P.  Burke,  a  leading 
undertaker  of  Perth  Amboy,  N.J.,  has  been  writing 
songs  as  a  little  recreation.  He  has  just  brought  out 
his  fourth  composition,  which,  when  set  to  music,  bids 
fair  to  become  popular.  The  title  of  the  song  is  "My 
Irish  Home  Sweet  Home."  The  other  selections  from 
Mr.  Burke's  pen  are  "Little  Sprig  of  Shamrock," 
"That's  Why  I  Love  the  Daisies"  and  "I  Never 
Thought  I'd  Miss  You  as  I  Do." 


UNDERTAKER  GIVES  UP  BIG  LEGACY 

James  McLaughlin,  an  undertaker,  at  305  Willow 
Avenue,  Hoboken,  N.J.,  was  greatly  surprised  some 
time  ago  when  he  was  notified  that  $5,500  had  been 
left  to  him  by  Daniel  Egan,  an  old  friend.  Mr.  Mc- 
Laughlin received  the  money  when  the  will  was  pro- 


bated and  after  considering  the  matter  decided  he  was 
not  entitled  to  it.  He  had  often  heard  his  friend  speak 
of  two  brothers,  one  of  whom  lived  in  Warwick,  N.Y., 
and  the  other  in  Providence,  so'  he  immediately  com- 
municated with  them  and  upon  their  arrival  in  Hobo- 
ken divided  his  legacy  between  them. 


NO  UNDERTAKER  IN  HOME  AREAS 

Legislation  is  being  sought  from  the  Ontario  Legisla- 
twre  enabling  Toronto  to  establish  areas  in  which  un- 
dertakers cannot  carry  on  business.  The  case  arises  out 
of  the  objection  on  the  part  of  residents  on  McLeod 
Street  to  the  undertaking  rooms  recently  opened  by 
C.  R.  Woodburn. 

The  Legislature  is  to  do  nothing  to  remove  Mr. 
Woodburn,  and  he  may  stay  where  he  is,  but  in  the 
future  the  city  can  prevent  other  such  encroachments 
on  residential  districts. 


500-POUND  MAN  HAD  25  PALLBEARERS 

Abriola  Bros.,  of  Bridgeport,  Conn.,  conducted  the 
funeral  of  Griovanni  de  Belasco  recently.  Belasco 
weighed  500  pounds.  According  to  press  despatches 
the  casket  weighed  200  more.  Twenty-five  men  carried 
the  casket  from  hearse  to  grave. 


The  manufacturer  who  is  not  yet  awake  to  the  possi- 
bilities of  the  force  of  advertising  that  is  ready  to  hand 
is  still  lingering  in  the  thrall  of  a  past  age — ^is  still 
working  under  a  system  that  has  become  obsolete. 
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THE  COST  OF  FUNERALS 

One  of  the  popular  magazines,  seeking  new  fields  to 
eon(|uer,  recently  made  an  attack  on  tlic  undertaking 
busiiu'-ss  whieli  was  all  the  moi-i'  nnjust  l)eeause  the 
writei-  i)i'etended  also  in  a  maniu-r  to  pi-esent  the  si(h' 
of  the  funeral  director.  The  article  in  (luestion,  in 
(he  main,  h'aves  the  impression  that  the  profits  of 
the  Funeral  director  are  enormous  and  are  paid  largely 
by  the  poor.  Three  funeral  bills  for  the  years  ISf).'',, 
1881  aiul  1909  are  given  as  representing  the  average 
cost,  the  first  amounting  to  $84,  the  second  to  -+11  (i  and 
the  third  to  .1^218.50.  In  Chicago,  the  writer  says,  410 
inidertakers  are  supported  on  an  average  of  one  fun- 
eral a  week  for  each.  New  York  City's  1,100  und(>r- 
takers  do  somewhat  better  with  an  average  of  foui' 
funerals  a  week.  It  is  admitted  that  the  "good-pays" 
have  to  carry  many  bad  ones,  every  undertaker's  books 
showing  a  load  of  unsettled  acconnts.  This  is  given 
as  one  of  the  reasons  why  heavy  pi'ofits  are  exacted. 

The  press  of  the  country  has  commented  freely  on 
the  article  in  (pii'stion  and  many  newspapers  have  been 
disposed  to  treat  the  funeral  director  fairly  in  dis- 
cussing it,  bi-inging  out  particularly  the  point  tluit  the 
expensiveness  of  funerals  more  often  than  not  arises 
from  the  foolish  ])ride  of  the  poor  in  trying  to  nuike 
a  big  show  to  honor  the  memory  of  deceased  relatives. 
None,  however,  liave  brouglit  out  tliree  important  facts 
bearing  on  this  (juestion  whicli  every  funeral  di  fed  or 
knows  to  be  ti'ue  and  the  truth  of  wliich  evci'v  riglil- 
minded  man  can  easily  aseci'tain  For  himself,  'i'liese 
are:  First,  that  undertakers,  as  a  iiuitter  of  sound 
business  policy,  discourage  rather  tlian  promote  ex- 
travagance in  funerals;  second,  that  the  cost  oF  evei-y- 
thing  connected  with  dying  and  tlie  bui'ial  oF  the 
dead  has  advanced  in  even  a  greater  ratio  tlian  the 
much  discussed  cost  of  living;  and,  third,  and  ))0S- 
sibly  the  most  convincing  fact  of  all,  that  few  under- 
takers die  rich. — The  Bmbalmers'  Monthlv. 


After  the  shades  are  drawn 


A  BLITHE  CORONER 

"Wednesday  was  a  beautiful,  bi'iglit.  sunny  day, 
and  in  the  afternoon  we  observed  tliat  Mr.  Richard 
Mason,  the  disti-ict  coroner,  availed  himself  of  these 
enjoyable  conditions  to  drive  out,  accompanied  by 
Mrs."  Mason,  to  the  Riby  Wold  Road  Farm  of  Mr.  Ad- 
dison. Here  he  held  an  iiujuest.  .  .  .  Mr.  Mason  must 
liave  many  pleasant  drives  in  the  spring  and  summer, 
as  his  district  embraces  ninety-one  i)arishes,  and  many 
of  the  wold  villages  are  very  beautiful,  and  well  worth 
a  visit." — The  Grimsby  (Eng.)  News. 

One  can  almost  hear  Mr.  Mason  saying  to  his  wife: 
"It's  a  fine  day,  my  dear.  Let  "s  hold  an  in(piest." — 
Punch. 


WAITING  FOR  IMPROVED  BUSINESS 

M.  Balmer,  the  Pumpkin  Hill  undertaker,  was  dan- 
gerously under  the  weather  Friday,  but  he  cured  him- 
self by  getting  riled  up.  The  thing  that  angered  him 
was  the  thought  that  if  he  should  die  lie  would  have 
to  beat  himself  out  of  the  job  of  undertaking  himself, 
and  being  too  much  of  a  business  man  to  give  another 
fellow  the  job,  he  decided  to  call  it  off  and  die  some 
other  time,  when  he  is  a  little  better  heeled  and  doesn't 
have  to  depeiul  on  anybody  else  for  snppoi't  when  he 
hands  in  his  chips. — Coopersville  Observer. 


Kovf  He  Got  Even 

A  travelling  man  who  stutters  spent  all  afternoon  in 
trying  to  sell  a  grouchy  business  man  a  bill  of  goods, 
and  was  not  very  successful. 

As  the  salesman  was  locking  up  his  grip  the  grouch 
was  impolite  enough  to  observe  in  the  presence  of  his 
clerks: — "You  must  find  that  impediment  in  your 
speech  very  inconvenient  at  times." 

"Oh,  n-no,"  replied  the  salesman.  "Every  one  has 
his  p-peculiarity.  S-stamraering  is  mine.  What's 
y-yours  ? ' ' 

"Im  not  aware  that  I  have  any,"  replied  the  mer- 
chant. 

"D-do  you  stir  y-your  coffee  with  your  r-right 
hand?"  asked  the  salesman. 

"Why,  yes,  of  course,"  replied  the  merchant,  a  bit 
puzzled. 

"W-well,"  went  on  the  salesman,  "t-that's  your  p- 
peculiarity.     Most  people  use  a  teaspoon." 

*  *  * 

A  small  but  verv  black  negr'o  was  standing  very  erect 
at  one  side  oF  the  door  of  a  house  where  a  colored  man 
bad  just  died.  The  services  were  about  to  begin,  when 
the  negro  elergvnuin  ap|)eared  at  the  door  and  said  to 
the  little  fellow: 

"The  services  are  about  to  begin.  Aren't  you  com- 
ing inside?" 

"I  would  if  I  could,"  said  the  small  boy,  "but,  you 
see,  Ise  de  crape. " 

*  #  # 

A  c'^rtain  haunted  house  down  in  Georgia  was  held 
in  terror  l)v  Jill  the  negroes  hi  the  vicinity,  except  Sam. 
who  bravely  declared  that  for  two  dollai's  he  would 
sleep  there  all  night.  A  purse  was  raised,  and  Sam  was 
iold  to  carry  out  his  end  of  the  bargain  and  to  call  in 
the  morning  for  his  money.  When  morning  came,  no 
trace  could  be  found  of  Sam  :  tlu'  housp  contained  noth- 
ing but  evidences  of  a  hurried  departure.  ,  A  search 
party  was  organized,  hut  without  result. 

Finally,  foui'  days  l.ile?-.  .Sam.  covered  with  mud, 
came  slowly  walking  down  the  rood. 

"Hi  dere.  nigger!"  yelled  a  bystander.  "Where's 
you  been  de  las'  fo  days?" 

To  Avhich  Sam  curtlv  responded:  "All's  been  corain' 
l»ack." 

*  *  * 

Mother — Johnny,  stop  using  such  dreadful  language. 
Johnny — Well,  mother,  Shakespeare  uses  it. 
Mother — Then  don't  play  with  him;  he's  no  fit  com- 
panion for  you. 

Smith  had  not  been  home  all  night.  His  wife  was 
naturally  worried,  and  so  the  next  morning  .she  tele- 
graphed to  six  of  his  most  intimate  bachelor  friends 
as  follows : 

"Did  my  husband  spend  last  night  with  you?" 
Imagine  hei"  surprise  when  she  got  six  ans^vei's  and 
Ihey  all  read  "Yes." 

*  *  * 

This  advertisement  recently  appeared  in  a  western 
paper : 

"Wanted — A  man  to  undertake  the  sale  of  a  new  nat- 
ent  medicine.  The  advertiser  guarantees  that  it  will  he 
profitable  to  the  undertaker." 
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ONTARIO 

Amherstburg — 

J.  H.  Sutton. 
Aurora — 

Dunham,  Charles. 

Barrie — 

Smith,  G.  G.,  &  Co. 

Berlin — 

A.  G.  Schreiters 
BoTjcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brampton,  Ont. — 

McKiilop  &  Mclntyre. 
BraceTj  ridge — 

Kinsey,  W.  W.,  'Phone  54. 
Brockville — 

Quirmbach,   Geo.   E.,  162 
King  St. 
Brooklin — 

Disney,  E.  S. 
Burks  Falls — 

Hilliar,  Josepih.    Box  213. 
Campbellford — 

Irwin,  James. 
Campden — 

Hamsel,  Albion. 
Chatham,  Ont.  

Coltart  &  Son. 
Clinton — 

Wialker,  "Wesley. 
Cobalt — 

McNabb  &  Co.,  Ltd.,  J.  C. 
Coboconk — 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 

Dunnville — 

D.  P.  Fry.    'Phone  68. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Dayman,  L.,  &  Son. 
Fenwick — 

H.  A.  Metier. 
Fergus — 

Armstromg,  M.  F. 

Thomson,  John,  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoria. 
Gait- 
Allen  &  Eay. 

Anderson,  J.  &  Son. 

Little,  T.,  &  Son. 
Glencoe — 

Gougli,  J.  B.,  &  Son. 

McLay  &  Munro. 
Haileybury — 

Thorpe  Bros. 
Hamilton,  Ont. — 

Blachford  &  Sons, 
57  King  Street  We«t. 


Dodsworth,  A.  H. 
59  King  St.  W. 

Dwyer,  James, 

16  Caamon  E. 
Robinson,  J.  H.  &  Co.,  19-21 

John  St.  N 

Harrow,  Ont. — 

Madill,  J.  H.,  &  Co. 

Huntsville — 

Hilliar,  Joseplh. 

Ingersoll — 

Melntyres,  F.  W.  Beie'ler 
and  R.  A.  Skiunei,  props. 

Inwood — 

Lorriman,  E.  S. 

Kemptville — 

McCaughey,  Geo.  A. 

Kenora — 

Horn  &  Taylor. 

Kincardine — 

Miller,  E. 

Kingston — 
Corbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 

London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dundas  St. 

Lucknow — 

A.  T.  Davison.   'Phone  28. 
MUdmay — 

John  F.  Sahuett 
Newmarket — 

Millard,  J.  H. 

North  Bay — 

Martyn,  F.  J.,  33  Main  St. 

iVest. 

Norwich — 

G.  S.  Wilson.    'Phone  40. 
Oakwood —  ( Mariposa  Station 
G.T.R.)  Wilmot  F.  Webster. 
Orillia — 

Bingham,  H.  A. 

W.  A.  Strachan,  Mgr. 
'Phone  453. 
D.  Clark.    Tel.  159. 

Oshawa — 
Disney  Bros. 
Luke  Burial  Co. 

Ottawa — 

Oh.  E.  Woodburn,  586  Bank 
St.  Tel.  Oarling  600  and 
1009. 

Park  Hill— 

Foster  &  McPhee. 
Parry  Sound,  Ont. — 

Logan,  Alexander. 
Petrolia — 

Sfceadman  Bros. 
Rodney — 

Liebner  &  Wialker. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St, 

St.  Marys — 
L.  A.  Ball. 
N.  L.  Brandon. 

St.  Thomas — 

Williams,  P.  E.;  &  Sons,  519 
Talbot  St. 

Simcoe — 
E.  F.  Best. 

Stirling — 

Ealph,  Jas.   'Phone  102. 

Stratford— 

GreenWiOod  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 

Strathroy — 

Stewart,  John  A. 

Sudbury — 

Moyle,  J.  E. 
Toronto — 

Cobblediek,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Eaper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher- 
bourne  St. 

Thedford,  Ont.— 

Wioodhall,  J.  B. 
Wallaceburg,  Ont. — 
HeatJh,  W.  H.,  &  Son. 
Saint,  J.  T.  ' 

Welland— 

Patterson  &  Dart. 
Sutherland,  G.  W. 

Woodstock — 

Meadows,  T.  &  Sons. 
Mack,  Paul. 

Wingham — ■ 

Currie,  E.  A 

Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  WIest. 


NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

NOVA  SCOTIA 

Sydney  Mines — 

D.  A.  McEae,  Clyde  Ave. 

Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 


Vincent 


MePherson. 


Dauphin — 

Farrell,  A.  F. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 

Bardal,    A.    S.,    834  Sher- 

brooke  St. 
Thompson  Co.,  J.,  501  Main. 
Clark-Leatherdale  Co.,  Ltd., 

232  Kennedy  St. 

SASKATCHEWAN 

Kamsack — 

Russell,  G.  E.  I. 

Lanigan — 

Eobertson,  Wm. 

Moose  Jaw — 
Broadfoiot  Bros. 

Prince  Albert — 
Howard,  A.  C. 
Hadley,  C.  L. 

Saskatoon — 
Young,  A.  E. 

Semans —  ' 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 

Castor — 

Winter,  W.  G. 
Edmonton.  Alta. — 

Wainwright  &  Jackson. 


Mr.  Undertaker 

You  ma^  have  y^our  name  listed  in 

this 

Direc- 

tory  for  $1 .00  per  year.     Only  licensed emhalm- 

ers  accepted. 

Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming  and  Funeral  Directing- 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 
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Index  to  Advertisements 


B 

HarcaloMfg.  Co,  13 

C 

Canada  Casket  Co  SI 

Canada  Furniture  Mfrs  U 

Canadian  School  of  Embalming;.  .  53 

Caranac  Ijaboratories    54 

Canicula  Chemical  Co  47 

Cliampion  Chemical  Co  49 

Central  Casket  Co.....   47 

Chesley  Furniture  Co   10 

Columbia  Graphophone  Co  37 

D 

Dominion  Mfrs.,  Limited  43-44 

Du  Pont  Fabrikoid  Co   4 

E 

Egyptian  Chemical  Co  ot 

Elmira  Furniture  Co   8 

G 

Globe- Wernicke  Co   7 

Greer,  A.  B...  i.b.c. 

Gold  Medal  Furniture  Co   11 

H 

Hourd  &  Co  8 

1 

Imperial  Rattan  Co   9 

Independent  Van  &  StorageCo.. .  .35 


K 

Kindel  Bed  Co   4 

Knechtel  Furniture  Co  15 

M 

Maxwell  Mfg.  Co  i.b.c. 

McLagan  Furniture  Co.,  Geo....o.f.c. 

Meaford   Mfg.  Co   l(i 

Mundell,  J.  C,  &  Co  i.f.c. 

N 

N.  A.  Bent  Chair  Co   6 

P 

Parkhill  Mfg.  Co.,  Ltd..  The. .  .o.b.c 
Pollock  Mfg.  Co  3!i 

S 

Shafer  &  Co.,  U.  L   8 

Standard  Bedding  Co  (i 

Stratford  Chair  Co   5 

Stratford  Mfg.  Co   !i 

T 

Textileather  Co.   i.f.c. 

W 

Walter  &  Co.,  B   4 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  otherg  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amhersl,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


V  CARANAC 

EMBALMING  FLUID 


Will 

produce 
the  best 
possible 
results 


7.50 

per  gallon 

(Concentrated) 

CAR 


'  ''M.:l  t1  Stiencf  iii  Pfuiiei)  EipiM 
:  OF  EXTflAOflOIHAflT  SIREHGIH 

DIRECTION}  FOR  USE 


Caranac  laboratory 


Your 
efficiency 

can  be 
increased 
by  using 
Caranac 

Fluid 


9.00 

per  case 

12-16  oz.  bottles 
(Concentrated) 


CARANAC  LABORATORY 

PETERBOROUGH,  ONT. 


\ 


For  Sale 
Wanted 


TERMS  OF  INSERTION 


50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  centsextra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
no  accounts  booked. 


WANTED — Photo  lanrl  price  of  good  second-hand  hearse.  Also 
ha\  ('  ;i  position  f'or  embalmeT.  State  qualifications  and  salary. 
A.  Greier,  Lym,  Ont.  ^1 

WANTED — Eeliiable  com'mission  men.  Should  write  us  at  once. 
a«  we  have  a  special  proposition  to  offer.  Only  a  few  desirable 
territories  open.   Gendron  Wlieel  Co.,  Toledo,  Ohio.  MA 

WANTED — First  class  embalmer  and  undertaker.  Must  be  an 
Al  man.  Give  full  particulars  first  instance,  salary  required, 
and  if  married.  Apply  Box  144,  Canadian  Furniture  World 
and  The  Undertaker. 

FOR  SALE — Furniture  and  undertaking  business  established 
over  .50  years.  No  opposition.  Owner  has  three  businesses 
and  will  sell  any  one  of  them.  Apply  to  Box  139,  Canadian 
Furniture  World  and  the  Undertaker.  tf. 

FOE  SALE — A  going  spring  and  mattress  factory,  centrally 
located.  Good  opening  to  add  iron  beds  and  springs.  Very 
suitable  for  a  branch  business.  For  further  particulars 
apply  to  McLeod  Bros.,  Truro,  N.S. 

POSITION  WANTED — Upholsterer,  carpet  and  linoleum  layer, 
with  knowledge  of  undertaking,  seeks  engagement.  F^rst 
class  mechanic.  For  further  particulars  apply  Box  147,  Cana- 
dian Furniture  World  and  The  Undertaker. 

AD,  WRITING — AdveT'tisements  prepared  by  mail  for  Eetadl 
Furniture  Dealers,  also  Manufacturers.  Charges  moderate. 
Service  unequalled,  dan  submit  copy  within  24  hours  of  re- 
ceipt of  illustrations.  Write  Box  843,  Canadian  Furniture 
World,  32  Colborne  St.,  Toronto,  Can.  M 
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Maxwell  Sanitary  Steel  Vault 

Patents  Nos.  759727  ;  759728  ;  800929  ;  800930  ;  840077 


STOP  COMPLAINING— FREE  YOURSELF  FROM  DOUBT— JOIN  THE  RANKS  OF  OUR  SATISFIED  CUSTOMERS 

You  can  make  no  mistake  in  using  a  Maxwell  Vault.    The  best  from  the  first.    Its  superiorit)'  is  firmly  established 

after  years  of  experiment  and  improvement. 

NO  CAUSE  FOR  COMPLAINT— NO  CHANCE  FOR  EMBARRASSMENT 

Made  of  the  Very  Best  Grade  of  Steel  Sheets.  Welded  in  one  solid  piece  by  the  Autogenous  Process.   Finished  in  Aluminum  and  Gold. 

A  PLEASING  AND  EXCLUSIVE  DESIGN 
Carried  in  Stock  by 

DOMINION  MANUFACTURERS,  LIMITED 

TECUMSEH  and  NIAGARA  STS.,  TORONTO,  CANADA 


Equipment  of  every  description 


No.  35.  Alaska  Twisted  Link  Fabric  Spring. 


Fits  Any  Bed— List  Price,  $6.50 

This  Spring  has  a  very  strong  frame,  the  ends  being  made  of  heavy  steel  angle, 
the  sides  of  highly  carbonized  brazed  steel  1  H-\n.  tubing,  with  oxidized  finish. 

The  1  /^-inch  steel  band  on  either  side  of  the  fabric  added  to  the  unusual 
height  of  the  latter  above  the  side  rails,  makes  it  almost  impossible  for  any 
person  sitting  on  the  edge  to  depress  same  to  the  side  rail-  an  all  too  common 
fault  with  fabric  springs. 

This  Spring  also  has  reinforced  adjustable  corner  castings,  so  that  it  can  be 
easily  fitted  to  any  bed.  The  fabric  is  finished  with  non-rusting  black  enamel 
that  positively  will  not  damage  bedding. 

Here  are  four  other  quick-selling  Alaska  Twisted  Link  Fabric  Lines  : — 

Li*t  Price  List  Price 

No.  37.  (Wood  Frame)  $4.30  No.  33.  (Steel  Angle  Frame)  -  $5.50 
No.  31.  (Steel  Angle  Frame)   4.50     Duplex  No.  2.  (The  Spring  with  the  backbone)  7.00 


Put  theae  Springs  on  YOUR  Floor— NOW 

The  Parkhill  Manufacturing  Co.^  Limited 

Successors  lo 

The  Alaska  Feather  and  Down  Company,  Ltd. 

Makmra  of  B»dtteads  and  Bedding 

MONTREAL,  P.Q. 
Alaska  on  an  article  means  High-grade  every  particle 


Vol.  6   No.  6 


JUNE.  1916 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

IVho  also  Publish     The  Relail  Grocer  and  Provisioner,   The  Retail  Druggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-  W orker.  The  Electrical  Dealer 
and  Contractor,  The  Canadian  Nurse,  Motoring 


Stratford 
Chairs 


Unusual  opportunity  for  economical  buying 
is  presented  by  this  line.  It  offers  practically 
everything  that  you  may  require  for  the  living 
room,  bed  room,  dining  room  and  hall—  chairs 
to  match  all  the  good  current  styles  in  both 
design  and  finish.  And  because  we  concen- 
trate on  chair  making,  we  effect  savings  that 
are  reflected  in  our  prices. 


The  unusual  salability  of  Stratford 
Chairs  is  largely  due  to  their  indi- 
viduality. Each  design  is  essentially 
modern — splendidly  fitted  to  serve 
in  good  present  day  homes. 


STRATFORD  CHAIR  CO. 

LIMITED 

STRATFORD    -  ONTARIO 
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ELORA  ONTARIO 


There 


are 


any  number  of  homes  mto 
which  this  desk  and  chair 
would  fit,  and  where  they 
are  needed. 

Their  design  harmonizes 
with  the  Jacobean  living 
room  suites  so  much  in 
vogue  now,  or  simply  as  a 
couple  of  odd  pieces,  they 
are  equally  attractive. 

What  bride  would  not  ap- 
preciate a  gift  of  this  sort 
— individual,  distinctive  ? 

Show  this  desk  and  chair 
in  your  window,  and  get 
results.    Pricei  on  request. 


A  Dependable  Chair 


A  very  handsome  and  strongly  built 
chair,  yet  very  light,  durable  and 
popular  with  the  trade. 

It  is  exceptionally  well  finished,  has 
veneered  seat,  and  we  can  supply  it 
in  hardwood,  either  Walnut  or  Ma- 
hogany finish,  and  in  Oak, 
or  Golden  finish. 

WRITE  FOR  PRICES— NOW 


The  North  American  Bent  Chair  Company 

Limited 


OWEN  SOUND 


ONTARIO 


June,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hail  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  ol 
every  description.  Upholitered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -  Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass    Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


"Looking 
Ahead" 


This  country  is  mobilizing  its  re- 
sources and  developing  its  industries 
not  only  in  response  to  the  abnormal 
demands  of  war,  but  in  preparation 
for  the  greater  demands  which  will 
be  made  upon  it  when  the  nations 
of  Europe  turn  from  destruction  to 
construction. 

Products  of  field  and  factory  sold 
abroad  swell  enormously  the  accu- 
mulations of  capital  which  finds  its 
way  into  domestic  circulation  through 
the  medium  of  increased  expenditure 
for  equipment  and  labor. 

Our  great  National  Workshops  are 
running  full  time  in  all  departments. 

Furniture  business  is  good,  and 
owing  to  a  shortage  of  labor  manu- 
facturers are  finding  it  difficult  to  fill 
orders  promptly. 

Better  anticipate  your  needs  and 
place  your  orders  well  ahead. 

Stratford 

Furniture 

Manufacturers 
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The  Highest  Plane  of  Beauty  and  Service 


mndti 


''The  bed  that  maizes  itself,  ' 
comes  in  the  most  pleasing 
design — just  as  pronounced  as 
the  real  bed  comfort  which 
has  made  it  famous. 


Let  us  send  you  full  particulars  of  the  new  designs 
in  Kindel  Beds.     Get  in  touch  with  us  at  once. 


The  Kindel  Bed  Company,  Limited 

Toronto  Ontario 


Ju»t  Published 


CANADIAN 
STORAGE  AND  TRANSFER 
DIRECTORY 


1916  Edition 


^  Manufacturers  will  find  this  work  of 
great  value  in  their  shipping  depart- 
ment, as  it  gives  detailed  information 
of  the  cartage,  packing,  storage,  ship- 
ping, distributing  and  forwarding  com- 
panies throughout  Canada,  many  of 
which  offer  excellent  facilities,  at  a 
minimum  of  cost,  for  distribution  of 
goods  in  their  territory.  ^  Firms  are 
shown  in  each  district  who  are  pre- 
pared to  receive  consignments  in  bulk 
and  undertake  distribution  of  same  to 


various  consignees,  collecting  charges 
from  consignee  or  consignor.  ^  This 
directory  also  contains  an  index  of 
leading  storage  and  shipping  firms  in 
Great  Britain  and  the  United  States. 
^  The  directory  gives  you  warehouse 
rates  throughout  Canada,  while  an 
inquiry  by  any  firm 
represented  in  the 
edition  will  give  you 
particulars  required 
in  any  special  district 


ONLY- 


$Q.OO 

Postpaid 
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Furniture  that  will  satisfy  the  most 
particular  customer  of 

Your  Better  Class  Trade 


McLagan  Furniture 
will  bring  more  trade  and  better  trade  to  your  store 


Cut  above  illustrates  one  of  our  leading  buffets. 
Finished  in  Black   Walnut  in  Queen 
Ann  design.    Designs  such  as 
these  appeal  to  lovers 
of  fine  Furniture. 

The  Geo.  McLagan  Furniture  Company,  Limited 

Stratford,  Ontario 
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No.  219.     Quartered  White  Oak. 
Top  28x48 — Jacobean  or  Fumed  Finish. 


Lib  vary  Tahl 


es 


"That  Sell" 


The  accompanying  cut 
illustrates  our  No.  2  1  9 
Table.  This  is  one  of 
the  selling  kind  which 
is  always  boosting  the 
Elmira  Line. 

We  have  an  excellent 
range  of  tables  in  their 
different  designs  as  well 
as  New  Lines  in  Chairs, 
Rockers,  Diners,  etc. 


Write  for  illusiralions  and  prices  of  the  new  Elmira  Lines. 

The  Elmira  Furniture  Company 

Elmira,  Ontario 


AN   .    .  . 
ATTRACTIVE 


Bedroom  Box 


^  Made  of  H  in.  B.C.  Red  Cedar 
covered  with  Japanese  matting  and 
trimmed  with  rattan.  Bent  brass 
hinges  and  casters.  Top  panelled 
and  nicely  padded.  Made  in 
three  sizes. 

Catalog  of  other  attractive  designs  sent 
on  request. 

D.   L.  Shafer  &  Co. 


ST.  THOMAS 


ONTARIO 


THE  WABASH  SLIDE 


MADE  BY 


B.  WALTER  &  CO..  WABASH,  IND. 

The  target  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articles. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS-INSIST  on  WABASH  SLIDES 
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Announcement 


We  have  endeavored  to  overcome  the  shortage  of  materials  in  our 
hne,  and  succeeded  in  accumulating  a  large  stock  of  material,  but 
the  patriotic  response  of  our  men  to  the  colors  has  depleted  our 
working  staff  to  a  point  where  we  cannot  give  usual  deliveries.  The 
revival  of  business  has  put  us  behind,  and  we  are  unable  to  keep 
pace  with  orders  received,  and  must  ask  the  indulgence  of  the  trade 
for  the  present.  We  will  give  all  orders  received  the  best  possible 
attention. 

IMPERIAL  RATTAN  CO..  LIMITED 

Manufacturers  of 
REED,  RATTAN  AND.  UPHOLSTERED  FURNITURE 

STRATFORD.  ONTARIO 


Distinction  in 
Outdoor  Furniture 

You  can't  afford  to  lose  sales  by  not  having  what  your 
customers  ask  for  in  outside  Furniture.    Keep  a 
full  line  of  Stratford  goods  on  your  floors  and 
you'll  be  money  ahead. 


Our  Summer  Furniture  includes  all 
kinds  of 

Garden,  Lawn, 
Verandah,  Park  and 
Camp  goods. 

Write  for  our  36  page  Catalogue  and  get 
after  the  Summer  trade  at  once. 

The  Stratford 
Mfg.  Co.,  Limited 

Stratford,  Ontario 


No.  18 

Adjusts  to  four  positions.  Hard- 
wood frame.  Varnished,  Strong 
Duck  used  for  seat. 


Color  of  Duck,  Green  and  Red, 
Foldi  Flat.  Wrapped  six  in  a 
bundle  (3  Green,  3  Red.) 
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The  Gold  Medal  Line 


"PURITY" 


(Registered  Trade  Mark) 


I. 


i 


MATTRESSES 

of  good  uniform  quality,  at  reasonable  prices 


We  have  a  large  stock  of  superior  white  layer  felt  and  assorted 
tickings.    Immediate,  delivery  may  be  had  of  our — 

Gold  Medal,  1st  grade.    Manitoba,  2nd  grade.    Ontario,  3rd  grade. 

Guaranteed  all  White  Layer  Felt--Big  Values 

The  Gold  Medal  Furniture  Mfg.  Co. 


Limited 


H«ad  Office:  Van  Horne  St.,  Toronto 


Faetoriea  alto  at  Montreal,  Winnipeg  and  Uxbridge 


June,  1916 
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IT  CANT  BE  DONE 


win 


T 

Pedestals 

Prevent  It. 


Demonstrate 


Four  men — all  that  could  get  on 
one  end — have  made  the  test  on 
a     1  win. 

Whereas,  a  table  with  a  single 
pedestal  has  been  tipped  over 
by  a  child. 


and  you  will  sell  more  "  Twin  "  Pedestals 

Besides  possessing  all  the  qualities  that  first-class  tables 
contain,  "  Twin  "  Pedestal  Extension  Tables  are  fitted  with  a 
Tilt  Top,  which  enables  the  owner  to  dust  the  pedestals  with- 
out getting  down  on  hands  and 
knees.     It  takes  up  only  half 
the  space  in  your  store,  and  you 
can,  therefore,  exhibit  a  larger 
variety  for  your  customers  to 
choose  from. 


9^^ 


-Put  "  Twins  "  on  your  floor 


Chesley  Furniture  Co.  ^ 

Limited 
Chesley  Ontario 
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Weis-Knechtel  Sectional  Bookcases 

Bring  Trade 


No.  2050— Combination— 142.65  (List) 


The  many  exclusive  features  of  this  boolccase  are  real  sellinj:^  arguments,  making  the 
'        W-K.  line  the  easiest  one  to  sell. 

First — It  folds  flat  for  shipping-,  thus  effecting  a  considerable  saving  in  freight  charges  and  ware- 
house space. 

Second — It  has  the  best  door  e(|uah7.er  ever  thought  of  ;  simply  cannot  get  out  of  order,  and  always 
opens  or  closes  the  door  smoothly  and  quietly. 

Third — The  patent  dust  shield  to  which  the  equalizer  is  riveted,  combines  with  the  door  to  make  an 
air  cushion  which  will  prevent  the  door  from  slamming,  even  though  dropped  from  a  hori- 
zontal position.     It  also  keeps  contents  of  case  free  from  dirst. 

Fourth — The  doors  may  be  removed  quickly  and  easily  without  tools,  and  can  be  quickly  replaced 
without  taking  down  the  stack. 

Innumerable  artistic  arrangements  may  be  made  with  Weis-Knechtel  Sectional  Book- 
cases. They  are  made  in  full  (34-inch)  width  and  in  three-quarter  (2f)-inch)  width,  so 
they  may  be  adapted  to  most  any  wall  space.      Tkv  a  Stai  k. 

THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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136-138  KING  STREET  EAST. 


COME  TO  OUR 

Midsummer 

EXHIBITION 

DURING  JULY 

^  We  will  show  an  unusually  large  and 
attradive  display  of  NEW  LINES  at  our 
Toronto  Showrooms,  136-138  King  E. 

Wide-awake  dealers  will  see  the  advantage  of  looking  over  the 
largest,  newest  and  most  complete  line  of  Furniture  manufactured 
in  Canada  as  displayed  in  the  only  exclusively  permanent  whole- 
sale Furniture  Showrooms  in  Canada. 


Sm~     TAKE   KING   OR    BELT    LINE   CARS   TO   THE  DOOR  -m 


FACTORIES  : 

WOODSTOCK 
BERLIN 
WATERLOO 
SEAFORTH 


Panada  PurnitureManufacturers 


Limited 

GENERAL  OFFICES  :    WOODSTOCK,  ONT. 
WHOLESALE  SHOWROOMS :  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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Money  in  this  Line 

for  the  Furniture  Dealer 

The  Perfection 
School  Desk  and 
Chair 

We  have  secured  the  right  from 
the  Perfection  School  Desk  Co.,  of 
Spokane,  Wash.,  to  manufacture 
and  sell  in  Ontario  the  Perfection 
School  Desk  and  Chair. 

This  desk  and  chair  (illustrated  below)  is 
adjustable  to  fit  any  size  pupil,  and  can  be 
adjusted  by  teacher  or  pupil  without  call- 
ing in  the  services  of  the  janitor.  It  is  the 
most  up-to-date  desk  on  the  market  and  a 
wonderful  seller. 


Perfection  School  Desk  and  Chair. 

Solicit  orders  for  school  desl^s,  and  be  sure  and  get 
a  sample  of  the  "Perfection"  to  show  your  pros- 
pective customer. 

Write  for  further  information 

The 

Bruce  Agricultural  Works 

Teeswater,  Ontario 


F 
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ABRIKOID  ^^foUPONT 

Crattsman  Quality  lias  I  Pa  DDIl^rM 
been  adopted  by  lead-  X^VjJrxllNM* 

ing   upholsterers  and 

REG  U  S  PAT  OFF 

furniture  manufactur- 
ers as  the  standard  upholstery  material. 
When  the  scarcity  of  real  grain  leather 
threatened  the  popularity  of  over  stuffed 
furniture,  Fabrikoid  saved  the  situation  for 
makers  by  taking  the  place  of  the  prohibi- 
tive leather,  with  perfect  satisfaction  to  the 
trade. 

ABRIKOID  C  raftsman  Quality  is  war- 
ranted superior  to  "coated  splits"  and  so- 
called  "genuine  leather."  Its  handsome 
appearance  and  durable  qualities  have 
made  it  the  choice  of  thousands  of  buyers. 


F 


ABRIKOID  looks  and  wears  like  real  lea- 
ther, works  well,  is  water  and  dust  proof, 
and  warranted  every  inch  of  uniform 
quality. 

FABRIKOID  used  in  Canada  is  made  in  Canada. 
AtlopI  it  as  your  standard  upholstery. 

Samples  on  Request 

DU  PONT  FABRIKOID  CO. 


Toronto 


Ontario 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American   Furniture  Co., 


Limited 


o 


wen  oounc 


Ontario 


Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


COMMERCIAL  PRINTING 


Catalogues 

Booklets 

Circulars 


Letter  heads 
Bill  heads 
Note  heads 


WE  HAVE  THE  FACILITIES  FOR  HANDLING  ALL  COMMER- 
CIAL WORK  NEATLY,  PROMPTLY.  AND  AT  MODERATE  COST. 


THE  COMMERCIAL  PRESS  LIMITED 


32  COLBORNE  ST. 


TORONTO.  CAN. 


June,  1916 
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JulyExhibition 


1319Ctiicdgo 


W^ill  te  tke  Headquarters  of  tke  Biggest 
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They  Sell  the  Year  Round 


You  can  make  the  Elora  line 
of  Beds  highly  interesting  to 
your  customers. 

They  will  be  greatly  impressed 
by  the  original  designs  and  rich, 
lasting  finishes. 

Many  dealers  have  found  them 
to  be  eminently  reliable  and  you 
will  certainly  find  them  a  valu- 
able asset  to  your  business. 


No.  61.  Oak  or  Mahogany.    List  price  $24 

WRITE  FOR  OUR  NEW  CATALOGUE 


Get  a  display  on  your  floor 
and  prepare  for  a  bigger  and 
more  profitable  Bed  trade. 


Elora  Furniture  Company,  Limited,  Elora,  Ontario 


MOTORING 


The  Pioneer  Paper  in  the 
Automobile  Field  in  Canada 


A  monthly  magazine  of 
real  interest  and  value  to 
eoerj?  motorist  in  Canada. 


^  We  have  made  this  journal  the  most  practical  automobile 
paper  in  Canada.  It  is  an  authority  on  the  subjects  of  vital 
interest  to  all  motor  car  owners  and  users. 

The  bigf  editorial  features  each  month  are  striking-  and 
timely  and  the  claim  is  easily  substantiated  that  it  is  more 
virile  now  than  at  any  period  of  its  long  record  of  progress 
and  achievement. 

^  If  you  have  a  pleasure  or  a  delivery  car  you  should  be  a 
subscriber  to  this  paper. 


The  Commercial  Press,  Limited 

32  Colborne  Street,  Toronto 


Write  for  our  special  proposition  in  gross  lots. 

Scores  of  live  furniture  men  are  taking  advantage  of  this  offer. 


An  Easy  Seller 

Almost  any  article  of  merit  can  be  sold  if  sufficient  force  is 
put  into  the  selling  talk,  but  it's  seldom  you  find  one  that 
sells  itself.  That's  the  beauty  nt  the  "Elite"  Foldiiifr  Table. 
Tt  requires  practically  no  efTort  to  make  your  customers  buy. 
because  "everyone  who  sees  one  wants  one."  The 


f^TELITE 


FOLDING  TABLE 

fills  a  dozen  wants  in  every  house.  A 1  w  ays  ready  for  instant 
service,  yet  never  in  the  way.  A  low  selling  price  and  a  good 
profit-margin  makes  this  a  very  desirable  line  to  handle. 


Hourd  &  Co.,  Limited 


Sole  Licensees  and 
Xfanufacturers 


Dept.  -W" 
LONDON 


t 


Mieei:  Mile  Ixi. 

TO  BUY  judiciously,  savingly,  profitably,  buy  in 
Chicago.  Plan  now  to  attend  the  big  semi- 
annual furniture  market  in  July. 

As  America's  Greatest  Furniture  Market,  I  offer  you  the 
buying  advantages  of  all  other  cosmopolitan  centers  with 
many  advantages  peculiar  to  Chicago  alone. 

I  offer  you  the  most  modern  and  up-to-date  Furniture  Exhi- 
bition buildings,  the  greatest  number  of  exhibitors — 550 
exhibiting  the  year  around,  the  largest  range  of  selections, 
the  most  satisfying  prices,  transportation  and  freight  rates. 

And  finally,  when  you  are  done  with  business  and  ready  to  relax,  I 
offer  you  ideal  relaxation.  The  finest  parks,  theaters,  boulevards;  the 
most  attractive  lake  resorts;  the  most  perfectly  appointed  restaurants 
and  hotels,  the  latter  in  sufficient  numbers  to 
accommodate  you  regardless  of  the  crowd. 

All  these  are  here  waiting  to  help  make  your 
business  trip  to  Chicago  a  memorable  one. 

More  furniture  buyers  buy  in  Chicago  than 
in  all  other  markets  combined !    May  I 
demonstrate  to  you  the  reason  why 
— at  the  Chicago  July  Market? 


"MISS  CHICAGO" 
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Every  opportunity  is  given  the 
June  Newlyweds  to  furnish  the 
home  complete  from 

The  Meaford  Line 


We  have  a  complete  and  inexpensive 
line  of  Dining  Room  Suites  Jacobean, 
William  and  Mary,  or  other  attractive 
designs  m  surface  oak,  golden  or  fumed, 
plain  oak  and  walnut  or  on  elm. 

Bedroom  Suites  in  William  and  Mary, 
Adams,  Louis  XVI.,  and  modern  designs 
m  mahogany,  white  enamel,  walnut  or 
golden  oak. 


Built  to  Last— and  Second  to  None 
in  General  Appearance 


Money  is  decidedly  easier  this  sea- 
son, but  the  consuming  public  are 
bound  to  make  it  go  as  far  as  pos- 
sible, and  this  is  where  the  "Meaford 
Line"  makes  its  best  showing.  Let 
us  have  a  large  portion  of  your  floor 
space  and  watch  for  results. 


Get  in  touch  with  us  now 
while  business  is  good 


The  Meaford  Manufacturing  Company^  Limited 

MEAFORD  -  ONTARIO 


June,  1916 
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Value  of  The  demand  of  the  public  is  con- 

Something  New.  stantly  for  something  new.  It 
is  human  nature  to  tire  of  re- 
peated similarity  in  any  line.  We  all  long  for  a  change, 
be  it  in  food,  clothes,  scenery  or  entertainment.  The 
"new"  always  appeals  to  and  catches  on  with  the 
public. 

The  recognition  of  this  trait  of  human  nature  should 
impress  on  the  merchant  the  necessity  of  constantly 
giving  customers  a  "change."  It  is  for  just  this 
reason  that  window  and  interior  display  should  be 
frequently  changed,  so  that  customers  on  each  visit 
to  the  store  will  be  confronted  with  a  different  view. 
Even  when  the  same  goods  are  shown,  a  change  in 
re-arrangement  is  of  value. 

In  the  same  way,  in  order  to  get  the  business  through 
advertising,  the  dealer  should  see  that  his  advertising 
is  new — meaning  not  only  a  change  in  copy  but  in 
general  form  of  advertising.  This  kind  of  advertis- 
ing may  take  a  little  more  time  and  study  to  prepare 
but  it  certainly  increases  sales  proportionately. 

New  lines  of  goods  also  interest  people,  and  it  is  a 
good  plan  to  frequently  have  some  new  line  on  the 
counter  or  in  the  window  for  the  inspection  of  cus- 
tomers. Some  merchants  are  so  impressed  with  the 
value  of  this  that  they  frequenly  stock  lines  that  they 
feel  they  will  make  little  or  no  profit  on,  but  they  feel 
it  will  be  made  up  for  by  the  interest  it  will  arouse. 

No  matter  in  what  line  of  endeavor,  the  retailer  will 
find  it  good  business  to  frequently  have  "something 
new." 

//  ts  the  enterprising  dealer  who  gets  the 
largest  share  of  the  summer  furniture  trade. 

Improved  Com-         Commercial  failures  are  a  pretty 
mercial  Health.         good  indication  of  the  health  of 
the    business    interests    of  the 
country.    No  one  ever  disputes  that  point. 

It  is,  therefore,  somewhat  gratifying  to  note  a  con- 
tinued improvement  in  the  record  of  failures  in  Canada 
as  shown  by  the  returns  issued  by  the  commercial 
agencies. 

In  number,  the  failures  during  the  first  three  months 
of  the  present  year  were  615,  compared  with  792  for 


tlie  same  period  in  1915.  This  was  an  increase  of  22 
per  cent. 

The  liabilities  were  45  per  cent,  smaller.  But  one 
thing  not  very  gratifying  to  the  creditors  was  the 
fact  that  the  assets  for  distribution  among  them  did 
not  average  as  high  as  a  year  ago,  their  proportion  to 
liabilities  being  slightly  less  than  40  per  cent.,  com- 
pared with  nearly  47  per  cent,  for  the  corresponding 
three  months  of  1915. 

But  the  important  thing,  however,  is  the  decrease  in 
the  number  of  failures.  That  indicates  improved  com- 
mercial health. 

Quality  furiiiture  returns  larger  profits  to  the 
dealer  as  well  as  greater  satisfaction  to  the 
customer. 

Of  National  The  completion   of  the  Govern- 

Importance.  ment  million-and-a-quarter-bushel 

grain  elevator  at  Vancouver  is  a 
matter  of  national  importance,  establishing  as  it  does 
facilities  on  the  Pacific  coast  for  the  storage  and  export 
of  grain.  Without  this  elevator  Vancouver  could  never 
be  an  outlet  of  any  importance  for  the  grain  of  the 
Prairie  Provinces.  Now  she  is  equipped  and  ready 
with  an  elevator  that  can  load  into  ships  60,000  bushels 
of  grain  an  hour. 

Canada's  outlet  for  grain  has  up  to  the  present  been 
confined  to  Atlantic  ports,  necessitating  in  mnay  in- 
stances a  long  haul  across  the  continent  of  two  thou- 
sand miles  or  more.  But  the  long  haul  is  not  the  only 
drawback.  A  further  drawback  is  that  the  facilities  at 
the  ocean  ports  have  not  been  of  sufficient  capacity  to 
expeditiously  handle  the  grain  arriving  at  them.  The 
ports  of  Montreal  and  Quebec  are  closed  about  one- 
third  of  the  year,  leaving  Halifax  and  St.  John  as  the 
only  available  ports  during  the  winter  season. 

When  the  Government  railway  to  Hudson 's  Bay  is  in 
operation  some  Western  grain  may  find  an  outlet  to 
Europe  through  Port  Nelson.  To  what  extent,  however, 
is  yet  to  be  determined.  But  with  Vancouver  equipped 
with  adequate  terminal  facilities,  which  are  available 
at  all  seasons  of  the  year,  a  new  outlet  of  almost  un- 
limited potentialities  has  been  provided.  In  the  first 
place  there  are  the  markets  in  the  Orient,  which  are 
increasing  in  importance  as  outlets  for  wheat.   And  in 
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the  second  place  there  are  the  markets  of  Europe, 
which  call  be  reached  via  the  Panama  Canal. 

A  great  deal  of  Western  grain  will  always  find  its 
way  to  Europe  via  Eastern  ports.  Possibly  the  bulk 
of  it  always  will.  But  it  must  be  remembered  that  the 
West  is  still  very  sparsely  settled  and  that  great  as  its 
productive  powers  already  are  they  are  only  a  frac- 
tion of  what  they  are  likely  to  be  a  decade  or  two 
hence. 

It  is  in  view  of  these  potentialities  that  the  opening  of 
the  elevator  at  Vancouver  becomes  a  matter  of  national 
importance. 

Let  your  advertising  and  your  windows 
specialiae  for  a  while  on  summer  necessities. 

Fundamentals  of  The  natural  ambition  of  every 
Business.  dealer  is  lo  do  more  trade,  to 

make  more  sales,  and  because  of 
this  the  live  dealer  is  constantly  seeking  and  devising 
new  methods  for  attracting  attention  to  his  store. 

One  of  the  first  essentials  of  a  good  trader  is  to  be  a 
shrewd  buyer,  but  shrewd  buying  will  not  alone  build 
a  business  or  command  an  increasing  trade.  Nor  is  it 
sut^lcient  that  windows  and  counters  be  filled  with 
([uality  goods  at  keen  prices.  The  purchasing  public 
nnist  be  brought  to  realize  this  by  skilful  presentation. 
All  this  is  a  supplement  to  shrewd  buying. 

The  public,  both  men  and  women,  are  always  open 
to  the  influence  of  suggestion  in  buying.  The  way 
goods  are  displayed,  the  manners  of  the  salesman,  the 
atmosphere  of  the  store,  or  the  wording  of  the  advertis- 
ing— all  these  help  influence  sales  and  cause  a  customer 
to  buy  more  or  less. 

Cultivate  the  trade  of  summer  cottagers  and 
campers. 

Let  the  Clerks  Too  many  dealers  are  imbued 

do  a  Little.  with  the  idea  that  they  must  do 

everything  themselves  if  it  is  to 
be  done  properly,  and,  accordingly,  we  find  them  tak- 
ing up  valuable  time  looking  after  work  that  could  just 
as  well  be  done  by  a  clerk.  They  take  up  time  looking 
after  small  unimportant  details  that  might  be  devoted 
to  more  important  things  that  would  increase  sales  and 
make  more  profit  for  the  store. 

It  is  just  such  men  who  are  constantly  complaining 
that  they  cannot  get  clerks  who  take  an  interest  in  the 
business.  The  truth  of  the  matter  is  that  they  do  not 
give  clerks  half  a  chance  to  get  interested.  They  will 
not  intrust  employes  with  any  work  that  they  can  man- 
age to  find  time  to  do  themselves.  What  they  would 
do  if  they  were  in  charge  of  a  really  big  business  it  is 
difficult  to  say.  It  is  one  sure  thing,  that  if  they  desired 
to  succeed  they  would  have  to  give  clerks  a  chance  to 
do  a  little.  Maximum  progress  in  any  store  is  best 
secured  by  this  policy. 

A  good  many  people  do  not  discover  their 
summer  furniture  necessities  until  the  win- 
dow display  or  the  advertisement  remind  them 
of  the  fact. 

Give  Attention  A  writer  in  an  exchange  says 

to  Complaints.  that  the  customer  with  a  com- 

plaint should  be  given  more  at- 
tention than  the  customer  with  an  order.  It  will  be 
difficult  to  get  some  dealers  to  agree  wholly  with  this 
statement,  but  there  is  no  doubt  that  the  advice  to  give 
full  attention  to  complaints  is  worthy  of  emphasis. 
Regular  customers  are  too  valuable  to  a  store  to  run 


chances  of  losing  them  by  not  giving  full  consideration 
to  their  complaints. 

One  of  our  most  successful  retailers  has  said  that 
the  customer  is  always  right,  not  meaning,  of  course, 
that  complaints  should  always  be  made  good.  If  the 
customer  has  justification  for  her  complaint  no  attempt 
.should  be  made  to  dodge  it.  It  should  be  made  good. 
The  small  loss  is  usually  compensated  by  the  future 
trade  that  you  vpill  get.  The  small  saving  made  by 
turning  down  a  customer  is  usually  more  than  made  up 
for  by  the  big  loss  of  her  entire  future  trade. 

It  pays  to  give  proper  attention  to  customers' 
complaints. 

The  summer  time  brings  its  harvest  to  the 
furniture  dealer  as  well  as  to  the  farmer.  But, 
like  the  latter,  he  must  sow  before  he  can  reap. 

Cheque  Serves  Some  retailers  still  stick  to  the 

As  a  Receipt.  habit  of  expecting  receipts  for 

payments  made  by  cheque,  while 
they  are  absolutely  unnecessary,  as  the  che(|ue,  when 
[)roperly  endorsed,  constitutes  a  receipt  in  itself.  At 
the  end  of  the  month  when  his  bank  book  is  balanced, 
the  retailer  gets  back  his  canceled  che(iues  and  so  has 
receipts  for  payments  made  in  this  way  without  those 
who  received  them  sending  receipts  for  same. 

The  discontinuance  of  the  practice  of  sending  receipts 
would  mean  the  saving  of  a  good  deal  of  money  to 
wholesalers  and  manufacturers  in  the  course  of  a  year, 
and  besides,  it  is  much  easier  for  the  retailer  to  file 
away  his  canceled  cheques  at  the  end  of  each  month 
as  receipts  for  payments  during  the  month  than  to 
file  away  receipts  of  different  sizes  and  shapes  as  they 
come  in.  There  is  also  the  trouble  of  watching  that 
all  receipts  come  in  if  they  are  depended  on  altogether 
as  is  still  the  practice  with  some  dealers.  If  cheques 
are  kept  also,  it  means  a  doubling  up  of  time  and  ex- 
pense that  is  wasteful  and  altogether  unnecessary. 

Retailers  should  rid  themselves  of  the  habit  of  ex- 
pecting receipts  when  paying  by  cheque,  as  the  cheque 
in  itself  is  all  the  receipt  that  is  necessary. 

Perseverance  is  a  good  thing  as  lo)ig  as  one 
perseveres  in  the  right  direction. 

Wages  Paid  and  The  important  thing  about  wages 
Wages  Earned.  is  not  how  much  they  are,  but 
whether  they  are  earned.  A  man 
at  a  low  figure  may  cost  you  more  in  the  end  than  a 
high-priced  clerk.  The  latter  is  likely  to  more  than 
make  up  for  the  diflFerence  in  wages  by  the  extra  sales 
he  makes,  the  money  he  saves  through  leaks  prevented 
and  in  the  assistance  given  in  the  general  conduct  of 
the  b'jsiness. 

Not  long  ago,  the  proprietor  of  a  business  was  in 
search  of  a  clerk  to  be  his  right  hand  man.  "I  want 
a  man  who  can  earn  $35  a  week,"  he  said.  "I  don't 
want  anyone  below  that  figure  for  this  position.  I 
have  had  too  much  experience  with  low-priced  men." 
He  felt  that  a  man  at  that  price  would  be  more  likely 
to  prove  a  good  investment  than  a  cheaper  one. 

One  of  the  greatest  difficulties  of  the  dealer  to-day  is 
that  of  securing  the  right  kind  of  clerks.  There  are 
plenty  to  be  had  who  are  honest,  who  will  keep  sober 
and  who  will  work  full  time.  Something  more  is  de- 
sired, however.  The  desirable  clerk  is  the  fellow  who 
possesses  in  addition,  initiative,  ambition  and  energy — 
who  is  not  content  with  being  just  average,  but  who 
is  all  the  time  looking  for  an  opportunity  to  make 
good. 
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How  to  Put  on  Window  Demonstrations  That  Sell 


In  spite  of  the  rapid  strides  that  electricity  has  made  in  recent  years,  the  public,  as  a 
whole,  are  not  conversant  with  the  many  uses  to  which  it  may  be  put.  Therefore  it  is 
up  to  the  furniture  dealer  handling  these  goods  to  conduct  an  educational  campaign 
along  this  line.  There  is  no  better  way  of  doing  this  than  by  arranging  demonstrations 
for  the  window  and  store.  This  article  gives  hints  that,  from  previous  experiences, 
have  proved  valuable.  Such  demonstrations  may  be  conducted  at  almost  any  time. 


MOST  people   are   too  busy  to  visualize  what  an 
electric  iron,  an  electric  vacuum  cleaner,  or 
even  what  electric  light  will  do  for  them. 
Therefore  it's  up  to  you  to  demonstrate  what  the 
electrical,  the  better-way  appliances  will  do  to  make 
living  easier  and  happier. 

A  window  demonstration,  to  be  most  profitable,  must 
really  be  good  salesmanship  in  the  concrete,  with  all 
frills  and  unnecessary  items  eliminated,  yet  complete 
from  a  result-bringing  standpoint. 

There  must  be  action,  motion  and  message  combined, 
to  hold  the  people's  attention  during  the  demonstration, 
and  to  bring  them  into  the  store  after  the  demonstra- 
tion is  over. 

The  Essentials 

A  window  demonstration,  to  be  useful,  (1)  must  be 
simple,  (2)  must  show  action,  (3)  must  arouse  interest, 
(4)  must  create  desire,  (5)  must  bring  people  into  the 
store  to  ask  questions. 

The  window  in  which  the  demonstration  is  going  to 
be  given  should  be  stripped  of  all  superfluous  objects. 
Anything  which  does  not  bear  directly  on  the  demon- 
stration tends  to  detract  attention  from  the  appliance 
being  demonstrated,  and  that,  of  course,  should  always 
be  avoided. 

Proper  publicity,  through  newspaper  advertising, 
window  cards  or  circulars  distributed  by  hand  should 
apprise  the  public  of  what  is  going  on  at  your  store. 
If  you  make  these  circulars,  or  other  forms  of  adver- 
tising read  "sales,"  this  will  help  draw  a  bigger  crowd. 
For  instance,  if  an  electric  iron  is  going  to  be  demon- 
strated, a  premium  of  $1  offered  for  every  sad  iron 
turned  in  on  the  day  of  the  demonstration  will  result 
in  a  considerable  number  of  the  irons  being  surrendered 
which  could  be  piled  in  one  corner  of  the  window,  to 
good  eifeet. 

Another  thing  to  remember:  those  attracted  to  your 
store  by  newspaper  or  other  forms  of  advertising,  are 
really  interested  and  will  "stick"  the  demonstration 
out,  thereby  catching  the  passing  crowd,  for  people 
quickly  congregate  when  once  a  nucleus  of  interested 
people  is  found. 

The  people  who  congregate  before  your  window  and 
who  watch  the  demonstrations  are  giving  you  their  full 
attention.  Profit  by  it!  Put  your  "talking  points" 
to  them  in  the  clearest,  yet  in  the  briefest  language 
possible.  Tf  possible,  secure  the  services  of  an  ex- 
perienced demonstrator,  so  that  you  will  hit  the  bialls- 
eye  100  out  of  100  shots. 

The  scope,  range,  and  variety  of  demonstrations 
which  can  be  held  is  nearly  unlimited,  being  governed 
entirely  by  the  articles  to  be  demonstrated. 

FV)r  instance,  it  is  possible  to  have  the  demonstra- 
tion^ built  atolind  a  single  appliance  or  machine,  such  as 
a  percolator,  or  a  washing  machift^,  a  vacuum  cleaner, 
an  electric  iron,  of  a  kitchen  power-table  : 

The  Percolator 

Show  a  breakfast  table  set  for  two,  with  a  handsome 


percolator  placed  in  the  centre.  The  demonstrator 
should  preferably  be  a  winsome  young  lady,  dressed 
as  a  housewife  in  "working  attire." 

Have  the  demonstrator  first  show  the  old-time  tin 
coffee-pot,  and  then  put  the  percolator  in  close  com- 
parison. The  demonstrator  should  then  proceed  to 
show  the  process  of  making  good  coffee,  explaining 
each  step.  Explain  why  "boiled  coffee  is  spoiled 
coffee,"  and  that  the  electric  percolator  brews  coffee 
that  is  beloved  by  all  who  know  it. 

A  comparison  of  time,  cost  and  satisfaction  should 
be  given,  and  at  the  end  of  the  demonstration  the 
people  should  be  invited  to  step  inside  and  have  a  cup 
of  electrically-brewed  coffee.  Be  sure  to  have  enough 
for  all.  Use  good  coffee,  and  serve  it  in  small,  nice 
china  cups.  Small  cups  are  not  only  daintier,  but  also 
make  the  coffee  go  further. 

An  offer  made  in  advance  of  the  demonstration  to 
allow  a  liberal  discount  on  all  coffee-pots  that  are 
turned  in  (provided  that  a  new  percolator  is  purchased) 
will  bring  in  good  results.  Many  will  take  advantage 
of  the  premium,  and  the  pots  which  are  turned  in 
could  be  shown  in  the  display  window  during  the 
demonstration. 

Vacuum  Cleaner 

Place  in  the  window  a  rug,  sprinkled  with  powder 
or  sand,  or  some  other  substance  which  shows  up  well, 
also  substances  which  are  hard  to  "raise"  with  a 
broom;  bits  of  thread,  lint,  or  feathers.  The  demon- 
strator should  proceed  to  show  how  easy  the  cleaner 
can  be  connected  with  any  socket,  the  long  flexible 
cord  which  makes  it  possible  to  "get  after"  the  dust 
and  dirt  in  out-of-the-way  corners  and  the  dust-bag 
where  the  dust  and  dirt  is  deposited. 

After  the  rug  has  been  cleaned,  the  other  uses  of 
the  cleaner  should  be  shown,  the  various  tools  which 
make  it  possible  for  the  housewife  to  get  under  the 
radiators  and  heavy  pieces  of  furniture  which  cannot 
be  moved — how  the  curtains,  the  hangings,  and  even 
the  upholstered  chairs  can  be  thoroughly  cleaned  with 
the  same  efficiency,  ease  and  economy  as  the  carpet 
or  rug. 

Be  sure  to  show  the  old-fashioned  broom  and  pan. 
Show  the  housewife  in  a  practical  way  how  the  broom 
scatters  the  dust — the  top  dust — which  is  sent  flying 
into  the  air  in  clouds.  Ask  her  if  she  has  ever  swept 
a  room  into  which  the  sun's  rays  penetrated,  and  had 
noticed  the  mites  with  which  the  air  is  laden.  Tell  her 
that  dust  is  injurious  to  her — to  her  children.  Floor 
coverings  have  been  proved  to  harbor  disease  germs  of 
all  kinds. 

Then  show  how  impossible  it  is  for  dust  to  get  into 
the  atmosphere  after  once  it  is  taken  up  by  the  suction 
cleaner.  ^ 
Argument  Cards 

The  questions  above  suggested  can  be  asked  of  the 
lookers-on,  and  your  various  arguments  presented  and 
comparisons  made,  etc.,  by  the  use  of  neatly  and 
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clearly  lettered  cards,  either  printed  or  lettered  by 
hand  by  a  professional  card  writer. 

In  some  cases  it  is  possible  to  run  a  tube  to  a  horn, 
either  above  or  below  the  show  window  by  means  of 
which  the  demonstrator  can  address  the  crowd  without 
the  necessity  of  using  cards. 

The  Electric  Iron 

Advertise  in  the  newspapers  that  you  have  secured 
the  services  of  an  expert  laundress  who  is  going  to 
give  professional  tips  on  ironing.  Secure  an  expert 
laundress  for  the  occasion,  and  have  a  good  variety  of 
clothes  to  iron,  from  blankets  to  fine  linen  and  shirts. 

Open  the  demonstration  with  some  hard-hitting  state- 
ment, such  as: 

"Every  housewife  who  has  used  the  old-fashioned 
sad  iron  has  walked  2)54  miles  yearly  without  purpose." 
You  might  visualize  this  distance  by  saying  "between 
sucli-and-such  a  town." 

Show  how  easy  it  is  to  control  the  heat  of  the  electric 
iron,  that  it  is  always  under  the  control  of  one's  finger; 
that  the  heat  is  produced  only  where  it  is  needed — in 
the  working  part  of  the  iron — that  the  air  is  not  heated 
by  a  stove  which  must  be  kept  going  constantly  even 
on  the  hottest  days,  and  that  there  is  no  trotting  to  and 
from  the  stove  to  change  irons. 

Some  good  pointers  on  ironing  in  general  should  be 
given  to  the  interested  housewife.  Emphasize  strongly 
the  fact  that  one  cent's  worth  of  current  will  keep  a 
six-pound  iron  hot  for  15  minutes. 

Portable  Power  Table 

Be  sure  to  have  all  equipment  handy,  and  plenty  of 
things  to  use  in  connection  with  the  many  attachments 
of  this  machine.  Show  how  the  machine  will  take  care 
of  the  coffee  grinding,  mixing  bread  and  cake,  chopping 
meat  and  turning  the  ice-cream  freezer,  besides  in- 
numerable other  tasks. 

Show  the  saving  of  time,  labor  and  money  by  using 
the  electric  power  table.  Explain  why  the  servant, 
who  is  given  one  of  these  power  tables,  is  always 
happy  and  contented,  and  does  her  work  cheerfully  and 
<iuickly. 

A  group  of  women  who  formed  a  household  experi- 
ment station  to  ascertain  how  far  it  was  possible  to 
eliminate  servants  and  yet  be  free  from  drudgery, 
made  their  first  choice  a  power  table  for  the  kitchen. 
The  portable  power  table  is  a  boon  for  every  house- 
wife. Let  your  demonstrations  show  this  to  be  a  fact. 
You  will  be  sure  to  reap  big  profits  if  you  go  into  the 
demonstration  with  spirit  and  energy. 

Demonstrating  a  Washing  Machine 

Have  the  window  rigged  up  appropriate  for  wash- 
day, showing  the  washboard,  the  wringer,  clothes  and 
the  wash-boiler.  Of  course,  give  the  most  prominent 
place  to  the  washing  machine  Avhieh  is  going  to  be 
used  in  the  demonstration. 

Show  how  the  clothes  nre  placed  in  the  machine, 
and  how  easy  it  is  to  control  the  motoi' — hnw  the  clothes 
are  run  through  the  wringer  into  the  rinse  water,  and 
from  there  on  to  the  top  of  the  machine.  Show  how 
white  and  clean  the  clothes  are  when  [)ut  through.  Be 
sure  to  bring  out  strongly  that  the  electric  washing 
machine  will  do  the  washing  for  a  family  of  four  at  a 
cost  of  two  cents  for  electricity. 

Be  sure  to  emphasize  the  fact  that  not  a  thread  of 
the  finest  lace  is  broken  by  the  electric  washing  ma- 
chine, that  the  heaviest  blankets,  the  finest  laces  can 


all  be  washed  perfectly  and  without  the  slightest  in- 
.jury. 

Invite  everybody  to  step  inside  and  inspect  the 
clothes,  to  examine  the  machine,  and  to  ask  questions. 
Be  sure  to  get  the  names  of  those  who  come  inside, 
for  future  follow-up.  Remember,  the  relative  high 
price  of  this  machine  permits  you  to  go  to  much  more 
time  and  trouble  to  effect  a  sale,  than  in  the  case  of  the 
lower-priced  articles. 

A  washing  machine  contest  has  been  used  with  pro- 
fit in  connection  with  window  demonstrations.  It  is 
simple  ,nn(l  can  be  employed  by  any  merchant. 

Publicity  is  first  given  to  the  contest,  and  entry 
blanks  should  be  distributed  in  advance,  with  space 
for  name  and  address  of  contestant.  Each  contestant 
is  asked  to  attend  the  window  demonstration  of  the 
machine  in  order  to  form  a  comprehensive  idea  of  the 
value  of  the  machine  and  to  compute  in  dollars  and  cents 
how  nuicli  the  machine  saves  its  owner  in  one  year, 
itemizing  each  feature  which  enters  into  the  statement. 

Several  business  men  should  be  selected  who  will 
prepare  their  own  figures  and  the  contestant  whose 
computation  comes  nearest  to  the  figures  prepared  by 
the  judges  gets  the  prize.  All  contestants  should  be 
thanked  for  their  kind  co-operation;  and  it  has  been 
found  profitable  to  have  a  salesman  visit  these  people 
who  have  already  evinced  an  interest  in  the  machine. 

Demonstrations  "In  Bunches" 

You  might  demonstrate  appliances  in  "families," 
according  to  their  specific  uses,  as,  for  home  uses: 
heating  pad,  sterilizer,  water  heater,  chafing  dish,  tea- 
kettle, percolator,  toaster,  grill,  egg  cooker,  fan,  radi- 
ator, nursery  milk  warmer. 

Or  the  demonstration  might  be  of  devices  such  as 
flat  irons,  electric  fireless  cooker,  electric  range,  vacuum 
cleaner,  washing  machine,  kitchen  motor,  etc.,  demon- 
strating certain  articles  according  to  program,  by  the 
hour : 

10  o'clock   Toaster 

11  o'clock   Percolator 

12  o'clock  Grill  and  tea  urn 

1  o'clock   Double  boiler 

2  o'clock   Chafing  dish 

3  o'clock  Egg  cooker 

Daily  Demonstrations 

Demonstrations  run  ficcording  to  "Days"  are  always 
of  interest : 

Wash  Day  Ladies'  Day 

Ironing  Day  Men's  Day 

Cleaning  Day  Children's  Day 

Such  "Days"  should  be  well  advertised  in  advance, 
and  with  these  demonstrations  some  merchants  have 
included  the  "save  a  dollar"  idea,  by  offering  a  cer- 
tain appliance  at  a  slightly  lower  price. 

Ladies'  Day  could  be  devoted  to  showing  the  com- 
plete uses  of  the  curling  iron,  vibrator,  hair  dryer, 
boudoir  lamp,  etc. 

Men's  Day  could  feature  the  shaving  mug,  shaving 
combination,  including  mirror  with  light,  cigar  lighter, 
pocket  flashlight,  etc. 

Children's  Day  could  be  centred  on  electric  toys, 
electric  trains,  batteries,  motors,  induction  coils,  etc.. 
and  at  the  finish  of  the  demonstration  two  little  boys 
from  the  neighborhood,  who  have  been  hired  for  the 
purpose,  could  pop  corn  electrically  and  distribute  it 
free  to  their  playmates. 
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for  this  journal. 

"  What  is  so  rare  as  a  day  in  June, 
Then,  if  ever,  come  perfect  days." 

IT  was  thus  that  James  Russell  Lowell,  in  his  ardent 
admiration  for  the  delightful  and  charming  days 
of  June,  expressed  his  sentiments  and  also  the  senti- 
ments of  millions  of  others,  for  of  all  the  months  the 
year  can  give  June  stands  out  in  oasian  perfection  that 
is  rapturously  enchanting.  'Tis  then  all  nature,  laden 
with  fragrant  freshness,  seems  a-tune  with  new  life,  for 


the  flowers,  the  blossoms,  the  trees  have  reached  the 
zenith  of  their  summer  perfection. 

But  how  unfortunate  that  cold  commercialism  has  no 
room  for  sentiment !  So  to  the  man  of  business  June  is 
robbed  of  her  beauty  and  charm,  except  as  it  may  be 
diverted  into  advertising  channels  that  trade  may  be 
boomed  and  business  may  not  suffer.  Then  from  an 
advertising  point  of  view  let  us  take  advantage  of  one 
characteristic  for  which  June  has  long  been  noted,  viz., 
weddings. 

There  are  few  stores  so  rich  in  requirements  for  the 
bride  and  her  home  as  furniture  and  hardware  stores. 
Presents  bought  from  either  of  these  are  characterized 
as  "Useful  Gifts,"  the  kind  that  last  the  longest  and 
are  remembered  the  most.  The  major  portion  of  home 
furnishings  from  cellar  to  garret  can  be  supplied  from 
these  two  trades. 

It  is  also  a  regretable  fact  that  these  two  stores  are 
among  the  most  lax  in  the  matter  of  window  display 
and  store  decoration.  What  legitimate  excuse  can  a 
furniture  dealer  or  hardware  dealer  offer  for  not  mak- 
ing special  displays  on  special  occasions?  And  how 
appropriate  that  they  should  take  advantage  of  the 
stir  Danny  Cupid  makes  during  the  month  of  June  and 
make  some  special  displaying,  just  to  show  what  they 
have  to  otfer  for  the  coming  bride. 

The  furniture  dealer  whose  window  space  will  permit 
may  arrange  a  complete  room,  bedroom,  dining  room, 
parlor,  etc.,  calling  special  attention  to  the  outfit  as  a 
suitable  and  lasting  present  for  the  bride.  The  entire 
outfit  may  be  priced,  or  each  article  may  be  priced  and 
the  total  given,  as  was  suggested  last  month.  A  very 
little  thought  and  effort  may  work  wonders  in  a  display 
of  this  kind.   A  rug  on  the  floor,  a  few  bouquets  and 


sprays  of  orange  blossoms  worked  in  artistically  will 
add  greatly  to  the  effect. 

Single  articles  of  furniture  may  also  be  displayed 
specially  as  gifts  for  the  bride.  These  may  include  al- 
most any  piece,  although  the  more  artistic  designs 
should  be  chosen. 

Hardware  merchants  may  follow  the  same  idea  in  the 
matter  of  displays  for  the  window.  Should  the  win- 
dow space  be  sufficient  a  complete  kitchen  can  be 
shown,  including  stove,  sink,  and  all  the  various  cook- 
ing utensils.  Then  will  come  in  the  same  category, 
laundry  equipment,  wash  tubs,  washing  machines, 
boards,  ironing  boards,  irons,  mangles,  wringers,  and 
the  endless  other  articles  so  useful  in  a  well  regulated 
household.  These,  well  displayed  and  price  ticketed, 
will  make  a  splendid  and  attractive  window  showing. 
A  window  card  calling  attention  to  the  display  as  be- 
ing suitable  for  a  wedding  gift,  will  complete  the  attrac- 
tion that  should  sell  many  of  the  articles  shown. 

Apart  from  catering  to  the  lines  that  will  be  suit- 
able for  the  bride,  there  will  always  be  other  season- 
able lines  that  should  be  pushed  by  the  hardware  trade. 
At  this  season  there  will  be  paints,  builders'  hardware, 
farm  implement  repairs,  and  many  other  lines  that 
windows  could  be  devoted  to  with  telling  effect. 

Sample  Cards 

The  two  sample  cards  siiown  herewith  are  easy  to 
execute.  They  are  both  the  same  character,  one  for  a 
furniture  window  and  the  other  for  a  hardware  win- 
dow.   Both  are  made  by  cutting  out  a  picture  of  the 


article  shown  and  pasting  it  on  to  a  card  and  lettering 
in  red  or  black  and  shading  with  light  grey.  Where 
cards  of  this  type  are  used  price  tickets  must  be  used 
on  each  article. 


Merchant — ''Have  you  collected  that  bill  of 
Smith's?" 

Collector — "Have  I  collected  it?  I  called  at  the 
house  and  found  that  seven  Smiths  lived  there.  Six 
declared  they  owed  nothing,  and  the  seventh  kicked 
me  out  of  the  house." 

Merchant — "That's  the  one.  Go  back  and  get  the 
money. ' ' 
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ADVERTISING  BARGAINS 

The  retail  dealer  feels  to-day  more  than  ever  the  nc- 
eessity  for  advertising  his  store  and  goods. 

There  is  the  same  competition  in  advertising  as  there 
is  in  all  the  other  attempts  to  influence  trade,  and  the 
dealer  who  oontinues  the  use  of  a  mere  business  card  in 
his  newspaper  space  is  doing  himself  an  injustice.  The 
manner  of  advertising  has  made  great  progress  during 
recent  years.  The  old-time  methods,  which  were  once 
considered  dignified  and  quite  the  proper  thing,  are 
now  out  of  date.  The  modern  storekeeper  rents  his 
space  in  the  local  paper  with  as  much  care  as  he  rents 
his  store,  and  changes  his  advertisement  not  less  fre- 
(puitly  than  once  a  week. 

The  popular  method  of  advertising  is  to  make  a  spe- 
cial offer  of  some  particular  article,  or  list  of  articles, 
at  a  reduced  price,  during  the  tiirie  the  advertisement  is 
running,  in  order  to  induce  the  public  to  accept  the 
offer  promptly  and  get  them  inside  the  store.  In  work- 
ing this  plan,  a  list  of  a  few  articles  is  selected  which 
will  least  interfere  with  the  regular  trade,  and  a  spe- 
cial stock  procured.  These  are  advertised  at  cost  or 
even  a  trifle  less;  it  is  not  of  much  consequence  whether 
any  profit  is  made  on  the  articles  selected,  the  object 
being  solely  to  induce  people  to  visit  the  store.  The 
articles  advertised  should  be  those  that  are  in  common 
use,  and  whose  value  is  generally  known. — Hardware 
Dealers'  Magazine. 


KERNEL  OF  THE  ADVERTISING  NUT 

Trickery  may  get  sales,  but  il  takes  lionesty  to  make 
customers. 

Many  business  men  have  been  ruined  by  advertising 
— for  whicli  their  competitors  paid  the  bills. 

Advertising  service  that  brings  maximum  results 
from  your  publicity  appropriation  is  elieap  at  any  price. 

Advertisers  that  keep  faith  with  their  customers  are 
adopting  the  one  best  means  of  serving  their  own  in- 
terests. 

Except  for  the  fact  that  it  costs  more  not  to  adver- 
tise than  to  do  so,  there  would  be  no  advertising — 
would  there? 

Ever  hear  the  story  of  the  boy  who  cried  "wolf"  too 
often?   Promiscuous  cut  ])rice  sales  are  like  that. 

When  sales  lit ei'at lire  is  written  with  a  view  to  mak- 


ing sales  and  not  just  to  please  the  boss,  there  will  be 
less  talk  of  the  "tremendous  waste"  in  advertising. 

Big  talk  does  not  make  big  sales.  The  big  sales  go 
to  the  credit  of  the  (juiet,  persistent,  thinking  chap 
who  sticks  to  facts. 

In  advertising,  follow  the  line  of  least  resistance. 
Push  hardest  where  competition  is  weakest  until  you 
are  as  strong  as  your  competition. — Printer's  Ink. 


SHORT  HINTS  ON  ADVERTISING 

Use  plenty  of  descriptive  matter.  It  arouses  interest 
in  the  goods  you  desire  to  sell. 

*  *  * 

Don't  try  to  crowd  too  much  into  the  space  at  your 
disposal.    A  crowded  ad.  doesn't  appeal  to  the  eye. 

P)etter  to  deal  with  a  few  lines  and  do  it  so  as  to  in- 
duce sales  than  to  mention  many  in  a  way  that  will 
not  bring  results. 

*  *  * 

Quote  prices  in  your  ads.,  even  if  they  are  regular 
prices.  The  price  is  something  the  customer  must  know 
l)(!fore  buying. 

^  ^ 

Every  time  a  man  or  woman  is  misled  by  a  false  ad- 
vertisement, the  selling  power  of  all  advertising  is 
lowered.  Every  time  a  false,  exaggerated  statement 
is  printed  in  an  advertisement,  all  advertising  is  dis- 
credited to  a  certain  extent.  As  a  m.eans  of  self  pro- 
tection every  business  man  who  advertises  should  help 
to  drive  out  the  fakirs. 

*  #  « 

If  advertiiS'ing  matter  and  catalogues  do  not  appeal 
to  some  proprietors  they  tlhrow  them  in  the  waste 
basket.  They  never  get  past  tJhem.  They  don't  stop  to 
think  that  some  of  the  boys  in  the  store  would  be  glad 
to  take  some  of  this  matter  home  and  study  it  after 
business  hours.  Pass  thiuigs  along  in  your  store.  Don't 
ground  the  current.    Remember  there  are  others. 


What  is  the  difference  between  a  cabinet-maker  and 
a  |)otterer?  One  makes  settees  and  the  other  makes 
tea  sets.    Who  giggled  then? 


BRINGING  HOME  THE  BACON  BY  THE  USE  OF  ADVERTISING 

THE  story  of  the  growth  of  the  Wanamaker  stores,  in  Philadelphia  and  New  York,  makes 
interesting  reading.  After  reading  it  the  writer  is  more  than  ever  convinced  of  the  value 
of  advertising  in  building  a  business.  The  first  day  that  John  Wanamaker  opened  for  busi- 
ness the  receipts  amounted  to  $24.67.  The  67  cents  was  left  in  the  till  for  change  making  next 
day  and  the  $24  spent  in  advertising.  Such  a  policy  was  deemed  an  insane  one  by  many  of  his 
competitors,  but  time  has  proven  its  value.  The  big  stores  of  the  company  stand  as  proof  posi- 
tive of  the  fact. 

While  few  dealers  can  ever  expect  to  attain  the  success  of  John  Wanamaker,  nevertheless 
they  will  find  a  fair  amount  of  money  spent  in  advertising  a  profitable  investment.  Particularly 
at  this  time,  a  little  additional  advertising  will  be  found  a  good  spring,  tonic  for  business.  There 
are  many  seasonable  lines  that  can  be  expioited  to  _.gaod  advantage  in  the. "dealer's  advertising  . 
space  at  this  time.  Properly  written  copy,  full  of  .sek^sogable  suggestions,  will  be.  found  valuable 
iu  bringing  homp, the  bacon  in ^ the  Spring  campaign.  ^      "       .  ..•...«..  '    =  . 

.  r'l'oo-raany  dealers  .have  been  neglecting  their- advertising  during  the  past,  jajar.  .' New  is  the 
time  to  get  back  into  line  again  and  help  the  cash  register  play  a  livelier  tune  by  'good  use  of 
moderate  space. 
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Talking  Machines  in  the  Furniture  Store 


THIS  is  the  age  of  service  in  business.  The  store 
to-day  that  gives  the  best  service  and  conven- 
iences to  its  patrons  is  the  one  that  is  forging  to 
the  front.  The  providing  of  conveniences  is  a  factor 
of  no  little  importance  in  bringing  customers  back  to 
the  store  to  make  further  purchases.  The  big  stores 
have  realized  this  fact  and  are  cashing  in  on  it  to  a 
remarkable  extent.  There  isi  no  reason  why  the  smal- 
ler stores  cannot  do  the  same  thing. 


MAILING  LIST  SHOULD  BE  VALUABLE 

In  contrast  to  the  value  isuecessful  merchants  place 
on  the  mailing  list  is  the  attitude  of  furniture  dealers 
so  siatisfied  with  their  business  capacity  they  can  see 
no  value  in  a  mailing  list.  There  are  dealers  so  indif- 
ferent to  the  mailing  list  that  they  will  not  take  the 
trouble  to  compose  an  occasional  sales  letter,  nor  would 
they  even  mail  a  letter  already  composed  and  typewrit- 
ten on  a  printed  letterhead  given  to  them  without 
charge,  in  whatever  quantities  neeessary.  In  fact, 
manufacturers  in  some  lines  will  do  everything  for  the 
dealer,  even  to  mailing  the  letters  and  paying  the  post- 
age, if  he  will  only  furnish  the  names,  and  this  is  solicit- 
ing business  for  the  dealer.  Of  course,  the  manufac- 
turer benefits,  but  not  without  benefiting  the  dealer. 
Out  of  a  recent  otfer  to  do  this  letter  writing  less  than 
one  per  cent,  of  the  dealers  to  whom  it  was'  made  took 
advantage  of  it. 

A  mere  collection  of  names  and  addresses,  to  which 
occasional  circulars  are  mailed,  can  scarcely  be  called 

mailing  list,  and  yet  it  is  probably  better  than  noth- 
ing. The  value  of  the  mailing  list  is  in  having  it  accu- 
rate, and  then  keeping  it  accurate.  If  it  includes  names 
that  cannot  be  considered  reasonable  "prospects"  these 
latter  should  be  cut  from  the  list  entirely  or  listed 
separately. 

Having  an  accurate  list,  the  next  consideration  is  to 
use  it  to  get  the  best  results.  The  rate  of  postage 
under  ordinary  conditions  is  to'o  high  to  allow  of  waste 
and  is  much  more  so  with  the  additional  cost  of  the 
war  stamp,  though  printed  matter  in  unsealed  enve- 
lopes is  not  subject  to  the  war  tax.  It  is  frequently 
profitable  to  write  a  special  letter,  signed,  sealed  and 
mailed  in  the  regular  way.  This  Avill  get  attention 
where  an  unsealed  letter  sometimes  will  not,  but  the 
owner  of  the  mailing  list  himself  is  the  best  judge  of 
whether  the  extra  work  and  cost  is  justified. 

There  are  circular  letters  mailed  out  to  prospective 
customers  that  have  every  indication  of  having  been 
written  by  the  office  boy  or  someone  still  living  in  the 
"now-I-take-my-pencil-in-hand"  days.  Even  these 
bring  results. — ^sometimes — then  how  much  more  likely 
is  business  to  result  from  a  studied  effort  to  sell  mer- 
chandise by  letter. 


BIG  DEMAND  FOR  GRAFONOLAS 

Ralph  Cabanas,  manager  Canadian  division  of  Colum- 
bia Graphaphone  Co.,  with  headquarters  at  Toronto, 
returned  recently  from  a  tour  of  the  West.  Mr.  Ca- 
banas visited  the  larger  centres  from  Fort  William  and 


Port  Arthur,  to  the  Coast.  In  his  absence,  Otis  C. 
Dorian,  assistant  manager,  was  in  charge.  The  latter 
recently  visited  the  head  executive  offices  in  New 
York  and  the  factories  at  Bridgeport.  The  new  fac- 
tory recently  completed  was  taken  possession  of  by  the 
manufacturing  staff  on  the  day  of  Mr.  Dorian's  visit. 
Strenuous  efforts  are  being  made  to  overtake  the  de- 
mand for  grafonolas,  which  have  been  several  thousand 
machines  behind  for  many  months.  The  manufactur- 
ing difficulties  have  been  intensified  by  the  keen  compe- 
tition of  the  munition  plants  for  labor.  One  plant 
alone  has  been  running  three  shifts  of  eight  thousand 
each,  employing  in  all  twenty-four  thousand  hands. 


PHONOLAS 

The  Improved  Cabinet  Talking  Machine 


THE  PHONOLA  IS  NOT 
LOUD  IN  THEIR  PfiAISI 
NO  WAR  TAX.  THERES 
INSTRUMENT  HE  CAN 
OR  VERTICAL  CUT 


LRIMENT.  THOUSANDS  ARE 
^IS  PERFECT  HOME  ENTERT 
;S  THE  CUSTOMER  BIGGER  V 
HE  PHONOLA  WILL   PLAY  ALI 


•I  USE  TO-DAY  AND  MUSICAL  CRITICS  ARE 
^ER.  MADE  IN  CANADA,  THERE  IS  NO  DUTY. 
.UE  THAN  ANY  OTHER  SOUND  REPRODUCING 
NEEDLE    DISC   RECORDS.    EITHER  ZIG  ZAG 


Let  Us  Put  One  in  Your  Home  on  Easy  Terms 


Princess 


Phonola  Features 


Note  the  Low 
Prices 


Sold  on  Easy 
Terms 


Music  Has  Charms 


Order  One  Now  — Easy  Terms 

Model  "B" 


Our  Easy  Payment  Plan 

By  our  plan  you  can  hove  any  instrument  deliver 
to  your  home  end  pay  for  it  In  BmoU 
Weekly  or  tflonthly  Payments 

Come  in  aii^  Hear  Them 

Model  "C" 


THE  HOME 

FurnHure  Carpet  Co.  Limited 
343-345  QUEEN  STREET  EAST 


Sample  pa,ge  from  a  Toronto  furniture  company's  monthly  circulai. 
Every  month  or  so  The  Home  Furniture  Co.  put  out  a  tour-page  cir- 
cular and  distribute  it  in  the  east  end  of  Toront(^^^  This  circular  has 
brouiiht  them  some  good  business. 

The  Columbia  inaiiagement  is  urging  dealers  to  con- 
centrate on  record  sales  and  also  to  lose  no  time  in 
estimating  next  fall's  requirements  so  that  the  distribu- 
ters may  get  their  orders  booked  and  assist  in  some 
measure  to  prevent  the  disappointments  of  last  fall. 


Reduce  tlie  amount  of  lost  motion  in  your  store 
work.  Study  the  elimination  of  unnecessary  steps 
and  motions. 
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Present  Day  Manufacture  of  Pillows 

By  A.  B.  Maine 

TIMES  and  customs  change,  and  with  them  ideas 
of  doing  business.  Two  generations  ago  no  one 
ever  thought  of  going  to  a  furniture  store  for 
f)ilIows  or  for  any  other  liind  of  bedding  for  that  mat- 
t(>r,  but  now  the  strictly  furniture  store  is  almost  a 
thing  of  the  past,  and  in  its  place  we  have  the  house 
furnishing  em.i)orium,  where  one  may  find  everything 
that  is  at  all  useful  in  a  well-regulated  household. 

So  far  as  the  house  furnishing  store  is  concerned,  the 
ordy  articles  that  T  know  anything  about  are  wood  fur- 
niture pieces,  and  there  is  a  whoh'  lot  that  I  do  not 
know  about  those,  and  it  happened  that  when  T  struck 
one  of  the  large  furniture  centres  recently  I  was  heart- 
ily tired  of  such  subjects  as  period  designs,  (piality 
stock,  spiffs,  special  sales,  and  other  things  connected 
with  straight  furniture,  and  T  awoke  one  morning 
wishing  there  was  something  difiPerent  T  could  tackle. 

Almost  unconsciously  I  thought  of  "pillows,"  and 
then  smiled  to  myself  at  the  foolishness  of  the  idea. 
"Pillows,"  T  soliloquized.  "Who  cares  about  pillows? 
Half  the  people  make  their  own,  and  the  rest  don't 
care  where  theirs  comi^  from,  anyway."  T  thought  of 
the  nice  pillows  we  used  to  make  down  on  the  farm. 
Why.  it  was  a  simple  matter.  We  phacked  the  chickens 
to  eat  and  saved  the  feathers,  which  we  threw  into  an 
old  sack  until  we  had  accumulated  enough  to  make  two 
or  three  pairs  of  pillows.  Then  we  boiled  or  scalded 
them  in  three  or  four  changes  of  water  until  the  water 
was  fairly  clear.  At  the  same  time  we  picked  out  any 
large  i|uills  that  happened  to  come  to  our  attention. 
Then  we  spread  the  feathers  out  on  an  old  sheet  in  the 
barn  to  dry.  Every  two  or  three  days  we  would  care- 
fully lift  the  four  corners  of  the  sheet,  and  gathering 
the  sides  together,  would  shake  the  feathers  so  that 
they  would  separate  and  become  flufPy.  In  the  mean- 
time the  ticking  covers  had  been  made  with  the  opening 
at  the  top,  and  at  some  convenient  time  we  filled  them. 
Then  they  were  closed,  and  behold,  we  had  the  finest 
feather  pillows  ever  made. 

That  is  the  way  my  mind  worked  as  f  was  trying  to 
down  the  pillow  idea  that  would  not  down.  My  head 
was  on  a  very  comfortable  pillow,  and  T  wondered 
where  it  was  made.  I  thought  that  if  it  were  a  chair, 
or  a  table,  or  a  dresser,  or  some  other  piece  of  furniture, 
I  could  look  it  over,  and  the  chances  would  be  ten  to 
one  that  I  would  find  the  manufacturer's  name  or 
identification  mark  somewhere,  but  who  would  mark  a 
pillow,  and  what  would  he  mark  it  for.  anyway?  Which 
goes  to  show  how  much  I  knew. 

I  took  the  pillow  out  of  the  slip,  and  what  do  you 
suppose  I  found?  Why,  not  only  a  tag  with  the  name 
of  the  manufacturer  on  it,  but  also  a  guarantee  that 
the  feathers  in  the  pillow  were  thoroughly  cured, 
cleansed,  and  purified  from  all  animal  matter,  dirt, 
disease  germs,  and  impurities;  that  no  shoddy,  cotton, 
or  other  siibstitute  had  been  used  :  that  it  contained  no 
feathers  in  a  raw  state,  liable  to  attract  and  breed  ver- 
min ;  that  it  would  remain  sweet  and  pure  and  without 
any  disagreeable  or  unhealthy  odor. 

Again  T  thought  of  the  home-made  pillows,  and  that 
guarantee  "had  my  number,"  so  that  I  was  tempted  to 
cut  the  pillow  open  and  see  what  was  in  it,  when  I 
noticed  where  it  was  made.  I  immediately  resolved 
to  get  away  from  furniture  for  that  day.  T  thought 
that  if  the  manufacturer  was  so  emphatic  in  his  guar- 
antee he  ought  to  be  willing  to  let  a  visitor  through  his 
factory.  ||  ^' 

So  I  dressed,  looked  u|)  the  address  in  the  telephone 


book,  went  out  to  breakfast,  and  afterwards  to  the 
pillow  factory  in  the  care  of  the  manager.  Entering 
the  cloth  stock  room,  we  were  confronted  with  tier  on 
tier  of  shelves  filled  with  bolts  of  ticking  of  varied 
grades  and  shades  representing  250,000  yards.  In  this 
room  are  the  cutting  benches  and  machines.  Here  one 
man  and  an  assistant  cut  4,000  yards  of  ticking  per 
day.  From  the  cutting  operation  the  ticking  goes  to 
the  sewing  room,  where  ten  girls  and  as  many  sewing 
machines  are  kept  busy  sewing  the  side  and  one  end, 
and  at  the  same  time  attaching  the  special  tag  that 
goes  with  each  pillow.  Two  men  turn  the  covers,  and 
many  are  occupied  in  filling  them  with  feathers  accord- 
ing to  the  grade  called  for  on  the  tags.  Every  pillow 
is  weighed,  so  that  all  may  be  exactly  according  to  spe- 
cifications, then  delivered  to  the  "closing-up"  depart- 
ment, where  six  girls  are  employed  closing  the  ends. 
Sometimes  a  special  trade  demands  that  names  of 
customers,  especially  hotels,  be  worked  on  each  pil- 
low, and  there  is  so  much  of  this  kind  of  business  that 
one  girl  is  busy  on  the  embroidery  machine  all  day. 

The  lighter  the  feather  the  greater  its  value,  and 
many  very  fine  feathers  stick  to  the  outside  of  the  cover. 
So  after  it  is  closed  it  is  put  through  a  brushing  ma- 
chine, which  removes  the  feathers  and  blows  them  into 
a  receptacle,  where  they  are  accumulated  for  future 
use.  No  waste  in  that  plant.  After  the  brushing,  the 
pillows  are  dropped  down  a  chute  to  the  shipping  room, 
where  they  are  baled  and  shipped. 

Having  followed  the  ticking  through,  we  took  the 
elevator  to  the  stock  floors,  where  the  feathers  are 
stored.  Here  I  saw  goose  feathers,  duck  feathers,  tur- 
key feathers,  and  chicken  feathers  all  stored  in  separate 
piles  of  big  bales.  How  many  feathers  T  saw  I  don't 
know,  but  probably  enough  if  scattered  out  to  cover 
the  surface  of  the  Atlantic  ocean.  I  was  more  interest- 
ed in  what  happened  to  them,  so  we  went  to  the  grading 
department,  then  to  the  curing  and  cleaning  depart- 
ments, then  to  the  second  floor,  where  they  were  put 
into  the  covers  before  mentioned. 

I  would  like  to  explain  all  I  saw,  but  I  can't.  I 
would  have  to  work  in  that  factory  a  long  time  before 
1  could  explain  in  detail  what  happens  to  the  feathers 
in  the  sevei-al  |)rocesses.  I  saw  machines  that  separate 
the  finest  down  from  feathers,  and  the  lightest  feather 
from  a  heavier  grade.  Then  I  saw  machines  that  work- 
ed the  other  way  and  removed  large  "quills"  from 
feathers.  Renovating  machines  were  there,  separating 
dirt  and  all  animal  matter  from  the  feathers.  Lest 
there  remain  some  doubt  in  my  mind  as  to  the  cleansing 
of  feathers,  my  attention  was  called  to  a  vat  on  the 
roof,  where  the  foreign  matter  is  automatically  car- 
ried by  the  several  machines.  I  looked  in  the  opening 
and  got  one  smell,  which  was  quite  sufficient.  You  will 
understand  why  when  I  tell  you  that  this  refuse  is  sold 
as  a  by-product  to  a  manufacturer  of  ammonia  and  fer- 
tilizers. About  1,500  lbs.  a  week  is  the  output  of  this 
refuse,  which  goes  to  show  that  feathers  in  their  orig- 
inal state  contain  considerable  filth. 

When  we  got  back  to  the  office  I  was  doubtful  in  my 
own  mind  as  to  the  sanitary  condition  of  the  pillows 
we  made  on  the  farm,  and  I  recalled  that  about  every 
spring  we  ripped  open  those  pillows  to  clean  the 
feathers  again  in  our  crude  way.  I  made  up  my  mind 
that  if  ever  I  had  the  occasion  to  use  pillows  of  my 
own  I  would  get  those  backed  by  the  guarantee  of  a 
reputable  concern.  The  mani;facturer  that  I  visited 
has  been  in  bu.siness  for  56  years,  which  ought  to  be 
long  enough  to  establish  a  reputation,  and  if  it  were 
not  a  good  repiitation,  how  could  he  sell  450,000  pillows 
a  year? — Fui'niturc  Record, 
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The  Furniture  Manufacturer 

A  Department  of  Ideas  and  News  for  the  Factory  and  the  Office 


ACCORDING  to  the  Canadian  trade  commissioner 
at  Birmingham,  there  is  quite  a  demand  in 
Great  Britain  for  bedstead  component  parts. 
So  far,  it  appears,  little  if  any  of  this  business  has  fallen 
to  the  lot  of  manufacturers  in  Canada.  Through  some 
misunderstanding  Canadian  manufacturers  who  have 
attempted  to  get  any  of  the  business  have  quoted  on 
the  f.o.b.  basis,  instead  of  delivery  at  London  or  Birm- 
ingham. American  manufacturers,  on  the  other  hand, 
have  quoted  on  the  basis  desired  and  got  business. 
The  reason  that  f.o.b.  prices  are  unacceptable  is  that 
exporters  can  more  readily  obtain  than  British  im- 
porters freight  rates  and  general  transport  charges. 

So  important  has  this  demand  for  bedstead  com- 
ponent parts  become  in  the  eyes  of  manufacturers  in 
the  United  States,  that  a  few  months  ago  a  number  of 
them  got  their  heads  together  and  commissioned  an 
expert  to  visit  Birmingham,  in  which  city  alone  there 
are  about  thirty  buyers.  This  expert,  in  turn,  ap- 
pointed an  agent  for  Birmingham  and  district.  He 
works  on  a  basis  of  one  per  cent,  commission,  and 
prices  are  forwarded  to  him  weekly,  by  cable. 

The  lesson  to  manufacturers  in  Canada  is  obvious: 


They  should  consider  ways  and  means  of  doing  like- 
wise. 

Our  commercial  agent  in  Birmingham  says  that  while 
buyers  there  of  bedstead  component  parts  are  inclined 
to  give  the  preference  to  Canadian-made  articles,  yet 
the  enterprise  of  the  American  manufacturers  is 
warmly  appreciated.  "It  is  a  great  temptation,"  some 
of  them  say,  "to  place  business  in  the  United  States 
when  their  manufacturers  are  so  accommodating." 

It  will  probably  be  found  that  Canadian  manufac- 
turers are  just  as  desirous  of  being  accommodating  as 
their  American  confreres. 


INCREASED  attention  is  being  given  these  days  in 
both  the  United  States  and  Canada,  regarding  the 
use  of  birch  in  the  manufacture  of  furniture.  An 
American  authority,  in  discussing  birch  in  high  grade 
furniture  work,  recommends  the  use  of  a  filling  coat  in 
order  to  secure  the  best  finish.  "Where  used  in  con- 
junction with  mahogany,"  he  urges,  "it  should  be 
treated  in  the  finishing  precisely  as  mahogany,  except 
that  it  re((uires  a  stronger  stain."     He  also  has  a  good 
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word  to  sciy  For  l)ir('li  as  a  cahiiu't  wood  wlirii  firiislicd 
cither  iwitural  or  in  a  light-brown  shade. 


TIIKHK  ai'e  in  Canada  eight  different  species  of 
birch  native  to  the  country,  although  but  four 
of  tliese  are  of  commercial  importance  as  lumber 
pi'oducei-s.  The  yellow  and  sweet  species  are  strong, 
compact,  heavy  and  hai'd,  with  grain  and  texture  fine. 
The  lumber  is,  however,  difficult  to  season  and  liable  to 
shrijik  and  check,  but  being  hard  and  compact  takes  a 
high  i)olish.  The  sweet  birch  description  possesses  a 
natui-al  satiny  lusli'e.  The  wood  is  easy  to  work,  but 
is  not  durable  in  moist  situations.  The  yellow  birch 
is  lighter  in  weight  and  in  color  and  less  lustrous  than 
the  sweet  birch,  but  is  far  more  abundant  in  Canada. 
What  is  known  as  paper  birch  produces  lumber  light 
ill  weight  and  in  color,  fairly  strong  and  hard  and 
lough,  but  it  is  inferior  to  that  cut  from  that  which  is 
termed  the  hard  birches.  The  Western  birch,  which 
is  the  largest  of  the  native  birches,  produces  the 
greatest  proi)ortioii  of  large  dimension  lumber  free  from 
defects,  and  its  wood  is  similar  to  that  of  paper  birch. 


THE  birch  lumber  cut  in  (Canada  in  1!)14,  the  lat<'st 
year  for  wliich  we  have  statistics,  was  76,424  M. 
feet  board  measurement,  compared  with  7!).;559 
in  l!)i;i     The  total  value  of  the  cut  was  .+1.247,816. 

Among  the  hardwoods  cut  in  (Canada,  birch  takes  tlu' 
first  i)lace,  being  a  little  over  29  per  cent,  of  the  whole. 
It  is,  however,  less  than  2  per  cent,  of  the  total  cut  of 
hard  and  soft  woods  combined.  Maple  comes  next 
with  24  per  cent,  of  the  hard  woods,  and  1.7  per  cent,  of 
the  hard  and  soft  woods  combined. 


WllEX  ti'avellers  for  furniture  factories  are  away 
on  their  summer  vacation  it  is  generally  un- 
derstood that  they  should  divorce  themselves 
for  the  time  being  from  all  thought  of  business.  It 
is  well  that  they  should,  for  a  vacation  is  designed  for 
the  purpose  of  recuperating  the  mind  and  the  body  in 
order  that  busines.s-getting  may  afterwards  be  tackled 
with  renewed  rigor. 

It  is  possible,  however,  for  a  traveller  when  away  on 
his  vacation  to  still  keep  in  touch  wilh  his  customers 
while  his  mind  is  at  the  same  lime  divorced  from 
business.  It  may  seem  a  paradox,  but  it  is  neverthe- 
less true. 

All  he  has  to  tlo  in  order  to  keep  up  the  personal 
touch  with  his  customers,  is  to  mail  picture  postcards 
to  them  from  the  place  or  places  he  visits  when  on  his 
vacation,  or  to  write  an  occasional  letter,  reciting  some 
of  his  experiences. 

It  is  not  a  task  that  demands  much  efforl,  but  i1  will 
cement  friendships  and  hold  trade. 


CANADIAN  FURNITURE  SITUATION 

J.  li.  Shaw,  managing  director  of  the  Canada  Eurni- 
ture  Manufacturers,  Ltd.,  under  date  of  May  27,  has 
issued  to  the  trade  a  circular  letter  which  treats  of  the 
present  condition  of  the  furniture  manufacturing  in- 
dustry in  Canada.  It  is  so  illuminating  that  we  give 
it  here  in  full : — 

''On  account  of  the  great  and  constantly  increasing 
difficulty  of  securing  reasonably  prom|)t  deliveries  of 
the  raw  materials  entering  into  oui-  varied  line  of  |)ro- 
ducts  and  the  scarcity  of  both  skilled  and  unskilled 
labor  due  to  tlie  large  numbei-  of  workmen  in  all  trades 
whf)  have  enlisted  for  overseas  service  and  the  large 
number  who  have  left  their  regular  occupations  and  are 


now  engaged  on  iniinitions  work,  a  curtailrTient  of  out- 
put aiul  the  eoiis<Mpieiit  lengthening  of  deliveries  are  in- 
evitable. 

"Furthermore,  we  wish  to  em[)hasizc  the  fact  that 
higher  prices  are  al.so  inevitable  and  will  probably  ob- 
tain for  a  very  long  time  to  come,  due  primarily  to  rhe 
increased  cost  of  raw  materials,  the  scarcity  of  labor 
and  the  present  embargo  on  shif)ments  from  Euro[)e 
which  causes  many  manufacturers  of  various  lines  to 
be  dependenl  on  receiving  supplies  from  the  United 
States  where  the  rise  in  prices  during  the  past  year 
has  been  uii[)recedented.  As  an  illustration  we  submit 
the  following  table  which  shows  the  increases  from 
April  1915  to  May  1916. 

"Lumber,  10  to  25  per  cent;  Veneers,  25  to  50  per 
cent.;  Mirrors.  100  per  cent.;  Stains.  -iOO  to  400  [)er 
cent.;  Enamels,  25  |)er  cent.;  Oils,  25  per  cent.;  Shellac. 
100  {)er  cent.;  Varnish,  25  |)er  cent.;  Hardware,  50  to 
100  per  cent.;  Brass  Trimmings,  25  per  cent.;  Packing 
Pa])er,  100  per  cent.;  P>urlap,  100  per  cent.;  Twine,  50 
|)er  cent.;  ("atalogues.  photos,  etc.,  25  per  cent. 

"And  these  advances  are  not  by  any  means  per- 
manent. Xo  one  can  say  what  prices  will  be  a  year 
hence.  A])|)arently  there  will  be  a  continued  steady 
advance  for  some  considerable  period. 

"We  are  issuing  this  circulai-  letter  to  our  customers 
in  order'  that  they  may  thoroughly  appreciate  the  ex- 
1  i-aoi(lin;i ry  condilioi's  under  which  Canadian  manufac- 
turers are  now  ojx'rating  and  may  co-operate  w'ith  orar- 
selves  and  other  manufacturers  by  anticipating  their 
requirements  as  far  ahead  as  i)o.ssible  and  thus  avoid 
the  disappointments  that  will  result  if  the  placing  of 
orders  is  |)ut  off  until  stock  is  actually  recpiired." 


CHEMICALS  CAUSE  FIRE 

Chcmir-als  used  in  Ihc  manufacture  of  artificial 
leather,  at  the  j)lant  of  the  Du  Font  Pabrikoid  Com- 
pany, 864  Dutiferin  street.  Toronto,  exploded  some  few 
days  ago.  Fortunately  workmen  in  the  near  proxim- 
ity of  the  explosion  escaped  without  in,iury.  A  small 
fire  broke  out  as  the  result  of  the  explosion,  and  an 
alai-iu  was  turned  in.  When  the  firemen  arrived,  how- 
ever, they  found  that  employes  had  made  good  use  of 
the  factory  hose  and  had  the  flames  extinguished.  The 
damage  to  the  building  and  contents  amounted  to  but 
•1^125.  The  explosion  was  the  result  of  some  machinery 
giving  way. 


OPENING  FOR  FURNITURE  HARDWARE  IN 
SOUTH  AFRICA 

The  Canadian  Trade  Commissioner  at  Cape  Town, 
South  Africa.  W.  J.  Egan,  has  forwarded  the  Depart- 
ment |)articulars  and  illustrations  with  reference  to  the 
|)rospccts  in  South  Africa  for  furniture  hardware.  The 
pi'iccs  are  all  f.o.b.  port  of  shipment,  and  are  15  per 
cent,  higher  than  pre-war  prices. 


ARTIFICIAL  LEATHER  PRICES  UP 

.\11  nuinufactiirers  of  artificial  leather  have  recently 
advam-ed  theii-  prices  10  per  cent.,  and  another  increase 
is  expected,  to  meet  Ihe  rise  in  prices  paid  for  raw 
materials. 

U.  S.  TABLE  PRICES  ADVANCE 

The  tal)U'  manufacturers  of  the  United  States  have 
advanced  prices  ten  per  cent.,  to  take  effect  July  1. 
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Knobs  of  News 


Sigler's  Furniture  Exchange  has  been  registered  at 
Montreal. 

Arthur  Huntback  has  opened  a  picture  framing  store 
at  Winnipeg, 

Mclnnes  Bros,  are  adding  furniture  to  their  general 
store  business  at  Acme,  Alta. 

McLean-Simpson  Co.,  Ltd.,  Toronto,  has  been  incor- 
porated to  deal  in  furniture  and  furnishings. 

A  new  steam  plant  has  been  installed  in  the  Gold 
Medal  Furniture  Co's  factory  at  Uxbridge,  Ont. 


Wesley  Walker,  furniUire  dealer,  of  Godcrlcli.  lato  of  Clinton  and 
(iuelph,  in  his  six-cylinder  Studebaker  with  the  otHcer.s  of  the  S.Srd 
Mattalion,  now  at  the  front.  The  officer  in  the  front  seat  with  Wesley 
is  his  brother-in-law,  Capt.  R.  R.  Sloan. 


Fire  damaged  the  Klein  House  Furnishing  Co's  store 
at  Montreal,  recently.     It  is  covered  by  insurance. 

Robt.  S.  World,  formerly  of  the  World  Furnishing 
Co.,  Orillia,  and  the  Hudson  Bay  Co.,  Fort  William,  died 
recently  at  his  home  in  Toronto. 

Frank  0.  Neander,  a  one-time  traveller  calling  on 
the  furniture  trade  of  Ontario  and  Quebec,  died  re- 
cently at  his  home  in  Toledo,  Ohio. 

A.  W.  Poole,  sales  manager  of  Brandram-Henderson. 
Ltd.,  Montreal,  has  resigned  to  become  manager  of 
McArthur,  Irwin,  Ltd.,  paint  makers,  Montreal.  A 
new  plant  will  be  erected  in  that  city. 

The  factories  of  the  Sehreiter  Bedding  &  Mattress 
Co.,  and  Walters  &  Son,  at  Berlin,  were  damaged  by 
fire  recently.  The  Sehreiter  Co's  loss  was  $10,000, 
with  $2,000  insurance,  and  Walters  &  Son,  $5,000,  with 
$1,500  insurance. 

Geo.  Somers,  an  old  time  furniture  traveller,  is  now 
with  The  Robert  Simpson  Co.,  Toronto,  as  assistant  to 
Mr.  Robb,  manager  of  the  furniture  department. 


FURNITURE  EXHIBITION 

The  Canada  Furniture  Manufacturers,  Ltd.,  will  hold 
a  midsummer  exhibition  of  furniture  in  their  Toronto 
warerooms,  136  King  Street  East,  during  the  whole 
month  of  July,  when  will  be  put  on  an  unusually  large 
and  attractive  display  of  new  lines. 


PAINTED  FURNITURE  THE  LATEST 

Painted  furniture — the  very  latest  creation — has  in- 
vaded Boston,  Mass.,  and  threatens  to  carry  the  city 
by  storm,  says  the  Boston  Herald.  More  than  this,  the 
new  idea  apparently  has  come  to  stay.  Our  homes 
are  to  be  sombre  and  sedate  no  longer.     For  five,  ten, 


perhaps  twenty  years,  bright  colors  will  surround  us. 
cheer  up,  inspire  use.  After  that — well,  it  seems  very 
probable,  indeed,  that  we  shall  never  be  content  again 
with  the  subdued  hues  which  satisfied  our  forefathers. 


NEW  ONWARD  PLANT  AT  BERLIN 

The  Onward  Mfg.  Co..  will  erect  a  $12,000  factory  at 
Berlin,  Ont.  The  building  will  be  50  x  100.  two 
stories  high,  and  modern  in  every  way.  Eureka  elec- 
tric vacuum  cleaners,  domestic  hand  power  combina- 
tion vacuum  cleaners.  Onward  sliding  furniture  shoes 
and  Eden  electric  wringers  and  washing  machines  will 
be  made  when  the  factory  is  ready,  about  September  1. 


BEDDING  HOUSES  OPEN  BRANCH 

Leggatt  &  Piatt,  spring  makers,  Windsor,  Ont.,  have 
opened  a  warehouse  at  42  Melinda  Street,  Toronto, 
under  the  charge  of  Bert  Menzie.  Bert  has  also  taken 
on  the  Dominion  Brass  &  Iron  Bedstead  Co's  (Mon- 
treal) line. 


THE  EUREKA  VACUUM  CLEANER  FOR  INDIA 

The  Eureka  Vacuum  Cleaner  Co.,  Berlin,  has  a  sales 
office  at  8  Temperance  St.,  Toronto.  Recently  a  lady 
from  India,  visiting  in  Toronto,  seeing  their  advertise- 
ment, called  at  the  office.  She  had  never  heard  of  a 
vacuum  cleaner  before  coming  to  Canada,  and  in  tak- 
ing back  with  her  one  of  these  Canadian  miachines  will 


a 


An  English  humorist's  idea  of  the  latest  furniture  design— 
a  Zeppellin  suite. 

introduce  the  electric  cleaner  in  a  new  field,  and  one 
which  will  no  doubt  promote  a  new  field  for  business. 


C.  W.  Wood,  for  four  years  manager  of  the  furniture 
department  in  Williams'  department  store,  at  Regina, 
Sask.,  has  resigned  to  accept  the  management  of  the 
Reinhorn  Fui'niture  Co.,  at  Saskatoon. 
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Pointed  Hints  for  the  Retail  Salesman 

Bv  VVai.i  kk  It.  Moouv  " 

MANY  retail  salesmen  drudge  along,  satisfied  with 
a  mere  treadmill  existence.  "Oh,  what's  the 
use?"  they  argue,  "there's  no  chance  in  a 
retail  store,  anyway."  If  there  is  no  chance  for  yon 
where  you  are,  it  is  a  dead  certainty  that  you  are  not 
suited  for  the  work  you  are  doing,  and  the  sooner  you 
get  out  and  give  someone  else  a  chance  the  sooner  will 
you  be  giving  both  yourself  and  your  employer  a  square 
deal.  As  a  rule,  the  salesman's  position  behind  the 
counter  is  a  pretty  fair  measure  of  his  capabilities. 

Cultivate  Breadth  of  Mind 

Some  salesmen  have  the  capacity  to  draw  molasses 
from  the  bunghole  in  a  barrel  without  smearing  it  over 
the  measure  and  on  the  floor;  they  can  weigh  out  a  dol- 
lar's worth  of  goods,  and  do  it  so  well  that  the  balance 
is  a  hair's  weight  in  favor  of  the  customer;  but  if  they 
were  put  in  charge  of  the  general  order-filling  depart- 
ment, with  several  salesmen  under  them,  they  would 
fizzle  out  completely.  They  have  not  the  broadth  of 
mind  to  grasp  the  requirements  of  a  large  position,  and 
they  attempt  to  apply  their  small  conception  of  trotting 
from  the  molasses  barrel  to  the  sugar  box  to  the  more 
important  matter  of  mastering  many  details.  It  can't 
be  done;  and  naturally  they  fail. 

As  the  retail  salesman  broadens  his  position  he  as- 
sumes new  responsibilities,  and  he  must  change  his 
viewpoint  to  fit  the  expanding  scope  of  his  greater 
undertaking.  Floaters,  lifebuoys,  and  danger  rop^s  are 
all  right  for  timid  surf  bathers,  but  to  swim  out  into 
broad,  deep  water  requires  physical  courage  and  well- 
seasoned  powers  of  endurance.  Inability  to  leave  the 
shore  line  marks  the  man  who  Avould  better  stay  in 
close  to  shore,  where  little  boats  are  safe. 

The  Small  Calibre  Near-Salesman 

There  is,  oli,  so  much  t'oi'  a  salesman  to  he,  to  do, 
to  get,  to  earn,  to  try,  in  every  retail  establishment, 
that  there  is  little  excuse  and  less  hope  for  the  innii 
who  says  there  is  no  chance. 

I  have  no  desire  in  my  heart  to  say  one  thing  derog- 
atory to  your  position,  no  matter  how  humble  it 
may  be. 

The  man  whom  T  am  after,  whether  he  is  at  the  five- 
cent  counter  or  taking  orders  that  run  up  into  the  hun- 
dreds, is  that  self-important,  small-calibre  "near-sales- 
man," who  so  thoroughly  neglects  his  customers  that 
they  grow  chilly  in  his  presence,  even  though  the  day  is 
hot.  Few  retail  shoppers  escape  frequent  experiences 
of  that  kind,  and  it  is  safe  to  say  that  no  one  ever  be- 
comes a  better  customer  of  the  house  where  salespeople 
of  that  stamp  are  tolerated.  The  house  may  be  a  good 
one,  but  one  goes  away  feeling  that  they  do  not  appre- 
ciate his  trade. 

Now,  if  you  "near-salesmen"  don't  like  what  I  am 
writing  about  you,  don't  look  at  me.  Get  your  eyes 
open  so  that  you  can  see  yourself — that  is  the  first 
sight  to  look  at. 

Courteous  Business-like  Attention 

What  are  you  cutting  up  about?  Putting  on  airs 
with  a  twelve  or  fifteen-dollar-a-week  position?  That's 

*Kditor's  Note — This  article  is  taken  from  Walter  D.  Moody's  book. 
"Men  Who  Sell  Things."  a  book  bristling  with  stimulating  advice  to 
raen  engaged  in  selling  goods.  The  writer  has  read  the  chapter  on 
"Retail  Salesmanship"  a  number  of  times,  and  has  found  it  exceed- 
ingly inspiring.  The  portion  rep,ro4)lced  here  is  worth  careful  perusal 
by  every  clerk- 


what  everyone  who  patronizes  your  counter  is  trying 
to  figure  out. 

Your  house  does  not  pay  you  to  strut  around  like  a 
farmyard  bantam  roo.ster.  All  that  your  customers 
want  from  you,  and  have  a  right  to  expect,  is  courteous, 
business-like  attention,  without  frills  of  any  kind. 

I  want  to  get  you  mad.  That's  why  I'm  using  un- 
ceremonious language  in  developing  your  picture. 
When  a  man  gets  good  and  angry  because  someone  has 
told  him  the  truth  about  himself  he  can  generally  be 
depended  upon  to  go  and  "clean  up"  in  a  thorough, 
wholesome  manner.  If  he  makes  a  good  job  of  it,  it 
won't  last  long  before  you  hear  of  him  doing  something 
of  real  account. 

No  One  Cares  for  a  "Smart"  Salesman 

I  never  saw  an  uppish  salesman  in  my  life  in  whose 
salesmanship  I  had  any  confidence.  A  "smart"  sales- 
man is  a  man  whom  no  one  cares  to  have  much  to  do 
with. 

When  a  man  becomes  inoculated  with  the  germs  of 
true  salesmanship  he  gets  it  in  his  blood,  muscles,  head, 
and  soul,  all  over  from  head  to  foot,  and  it  makes  a 
sensible,  industrious  man  of  him. 

Carry  a  smile  through  your  work.  Whenever  a 
salesman  cannot  be  sunshiny  with  his  customers  he  is 
in  need  of  a  liver  tonic. 

"Pleased  is  he  who,  having  found  his  own  work, 
clutches  it,  clings  to  it,  directly,  consecutively,  and 
always." 

Secret  of  Accomplishment 

Therein  lies  the  secret  of  accomplishment.  When  a 
salesman  has  little  or  no  conception  of  the  sbligations 
his  position  imposes  upon  him,  to  say  nothing  of  lack 
of  interest  in  his  work  not  much  can  be  expected  of  him. 


SYSTEM  AS  A  SAFETY  VALVE 

Said  a  thinker:  If  a  man  were  possessed  of  sufficient 
capital  and  ('X[)erience,  and  all  the  other  factors  of  suc- 
cess, but  was  totally  lacking  in  system,  he  would  inevit- 
ably make  a  failure  of  business.  System  is  required 
in  the  buying  of  goods,  in  the  arrangement  of  stock,  in 
the  division  of  labor  and  the  recording  of  sales.  In 
short,  system  is  the  safety  valve  of  modern  business, 
and  indispensable  to  success. 


THREE  PLANS  TO  SELL  GOODS 

First :  (Jut  the  price. 
Second:  Give  long  credit. 
Third:  Be  a  salesman. 


ADVISE  CLERKS  TO  READ  TRADE  PAPERS 

THE  Regiiia  Trading  Company,  of  Begina,  Sask., 
in  its  monifclily  store  paper  for  employes  ran  an 
(article  headed  "Do  you  read  the  trade  papers?" 
which  said:  "If  you  do  not,  you  are  missing  a  great 
opportunity  to  help  better  yourself  and  increase  your 
eflBoieney  to  the  store.  Trade  papers  are  mirrors  of 
what  is  goinig  on  around  us  in  other  stores  in  other 
places — in  other  words,  they  chronicle  the  merchandis- 
ing news  of  the  country — news  that  you  ought  to  read. 

"They  help  to  broaden  your  own  views  by  giving 
the  views  of  others.  They  contain  splendid  arguments, 
botlh  pro  and  con,  on  the  vital  merchandising  questions 
of  the  day — arguments  that  you  should  know. 

"Your  dejpartment  manager  receives  the  trade 
papers  pertaining  to  his  department  and  will  be  only 
too  glad  to  loan  them  to  you.  Ask  for  them  and  read 
them." 
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Some  Important  Points  in  Regard  to  Fire  Insurance 

Explained  at  the  request  of  an  Alberta  reader — Every  dealer 
should  be  fully  and  well  insured — How  to  mal^e  sure  of  this. 


THE  question  of  insur- 
ance is  one  of  great 
importance  to  every 
merchant  and  yet  one  that 
the  average  dealer  does 
not  give  the  thought  and 
attention  to  that  he  should. 
It  is  unfortuniate  yet  true, 
that  not  a  feAv  merchants 
if  hurned  out  to-day  would 
find  themselves  in  bank- 
ruptcy, -vvbile  others  would  '  

experience  a  setback  that 

it  would  take  years  to  recover  from.  Such  dealers  are 
not  fair  to  themselves,  nor  to  their  family  or  their  cred- 
itors. Every  retailer  should  see  that  he  is  fully  and  well 
insured  aigainst  fire — and  now.  not  after  the  fire,  is  the 
time  to  give  consideration  to  this  important  question. 

Stock  Sheets  as  Proof  of  Claims 

In  order  to  be  certain  that  he  is  fully  insured,  the 
merchant  must  know  the  amount  of  his  stock.  It  is 
taken  for  granted  that  the  dealer  is  running  his  busi- 
ness in  a  business  way,  and  that  stock  is  taken  at  least 
once  a  year. 

Indeed,  this  is  one  of  the  values  of  stocktaking  -  the 
stock  sheets  are  at  hand  to  prove  loss  at  once  in  case 
of  fire,  and  this  rapidity  of  settlement  reduces  loss  of 
profit  from  business  being  demoralized.  When  claims 
are  settled  up  at  once,  the  merchant  can  get  business 
under  way  without  delay.  Stock  sheets  should  be 
filed  away  in  the  safe  after  each  stocktaking. 

Short  Term  Policies 

When  the  stock  is  increased  the  amount  of  in.sur- 
ance  should  be  increased  also.  Dealers  who  enlarge 
their  stock  at  certain  periods  of  the  year  can  get  short 
term  policies.  The  rate  on  these  is  higher  than  ordin- 
arily, but  the  dealer  needs  the  protection.  Some  fire 
insurance  companies  allow  a  percentage  off  the 
premium  Avhen  80  per  cent,  of  the  stocls  is  kept  in- 
sured during  the  entire  year.  Insurance  up  to  80  per 
cent,  of  stock  is  considered  fairly  good  protection,  al- 
though a  dealer  can  ask  for  insurance  up  to  100  per 
cent. 

The  dealer  should  not  only  be  fully  but  well  insured 
— ^his  insurance  should  really  insure  and  protect.  A 
reliable  company  should  be  chosen.  The  dealer  should 
assure  himself  on  this  point. 

Next,  he  should  make  certain  that  his  policy  reads 
so  that  in  ease  of  fire  he  will  really  receive  the  amount 
he  expects.  Look  over  your  policies  carefully  and 
make  sure  that  they  read  concurrently,  that  the  descrip- 
tion of  your  stock  and  premises  is  worded  in  the  same 
way  in  each  policy,  if  insured  in  more  than  one  com- 
pany, and  that  each  has  notice  of  the  insurance  carried 
by  the  others.  This  latter  is  an  important  point,  be- 
cause in  the  past  it  has  been  an  argument  for  non-pay- 
ment by  some  companies. 

Insurance  a  Necessary  Expense 

Frequently  the  excuse  given  by  a  dealer  for 
carrying  insufficient  insurance  is  that  the  premium 


Oanadian  Furniture  World: 

In  la  recenit  issue  you  had  en  editorial  on  five  insur- 
ance. An  article  on  this  subject  would  be  greatly  appre- 
ciated, telling  how  to  prove  fire  loss,  and  how  to  under- 
stand whether  protection  is  adequate.  You  say  "that 
the  dealer  should  see  that  his  policj'  reads  so  that  in 
cnse  of  firo  he  will  receive  the  amount  he  expects." 
Plea.^'.e  go  into  the  details.  We  may  say  that  we  look 
upon  your  [laper  as  a  monthly  buBiness  touic. 

Alberta.  EEADEE. 


is  high  or  prohibitory. 
This  is  not  by  any  means 
a  sound  reason  because 
where  the  rate  is  above 
the  average  the  fire  risk 
must  be  great,  and  there  is 
all  the  more  reason  why 
till'  dealer  should  be  well 
insured. 

Rate  Can  be  Reduced 

There  are  certain  things 
fhat  can  sometimes  be  done 
which  tend  to  lessen  the  risk  and  accordingly  the  rate. 
The  dealer  would  do  well  to  consult  the  local  agent  as 
to  ways  and  means  whereby  a  reduction  may  be 
elTfected.  For  instance,  rates  vary  according  to  the 
number  of  stoves  in  a  building.  More  has  to  be  paid 
where  paints,  oils  or  gasoline  are  kept,  although  even 
in  this  case  the  charge  may  be  reduced  by  keeping 
these  lines  in  .separate  buildings,  removed  from  the 
store,  or  in  properly  equipped  tanks.  The  insurance 
company  can  generally  make  some  good  snggestions. 
Especially  when  a  new  building  is  being  erected,  the 
advice  of  an  insurance  company  should  be  secured  as 
to  what  kind  of  a  building  will  give  the  lowest  insur- 
ance rate. 

Fire  is  something  in  iVhich  the  dealer  should  use  the 
ounce  of  prevention.  No  matter  how  well  he  is  in- 
sured, no  honest  dealer  wants  a  fire.  Accordingly, 
every  precaution  should  be  fallen.  Premises  should  he 
kept  clean  and  free  from  rubbish  and  waste  paper. 
Clerks  should  be  instructed  to  be  careful  in  the  use 
of  matches.  Electric  wiring  should  be  given  attention. 
Flimsy  decorations  should  be  eliminated. 

These  things  are  all  worthy  of  the  attention  of  the 
dealer.  Every  merchant  should  protect  the  property 
attained  by  years  of  hard  work  from  being  wiped  out 
by  fire. 


Keep  plugging  hard  for  business.  A  slackening  iti 
effort  means  a  falling  off  in  sales.  To  expect  trade 
dullness  is  to  invite  it.    Keep  the  sales  sheet  in  mind. 


SEND  US  YOUR  WINDOW  DISPLAYS 

There  are  many  window  displays  being  put  in  by 
furniture  dealers  that  jiossess  a  good  deal  of  merit.  It 
is  unfortunate  that  other  dealers  do  not  have  an  oippor- 
tunity  of  admiring  and  securing  pointers  from  many 
of  these.  The  way  to  make  this  possiible  is  by  having 
them  photographed  and  sent  along  to  Canadian  Furni- 
ture World  for  rei>roduetion.  In  this  manner,  reci- 
procity in  ideas  of  window  dressing  can  be  carried  on 
by  dealers  in  all  parts  of  Canada. 

The  editor  solicits  photographs  of  good  window  dis- 
pla3^s.  When  you  have  put  in  a  good  window,  have  a 
photograph  taken  and  send  i't  along  to  us.  We  will 
appreciate  it,  and  so  will  your  brother  dealers  and 
clerks  all  over  Ca.nada.  This  is  one  way  in  which 
you  can  contribute  to  the  general  good  of  the  business 
to  which  you  belong. 

Aildress  photogra|ihs  to  the  Editor,  Canadian  Eurni- 
ture  World,  32  Coiborne  Street,  Toronto. 
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Is  My  Business  Paying  Me? 

A  correspondent  in  The  Butler  Way  asks  to  be  put 
ou  the  operating  table  and  told  whether  or  not  he  is 
conducting  his  business  in  a  correct  way.  He  puts  his 
case  like  this  : 

llciT  is  a  stiitciiiciit  of  my  pt'ofit  find  loss  account 
w'hich  I  made  up  immediately  after  taking  my  inven- 
tory this  year.  Won't  you  please  go  over  it  and  tell 
me  just  what,  if  anything,  is  wrong? 


Items. 

Merohandise  .  . . 

Expenses,  misc. . . 

Postage  

Help  

Adv. 

Ink   $100.00 

Mdse   121.70 

Int.  (on  loan)  

Kent  

Ijieht  and  lieat  

Prop.  Siiliirii  A 11. 

Net  Earnings  


Debits. 

$11,679.00 
419.67 
27.91 
.558.77 


224.70 
.52.78 

616.25 
98.50 

900.00 
1,508,17 


$15,085.75 


Date,19I3 


Jan.  ,31 
Feb.  28 
Mar.  31 
Apr.  .SO 
May  31 
June  30 
July  31 
A  up.  31 
Sept.  30 
Oct.  31 
Nov.  29 
Dec.  31 


Items. 

Sales   

Spring  openi'fr  sale 
Kitchen  sale  

i'ut  on  9c.  sale   


Folio 

Credits. 

50 

$    737.  .52 

52 

933.88 

54 

1,287.89 

56 

1.402.88 

58 

1,2.50.00 

60 

1.166.18 

62 

1..S.31.40 

64 

757.19 

65 

9.34.35 

66 

1.237.51 

69 

1,.346.24 

71 

2,697.71 

$15,085.75 

(1)  Is  my  selling  expense  too  high?  (2)  How  is  my 
net  profit  on  sales?  (3)  How  is  my  gross  profit  on  laid 
down  cost?  (4)  Don't  you  think  my  freight  and  drayage 
is  above  the  average?  (5)  What  percentage  on  sales  did 
my  help  cost,  and  is  it  about  right?  (6)  Is  my  salary 
the  right  percentage  according  to  sales?  (7)  Was  my 
stock  turning  up  to  the  variety  store  average?  (8) 
What  expense  accounts  do  you  consider  too  hig'h?  (9) 
T  did  a  $12,000  business  in  1912.  Did  I  allow  too  much 
for  1913  advertising?  (10)  How  are  sales  and  profits  for 
investment?  (11)  What  would  you  suggest  to  make  my 
business  better?  A  READER. 

This  is  only  a  statement  of  sales  and  expense.  The 
assets  and  the  liabilities  are  not  given  in  detail.  It  is 
not  possible,  therefore,  to  give  the  exact  standing  of 
this  merchant  although  there  are  a  number  of  features 
in  his  statement  that  stand  out  prominently. 

Uiidei-  tlie  heading  of  nierehandise  lie  gives  his 
fijrures  at  $11,679.  It  would  seem  at  fir,?t  sight 
Mint  lie  meant  tliis  was  the  stock  he  had  om  hand 
at  present.  If  this  were  the  case  the  statement 
would  '-•hn-w  Mijif  he  had  turned  his  stock  or.ly 
about  one  ;'iid  a  half  time«.  With  this  amount 
•)f  luerelvnnidise  on  band  he  would  have  to  sell 
about  forty  or  fifty  thousand  dollai-s  worth  to 
a-et  anything  like  a  decent  i)rofit.  In  tliat  event 
he  would  cither  have  grievously  overbought  or 
have  a  lot  of  slow  moving  merchandise  on  band. 

Ho  prob.-ibly  uieaus.  however,  that  he  sipent 
duriug  1913,  $11,679  for  merchandise.  In  this 
easie  his  sales  of  $1  .'5,08;". 7,5  sihow  a  good  aver- 
age, according  to  the  figures.  We  judge  from 
this  showing — ^although  he  does  not  say  so — 
th.it  he  has  turned  his  stoek  about  five  times. 
This  is  not  suc'h  a  T)ad  s'bowing,  althonigh  it 
would  seem  that  a  store  like  we  know  this  man 
runs  should  finis'h  the  year  with  a  greater 
voilume  of  business. 

Tie  asks  about  his  net  earnings  wliicb  he 
1)1  aces  at  $1,508.17.  It  is  difficult  to  say  whether 
01-  riot  these  are  satisfaietoiy  liecause  the  state- 
nieiit  does  not  show  wbether  they  are  in  cash 
or  in  nierehandise.  This  showing  is  fair  it  the 
jirofits  are  in  substantial  (|uick  assets  such  as 
cas'h  in  bank. 

If  they  are  in  stock  the  showing  is  uot  .so 
satisfactory.  In  this  event  the  earnings  in- 
.^tead  of  Tjeing  real  earnings  are  being  accumu- 


lated in  stock.  The  day  will  come  when  it  will  be  ne- 
cessary to  reduce  the  i)rice  on  these  goods  to  get  rid 
of  them.  Therefore,  the  earnings  for  this  year  will  be 
reduced  by  just  as  much  as  it  takes  to  make  the 
stickers  move. 

In  the  absence  of  any  detailed  statement  of  the  as- 
sets and  liabilities  in  this  case  we  should  say  this  deal- 
er is  substantially  in  the  situation  of  the  man  who  said: 
"My  figures  show  that  I  have  made  so  much  money  this 
year,  but  where  is  the  money?" 

He  asks  about  the  relation  of  his  selling  expense  to 
his  sales.  He  makes  an  extremely  good  showing  in  this 
respect  and  is  to  be  congratulated  on  his  ability  to  keep 
his  selling  cost  down.  Figuring  18  per  cent,  on  sales 
for  selling  expenses,  which  is  about  the  variety  store 
average,  he  could  spend  well  up  toward  $3,000  as  the 
cost  of  running  his  store.  He  has  kept  this  cost  sub- 
stantially $2,000  and  this  is  something  that  cannot  be 
improved  on. 

His  salary  figures  are  about  right.  Nine  hundred  or 
a  thousand  dollars  a  year  is  only  a  fair  salary  for  a  man 
conducting  this  size  of  a  store. 

The  item  of  miscellaneous  expenses  seems  to  be  about 
right.  The  term  miscellaneous,  however,  can  cover  a 
multitude  of  sins,  and  as  the  items  are  not  given  we  can- 
not criticize  very  intelligently. 

He  is  paying  out  about  the  right  amount  for  help. 

He  could  do  more  advertising.  Two  per  cent,  on 
sales  is  a  very  moderate  estimate  for  a  variety  store. 
And  2  per  cent,  on  sales  in  this  case  would  be  about 
$300.  Maybe  the  lack  of  advertising  in  this  case  ac- 
counts for  the  small  number  of  stock  turns. 

His  charges  for  light,  rent  and  heat  appear  to  be 
very  reasonable  and  are  well  under  the  average. 

He  asks  what  his  statement  shows  to  be  his  greatest 
need.  We  should  say  unquestionably  his  greatest  need 
is  to  pull  up  his  sales. 

Teacher — "What  is  a  pedestrian?"  Country  Pupil — 
"A  man  who  gets  run  over  by  a  motor." 


IF  ON  Your  wav  to  the  store 

YOO  READ  THIS    KIND    or  THING 


But  get  to  work 

PLAN    AN  ADl/ERTlSlNG  CAMPAIGN 


DON'T  PREACH  BLUE  RUIN 
TO   VOUR.  EMPLOYEES 


THERtS  LOTS  OF  BUSINESS 
IF   You  GO  AFTER  IT 


AND  don't  talk  hard  times  AND  ECONOMY 
WHEN   YOU  GO  OUT  TO  VISIT  FRIENDS 


TALK   OPTiniSM    AND  i-lAKE 
YOUR   CUiTOMERS     KEEL  GOOD 


AND  OONT-  LET  VOUR  STOCK  RWM  LOW 
BECAUSE  tHERtS  A  WAR   IN  EUROPE 


AND  YOU'LL  HAVE  MONEY  IN  THE  BANK 
WHEN  THE    WAR    IS  OVER 


Talk  busines.s,  not  war.— How  Martin-Senoiir's  "  Paint  Salad  "  pictorially  depicts  the 
"dont's  and  do's"  of  the  present  situation. 


June,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UXDERTAKER 


31 


SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 


Suggestions 
from  the 
Canadian 
Factories 


Two  items  from  new 
Louis  XVI  suite  in 
mahogany,  Adams 
design,  with  distinct- 
ive brass  trimmings. 
Made  by  Canada 
t^urnituie  Manufac- 
turers, Ltd.,  Wood- 
stock. 


No.  9557. 


No.  9555. 


Two  new  mahog- 
any china  cabinets 
of  Adams  design, 
made  by  Tlie 
George  McLagan 
Fii  rn  i  tu  re  Co., 
Ltd.,  Stratford. 


No.  2537. 


No.  25^9. 


No.  59,  art  wooden  bed,  and  Mo.  202,  parlor  table,  two  new  designs  from  The  Elora  Furniture  Co.'s  line. 
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A  "  Purity"  white  cotton  mattress,  made  by  The  Gold  Medal  Furnitiiie  Mfg.  Co.,  Ltd.,  Toronto. 
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Factors  that  Work  for  Success  in  the  Retail  Business 

Important  jadors  in  achieving  success  in  the  retail 
business,  with  some  interesting  facts  regarding  each 

By  JOHN  KENNEDY 


DID  you  ever  stop  to  consider  what  would  be  the 
volume  of  your  business  if  you  never  lost  a  cus- 
tomer? It  is  a  high  ideal  to  work  for,  but  why 
should  it  not  be  possible,  to  a  large  extent  at  least? 
The  store  that  could  do  this  could  truly  be  termed  a 
successful  store,  and  it  is  the  study  of  what  comprises 
a  successful  store  that  I  wish  to  take  up.  The  differ- 
ent factors  that  go  to  make  a  successful  store  might 
well  be  listed  as  follows : 

S {System 
Service. 
Salesmanship 
Satisfaction 

It  will  be  noted  that  "S"  is  the  first  letter  in  all 
these  factors,  and  in  each  case  it  can  easily  be  turned 
into  the  dollar  mark  ($)  by  using  the  rules  that 
work  for  highest  efficiency  in  each  case.  I  will  elab- 
orate on  these. 

Value  and  Necessity  of  System 

System  is  a  necessary  part  of  every  business.  A 
store  without  system  is  like  a  ship  without  a  compass. 
It  is  impossible  to  tell  where  it  may  be  drifting.  Un- 
less you  have  a  thorough  insight  into  the  factors  that 
allow  you  to  keep  tab  on  progress,  you  are  liable  to 
hit  a  snag.  System  tells  you,  or  at  least  you  should 
have  a  system  that  will  tell  you: 

1.  Your  volume  of  business — total  sales. 

2.  Cost  of  every  article. 

3.  Gross  profit — cost  of  goods  subtracted  from  sell- 
ing price. 

4.  Expenses — everything,  including  dealer's  own 
salary. 

5.  Net  profit. 

G.  How  much  goods  he  has  in  stock,  which  should  be 
ascertained  by  an  inventory  once  a  year  or  oftener.  He 
should  have  a  system  of  keeping  tab  on  stock  so  as  to 
prevent  running  out  of  any  line  of  goods. 

Having  a  system  that  does  these  things  should  cer- 
tainly mean  dollars  to  the  dealer. 

Good  Service  Backbone  of  Business 

Service  is  the  backbone  of  every  business  and  covers 
a  good  deal  of  ground.  If  you  promise  delivery  of 
goods  for  10  o'clock  and  don't  get  them  there  till  12 
o'clock,  that  is  not  service.  Yet  how  frequently  it  is 
the  case  that  this  takes  place.  Delivery  should  not  be 
promised  unless  there  is  a  fair  certainty  of  the  promise 
being  kept,  and  if  some  circumstance  arises  to  prevent 
it  being  kept,  the  customer  should  be  notified.  If  this 
policy  is  not  followed,  one  cannot  hope  to  make  per- 
manent customers. 

There  are  many  little  services,  such  as  opening  the 
door  for  a  customer  who  is  coming  in  or  going  out — 
giving  them  a  chair  while  waiting — selling  stamps  wil- 
lingly— and  so  on,  that  don't  cost  you  a  cent,  but  get 
you  dollars.  And  just  here  I  would  like  to  impress 
on  you,  in  making  change,  not  to  drop  the  change  on 
the  counter,  but  place  it  in  the  customer's  hand.  Es- 
pecially with  women  wearing  gloves,  it  is  difficult  for 


them  to  pick  up  change  ofi^  the  counter,  and  it  is  just 
as  easy  for  you  to  place  it  in  their  hand. 

Some  Hints  on  Service 

Display  is  also  a  part  of  service.  For  instance,  if 
a  customer  comes  in  for  soap,  if  that  line  is  well  dis- 
played it  helps  her  to  do  her  purchasing.  Most  people 
come  into  the  store  with  a  definite  purpose,  and  that 
is  to  buy  goods.    Make  it  easy  for  them  to  do  so. 

Answer  the  telephone  quickly  and  efficiently.  When 
the  bell  rings,  bear  in  mind  that  there  is  a  customer 
waiting  at  the  other  end,  and  answer  as  soon  as  pos- 
sible. Don't  waste  time  saying  "Hello!"  Give  the 
name  of  the  firm  at  once. 


THE  INTERVAL  AFTER  THE  SALE 

A  good  many  clerks  do  not  make  the  use  they  might 
of  the  interval  between  the  making  of  a  sale  and  the 
time  the  customer  leaves  the  store.  It  is  frequently 
possible  in  that  period  to  do  much  to  create  in  the 
mind  of  the  patron  a  strong  feeling  of  goodwill  to- 
wards the  store,  while  it  is  also  an  opportunity  for  the 
introduction  of  new  goods. 

The  introduction  of  new  merchandise  should  be  done 
with  the  idea  that  you  are  taking  advantage  of  a 
moment  or  two  of  a  waiting  period  to  show  your  cus- 
tomer something  with  which,  perhaps,  he  or  she  is  not 
familiar.  Never  be  insistent  about  it;  use  your  best 
manner,  your  politest  and  most  gracious  tones. 

The  customer  will  listen  to  you  and  will  look  at  your 
goods  if  you  bring  them  before  them  in  the  right  way, 
and  it  is  your  duty  to  study  out  the  right  way  for  you 
to  present  the  merchandise. 

After  completing  a  sale  never  walk  away  and  leave 
a  customer,  unless  it  be  to  wait  upon  another  who  is 
there  and  needing  attention.  Then  excuse  yourself 
politely  and  tell  your  customer  why  you  are  leaving 
her. 

Don't  stop  to  chat  socially  with  one  customer  after 
a  sale  is  made  if  another  is  waiting  for  attention. 
When  you  leave  your  customers  before  they  get  their 
change  or  parcels,  don't  forget  either.  Be  on  hand  to 
give  it  to  them  as  soon  as  it  is  ready. 

Never  go  to  any  of  your  fellow  salespeople  and  talk 
and  laugh  over  anything  while  your  customer  is  wait- 
ing. This  creates  a  bad  impression  and  often  customers 
think  that  they  are  being  laughed  at  for  some  reason 
or  other. 

There  are  kindred  lines  to  almost  every  line  and  it  is 
possible  for  the  clerk  at  this  time  to  suggest  other  lines. 
The  firm  appreciates  every  sale  that  is  made,  and  appre- 
ciates your  efi'orts  in  making  the  sale,  whether  it  is  in 
your  section  or  in  some  other. 

Attention  between  the  time  of  closing  the  sale  and 
before  the  time  the  customer  leaves  the  store  very 
often  means  another  sale.   Get  after  it. 


A  Toronto  man  was  fined  $10  and  costs  for  failing  to 
put  a  war  tax  stamp  on  a  cheque,  although  he  claimed 
it  was  an  oversight  that  he  had  not  put  it  on. 
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Hints  on  Retail  Bookkeeping  and  Financing 


HOW  ONE  MAN  FIGURED  IT  OUT 

At  a  retail  trade  convention  ad'oss  the  line  recently 
a  member  in  the  (|uestion  box  discussions  gave  as  fol- 
lows his  experience  on  profits  and  tlie  cost  of  doing 
business : 

These  fjueistions  were  a  |)inbleiii  to  me  until  about 
two  years  ago,  when  I  sat  down  and  figured  them  out. 
I  ascertained  my  totaH  expeuises,  including  a  good  salary 
for  myself,  my  clerical  force  cost,  and  all  my  fixed  and 
incidental  expenses.  This  1  did  to  arrive  my  total 
expense  of  doing  'businesis.  Next  T  figured'  up  my  stoclc. 
including  the  i'reight  bills  the  same  as  merchandise 
bills.  After  I  had  obtained  the  selling  expense  and 
coist,  T  classified  my  stock.  For  examiple,  T  took  my 
implement  department,  and  ascertained  the  total  pur- 
cliases,  and  proceeded  likewise  in  the  stove  and  shelf 
hardware  departments.  This  gave  me  the  total  pur- 
chases in  these  different  departmemts  for  the  year. 
The  space  occupied  by  these  departments  was  next 
entered,  and  the  cost  apportioned  to  each,  in  the  way 
of  rental,  etc.  T  then  very  carefully  estimated  the 
time  taken  by  clerks  to  sell  goods  in  the  various  de- 
partments. This  estimate  could  mot  very  well  be  accur- 
ate, but  an  approximation  was  made  from  watching 
and  based  on  my  own  experieniee.  For  irvstauce,  sup- 
pose it  takes  from  one  to  two  minutes  to  sell  a  box  of 
shells.  Mention  is  made  of  these  because  there  is  so 
very  little  profit  in  them.  T  figured  what  the  time  was 
■vorth  and  added  that  overhead  expense  to  the  cost 
of  shells.  Theu  if  T  found  that  I  was  not  selling  them 
at  a  profit.,  or  was  losing  money,  T  knew  I  had  found  a 
weak  spot  in' the  business.  T  then  put  them  in  smaller 
spaces  and  cut  down  that  stocl;  and  carried  only  enoiigh 
to  supply  the  actual  demand.  If  a  man  came  in  and 
called  for  shells  T  would  sell  same,  but  would  not  talk 
them  up  at  all.  In  fact,  we  would  get  through  with 
the  sal-.^  as  cjuickly  as  possible.  But  we  would  take  sotne 
other  line,  on  which  a  good  profit  was  being  made,  and 
push  that  line  and  try  to  make  the  sale  before  the  cus- 
tomer left  the  store. 

If  we  had  a  line  of  goods  on  which  a  comyjetitor  was 
cutting  price,  we  would  cut  ours  down  to  a  point 
where  there  was  no  profit  in  it  left  for  him,  and  use 


it  as  a  drawing  card  for  more  profitable  business  along 
other  lines.  If  the  line  on  which  the  competitor  was 
cutting  prices  was  on^  that  I  did  not  care  anything 
about  I  would  dro[)  it  entir"ly  and  let  him  have  it. 


SCHOOL  SEATS  FOR  COMFORT 

The  P.rucc  Agriciilt  ni  ;il  Wurks.  Tecswater,  Ont.. 
have  secured  from  the  Pci-fect ion  School  Desk  Co.. 
Spokane,  Wash.,  the  I'ight  to  iiumufacture  and  sell  in 
Ontario,  the  "Perfection"  school  desk  and  chair,  which 
is  adjustable  to  fit  any  size  pn|)il  and  can  be  adjusted 


Perfection  .school  desk  and  chair. 


by  teacher  oi'  ])unil  without  calling  in  the  services  of 
the  jaintor. 

Many  children  arc  ci-ippled  with  i-ound  shoulders, 
curvature  of  the  spine,  and  otlier  deformities  caused  by 
seat  or  desk  being  either  too  high  or  too  low.  The 
"Perfection"  is  a  proper  seat  and  desk  at  which 
children  can  work  in  comfort  and  without  doing  in- 
jury to  tlicii-  growing  bodies. 


TABLE  FOR  FINDING  THE  SELLING  PRICE  OF  ANY  ARTICLE 


NET     PER     CENT     PROFIT  DESIRED 


•USINCSS 

1 

2 

3 

4 

5 

6 

7 

8 

9 

10 

11 

12 

13 

14 

15 

20 

25 

30 

35 

40 

50 

15% 

84 

83 

82 

81 

80 

79 

78 

77 

76 

75 

74 

73 

72 

71 

70 

65 

60 

55 

50 

45 

35 

16% 

83 

82 

81 

80 

79 

78 

77 

76 

75 

74 

73 

72 

71 

70 

69 

64 

59 

54 

49 

44 

34 

17% 

82 

81 

80 

79 

78 

77 

76 

75 

74 

73 

72 

71 

70 

69 

68 

63 

58 

53 

48 

43 

33^ 

18% 

81 

80 

79 

78 

77 

76 

75 

74 

73 

72 

71 

70 

69 

68 

67 

62 

57 

52 

47 

42 

32 

19% 

80 

79 

78 

77 

76 

75 

74 

73 

72 

71 

70 

69 

68 

67 

66 

61 

56 

51 

46 

41 

31 

20% 

79 

78 

77 

76 

75 

74 

73 

72 

71 

70 

69 

68 

67 

66 

65 

60 

55 

50 

45 

40 

30 

21% 

78 

77 

76 

7S 

74 

73 

72 

71 

70 

69 

68 

67 

66 

65 

64 

59 

54 

49 

44 

39 

29 

22% 

77 

76 

rs 

74 

73 

72 

71 

70 

69 

68 

67 

66 

65 

64 

63 

58 

53 

48 

43 

38 

28 

23% 

76 

75 

74 

73 

72 

71 

70 

69 

68 

67 

66 

65 

64 

63 

62 

57 

52 

47 

42 

37 

27 

24% 

75 

74 

73 

72 

71 

70 

69 

68 

67 

66 

65 

64 

63 

62 

61 

56 

51 

46 

41 

36 

26 

25% 

74 

73 

72 

71 

70 

69 

68 

67 

66 

65 

64 

63 

62 

61 

60 

55 

50 

45 

40 

35 

25 

RULE 

Divide  the  cost  (invoice  price  with  freight  added) 
by  the  figure  in  the  column  of  "net  rate  per  cert, 
profit  desired"  on  the  line  with  per  cent,  it  cost  you 
to  do  business. 

Example: 

If  a  wagon  cost   !?60  30 

Freight   1  20 

.$61  20 

You  desire  to  m.ake  a  net  profir  of  .  .  .   5  per  cent 

It  costs  you  to  do  business  19  per  cent. 

Take   the   figures   in    column   .5   on    line   with  i9, 
which  is  76. 
76  i  01  2000  I  $80  .52 — the    selling  price. 

GO  8 

4f^0 
380 

200 
152 

The  p-rcentage  of  cost  of  doing  business  and 
profit  arc  ficur.  d  on  splliiis  price. 
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CANADIAN  FURNTTUKE  WORLD  AND  THE  UNDERTAKER 


^T^HE  most  significant 
^  trade -marli  in  the 
world  of  music. 

What  do  the  two  tied  music  notes 
mean  to  you  as  a  dealer  ? 

Musical  sounds — that's  what  they 
meantj'and  that's  all  they  meant,  until 
we  put  Columbia  on  them  and  then 
put  them  on  Columbia  products. 

Soundness — that's  what  they  mean  right 
now  :  merchandising  soundness — soundness  of 
manufacturing  method,  soundness  of  selling 
policy. 

The  Columbia  twin  music-note  tiade-mark, 
this  prosperous  month  of  June,  1916,  stands 
for  prestige — prestige  of  dealer  and  manu- 
facturer, in  equal  quantities,  on  equal  terms. 

We  don't  need  to  tell  you  to  keep  your  eye 
on  it — you  have  unmistakably  been  doing  it. 

Columbia  Graphophone  Co. 

365  Sorauren  Avenue 
TORONTO 
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June,  1916 


Eddie  Bagshaw  in  the  Limelight 

Presentation  to  popular  traveller — Hit  marriai;e 
commemorated 

A\  the  I'rinee  George  Hotel  on  Saturday  tnornirif?, 
May  27,  an  important  function  took  place  whereat 
Eddie  IJaf^sliaw  was  made  tlic  recipient  of  a  cut  glass 
water  service,  to  mark  his  recent  mari'iage,  by  his 
many  friends  among  tlie  furniture  travellers  of  Ou- 
tario. 

S.  (loryell,  of  the  Sidway  Mercantile  Co.,  was 
spokesman  on  the  occasion,  and  aftei-  the  smokes  had 
been  passed  around,  humorously  told  the  gathering  the 
reason  why  they  . were  met  togethei'.  It  was  a  kind 
of  roi;nd  table  afiPair. 

Mr.  Coryell  said  he  must  confess  that  thei'c  had  been 
at  first  some  little  jealousy  on  the  part  of  Albert  Evans 
and  Percy  Brown,  due  to  p]ddie's  habit  of  boosting 


( '.  S.  (  Oryell  presenting  Mr.  and  Mrs.  K.  bagsliiiw  with  cut.  glasa  water 
set.  (Joryell  wanted  the  set  himself,  but  he  surrendered  when  it  came 
to  a  showdown.    He  has  a  small  box  up  his  sleeve,  however, 


(<ibbai'd"s  goods,  but  they  ami  some  other  obstruction- 
ists had  been  got  into  line,  and  now  that  Eddie  had 
settled  down  and  there  was  no  more  fear  of  him  break- 
ing up  any  other  fellow's  matrimonial  intentions,  all 
agreed  that  Eddie  was  a  prince. 

He  (Mr.  Coryell)  had  been  told,  and  no  doubt  many 
of  Eddie's  friends  knew  that  Ed.  liagshaw  was  a 
country  boy  and  that  he  always  had  a  strong  liking  for 
farming.  He  had  intentions  once  of  running  a  mink- 
farm;  then  frogs  had  taken  his  fancy.  He  understood 
that  Bagsha;w  had  raised  a  colony  of  bees  when  he 
was  only  16  years  of  age,  which  in  one  year  brought 
him  in  a  hundred  pounds  of  honey;  the  next  year  the 
colony  increased  and  he  got  in  a  thousand  pounds  of 
honey,  so  he  really  did  know  something  about  farming. 

Now  he  had  decided  to  give  up  the  farm,  settle  down, 
had  married  and  would  devote  him.self  exclusively  to 
furniture  selling — and  buying.  Eddie  was  a  sport,  a 
clean  sport.  As  a  manager  and  baseball  pitcher,  Bag- 
shaw would  make  McCaffery  green  with  envy.  Rut 
all  this  only  led  up  to  what  he  had  to  say  and  do — pre- 
sent Eddie  with  a  testimonial  of  regard  from  his  many 
friends  among  "the  boys  on  the  road,"  the  travellers 
who  are  pushing  the  product  of  the  Canadian  furniture 
factories. 

Mr.  Bagshaw  was  taken  by  suri)rise  when  handed  the 
water  set  and  the  small  glass  in  the  box.  He  said  he 
could  not  at  all  do  .justice  to  the  goodness  of  the  boys 


which  |)n)nip1ed  the  gift.  He  always  felt  in  a  circle 
of  ftiends  whenever  he  met  a  group  of  furniture 
traveller's.  There  was  among  furniture  travellers  a 
fraternal  s|)irit  met  with  nowhere  else.  Xo  other  class 
of  travelling  men  had  that  fraternal  spirit.  He  has 
been  with  other  furniture  men,  who  getting  off  the 
train  together  would  walk  up-town  together  to  call  on 
the  same  dealer,  and  each  man  take  his  turn  and  not 
butt-in  until  his  friend  got  through.  The  furniture 
travellers  were  men  who  helped  each  other  whenever 
possible.  The  gift  he  would  highly  prize  as  a  souvenir 
of  their  esteem. 

Present  at  the  gathering,  or  coni  ributors  to  the  testi- 
monial were:  W.  11.  I'.eney,  I).  Stout.  J.  McMurray.  W. 
Pearson,  S.  Xash,  II.  Kastner,  A.  Dunkie.  W.  Arrow- 
smith,  Otto  Theis.  Alf.  T.  Roberts,  J.  Wilson.  J.  E. 
Newton,  W.  Dalby,  H.  Rapp,  P.  Mackey.  R.  I'.yron,  J. 
MIontgomery,  V.  C.  Reeve,  Bert  Woon,  Will  White,  W. 
Lambe,  A.  Evans,  B.  Menzie,  C.  Kiener.  L.  Phillips,  Levi 
]\lorlock,  D.  McEachern,  W.  Purtle,  Percy  Brown,  F. 
OifFord,  T.  Armstrong,  Geo.  Davidson,  C.  A.  Coryell, 
Jimmy  Dore,  Fi-ank  E.  Walker,  M.  Brown,  W.  Bate- 
man. 


SHOOTING  TROUT  IN  THE  FOREST 

J.  S.  Prince,  of  the  J.  S.  Prince  Co.,  Montreal,  a 
veteran  ex-furniture  dealer,  recently  returned  from  a 
stay  at  Santa  Monica,  Cal.  He  is  now  preparing  for 
his  summer  vacation  campaign  which  he  spends  at 
Xotre  Dame  du  Portage,  in  the  Laurentian  Mountains, 
lie  has  a  great  reputation  as  a  fisherman,  so  much  so 
that  on  his  arrival  the  speckled  trout  are  said  to  take  to 
the  trees.  Being  also  a  good  shot  with  the  rifle  Mr. 
Prince  goes  out  with  a  gun  and  bags  quite  a  lot  of 
trout  while  they  are  resting  in  the  trees. 


BEDROOM  BOXES  INCREASE  IN  PRICE 

Owing  to  the  great  increase  in  the  price  of  raw" 
material  ami  the  almost  impossibility  of  getting  some 
of  it.  I).  L.  Shafer  &  Co.,  St.  Thomas,  manufacturers  of 
bedi'oom  boxes,  etc.,  report  that  they  are  forced  to 
withdraw  all  prices  of  their  goods.  The  price  from 
now  on,  will  be  45  per  cent,  off  the  prici>  list  instead  of 
.jO  per  cent,  as  heretofore. 

"Delay  was  made  in  the  matter  of  raising  these  prices 
as  long  as  possible,"  state  the  firm,  "hoping  that  condi- 
tions would  improve  so  that  it  would  not  be  necessary, 
but  this  does  not  seem  to  be  the  way  things  are  going." 


NEWS  BULLETIN  IN  WINDOW  TO  ATTRACT 

If  I  were  a  merchant  in  a  small  town,  says  a  writer 
in  System,  T  would  arrange  a  home-made  "war"  or 
"news"  bulletin  in  my  window  in  this  way:  f  wonid 
place  there  a  roll  of  white  wrapping  paper  on  its  frame. 
The  paper  from  this  roll  would  be  arranged  to  run  to 
another  fixed  two  or  three  feet  below  the  first.  On  the 
space  betAveen  the  two  rolls  T  would  letter  the  latest 
war  news  in  the  form  of  headings  from  the  big  city 
papers.  In  with  these  "bulletins"  I  would  mi.\  some 
of  the  bargains  of  my  store. 

The  bulletin  would  be  easy  to  change — simply  rolling 
the  paper  up  on  the  lower  roller  would  accomplish  it. 
The  same  plan  could  also  be  used  for  baseball  or  foot- 
ball returns,  or  entirely  foi-  a  "bulletin  of  bargains."" 
It  would  get  the  crowds  to  my  window.  Displays  would 
get  them  inside. 
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Let  us  send  you  all  particulars 
about  the 


PHONOLA 

DISC  TALKING  MACHINE 


The  "  Phonola"  is  noted  for  its  superior  motor — a  noiseless,  strong, 
durable  one.  For  accurate  sound  production  it  is  easily  m  the  front 
rank.    It  plays  any  make  of  disc  record. 

Through  the  quahty  in  every  detail  of  construction,  and  through  the 
musical  results  obtained  from  it,  the  Phonola  is  makmg  new  friends 
every  day — and  keeping  them. 

RETAIL  PRICES 
$20,    $30,    $40,    $65,    $85,    $125,    $160,  $250 


The  Agency  Proposition  is  Open 


You  can  handle  anything  else 
you  like  with  the  Phonola. 

The  latest  type  Phonola  (the 
Organola),  is  the  greatest  ad- 
vance in  Talkmg  Machine 
construction  since  the  begin- 
nmg  of  the  industry. 

Drop  us  a  Card 

The 

Pollock  Mfg.  Company 


LIMITED 


Manufacturers  of  the 


"  PHONOLA" 

Berlin  Canada 


•PRINCE"  $125 
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Undertakers'  Department 


Problems  affecting  the  UnJertal^ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with    News  of  the  profession  throughout  Canada. 


Ethical  Advertising 

Hy  Howard  S.  Kckels,  Pli.I).. 
De.in  of  Eckels'  f'olleffe  of  EriibalminK,  Philadclphi.i,  Pa. 

Tlow  iiiJiy  I  Icii'it  iiimtcly  and  ethically  increase  my 
husiness?  This  is  a  (|iiesti()ii  wliich  every  coiiscieii- 
tioiis  iiiidcrf a ker  sooner  oi"  latei'  asks  liimself.  It  is  a 
problem  which  faces  every  funeral  director  who  has 
competition  and  one  which  has  proven  extremely  diffi- 
cult of  solution.  Deep  in  his  heart  eveiy  undertaker, 
lie  he  cut-rater  or  otherwise,  would  much  prefei'  to  do 
husiness  alon^ij  ethical  and  strictly  professional  lines. 
No  one  reasonably  can  doubt  this,  and  it  is  an  open 
(piestion  whetlier  or  not  many  of  the  men  w'lio  are  now 
engao'ed  in  cut-rate  advertisinir  campaigns  would  not 
have  chosen  more  professional  methods  had  there  been 
a  wider  spirit  of  helpfulness  in  the  profession,  and  had 
those  who  had  succeeded  along  ethical  lines  been  will- 
ing to  explain  their  success  for  the  benefit  of  others. 

If  every  ethical  undertaker  would  do  his  best  to  aid 
every  other  man  in  the  |)rofession  who  was  inclined  to 
work  along  similarly  ethical  lines  and  would  frankly 
explain  through  the  trade  press  what  he  has  done  and 
what  the  results  have  been,  fewer  men  would  be  driven 

I  Resignation  | 

S  TIlciH'  is  Ml)  llo'l'k,  howi'Vci   Hiltrlinl  ami  tcmlril,  S 

S             Hilt  (Hie  ileiail  laiinl)  is  thiM-c;  W 

X  There  is  no  fiieside  howsoe'er  dofeiiiled,  g 

S            But  lias  one  vaeaiit  ehair.  o 

g  The  air  is  full  of  farewells  to  the  dyiii.ji';  « 

sf  Ami  mournings  for  the  ileail;  8 

*  The  heart  of  Rachael  for  her  rhildreii  i-ryiiiir,  S 

S  Will  not  be  comforted.  S 

g  Let  us  he  |Mitient.    These  severe  alflirtioiis  S 

o  Not  fi-oin  the  ji'round  arise.  X 

S  But  oftentimes  eelestial  beiiedii-tions  S 

X  Assume  this  dark  disguise.  S 

8  We  see  but  diinl.v  through  the  mists  anil  vapors;  S 

X  Amid  these  carfchly  damiiis;  S 

S  What  seem  to  us  but  sad  funeral  tapers  X 

S  -May  be  heaven's  distant  lanijis.  8 

8  There  is  uo  death.     What  seems  so  is  transition;  g 

X  This  life  of  mortal  breath  8 

S  Is  1)ut  a  suburb  of  the  life  elvsian,  X 

8  Whose  jiortals  we  call  death.  o 

8  And  till)'  at  times  ini']ietuous  with  eiiiotioii  X 

8  And  anguish  lung  sujiipressed ;  Q 

X  The  swelling  liiait  hi'ax'e^s  nioaniirj  like  the  orean,  8 

O  That  raiiiiiit  be  at  I'es't —  X 

X  will   be  l  alieiit  and  a^snage  I  lie  fetding  '  8 

Q  We  may  not  wholly  stay;  X 

S  l!y  sileiiee  sanetifying.  not  i-nin'ealing,  8 

X  Tlie  grief  that  must  have  way.  X 

8  — Longfellow.  o 


in  desperation  to  the  exti'emely  doubtful  expedient  of 
cutting  and  slashing  rates  and  assailing  the  motives  of 
theii-  competitors.  Kven  those  wlio  arc  so  {)rone  to 
drag  in  a  mythical  "undertakers'  trust"  and  refer  to 
their  com|)etitors  as  "vultures"  must  at  some  time  or 
other  be  extremely  nauseated  by  their  own  screeds.  Yet 
many  cut-raters  doubtless  have  taken  this  course  only 
because  they  know  no  other  way  of  turning  the  tide  of 
trade  in  their  direction. 

It  is  not  e.isy  to  sit  down  calmly  and  see  unprofes- 
sional methods  and  unethical  advertising  gradually  en- 
ci'oaching  upon  those  whose  patronage  you  have  a  riglit 
and  a  reason  to  expect.  A  man  must  be  more  than 
human  to  endm-e  it  without  demanding  reprisals.  It 
is  possible  to  advertise  and  to  advertise  in  the  daily 
press  and  still  do  it  in  a  dignified  and  professional 
maniu'i'.  It  is  possible  to  attract  patronage  by  a  clear 
and  concise  recital  of  the  advantages  you  have  to  ofiFer. 
based  upon  service  and  professional  attention  rather 
than  u|)on  commercialism  and  price. 

Cut  rate  advertising,  while  iui<|uestionably  bringing 
a  certain  amount  of  lowgrade  business,  is  destructive 
I'ather  than  constructive  in  its  effects.  Nor  is  its  evil 
influence  limited  to  the  business  of  the  firm  issuing  it. 
If  it  were,  peihaps  none  could  object,  for  then  none 
would  suffei-  except  tlie  ones  responsible.  For  a 
moment  consider  the  relative  effect  upon  the  general 
public  mind  of  an  advertisement  crowded  with  an- 
nouncements of  funerals  for  $47.68  or  some  similar 
figui'e  and  a  high-class  appeal. 

When  a  funeral  director  advertises  that  he  will  con- 
duct a  funeral  at  a  certain  price,  and  quotes  in  the 
public  prints  a  specific  charge  for  each  item,  those  who 
are  at  all  thoughtful  must  know  that  he  is  offering 
nothing  which  any  other  funei'al  director  will  not  sup- 
ply when  occasion  demands. 

There  are  few  undertakers  in  business  wdio  have  not 
handled  funerals — ^and  handled  them  well — for  from 
•t-lO  to  +75.  The  difficulty  with  cut-rate  advertising  is 
that  it  establishes  a  lower  standard,  not  only  from  the 
advertiser,  but  from  every  other  undertaker,  a  similar 
basis  of  charge  and  service.  No  man  needs  to  have 
been  in  the  undertaking  business  for  long  to  realize 
that  no  funeral  director  can  render  ade(iuate  service, 
supply  a  good  casket,  do  embalming  and  give  each  case 
the  care  and  consideration  it  should  have  for  such  a 
sum  as  $75,  especially  if  this  is  the  high  price  and  there 
are  no  others  still  higher  to  maintain  a  general  high 
average. 

Pei'haps  a  funeral  director  could  make  expenses  at 
these  prices  and  thus  reduce  the  overhead  expense  on 
other  fuuei-als,  jjrovided  he  has  other  funerals  at  higher 
prices.  IIow  often  we  hear  the  statenu^nt  that  even 
the  advertising  funeral  director  seldom  conducts  a 
fiinei'al  at  the  price  advertised.  This  m;iy  lie  true  for 
a  while,  but  if  is  ei|ually  certain  that  bef(>re  he  has  been 
in  the  business  veiw  long,  and  before  his  annoinicements 
have  been  spread  before  the  jniblic  for  a  great  while, 
his  low  piicc  will  inevitably  be  regarded  as  his  real 
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price  and  every  time  he  succeeds  in  inducing  a  customer 
to  pay  more,  just  that  often  he  will  lose  the  after  busi- 
ness of  the  family.  It  doesn't  make  a  particle  of  dif- 
ference whether  he  has  given  them  a  better  casket  than 
the  advertised  one  or  not.  If  he  has  charged  them 
more  than  his  advertised  price,  resentment  is  sure  to 
come  sooner  or  later. 

The  woi'st  effect  of  cut  rate  advertising  is  naturally 
its  effect  upon  other  funeral  directors.  The  under- 
taker who  quotes  a  family  $100  or  $150,  is  met  by  the 

statement  that  &  Co.,  advertise  a  similar  casket 

and  similar  service  for  a  great  deal  less  money.  The 
funeral  director  knows  and  even  the  customer  himself 
knows  that  the  casket  is  not  the  same,  the  embalming 
is  not  the  same,  and  the  service  can  not  possibly  be  the 
same.  Yet  back  in  'lis  mind  lingers  the  thought  that 
the  advertised  price  is  quite  enough  for  anyone  to  pay. 
He  has  had  it  ding-donged  into  his  ears  for  years  that 
$47.68  is  the  proper  price,  and  the  man,  no  matter  what 
casket  is  furnished,  or  what  service  is  rendered,  whose 
charge  is  more  is  in  just  the  same  position  as  the  cut- 
rater  himself  when  he  induces  a  family  to  pay  more  for 
better  goods. 

Ethical  advertising,  the  advertising  of  service,  the 
pointing  out  to  the  family,  the  quality,  care,  considera- 
tion and  the  thousand  and  one  attributes  of  the  good 
undertaker  go  far  to  offset  this  tendency.  The  recent 
amendments  to  the  code  of  ethics  give  a  rather  clearer 
definition  of  just  what  the  ethical  undertaker  may  or 
may  not  do  than  did  the  old  verbiage.  The  xmder- 
taker  must  not  call  attention  to  his  wares ;  he  must  not 
quote  prices ;  he  must  not  be  sensational  in  his  typo- 
graphy, nor  in  his  statements.  There  is  nothing  in 
this,  however,  and  there  is  nothing  in  common  sense  or 
reason  to  prohibit  the  undertaker  from  constantly  re- 
minding the  public  of  the  quality  of  his  professional 
service  and  of  his  thorough  preparedness  in  any 
emergency. 

There  is  no  advertising  more  difficult  to  Avrite  than  is 
ethical  advertising  for  the  undertaker.  In  all  advertis- 
ing, if  it  is  to  be  effective,  one  dominating  principle  and 
purpose  must  underlie. 

Funeral  directing  is  a  personal  business  and  the  suc- 
cess of  any  establishment  lies  in  the  personality  of  the 
man  or  men  who  control  it.  Where  the  personality  is 
lacking,  no  amount  of  advertising  will  build  up  a  last- 
ing business.  Here,  as  everywhere  else,  the  advertiser 
must  "deliver  the  goods"  or  his  advertisement  is  a  com- 
plete loss.  Men  who  spend  thousands  and  hundreds  of 
thousands  of  dollars  a  year  in  advertising,  long  since 
have  learned  this  lesson.  None  knows  better  than  does 
the  national  advertiser,  that  where  an  article  continues 
year  after  year  to  buy  publicity  in  the  public  press, 
that  it  must  have  merit  or  it  could  not  survive.  In 
not  one  case  in  fifty  does  the  first  sale  resulting  from  an 
advertisement  pay  for  the  most  of  the  advertising.  It 
is  the  continued  use  of  the  article  which  wins  and  reim- 
burses the  advertiser.  This  is  just  as  true  in  funeral 
directing  as  in  any  commercial  line.  A  man  might 
expend  hundreds  of  dollars  and  yet  secure  through  this 
medium  entrance  into  only  one  or  two  families. 

But  if  by  advertising,  he  thus  opens  up  one  or  two 
or  three  new  channels,  who  shall  say  what  his  profits 
will  be  from  these  avenues  in  the  year  to  come — always 
provided  and  only  if  his  services  are  as  good  as  his 
advertisnients.  That  is  the  test  and  the  man  who  ad- 
vertises quality  service  must  be  prepared  to  render  it, 
must  have  the  equipment,  the  manner,  the  personality, 
the  rolling  stock  and  the  other  accessories  to  make  good 
his  claims. 


If  you  advertise  quality,  furnish  quality ;  if  you  ad- 
vertise service  see  that  your  service  is  of  a  higher  grade 
than  that  furnished  by  your  competitor.  In  other  Avords, 
before  you  start  for  the  house  of  sorrow,  read  your  own 
advertisement  and  determine  that  under  all  circum- 
stances you  will  live  up  to  it  to  the  minutest  particular. 
Follow  this  plan  and  your  advertising  campaign  will 
be  a  success.  Every  disease  known  to  man  has  a 
remedy;  and  no  better  antidote  for  the  poison  of  the 
cut-rater  possibly  can  be  devised  than  to  lay  before  the 
public  the  advantages  your  establishment  has  to  offer, 
your  own  personal  qualifications  and  the  character  of 
equipment  which  you  furnish. 


FUNERAL  DIRECTORS  LOSE  CASE 

A  ease  which  attracted  considerable  interest  was 
tried  before  Judge  Monck  at  the  regular  session  of  the 
first  division  court  at  Hamilton,  Ont.,  recently.  It  Avas 
an  action  brought  by  Mi'S.  Lydia  Plunkett,  605  Main 
street  east,  against  the  Green-Guernsey  compajiy,  of 
that  city,  for  $60  paid  by  her  for  professional  services 
on  the  part  of  the  firm  as  undertakers  and  embalmers. 
The  plaintiff,  in  evidence,  stated  that  the  services  of 
the  company  had  been  secured  for  embalming  the  body 
find  conducting  the  funeral  of  her  mother,  Mrs.  Sib- 
hah1.  She  claimed  that  the  general  manner  in  which 
the  funeral  was  conducted  was  unsatisfactoiy,  and 
that  the  embalming  was  badly  done.  Judgment  was 
given  the  plaintiff'  for  $40  and  costs. 


UNDERTAKER  LOSES  MOTHER 

Mrs.  Gertrude  Towers,  mother  of  Chas.  A.  Towers, 
undertaker,  St.  Thomas,  Out.,  and  one  of  the  oldest 
and  most  highly  respected  residents  of  Hamilton,  died 
recently.  The  late  Mrs.  Towers  was  in  her  72nd  year 
and  had  lived  all  her  life  in  Hamilton,  where  she  was 
born.  Her  husband  predeceased  her  about  two  and 
a  half  years  ago.  Besides  a  large  circle  of  friends, 
she  leaves  to  mourn  her  loss  four  sons,  C.  A.  Towers,  of 
St.  Thomas,  and  John,  Henry  and  Fred,  of  Hamilton. 
The  funeral  was  held  to  Hamilton  cemetery.  The  pall 
bearers  were  her  four  sons. 


HOW  TO  INCREASE  BUSINESS 

II.  S.  Eckels,  Philadelphia,  is  preparing,  and  expects 
to  have  ready  for  distribution  within  a  few  weeks,  a 
booklet  containing  some  thirty  or  forty  sample  adver- 
tisements along  professional  and  ethical  lines.  These 
samples,  which  are  offered  to  the  profession  for  the 
good  they  may  do,  will  be  sent  free  of  charge  on  re- 
(|uest  to  any  one  who  Avill  address  his  office,  1922  Arch 
Street,  Philadelphia,  Pa. 

The  booklet  provides  a  sample  campaign  of  advertis- 
ing designed  to  cover  a  year.  Each  of  these  advertise- 
ments can  be  attractively  shown  in  a  space  of  two  and 
one-half  inches  single  column,  in  local,  daily  or  weekly 
newspapers.  They  have  been  tried  and  proven,  not 
only  by  the  originator,  says  Mr.  Eckels,  but  by  under- 
takers throughout  the  country,  and  have  proved  highly 
effective.  He  is  offering  them  to  provide  a  real  live 
solution  to  the  question,  "How  may  I  increase  m.y 
business?"  We  have  all  heard  a  great  deal  along 
argumentative  lines.  In  this  book  Prof.  Eckels  thinks 
he  has  given  the  solution. 
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UNDERTAKER  AND  NEWSPAPER  MAN 

Tliosc  who  ;il  Iciulcd  tlic  last  ('.K.A.  convention  at 
Toronto  will  I'cinnnhcr-  Secretary  Matthews'  rem.arks 
on  the  choice  of  the  words  "undertaker"  and  "funeral 
director''  to  describe  the  pi-ofession.  Aprojvos  of  this, 
"Doc"  Ferguson  says  that  the  New  York  Times  in  the 
coui'Se  of  an  in<|uiry  as  to  wluni  the  word  "editor" 
was  first  used,  remarks  lliat  the  word  "undertaker" 
was  once  suggesled  for  the  |)ut)lisliei'  of  a  newspaper. 
Formerly  in  Kngland,  "undertaker"  meant  any  one 
who  undertook  anything.  One  can  imagine  a  com- 
plimentary notice  running  about  lil<e  lliis:  "Mr.  Smith 
is  about  to  undertake  the  publication  of  a  pro-British 
daily  in  Milwaukee,  which  should  be  i)rofitable  for  the 
underta  ker. ' ' 

The  doctor  brought  this  back  from  San  Francisco. 


DUG  HIS  OWN  GRAVE 

A  gravedigger  luuned  James  Ilambleton  was  buri''d 
alive  in  a  gi'ave  in  St.  Sfcjihen's  (diurtdiyai'd.  Auden- 
shaw,  Ashton-undcr-Ly Me.  Fjiighiiid.  a  short  time  ago. 
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iJrady's  roomrruite  saw  the  story  of  the  identification 
and  accused  him  of  being  a  corpse,  so  Brady  went  to 
see  the  body. 


LIVE  AND  LET  LIVE 

The  French  (iovr'nuient,  according  to  thr  T(»ronto 
Globe,  wishing  to  obtain  some  vital  statistics  in  regard 
to  certain  Turkish  j)rovinees,  sent  the  usual  blanks  to 
the  provincial  governors  with  the  recpiest  that  they  be 
answered.  The  following  is  the  copy  of  the  reply  re- 
ceived from  the  Pasha  of  Damascus: 

"What  is  the  death  rate  in  your  [)rovince?" 

A.  "It  is  the  law  of  Allah  that  all  should  die.  some 
die  young  ami  somr  die  old." 

q.  "What  is  the  annual  numl)er  of  births?" 

A.  "God  alone  can  say.  1  do  not  know,  and  hesitate 
to  incjuire." 

Q.  "Are  the  supi)lies  of  water  sufficient  and  of  good 

(luality*?" 

A.  "'From  the  I'cuu^test  period  no  one  in  Damascus 
has  died  oi'  t  liirsl . ' " 


lie  had  been  digging  a  grave  and  was  getting  out 
when  he  rell  backwards  and  a  large  portion  of  the 
sides  colhipsed  upon  him.  A  conductor  on  a  passing 
framcar  saw  the  man's  legs  in  the  air,  ran  to  the  spot 
and  found  the  gi'avedigger  bui'ied  headforemost.  The 
man  had  ceased  to  struggle  and  was  dead  when  extri- 
cated. 


SAYS  BODY  FOUND  IS  NOT  HIS. 

Matthew  lirady.  of  Chicago,  walked  into  an  under- 
taking eslablishment  eai'ly  this  nu)i-ning  ami  took  a 
look  at  a  body  lying  on  a  slab.  ".\ope,  that  ain't  me," 
he  said.  "At  that  it  looks  enough  like  me  to  be  me, 
but  Ihei'e  must  be  some  mistake." 

The  body  was  that  of  a  man  taken  fi'om  the  lake. 
Mrs.  IJrady.  who  obtained  a  divorce  sevei'al  months 
ago,  identified  the  body  and  gave  orders  for  its  burial. 


Q.  "Give  geiu'ral  I'emai'ks  as  to  the  character  of 
local  sanitation." 

A.  "A  man  should  not  bother  himself  or  his  brother 
with  (pu'stions  that  concern  only  God." 


MORE  LEAD  THAN  FLESH 

A  man  from  the  east  visiting  in  a  small  western 
town  stoppi'd  one  moi'iiing  to  watch  a  funeral  pro- 
cession |)assing  through  the  one  long  street. 

"Do  you  always  have  four  horses  to  the  hearse?" 
asked  the  num,  turning  to  a  luitive  standing  lu^ar. 

"No,  not  always,"  was  the  reply.  "The  passenger 
in  there  came  out  to  this  country  bragging  that  he  wa:? 
the  cham|)ion  light  weight  of  the  world,  and  one  night 
when  he  got  too  fresh  Dead  Eye  Dave  i)umped  him 
so  full  of  lead  that  it  took  the  extra  team  of  horses 
to  |)ull  the  hearse." — Harper's  Magazine. 
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DOMINION  MANUFACTURERS 


LIMITED 


RELIABILITY 


This  is  no  idle  word.  Our 
workmen  have  had  years  of  ex- 
perience in  the  manufacture  of 
the  better  grades  of  caskets,  cas- 
ket hardware  and  undertakers' 
supplies,  and  it  is  a  matter  of 
pride  with  them  that  the  small- 
est detail  receives  the  attention 
which  has  given  our  product  its 
reputation  for  Superior  Quality. 

We  supply  every  need  of  the  modern 
funeral  director.  Any  member  of  the 
profession  not  familiar  with  our  line  of 
casJ^ets,  casket  trimmings,  etc.,  will 
benefit  himself  by  dropping  us  a  line 
requesting  information  regarding  them. 

Our  nearest  branch  will  serve 
you  promptly 


Head  Office: 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO       -       .       -       -  CANADA 


44  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  Junp,  19] G 

DOMINION  MANUFACTURERS 

LIMITED 


SERVICE 

I  With  the  express  service  | 

I  of  three  great  raiWays  at  | 

I  our  command,  our  facili-  | 

I  ties  for  quick  and  certain  | 

I  dehvery  are  unequalled.  | 

■  Our  branches  named  below  can  | 
I  serve  you  on  shortest  notice.  | 
I  Competent  staff,  day  and  night,  1 
I  always  at  your  service.  1 

=  The  National  Casket  Co.,  Limited,  Toronto.  Ont.  H 

J  The  D.  W.  Thompson  Co.,  Limited,  Toronto,  Ont.  | 

I  The  Semmens  &  Evel  Casket  Co.,  Ltd.,  Hamilton  | 

I  The  Globe  Casket  Co.,  Limited,  London,  Ont.  | 

I  Jas.  Elliott  &  Son,  Prescott,  Ont.  | 

■  Girard  &  Godin,  Limited,  Three  Rivers,  Que.  ■ 
p  Chri  tie  Bros.  &  Co.,  Limited,  Amherst,  N.  S.  M 
m  The  Semmens  &  Evel  Casket  Co.,  Ltd.,  Winnipeg  | 

■  Vancouver  Casket  Co.,  Vancouver,  B.C.  M 


Head  Office: 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO       .       -       .       -  CANADA 
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Champion  Fluid 


Champion  Fluid 
Made  in  Canada  from 
Canadian  Chemicals 


Order  direct  from  us 
or 

from  your  Jobber 


100%  Pure 
Chemicals 


Every  1 6  oz.  bottle  of  Cham- 
pion Embalming  Fluid  is 
100%  pure.  The  richest  and 
purest  compound  that  will  re- 
main in  solution.! 


War  conditions  have  greatly  increased  the  cost  of  fluid  ingredients,  tempting  fluid  manufacturers  to  use 
cheaper  and  inefficient  substitutes,  but  Champion  Quality  will  be  maintained,  no  matter  what  the  cost. 

ALWAYS  BEWARE  THE  CHEAP  FLUID,  BUT  ESPECIALLY  SO  NOW 

Champion  for  Uniformity,  Purity,  Dependability.    It's  worth  the  Price. 


The  Champion  Chemical  Co.   :  Springfield,  Ohio 
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Embalmer's  Lexicon 

Ry  W.  Oliver  Nodes 

Anatomy  is  tlio  hi'nneli  of  medical  science  concerned 
witli  the  sti'uctiire  of  tlie  body.  It  is  studied  by  dis- 
section, in  which  the  stndent  ac(|nires  knowledge  of  the 
position,  size,  shape,  etc.,  of  the  various  internal  organs 
of  the  muscles,  nerves,  vessels,  bones,  and  all  other 
structures  of  the  body. 

Aneurism  is  a  swelling  of  an  artery  due  to  the  break- 
ing down  of  the  inner  coats  of  the  vessel's  walls,  and 
the  gradual  dilation  of  the  remaining  coats  due  to  the 
pressure  of  the  blood  within.  The  diseases  which  are 
most  apt  to  lead  to  degeneration  of  the  artery  linings 
are  chronic  alcoholism,  syphilis,  chronic  kidney  diseases, 
blood  poisoning  and  gout.  The  aneurism  sometimes 
ruptures,  causing  death  ;  this  rupture  is  frequently  in 
the  arch  of  the  aorta  and  is  difficult  from  the  point  of 
view  of  the  embalmer,  because  there  is  a  break  in  the 
circulation.  One  can  either  cut  down  through  the 
thorax  to  the  aorta,  ligate  below  the  rupture,  and  start 
injecting  from  this  point,  or  inject  in  the  ordinary 
way,  and  rely  upon  filling  up  the  thoracic  cavity  and 
so  into  the  circulation  by  pressure.  This  would  of 
course  take  some  time  and  a  large  quantity  of  fluid 
would  have  to  be  used. 

Anterior. — A  technical  tci-m  in  the  Science  of  Anat- 
omy, meaning  in  front. 

Anthrax. — This  is  a  communicable  disease  occurring 
as  a  widespread  infection  of  the  lowei-  animals  and  oc- 
casionally communicated  to  man.  This  disease  is  often 
called  malignans  pustule,  splenic  fever,  wool-sorter's 
di.sease.  The  infection  is  introduced  into  the  skin  and 
a  local  reaction  results  causing  the  malignant  pustule. 
The  inflammation  spreads  through  the  lymphatics  and 
invades  the  blood.  When  the  infection  is  taken  into 
the  respiratory  tract  it  cau.ses  a  violent  inflammation 
resembling  bronchitis  or  pneumonia,  and  is  called 
wool-soT'ter's  disease.  The  disease  is  caused  by  the 
bacillus  anthracis  which  is  one  of  the  few  disease  pro- 
ducing germs  that  produce  spores.  The  body  of  one 
dead  of  anthrax  should  be  sterilized  by  injections  into 
the  arterial  system  of  an  approved  disinfectant  em- 
balming fluid,  and  in  these  cases  from  two  to  three 
gallons  of  the  disinfectant  should  be  used  for  each 
adult  body.  The  surfaces  of  the  body  should  be 
washed  with  the  disinfectant,  and  in  case  it  is  to  be 
transported  by  rail  it  should  be  enveloped  in  a  sheet, 
soaked  in  an  8  ])er  cent,  formaldehyde  fluid  and  band- 
aged. 

Antiseptic. — An  antisei)tic  is  a  substance  that  is  an- 
tagonistic to  or  prevents  the  growth  of  bacteria,  with- 
out necessarily  killing  them.  Carbolic  acid,  corrosive 
sublimate,  and  various  other  preparations  of  mercury, 
many  coal  tar  products,  boracic  acid,  salicylic  acid, 
iodine  and  formaldehyde  are  used  most  generally.  Ex- 
ample— Carbolic  acid,  one  part  to  20  to  40  j)arts  water. 

Anus. — The  circular  opening  at  the  lower  extremity 
of  the  alimentary  canal. 

Aorta. — The  aorta  is  the  main  truid<  of  a  series  of 
vessels  which,  arising  from  the  heart,  convey  the  red 
oxygenated  blood  to  every  part  of  the  body  for  its 
nutrition.  This  vessel  commences  at  the  u|)per  part 
of  the  left  ventricle,  and  after  a.scending  for  a  short 
distance,  arches  backward  to  the  left  side,  over  the  root 
of  the  left  lung,  descends  within  the  thorax  on  the  left 
side  of  the  vertebral  column,  passes  through  the  aortic 
opening  in  the  diaphragm,  and  entering  the  abdominal 
cavity,    tcrniinatcs.    considerably    diminished  in  size. 


opposite  the  fourth  luiril)ar  vertebra,  where  it  divides 
into  the  right  and  left  common  iliac  arteries,  ft  is  sub- 
divided into  the  arch  of  the  aorta,  the  thoracic  aorta, 
and  the  abdominal  aorta,  from  the  direction  or  po.sition 
of  its  f)arts.  The  chief  diseases  of  the  aorta  are  athe- 
roina,  fatty  degeneration,  calcification  and  aneurism. 

Apex. — As  aplied  to  the  lung,  this  term  means  the 
upper  extremity  which  reaches  to  a  point  about  two 
inches  above  the  collar  bone.  The  apex  of  the  heart  is 
normally  situated  a  little  to  the  inner  side  of  the  left 
nipple  at  the  level  of  the  fifth  rib,  but  may  be  shifted 
out  of  |)lace  in  diseased  conditions  of  the  heart,  as  in 
a  rteriosclerosis. 

Apoplexy.— The  state  of  insen.sibility  caused  by  the 
rupture  of  a  cerebral  ves.sel,  or  the  blocking  of  one  by 
an  embolus.  The  term  apoplexy  is  disused  by  modern 
writers;  the  disease  is  described  as  cerebral  hemorrh- 
age, cerebral  effusion,  and  so  on.  Apoplectic  eases 
are  sometimes  difficult  to  handle:  they  should  always 
be  arterially  embalmed,  as  this  is  the  only  sure  way  of 
foix'ing  the  blood  from  the  capillaries.  The  usual  ab- 
normal condition  of  the  vascular  system  is  a  distension 
of  some  of  the  blood  vessels  of  the  brain,  which  are 
supplied  through  the  branches  of  the  internal  carotid 
arteries.  The  blood  should  be  allowed  to  drain  from  the 
vein  tube  at  the  same  time  that  fluid  is  injected  into 
the  artery.  During  the  injection  of  the  fluid,  a  soft 
moist  sponge  should  be  used  over  the  face,  neck  and 
ears  to  force  the  blood  through  the  capillaries,  and  also 
to  stimulate  the  circulation  of  the  fluid  throughout  this 
tissue,  fn  the  absence  of  a  sponge,  massage  the  tis.sue. 
Tf  you  fail  to?elear  the  tissue  of  the  blood  through  the 
axillary  artei-y,  it  is  advisable  to  proceed  with  the 
injection  of  the  carotid  arteries.  The  great  point  to 
remember  in  these  cases,  is  to  remove  the  superabun- 
dance of  blood,  by  draining  from  the  veins. 

Appendix  and  Appendicitis. — The  appendix  vermi- 
formis  is  a  slender  round  tapering  process  given  off 
from  and  opening  into  the  inner  and  back  part  of  the 
caecum,  near  the  ileo-caecal  valve  of  the  intestine.  It 
is  usually  three  and  a  half  inches  long,  though  it  varies 
greatly ;  its  diameter  is  about  equal  to  a  goose  quill.  It 
is  situated  at  the  lower  part  of  the  abdomen  on  the 
right  side.  Appendicitis  is  the  inflammation  of  this 
organ,  and  may  sometimes  lead  to  peritonitis. 

Arachnoid  Membrane. — The  middle  one  of  the  three 
membi'aiu's  which  cover  the  brain  and  spinal  cord;  it 
is  of  extreme  thinness. 

Areolar  Tissue. — A  form  of  connective  or  cellular 
tissue. 


EGYPTIANS'  COFFINS  BEAT  MODERN  IDEA. 

Wooded  caskets  used  by  Egyptians,  4.000  years  ago. 
are  still  sound  while  those  of  the  present  time  are  rot- 
ted. So  declared  Howard  F.  Weiss,  director  of  fun- 
eral forest  products  laboratory,  Madison.  Wis.,  at  the 
annual  convention  of  the  Wisconsin  Retail  Lumber 
Dealers"  Association.  Mr.  Weiss  told  how  to  fight  the 
fungi  which  causes  rot  in  wood. 

"The  fungi  is  best  starved  by  keeping  water  away 
t'ldtn  trees  or  other  wood  and  poisoning  the  food  by 
cither  painting  or  forcing  chemicals  called  'preserva- 
tives' into  the  wood,"  declared  Mr.  Weiss. 

"The  best  proof  of  these  statements  is  found  by  ex- 
amining the  wooden  caskets  used  bv  Egyptians,  some 
of  which  ai'e  now  moi'e  than  4.000  years  old.  which,  al- 
tliongli  ti'eated  in  no  wa.v  whatevei',  are  still  j)erfectly 
sound. 
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Toronto  Undertakers  Meet 

Tlie  reguhii-  iiiontlily  iiieetiiig  ol'  t.lie  Undertakers 
Se(!lion  of  the  Retail  Merchants'  Association  of  Can- 
ada, was  held  in  their  assembly  hall,  corner  of  Yonge 
and  College  Streets,  Toronto,  on  the  evening  of  May 
:{0.  In  the  absence  of  the  chairman,  Wm.  Speers,  H.  C. 
Kills  occupied  the  chair.  He  explained  to  those  pre- 
sent, and  who  were  not  members,  that  the  object  of 
the  U'jidertakers'  Section  was  to  look  after  the  com- 
naercial  interests  of  the  business.  It  in  no  way  con- 
flicted with  the  work  done  by  the  Canadian  Embalm- 
ers'  Association,  whose  purpose  was  to  take  care  of  the 
embalming  or  professional  side  of  the  business. 

Considerable  discussion  took  place  with  regard  to 
the  question  of  who  should  be  considered  as  an  under- 
taker, the  man  with  capital  and  equipment  ready  at  all 
times  to  give  public  service,  or  the  man  with  no  equip- 
ment other  than  a  sign  over  the  door.  At  the  con- 
clusion of  the  discussion  a  committee  was  appointed  to 
bring  a  report  at  the  next  meeting  with  suggestions  as 
to  how  present  ti-ade  conditions  of  the  business  could 
be  improved,  and  setting  forth  what  (Mjuipinent  they 
considered  a  person  should  have  before  he  could  be 
called  an  undertaker. 

At  the  conclusion  of  the  business  an  interesting  and 
instructive  paper  was  read  by  W.  K.  Murphy,  one  of 
the  oldest  and  most  respected  men  in  the  trade.  The 
paper  is  given  in  full,  as  follows: — 

FUNERAL  DIRECTING 

The  funeral  director  must  be  a  man  of  cjuick  thought 
and  action,  must  think  and  act  quickly  to  cope  with  so 
many  things  that  may  arise  at  a  time  when  everyone  is 
in  silence  and  sorrow  and  all  eyes  are  on  the  one  in 
charge.  There  are  so  many  kinds  of  funei-als  nowa- 
days, private,  semi-private  and  pul)li('  funerals.  Fun- 
erals regulated  by  public  officials  are  the  hardest  to 
manage  by  the  director  as  there  are  so  many  diflPerent 
opinions  ofiFered.  As  for  instance  the  last  public  fire- 
man's funeral  held  in  the  city,  there  was  a  massed  band, 
city  officials,  representatives  of  all  societies,  flower  car- 
riages, but  all  through  the  long  cortege  there  was  not 
one  funeral  director  to  be  seen.  They  were  told  to 
go  to  the  cemetery  and  meet  the  funeral  there,  and 
like  good,  obedient  children  they  did  what  they  were 
told,  and  this  was  to  my  mind  a  weakness  on  their  part. 
Smith's  relatives  followed  Brown's  and  Brown's  rela- 
tives followed  Smith's.  There  was  a  conglomeration 
of  bungles  from  start  to  finish,  engineered  by  our  city 
officials.  When  you  are  ill  and  call  the  doctor  you  do 
as  he  tells  you,  when  you  are  about  to  erect  a  building 
and  you  call  an  architect,  you  accept  his  plans  and 
specifications.  This  should  also  apply  to  the  funeral 
director  as,  no  doubt,  his  experience  in  this  line  is 
broader  than  the  city  officials  who  are  more  at  home 
striking  the  tax  rate  than  regulating  funerals. 

Military  Funerals 

Military  funerals  should  be  regulated  as  follows: 
First,  the  band  with  muffled  drums,  drum  major  with 
reversed  staff,  next  firing  party  with  reversed  arms, 
third,  company  deceased  belonged  to,  then  gun  carriage 
Ol'  lieai'se,  casket  covered  with  flag  of  his  country,  pall 
bearei's  walking  on  each  side  of  the  gun  carriage,  eight 
ill  number,  four  on  each  side.  If  the  deceased  be  a 
iiiouiited  man,  his  charger  should  follow  the  gun  wag- 
gon with  hoots  in  the  stirrups  reversed,  then  the 
mourners  and  friends,  the  remainder  of  the  regiment 
following  the  mourners.     At  the  grave  when  the  chap- 


lain has  pronounced  the  benediction  oi-  absolution  ser- 
vice, the  firing  party  circle  the  grave  and  fire  one  vol- 
ley, then  the  buglers  sound  the  hi^t  post.  When 
leaving  the  grave  try  and  avoid  the  mourners  coming 
into  contact  with  the  band  returning  from  the  cemetery 
as  they  always  play  ragtime  music  or  lively  airs  such  as 
"The  (rirl  f  Left  Fiehind  Me."  and  of  course  it  would 
not  do  to  have  the  sorrowing  friends  hear  the  strain 
of  this  kind  of  music  at  this  particular  time. 

Society  Funerals 

The  director  should  consult  the  officers  of  the  dif- 
ferent societies  that  wish  to  be  represented  at  the  fun- 
eral and  obtain  from  them  two  for  each  society  to  act 
as  pall  bearers.  All  societies  should  precede  the 
hearse,  the  family's  clergyman  should  at  the  grave  pre- 
cede all  chaplains  of  different  societies  as  to  the  ser 
vices.  The  director  should  look  after  the  welfare  of 
the  mournei's  and  see  that  they  have  a  place  in  the 
inner  circle  of  friends  at  the  grave  and  not  at  the  outer 
edge  where  they  cannot  see  or  hear  anything.  Families 
at  all  times  have  the  choice  of  the  funeral  director,  but 
sometimes  societies  tiy  to  influence  them  otherwise. 

Service  at  the  House 

Arrange  your  chaii-s  so  as  iu)t  to  crowd  the  mourn- 
ers and  clergyman  at  the  time  of  services.  Put  the 
relatives  at  the  head  of  the  casket  if  possible.  If  you 
have  a  choir  see  that  they  are  in  reach  and  touch  with 
the  clergyman  in  case  he  wants  a  certain  hymn  or 
selection  that  the  family  may  prefer.  If  room  permits 
it  is  well  to  reserve  the  room  where  the  remains  are  in 
for  relatives,  and  the  adjoining  room  for  the  friends. 
If  you  have  a  profusion  of  flowers  always  place  the 
ones  from  the  family  nearest  the  casket.  I  myself  do 
not  like  the  idea  of  |)utting  flowers  on  the  casket  if  T 
can  avoid  it,  as  they  dampen  and  soil  either  polished  or 
cloth  caskets,  and  more  or  less  hide  the  design  on  your 
case.  Make  a  background  of  your  flowers  behind  and 
around  the  two  ends.  It  is  well  to  mix  your  flowers 
with  palms  or  evergreen  so  as  to  break  up  that  cluster 
of  sameness.  Of  course  this  is  optional  with  you.  Tt 
is  better  if  you  can  j)ersuade  the  relatives  to  take  leave 
an  hour  or  so  before  the  service.  If  they  insist  on  re- 
nuiining  until  the  service  is  over,  then  remove  the  lid 
of  your  casket  so  as  the  relatives  will  not  require  a 
step-ladder  to  reach  the  loved  one,  as  you  know  some 
of  the  caskets  are  very  deep  and  it  is  very  difficult  for 
aged  people  to  reach  the  remains  throiigh  the  face  plate 
only  to  take  a  last  farewell.  By  removing  the  lid  you 
do  away  with  stools  and  chairs  for  people  to  kneel  on 
in  taking  leave  of  the  remains.  After  they  ai-e 
through,  ask  the  friends  if  they  wish  to  view  the  remains, 
see  that  no  confusion  occurs  in  the  blocking  of  doors, 
passages,  etc.,  then  remove  all  cards  from  flowers,  and 
carry  them  to  the  carriages.  At  this  time  you  can 
place  the  flowers  from  the  immediate  relatives  on  top 
of  your  casket.  Do  not  carry  them  like  a  lot  of  cord- 
wood  and  do  not  run  up  and  down  the  steps  in  doing 
so,  as  I  have  seen  some  people  do,  move  about  in  that 
spirit-like  way,  not  too  fast  and  not  too  slow.  Be  smooth, 
(juiet,  place  your  bearers  in  a  place  where  they  can 
render  you  assistance,  for  some  times  you  and  your 
assistants  have  all  you  can  do  under  the  weight.  Have 
your  cari'iages  arranged  so  as  to  have  no  confusion 
when  leaving  the  house.  Place  the  minister  in  his  car- 
riage, then  your  pall  beai'ers.  then  proceed  to  the  inner 
door  of  the  residence  and  call  the  name  that  is  on  your 
carriage  list,  while  your  assistants  see  that  they  are 
comfortably  seated  in  the  carriage.     The  carriage  list 
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Central  Caskets  for  Real  Quality 


No.  300  Elliptic  Half  Couch  Casket 

There  is  a  touch  of  disttnctivencBS  and  artistic  beauty  found  in  the  Central 
Line  that  makes  its  own  appeal  to  your  trade.  Better  carry  these  quality 
goods  in  stock,  especially  when  they  cost  no  more  than  the  ordinary  kind. 


CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  24 1  Fern  Ave.,  Toronto 


Telephone  126 


Telephone  Parkdale  3257 


Embalming  by  a  New  Principle 
and  a  New  Method 

OSMOTONE 


OSMOTONE  may  be  briefly  described 
as  a  capillary  wash  and  blood  solvent  that 
supplies  purifying  and  lightening  oxygen 
to  the  venous  blood  which  remains — much 
the  same  as  the  lungs  supply  oxygen  to 
the  venous  blood  in  life  to  convert  it  into 
arterial  blood. 

It  thus  has  two  distinct  functions. 

One  of  these  functions  is  to  wash  out 
the  capillaries  so  that  as  little  as  possible 
of  the  discolored  blood  shall  remain  in 
them  to  further  darken,  show  through 
the  skin  and  make  that  objectionable 
putty  color  which  is  sure  to  result  in 
full-blooded  cases  on  which  raw  formalde- 
hyde fluids  are  used. 

All  embalming  fluids  are  more  or  less 
astringent  in  their  action.  OSMOTONE 
is  laxative  in  its  effects,  and  for  this 
reason  is  injected  ahead  of  the  fluid  for 
the  purpose  of  clearing  0"t  the  capil- 
laries, building  up  their  walls,  and  hold- 
ing them  open  for  the  na^sage  of  that 
fluid  which  is  injected  afterward 

Being  blood  lightening,  its  action,  from 
thirty  to  fifty  per  cent  more  blood  can 
be  drained  if  OSMOTONE  is  injected 
ahead  of  the  fluid.  This  is  a  rractically 
sure  preventive  of  putty  color. 

Moreover,  a  far  better  circulption  can 
be   obtained  where  the  capillaries  have 


first  been  opened  up  and  cleaned  by 
OSMOTONE  than  where  fluid  only  is  in- 
jected. 

As  a  capillary  wash  OSMOTONE  is 
invaluable  in  sudden  death  cases,  and  in 
cases  in  which  the  patient  died  in  fever, 
as  in  Peritonitis,  Blood  Poisoning,  Pneu- 
monia, etc. 

Being  blood  lightening  in  its  effects, 
OSMOTONE  has  a  second  and  most  im- 
portant function: 

It  will  restore  to  the  face  the  colors 
of  life,  and  bring  to  the  ears  and  cheeks 
of  the  young  and  fair-skinned  the  peachy 
lustre  and  clear  pink  tints  which  have  so 
long  been  the  embalmer's  ideal. 

On  the  young  as  well  as  on  the  ruddy- 
faced  elders,  OSMOTONE  will  give  a  com- 
plexion which  no  other  method  and  no 
other  preparation  possibly  can. 

It  is  impossible  for  us  to  go  fully  into 
details  here,  but  the  whole  story  is  told 
in  the  130-page,  cloth-bound  book,  pic- 
tured on  this  page.  This  book  will  be 
sent — free  of  charge — to  any  responsible 


Cut  off  this  COUPON  and  Mail  to-day! 


ORDER  COUPON 

H.   S.  Eckels   &  Co., 

241  Fern  Ave.,  Toronto,  Can. 

Send  ....  dozen  bottles  OSMO- 
TONE at  $7.50  per  dozen  under 
your  guarantee  that  it  will  please 

U.S. 

Also  send,  without  charge,  a 
ro]iy  of  Prof.  Eckels'  13n-page 
clotli-bound  book,  "Embalming  by 
a  New  Principle  and  a  New 
Method." 


C.  K. 


undertaker  who  will  fill  out  the  attached 
coupon  and  mail  it  to  us. 

OSMOTONE  is  shipped  under  the  most 
complete  guarantee  that  it  will  satisfy 
you,  and  that  it  will  produce  results  bet- 
ter than  you  expect. 

Fill  out  the  coupon  to-day  and  put  it 
to  the  test.  Read  the  book — try  OSMO- 
TONE—  and  be  the  first  in  your  neighbor- 
hood to  profit  by  this  new  discovery. 

You  don't  have  to  change  your  fluids. 
Ufe  the  fluid  to  which  you  are  most  ac- 
customed. OSMOTONE  will  do  wonder- 
ful work  when  used  in  conjunction  with 
any  of  the  standard  fluids,  although  natur- 
ally the  very  best  rc^'ults  can  be  obtained 
by  uFinff  it  in  conjunction  with  DI">XIN. 
with  which  it  is  in  perfect  harmony. 


H.  S.  Eckels  &  Co.  - 


241  FERN  AVENUE 
TORONTO,  CAN. 
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is  ji  iiico  thiiijij  if  it  is  carried  out  as  or"()|)ose(l  ;  nint^ 
times  out  of  ten  the  friends  want  to  change;  at  tho  last 
iiioiiiont,  tlien  look  out  for  confusion.  You  would  b(! 
better  without  one.  Under  no  circumstances  show  any 
sign  of  excitement  or  anger;  always  be  polite  and  a 
gentleman.  If  a  slight  mistake  occurs  sometimes,  it 
is  better  to  let  it  go,  for,  pei'haps,  by  rectifying  it  it  will 
cause  people  to  know  it,  otherwise  they  would  never 
have  known  anything  was  wrong.  Alw^ays  try  and 
have  your  funeral  paraphernalia  removed  from  the 
house  before  the  relatives  return  from  the  cemetery. 
Of  course  I  know  sometimes  tliis  is  impossible. 

Large  Church  Funerals 

See  that  there  arc  some  pews  resei'ved  for  your 
mourners.  If  j)Ossible  provide  your  own  ushers,  so 
that  wlien  you  arrive  at  the  church  everything  will  be 
in  readiness.  If  the  minister  meets  you  at  the  door 
and  proceeds  up  the  aisle  of  the  church,  take  your 
b<'arei's  two  deep,  at  the  head  of  the  casket.  Place  one 
in  each  pew,  three  at  each  side  at  the  altar  so  they  form 
as  it  were,  a  guard  of  honor  to  the  dead.  Your  so- 
ciety following  up  with  the  church  cortege  and  the 
casket  followed  by  the  mourners  and  friends.  Yon 
may  set  the  pace  a  little  faster  in  the  lead,  so  that  your 
bearers  will  be  seated  in  their  places  and  you  will  have 
ample  time  then  to  seat  the  relatives  as  near  as  possible 
to  the  casket  on  the  left  hand  side  of  the  church.  The 
director  should  always  remain  in  the  church  to  see  that 
friends  entei'ing  during  the  service  have  seats,  and  not 
to  be  outside  with  the  coach-drivers,  unless  to  give  them 
orders  as  to  changes  or  regulations  as  to  route.  On 
leaving  the  church  tiirn  your  casket  and  have  youi' 
bearers  follow  behind  the  casket  so  as  when  you  get 
to  the  door  you  simply  motion  them  to  come  forward 
and  take  their  places.  In  this  way  you  will  find  every- 
thing will  be  done  in  order.  Tt  is  not  necessary  to  call 
your  carriage  list  out  a  secorul  time  at  the  church  as 
you  ought  to  know  the  occupants  of  the  different  car- 
riages. 

Chinese,  Italian  and  Foreign  Funerals 

While  1  do  not  intend  to  dwell  long  on  tiiese  matters, 
these  are  the  kind  at  which  you  have  your  nerves  tested. 
My  own  experience  is  to  place  your  carriage  in  the 
usual  way  and  keep  your  eyes  on  everyone  and  every- 
thing and  take  chances  on  the  result,  ns  they  will  all 
talk  at  once  and  go  where  they  like,  climbing  into  the 
carriages  for  fear  that  they  would  be  left  behind.  Of 
course  you  cannot  blame  these  people,  as  they  do  not 
understand  our  custom  or  our  language,  so  just  do  the 
best  yuu  can  under  the  circumstances.  I  could  give 
you  an  instance  or  two  of  a  Chinese  funeral  that  was 
the  largest  Toronto  ever  saw,  with  bands,  etc.,  and  as 
I  was  informed  it  was  to  be  absolutely  a  private  one, 
you  may  imagine  my  surprise  when  I  went  there  pre- 
pared for  such  a  private  funeral,  to  find  two  bands, 
two  vans,  and  all  the  carriages  in  the  city.  Well,  1 
won't  tell  you  what  1  thought  or  said,  1  will  leave  that 
to  your  own  judgment. 


FUNERALS  IN  THE  AIR 

This  does  not  refei-  to  the  high  cost  of  dying  whieli 
the  newspapers  are  growing  so  facetious  about,  but  is 
apparently  a  soberly  proposed  scheme  of  an  Eastern 
funeral  director.  Funerals  in  the  air  are  to  be  the  next 
innovation  to  which  the  aei'ophiiie  is  to  l)e  turned.  To 
be  in  style  one  must  nuike  arrangements  to  have  the 
mortal  remains  carried  on  a  swift  and  somber-hued  bi- 


plane to  the  final  resting-place,  and  the  first  aerial  cor- 
tege will  j)robably  b(!  seen  in  New  York  within  a  com- 
paratively short  time.  So,  at  least,  announced  Frank 
E.  Campbell,  head  of  the  Campbell  Undertaking  Co., 
of  that  city,  at  a  recent  dinner  of  the  Aeronautical  So- 
ciety of  America.  He  added  that  he  intended  to  be 
the  first  to  cater  to  the  coming  demand,  and  his  new 
establishment  at  Sixty-sixth  Street  and  Broadway,  is 
to  be  fitted  with  a  landing  stage  for  aircraft  on  the 
roof  and  all  conveniences  for  mourners  who  wish  to 
make  the  trip.  "They  laughed  when  we  first  talked 
of  motor  funerals  to  supercede  the  old  hearses,"  he 
said,  "and  they  may  laugh  at  this.  But  it's  coming, 
and  I'm  going  to  be  the  first  in  the  new  line."  A.  Leo 
Stevens,  the  dirigible  aviator,  is  said  to  be  working  on 
the  plan  with  Mr.  (!amf)bell.  and  it  is  understood  that 
arrangements  are  l)eing  made  with  an  aero{)lane  con- 
si  ruction  (M)ini)any  foi'  the  services  of  several  weight- 
carrying  macliities. 


CORRESPONDENCE 

Chicago.  May  20,  1!J16. 
To  tile  Editoi',  Furiiituic  World  and  the  Undertaker, 
Toi'onto,  Ont. 
In  your  last  issue  tliere  was  a  i)h(»to  published  of  a 
man  embalmed  with  Canicula  Fluid.      The  eyes  were 
open  and  he  looked  as  if  he  was  alive,  so  much  so  in- 
deed, as  to  cause  a  little  doubt    in    my    mind  as  to 
whether  he  was  dead  or  alive.    As  I  have  been  em- 
balming for  the  past  twenty  years  you  can  readily  see 
that  I  am  a  little  interested,  particularly  when  T  see 
an  exceptional  case  like  yours. 

Yours  truly. 

W.  A.  DUFFY. 

^  ^ 

Toronto,  May  30.  1!»16. 
The  Editor,  Fuiiiituic  World.  Toronto. 

In  your  May  mimber  you  had  an  ad.  as  I  suppose  to 
be  by  the  Canicula  Chemical  Co.  The  subject  was 
really  a  fine  specimen  of  the  embalmer's  skill  and  fluid 
used,  but  can  you  tell  me  the  idea  of  having  the  eyes 
open?  The  man  looked  as  if  he  was  a  live  person.  Have 
you  any  denomination  in  the  city  that  bury  the  people 
in  this  way?  For  my  part,  I  rather  like  the  idea.  You 
will  pardon  my  making  such  incpiiries,  but  as  I  try  to 
make  all  my  work  look  as  nice  as  possible,  I  thought 
you  would  not  mind  my  nuiking  these  inquiries. 

E.  C.  LEDIARD. 

*   *  * 

The  Editor.  Furnitui-e  Woi-ld,  Toronto. 

I  notice  in  your  May  number  a  cut  of  a  subject  by 
the  Canicula  Chemical  Co.  This  man  they  say  was 
embalmed  by  the  F.  W.  Matthews  Co.  a;id  it  looked  so 
nntnial  that  I  would  like  to  have  full  i)ai-ticulars  as  to 
the  cause  of  death,  how  long  body  was  dead  before 
l)ody  was  embalmed,  and  how  long  he  was  kept  before 
the  funei'al,  etc.  Ilopiiig  this  will  not  he  asking  too 
much  from  you. 

Yours  respectfully, 
HENAXGHAX  &  SHAFER. 


S.  Leatiu'rlaiul  has  disposed  of  his  furniture  and  un- 
(lei-takiiig  business  at  Sehomberg,  Out.,  to  Fred  Skin- 
ner, who  lias  one  of  the  most  up-to-date  undertaking 
outfits  iiDi'th  of  Toi'onto.  Mr.  Skiiine'-  is  well  up  in 
tile  art  of  cml)alming,  being  a  graduate  of  the  Canadian 
Kmhalmei-s'  Association,  and  will  no  doubt  work  up 
a  large  practice  in  the  undertaking  business. 
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Have  You  to  Conduct  a  Funeral  in  some  other  town  with 
which  you  are  not  familiar  and  want  the  assistance  of  an- 
other Undertal<er  and  the  use  of  his  horses,  hearse  or  car- 
riages, etc?  If  so  consult  this  Directory  for  the  names 
of  "the  Undertakers  in  that  town,  as  you  can  depend  upon 
it  they  are  the  inost  reliable  men  in  their  locality,  and 
the  liest  to  assist  you. 

Does  Your  Name  appear  in  Our  Directory?  You  never 
know  who  may  require  your  assitance  and  conveyances. 
The  cost  is  only  $2  per  year,  including  subscription. 


ONTARIO 

Berlin — 

A.  G.  Sclireiters 

Bobcaygeon— 
Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.   'Phone  10. 

Brampton,  Ont. — 

McKillop  &  Mclntyre. 

Brooklin — 

Disney,  E.  S. 

Burks  Falls— 

Hilliar,  Joseph.    Box  213. 

Chatham,  Ont.  

Coltart  &  Son. 
Cohoconk — 

Greenley,  A. 

Dorchester,  Ont. — 

Logan,  E.  A.    'Phone  2107. 

Dungannon — 
Sproul,  William 

Dunnville — 

D.  P.  Fry.    'Phone  68. 

Elmira — 

Dreisinger,  Chris. 

Gait- 
Allen  &  Eay. 

Glencoe — 

Gough,  J.  B.,  &  Son. 

Hamilton,  Ont. — 

Blaehford  &  Sons, 

57  King  Street  We.it, 
Dodsworth,  A.  H. 

59  King  St.  W. 
Dwyer,  James. 

16  Cannon  E. 
Eobinson,  J.  H.  &  Co.,  19-2] 

John  St.  N 

Harrow,  Ont. — 

Madill,  J.  n.,  &  Co. 

Huntsville— 
Hilliar,  Joseph. 

Ingersoll — 

Melntyres,  F.  W.  Eeeler 
ami  R    A  Skiiinei,  props. 

Kemptville — 

McGaughey,  Geo.  A. 
Kingston — 
Corbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 
London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dundas  St. 


Orillia — 

Bingham,  H.  A. 

"W.  A.  Straohan,  Mgr. 

'Phone  45.3. 
D.  Clark.    Tel.  159. 

Oshawa — 
Disney  Bros. 
Lmke  Burial  Co. 

Parry  Sound,  Ont. — 
LfOgan,  Alexander. 

Rodney — 

Liebner  &  Wlalker. 

Schomberg,  Ont. 

F.  Skinnor. 
St.  Catharines — 
Grobb  Bros. 

144-146  St.  Paul  St 

St.  Marys — 
L.  A.  Ball. 
N.  L.  Brandon. 

St.  Thomas — 

Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 

Simcoe — 
.  E.  F.  Best. 

Stirling — 

Ralph,  Jas.   'Phone  102. 

Stratford — 

Greenvsrood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 

Strathroy — 

Stewart,  John  A. 

Sudbury — 

Moyle,  J.  E. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Raper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  525  Sher 
bourne  St. 

Thedford,  Ont.— 

Woodhall,  J.  B. 

Wallaceburg,  Ont. — 
HeatJh,  W.  H.,  &  Son. 
Saint,  J.  T. 

WeUand— 

Patterson  &  Dart. 
Sutherland,  G.  W. 


Woodstock — 

Meadows,  T.  &  Sons. 
Mack,  Paul. 

Wingham — 
Currie,  E.  A 

Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  Wlest. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

NOVA  SCOTIA 

Sydney  Mines — 

D.  A.  McBae,  Clyde  Ave. 

Sydney,  C.B.— 

Beaton,  A.  J.,  &  Son,  374- 
384  George  St. 

MANITOBA 

Brandon — 

Camipbell  &  Camipbell. 
Vincent   &  McPherson. 

Dauphin — 
Farrell,  A.  F. 

Swan  River — 
Paull,  Geo. 


Winnipeg — 

Biardal,    A.    S.,    834  Sher- 

brooke  St. 
Thomipson  Co.,  J.,  501  Main. 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN 

Kamsack — 

Russe::,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Moose  Jaw — 

Broadfoot  Bros. 

Prince  Albert — 
Howard,  A.  C. 
Hadley,  C.  L. 

Saskatoon — 
Young,  A.  E. 

Semans — 

Haygarth,  Jas. 

Welwyn — 

Leavens,  Merritt. 

Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 

Castor — 

Winter,  W.  G. 
Edmonton.  Alta. — 

Wainwright  &  Jackson. 


Canadian  School  of  Embalming 

Instruction  in    Practical   Embalming'  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Addres* 


R.  U.  STONE 

Principal 


525  Sherbourne  St. 

Toronto 


Mr.  Undertaker 

You  may  have  your  name 
listed  in  this  Directory  for 
$1.00  per  year. 

LICENSED  EMBALMERS  ONLY  ACCEPTED 
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S 
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W 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  otheri  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  ap  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


CARANAC 

CONCENTRATED 


EMBALMING  FLUID 


The  time  of  the  year  has  now  arrived  when  your 
results  depend  on  your  efficiency,  and  your  effi- 
ciency depends  to  a  great  extent  on  the  qualities 
of  your  embalming  fluid. 

The  fluid  that  will  produce  the  very  best  effects 
is 

CARANAC 

$9.00  per  case — 12 — 16  oz.  bottles  (concentrated) 
7.50  per  gallon  container  (concentrated) 
5%    30  Days 

Your  order  by  mail  will  be  appreciated 
WE  SHIP  PROMPTLY 


CARANAC  LABORATORY 

PETERBOROUGH,  ONT.,  CAN. 


For  Sale 
Wanted 


TERMS  OF  INSERTION 


50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  centsextra  to  cover  postage, etc. 
Casli  must  accompany  each  order 
no  accounts  booked. 


FOR  SALE — Furniture  and  undertaking  business  established 
(i\iT  50  yeais.  No  opposition.  Owner  has  three  businesses 
and  will  sell  any  one  of  them.  A[)[)ly  to  Box  139,  Canadian 
Furniture  World  and  the  Undertaker.  tf. 


FOR  SALE — Furnitm-e  and  Undertaking  business  in  live 
Western  Ontario  town.  Fine  surrounding  country.  Property 
includes  new  two-storey  solid  brick  building,  half  reaited,  all 
conveniences,  new  driving  house.  Oomiiilete  Undertakers 
equiipiimenit,  fine  niatclhed  black  teani,  up-to-date  hears^e,  also 
winter  hearse,  oasket  waggon,  etc.  Apply  Box  l.'iS  Canaddan 
Furniture  World  and  the  Undertaker.  Will  sacrifice  for 
quiclv  sale. 

FOR  SALE — Fifteen  arm,  all  steel,  New  tiliisgow  Carpet  Rack, 
nearly  new,  for  12  to  U!  ft.  ceiling.  Will  carry  twenty- 
live  arms.  Less  than  half  price,  giving  up  business.  I. 
Friedman,  St.  Catharines,  Ont.  j.j. 

WANTED — Commission  salesiman  for  Western  Ontario,  includ- 
ing Toronto,  for  a  full  line  of  reliable  mattresses.  Highest 
eomniissiou  paid  man  wlio  has  good  connection  and  will  push 
a  good  line.  Box  144,  Canadian  Furniture  World,  32  Colborne 
Street,  Toronto.  tf. 

PRINTING — ^Cireulars,  letterheads  and  other  job  printing; 
i|)rices  modeirate;  work  first  eliass.  The  Comimefcial  PVess, 
Limited,  Toronto.  tf. 

 .   

MULTIGRAPHING — We  are  now  in  position  to  supply  any  of 
our  clients  with  excellent  multigraph  work  at  lowest  cost. 
The  ('ommereial  Press,  Limited,  32  Co'lborne  St.,  Toronto,  tf. 
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Maxwell  Sanitary  Steel  Vault 

Patents  Nos.  759727 ;  759728  ;  800929  ;  800930  ;  840077 


STOP  COMPLAINING— FREE  YOURSELF  FROM  DOUBT— JOIN  THE  RANKS  OF  OUR  SATISFIED  CUSTOMERS 

You  can  make  no  mistake  in  using  a  Maxwell  Vault.   The  best  from  the  first.    Its  superiority  is  firmly  established 

after  years  of  experiment  and  improvement.  , 

NO  CAUSE  FOR  COMPLAINT— NO  CHANCE  FOR  EMBARRASSMENT 

Made  of  the  Very  Best  Grade  of  Steel  Sheets.  Welded  in  one  solid  piece  by  the  Autogenous  Process.   Finished  in  Aluminum  and  Gold. 

A  PLEASING  AND  EXCLUSIVE  DESIGN 
Carried  in  Stock  by 

DOMINION  MANUFACTURERS,  LIMITED 

TECUMSEH  and  NIAGARA  STS.,  TORONTO,  CANADA 


Canicula 

Embalming  Huid 

Made  In  Canada 

This  subject  was  embalmed  by  Norman 
Baker  of  the  F.  D.  Matthews  Com- 
pany, using  eight  ounces  of  Canicula  to 
seven  pmts  of  water.    Can  you  beat  it 
for  hfe-hke  appearance.  ■ 

Canicula  has  been  on  the  market  for 
twenty-five  years  and  has  never  had  to 
change  its  name.    Manufactured  by 

The  Canicula  Chemical  Co. 

366  BATHURST  ST. 
TORONTO   -  CAN. 

This  cut  ihows  the  reason 
for  OSTERMOOR  purity  and  buoy- 
ancy.    We  have  many  other  mattress 
grades,  but  only  one  standard  of  purity.    This  applies  to  Alaska 
Pillows  also. 


Neither 
Your 
Customer 
Nor  You 
Take  Any 
Chances 
When  You  Buy 


Guaranteed  Alaska  Bedding 

From  its  inception  this  Company  has  strongly  insisted  upon  perfect 
cleanliness  of  all  materials  used  in  making  guaranteed  Alaska  Bedding 
and  has  also  scrupulously  maintained  sanitary  methods  of  manufacture. 

This  procedure  which  we  have  always  considered  as  a  fundamental 
principle  of  good  business  policy,  as  well  as  a  moral  obligation  to  the 
buying  public,  is  at  this  late  date  the  main  object  of  the  much  discussed 
proposed  legislation  to  regulate  bedding  manufacture. 

The  high  standard  that  may  be  demanded  of  Canadian  Bedding 
Manufacturing  Companies  in  the  not  distant  future  is  now,  as  ever  in 
the  past,  absolutely  guaranteed  by  the  familiar  oval  Alaska  trademark. 

Safeguard  your  customers  by  buying  Guaranteed  Alaska  Bedding. 


The  Parkhill  Manufacturing  Co.,  Limited 

Successors  to 

The  Alaska  Feather  and  Down  Company,  Ltd. 

Makers  of  Bedsteads  and  Bedding 

MONTREAL,  P.Q. 
^'Alaska  on  an  article  means  high-grade  every  particle  " 
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Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

Who  also  Publish     The  Retail  Grocer  and  Prcvisioner,   The  Retail  Druggiil,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Canadian  Builder  and  Carpenter,   The  Canadian  Clay-Worker,  The  Electrical  Dealer 
and  Contractor ,  The  Canadian  Nurse,  Motoring 


Adams  Library  and  Living  Room 

Furniture 


MADE   IN   QUARTERED  OAK 


Your  own  customers  will  commend 
the  fidelity  and  purity  of  McLagan 
designs,  and  they  will  prove,  with 
lasting-  satisfaction,  the  quality  of 
the  finished  product.  There  is  much 
in  the  McLagan  line  which  the  deal- 
er, with  a  small  store,  supplying 
people  of  moderate  means,  can  avail 
himself  of,  as  well  as  an  abundance 
of  that  which  will  meet  the  most 
pretentious  requirement.  The  line 
is  rich  and  varied  in  period  styles, 
faultless  in  its  construction  and  fin- 
ish, and  exceptional  in  its  modera- 
tion of  price. 


Progressively 
T)esigned 


Highest 
Qualit}^ 


The  George  McLagan  Furniture  Company,  Limited 


STRATFORD 


ONTARIO 
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A 

Word 

to  the 

Wise— 


The  WILLIAM  and  MARY  is  one  of  the  most 
popular  of  the  period  designs  of  tlie  present  time, 
one  that  will  make  a  strong  appeal  to  your  cus- 
tomers. Explain  to  tliem  tlie  characteristics 
peculiar  to  furniture  of  this  period,  its  individu- 
ality and  distinction,  and  show  on  your  floor 
the  styles  they  want. 

MUNDELL-  MADE -FURNITURE  shows 
some  new  pieces,  suitable  for  library  or  living- 
room,  that  are  particularly  desirable. 

May  we  not  quote  you  ? 


JOHN  C.  MUNDELL  &  CO.,  Limited 

ELORA,  ONTARIO 


"Canadian  Made  " 

Bent  Wood  Chairs 

"For  Canadian  Trade" 

Look.  <ii  our  No.  1 930  chair,  illustrated  opposite. 
Made  in  Oak  or  Mahogany  finish,  with  cane 
seat  and  back;  being  very  strong  and 
durable.    The  quality,  design,  and 
finish  of  this  chair  shows  both 
skill  and  good  taste. 

Display  this  chair  in  your  store  and  you  will  increase  your 
trade.      You  II  marvel  when  you  k.now  the  price. 
Drop  us  a  card  for  it.    Remember — this  is  a 
genuine  bent  wood  chair  made  in  Canada. 

The  North  American  Bent  Chair  Company 

Limited 

OWEN  SOUND  ONTARIO 


July.  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


3 


Ullilllllllilll!l!IIIIIIIIIIIII1lllllllllllllllllllllll!lllllll!|l||lllllllllllllll!^^ 


DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hail  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Ch»irs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe-Wernicke  Filing  Cabinets,  Filing 
Cabin' t  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Livmg  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass    Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furnilure. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Par  or  Frames. 


"Looking 
Ahead" 


This  country  is  mobilizing  its  re- 
sources and  developing  its  industries 
not  only  in  response  to  the  abnormal 
demands  of  w^ar,  but  in  preparation 
for  the  greater  demands  which  will 
be  made  upon  it  when  the  nations 
of  Europe  turn  from  destruction  to 
construction. 

Products  of  field  and  factory  sold 
abroad  swell  enormously  the  accu- 
mulations of  capital  which  finds  its 
way  into  domestic  circulation  through 
the  medium  of  increased  expenditure 
for  equipment  and  labor. 

Our  great  National  Workshops  are 
running  full  time  in  all  departments. 

Furniture  business  is  good,  and 
owing  to  a  shortage  of  labor  manu- 
facturers are  finding  it  difficult  to  fill 
orders  promptly. 

Better  anticipate  your  needs  and 
place  your  orders  well  ahead. 

Stratford 

Furniture 

Manufacturers 
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Craftsman    (^|^^  Quality 

Is  The  Approved  Choice 

Of  the  leadinfj  furniture  manufacturers  and  the 
favorite  upholstery  material  of  the  public. 

The  Standard  Now 

For  all  pieces  of  whalevcr  period  or  style  requiring  the  rich 
and  durable  tiiialities  of  ihe  best  jjraiii  leather  at  less  cost. 

Nationally  Advertised 

Made  in  Canada  and  warranted  superior  to  coated  splits. 

//  you  do  not  l(now  the  excellency)  of  Du  Pont  Fabrilioid — 
investigate  it.     You  will  be  i^lad  you  did. 

SAMPLES  ON  REQUEST. 

Du  Pont  Fabrikoid  Co. 

Toronto,  Ont. 


PERFECTION  School  Desk  and  Chair. 

Solicit  orders  for  school  desl^s,  and  be  sure  and  get 
a  sample  of  the  "Perfection"  to  show  your  pros- 
pective customer.   Drop  a  card  Jor  full  information 

The  Bruce  Agricultural  Works 

Teeswater,  Ontario 


ililllUiliUIIIUIlilUllllllilll 


\Day  Service 


mndti 

LINES 


offer  you  good  advantages 
in  high  grade  of  const  luc- 
tion  and  a  wide  range  of 
handsome  design  and  finish. 

The  principle  of  construc- 
tion involved  in  the  Kindel 
kind  makes  good  design  a 
realized  possibility. 

Kindel  lines  set  the  stand- 
ard for  easily  and  noise- 
lessly operated  beds  for 
the  small  room. 

Write  for  prices  to-da^ 

The  MnMX  Bed  Co, 

Limited 

Toronto,  Ontario 


Night  Service 


m 


f 
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Refinement 


11 


900-2 


900-2 


The  refinement  and  distinctiveness  of  the  products  of  the 
Stratford  Chair  Company,  and  our  unsurpassed  values 
are  considerations  which  we  feel  should  induce  you  to 
investigate  carefully.  Our  offerings  are  intended  to  satisfy 
the  people  who  are  particular  of  furniture  and  pocketbook. 

Medium  and  high  grade,  comprising  cane  and  jiphulstered 
seat  rockers,  bedroom  chairs  and  rockers, 
parlor  and  diningroom  chairs 


The  Stratford  Chair  Company,  Limited 

Stratford,  Ontario 
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AN    .    .  . 
ATTRACTIVE 


Bedroom  Box 


q  Madeof?  tin.  B.C.  Red  Cedar 
covered  with  Japanese  matting  and 
trinnmed  with  rattan.  Bent  brass 
hinges  and  casters.  Top  panelled 
and  nicely  padded.  Made  in 
three  sizes. 

Catalog  of  other  attractive  designs  sent 
on  request. 

D.   L.  Shafer  &  Co. 


ST.  THOMAS 


ONTARIO 


THE  WABASH  SLIDE 


MADE  BY 

B.  WALTER  &  CO.,  WABASH.  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articles. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


CAR  LOAD  DISTRIBUTION 

(TRACKAGE) 

FOR  BRITISH  COLUMBIA 
Independent  Van  &  Storage  Co.,  Ltd.,  Vancouver,  B.C. 


Every  Furniture  Manufacturer 

installs  new  equipment  in  his  plant  from  time  to  time— 
the  old  must  go  !  There  is  a  way  to  dispose  of  it— econ- 
omically and  effectively.    Let's  tell  you 

Canadian   Furniture  World,  ^^i^gSro 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American   Furniture  Co., 


Limited 


Owen  Sound 


Ontario 


Manufacturers  of  Medium  and  High 
Grade  Dininj^-  Room,  Bedroom,  Hall, 
Living'  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


Write  for  our  special  proposition  to  buyers  in  gro£s  lots. 
Scares  of  live  furniture  men  are  taking  advantage  of  this  offer 


1  she  will  be  t liorouKhly  satisfied  with  her  piuchase.  Put 
ttle  inil iativ  e  into  the  selling  of  these  tables  and  you  will 

 opaid  ten  t  iines  o\  ei .  Kvery  sale  allows  you  a  good  margin 

of  j)rotit  and  furl  her  cements  your  customers  to  your  store. 

HniirH  Xr  I  n      I  itnif  on  Sole  L  icemees  and  Dept.  ''W* 

IIUUIU   Ot   VU.,  L.1U111CU      ManufaclurcTi  LONDON 
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GLOBE-WERNICKE  SECTIONAL 
BOOKCASES 

GLOBE-WERNlCKE  BOOKCASES  ARE  MADE  IN  DESIGNS  TO 
HARMONIZE  WITH  THE  FURNISHINGS  OF  ANY  ROOM  AND 
IN   MANY  COMBINATIONS  TO  SUIT  ANY  DESIRED  SPACE. 


Glohe-Wernicke  Art  Mission  Bookcase  with  Desk  Unit 


THE  STORE  THAT  CARRIES  GLOBE-WERNICKE  SECTIONAL 
BOOKCASES  IS  POSSESSED  OF  AN  ASSET  THAT  NO  OTHER 
MAKE  OF  CANADIAN  FURNITURE  CAN  EQUAL  IT  CONSTI- 
TUTES  GREATER  PRESTIGE  AND  MORE  OPPORTUNITIES  FOR 
INCREASED  PROFITS.  YOU  SHOULD  HAVE  A  SHOWING  OF 
THIS  LINE  ON  YOUR  FLOORS.       WRITE  FOR  CATALOGUE 


Stratford  Ontario 
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The  Gold  Medal  Line 

"PURITY" 

(Registered  Trade  Mark) 


MATTRESSES 

of  good  uniform  quality,  at  reasonable  prices 


We  have  a  large  stock  of  superior  white  layer  felt  and  assorted 
tickings.    Immediate  delivery  may  be  had  of  our — 

Gold  Medal,  1st  grade.    Manitoba,  2nd  grade.    Ontario,  3rd  grade. 

Guaranteed  all  White  Layer  Felt--Big  Values 

The  Gold  Medal  Furniture  Mfg.  Co. 

Limited 

Head  Office:  Van  Horne  St.,  Toronto  Factories  also  at  Montreal,  Winnipeg  and  Uxbridge 
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Announcement 

We  have  endeavored  to  overcome  the  shortage  of  materials  m  our 
Hne,  and  succeeded  in  accumulating  a  large  stock  of  material,  but 
the  patriotic  response  of  our  men  to  the  colors  has  depleted  our 
working  staff  to  a  point  where  we  cannot  give  usual  deliveries.  The 
revival  of  business  has  put  us  behind,  and  we  are  unable  to  keep 
pace  with  orders  received,  and  must  ask  the  indulgence  of  the  trade 
for  the  present.  We  will  give  all  orders  received  the  best  possible 
attention. 

IMPERIAL  RATTAN  CO.,  LIMITED  . 

Manufacturers  of 

REED.  RATTAN  AND  UPHOLSTERED  FURNITURE  ' 
STRATFORD,  ONTARIO 


Mr.  Furniture  Dealer: 

Are  you  getting  and  reading  The  Canadian 
Furniture  World  and  Undertaker  regularly  ? 
If  not  send  $1 .00  to  address  below,  and  the 
paper  will  come  to  you,  postpaid,  each  month. 


The  Commercial  Press,  Limited 

32  Colborne  St.,  Toronto 


iTiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^  jiiii:uiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii:iiiiiiiiiii:iiiiiiiiiiiJiiiiii<iii:i; 


Miee^  Mile  Xxn 

TO  BUY  judiciously,  savingly,  profitably,  buy  in 
Chicago.  Plan  now  to  attend  the  big  semi- 
annual furniture  market  in  July. 

As  America's  Greatest  Furniture  Market,  I  offer  you  the 
buying  advantages  of  all  other  cosmopolitan  centers  with 
many  advantages  peculiar  to  Chicago  alone. 

I  offer  you  the  most  modem  and  up-to-date  Furniture  Exhi- 
bition buildings,  the  greatest  number  of  exhibitors — 550 
exhibiting  the  year  around,  the  largest  range  of  selections, 
the  most  satisfying  prices,  transportation  and  freight  rates. 

And  finally,  when  you  are  done  with  business  and  ready  to  relax,  I 
offer  you  ideal  relaxation.  The  finest  parks,  theaters,  boulevards;  the 
most  attractive  lake  resorts;  the  most  perfectly  appointed  restaurants 
and  hotels,  the  latter  in  sufficient  numbers  to 
accommodate  you  regardless  of  the  crowd. 

All  these  are  here  waiting  to  help  make  your 
business  trip  to  Chicago  a  memorable  one. 

More  furniture  buyers  buy  in  Chicago  than 
in  all  other  markets  combined !    May  I 
demonstrate  to  you  the  reason  why 
— at  the  Chicago  July  Market? 


"MISS  CHICAGO' 


July,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


11 


JulyExhibition 

1319Chicd8o 


Will  te  tke  Headquarters  of  tke  Biggest 


Manufacturers    ExkiLition   Building  Co. 

1319  Mickigan  Avenue  CHICAGO 
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"Cells^  and  "Sells 


59 


Consider  these  facts  before  you  decide  to 
change  your  advertising  policy: 

When  a  firm  advertises  a  brand  of  merchandise 
it  thereby  pre-empts  certain  bram  cells  in  the  minds 
of  a  certain  number  of  people. 

Those  cells,  in  each  brain,  store  away  the 
arguments  in  favor  of  that  brand;  and  become  factors 
in  inducing  their  owner  to  purchase  the  advertised, 
branded  merchandise. 

Now,  along  comes  War,  with  all  its  unsettling  of  business,  all 
its  disturbance  of  trade ;  and  the  manufacturer,  faced  with  the 
apparent  advisability  of  saving  money,  begins  to  consider  whether 
advertising  is  one  of  the  features  on  which  he  can  retrench. 

But  let  him  cease  advertising-  and  soon,  very  soon,  the  public 
will  begin  to  waver  and  drift  away  to  other  brands.  Stop  the 
appeal  to  those  brain  cells  and  soon,  very  soon,  the  cells  will  for- 
swear their  allegiance  and  become  acquired  by  other  manufacturers 
who  make  a  fresh  appeal  to  them. 

The  brain  of  every  human  being  is  in  constant  process  of  c  hange.  The 
cells  are  shifting,  shifting  all  the  time.  Ordinarily,  by  steady,  persistent  advertising, 
the  manufacturer  of  a  sound  article  is  not  only  holding  the  bram  cells  his  goods 
have  won,  but  is  surely,  steadily  adding  to  the  number  of  his  acquired  cells — 
surely,  steadily  increasing  his  hold  on  the  public  mind. 

Let  him  stop  the  advertising  and  the  process  of  cell  capture  not  only  closes, 
but  the  cells  he  has  been  at  such  pains  to  win  over,  will  become  lost  to  him 
— perhaps  forever. 

Even  a  War  scarcely  excuses  the  unsound  business  policy  which  permits 
such  a  catastrophe.  Even  in  war-time  it  behooves  every  manufacturer  to  keep 
his  advertising  at  full  pressure  and  build  for  the  future. 
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TILT  TOP  "TWINS" 


Tilt  the  top  for  dusting  or  moving  through  any  door 
Two  Complete  Pedestals,     Perfect,  closed  or  extended 


/rS  the  new  things  that  help  turn  the 
wheels  of  prosperity.  W e  tire  of  the 
old.    We  all  lil^e  new  things  especially 
if  improved. 

Why  not  put  TILT  TOP  "TWINS" 
on  your  floors  and  in  your  show  windows. 

The^  are  an  improvement  over  the  old, 
better  in  a  dozen  wa})S,  and  wouldn't  the}) 
help  to  start  some  table  business  in  your 
community? 

W ouldn't  it  help  to  discard  the  table  spread  that 
is  hiding  the  old  table  ?  Wouldn 't  it  create  a  desire 
for  something  new  and  up-to-date,  that  would  he  an 
ornament  in  the  room,  jvithout  that  "ancient  blanl^et?" 

Now  is  the  time  for  _you  to  reap  the  benefits. 


How  to  set  up  the 


Tilt  Top  Twin 


The  Tilt  Top  Twin  is  a  "ONE-MAN 
K.D.  "  Place  the  top  on  the  base  so  as 
to  enter  two  bolts  at  each  end.  Then  enter 
the  other  four  bolts,  turning  on  the  nuts  With 
fingers  as  far  as  possible.  Now  the  top 
can  be  TILTED,  bringing  the  eight  nuts 
before  you  unobstructed  for  tightening. 
This  can  be  done  at  the  store,  or  in  the 
home  of  the  consumer. 


Chesley  Furniture  Company,  Limited 


Chesley 


Ontario 
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THEY  CANNOT  GET  PAST  OUR 


No.  142  E 


BEDROOM  SUITE 


No.  142  E~ Bedroom  Suite— 227.25  {Us()—Sertal~375759 

JUST  try  one  m  your  show  window,  }  ou  will  find  that  four  out  of  every  five 
pedestrians  will  stop  and  take  a  good  look.  No  matter  how  bright  the 
day  may  be,  the  window  glass  won't  reflect,  and  your  window  display  will 
stick  right  out  if  you  show  our  No.  1  42  E  in  enamel. 

We  are  always  looking  ahead  for  something  new  for  our  customers  to  sell ; 
as  a  result  we  I  ave  some  of  the  best  looking,  medium  priced 
suites,  coming  out  this  month,  that  you  ever  saw. 

Jlsk  Our  travellers. 

THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 
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UNGER  GUARDS 


ON 

HIGH 
CHAIRS 

ARE  A 

STRONG 
SELLING 
POINT 


Showing  how  children  cannot  stand  up  in 
their  high  chairs  or  slide  out  when  adjust 
able  guard  is  attached. 


We  make  20  Pat- 
terns of  HIGH 
CHAIRS.  See  our 
General  Catalogue 
for  cuts  and  prices. 


Showing  the  Unger  Adjustable  Guard  in  correct 
position  on  the  Table  of  High  Chair 


Showing  how  children  slide  out  of  high 
chair  without  guard,  often  becoming  seri- 
ously and  permanently  crippled. 


ALL  OUR  HIGH 
CHAIRS  are  sup- 
plied with  the  UN- 
GER ADJUST- 
ABLE GUARD. 


The  Live  Dealer  will  see  that  it  is  to  his  ad- 
vantage to  carry  a  good  assortment  of  High 
Chairs  with  Unger  Guards  always  on  his  floor 

[Ve  are  Sole  Manufacturers  of  the  Unger  Guard  in  Canada 


FACTORIES  : 

WOODSTOCK 
BERLIN 
WATERLOO 
SEAFORTH 


Janada^urniture^ 


AN  ADA  ruRNiTURE  Manufacturers 

Limited 

GENERAL  OFFICES  :    WOODSTOCK.  ONT. 
WHOLESALE  SHOWROOMS :  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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Summer  Fumiture  Trade  and  Ways  and  Means  of  Getting  It 


By  W.  L.  EDMONDS 


HOW  much  money  is  annually  spent  in  summer 
furniture  and  furnishings  is  beyond  computa- 
tion. The  data  to  work  upon  is  so  indefinite 
that  one  cannot  make  a  guess  that  would  be  likely  to 
ajDproach  even  its  approximate  value.  All  we 
do  know  is  that  the  amount  so  expended  must 
in  the  aggregate  be  very  large,  for  besides 
the  quantities  bought  by  the  residents  of  summer 
cottages  a.nd  by  campers,  there  is  the  better  class  of 
summer  furniture  and  furnishings  purchased  by  peo- 
ple residing  in  permanent  homes. 

Being  large,  it  naturally  follows  that  the  summer 
furniture  and  furnishing  trade  is  worth  cultivating. 

The  possibilities  of  this  trade  of  course  vary,  being 
much  larger  in  some  places  than  in  others.     But  there 
is  not  a  place  in  Canada 
in    which    some  business 
cannot  be  obtained. 

Business  Getting  Factors 

The  possibilities  in  any 
one  locality  is  of  course 
determined  to  some  extent 
by  its  character  as  a  ren- 
dezvous for  summer  cot- 
tagers and  campers.  But 
that  is  not  the  only  de- 
termining factor  as  to  the 
volume  of  business  the 
dealer  may  obtain  in  it. 
Another,  and  an  important 
factor,  is  the  measure  of 
the  effort  the  dealer  puts 
forth  in  order  to  develop 
and  obtain  business. 

Advertising  for  Business 

Newspaper  advertising 
is  a  very  necessary  part  of 
a  campaign  to  secure  busi- 
ness of  this  as  well  as  of 
any  other  kind.  It  gets 
the  dealer's  name  before 

the  public,  and  if  the  advertising  is  continuous,  as  it 
should  be,  keeps  it  there.  The  advertising,  to  be  ef- 
fective, must  be  to  the  point.  Make  the  very  first  line 
in  the  advertisement  arresting.  That  is,  let  it  indi- 
cate in  terse  and  striking  language  the  purpose  of  the 
advertisement.  Follow  this  with  a  selling  talk  destined 
to  create  a  desire  on  the  part  of  the  public  for  the  articles 
advertised.  These  also  should  be  as  brief  as  possible, 
so  that  they  can  be  read  almost  at  a  glance.  Then 
should  follow  the  list  of  articles  to  which  it  is  desired 
to  draw  attention,  together  with  prices.  While  it  is 
not  absolutely  necessary  to  iise  illustrations,  yet  the  ad- 
vertisement can  be  made  all  the  more  attractive  and 
arresting  if  they  are  used. 

Folders  and  Circulars 

Regular  newspaper  advertising  should  be  supple- 
mented by  circulars  or  folders  and  distributed  among 
residents  of  cottages  and  campers.  They  should  also 
be  distributed  among  permanent  residents,  for  verandah 
and  garden  furniture  is  needed  by  them  as  well.  If 
the  choice  is  between  folders  and  circulars,  the  former 


An  effective  interior  display  of  summer  furniture,  suggesting  arrange 
ment  of  stoclc  for  even  the  smallest  dealer. 


is  preferable,  being  more  conveniently  handled  by  cus- 
tomers and  capa^ble  of  being  used  to  better  advantage 
for  showing  illustrations  and  prices.  A  supply  of 
these  folders  should  be  kept  in  the  store,  to  be  handed 
to  customers  before  leaving. 

Direct  Soliciting 

Immediately  after  the  folders  or  circulars  have  been 
distributed  it  would  be  a  good  idea  to  send  out  a  sales- 
man to  solicit  business  from  those  to  whom  they  had 
been  sent.  A  great  deal  of  business  could  undoubtedly 
be  obtained  in  this  way.  Good  results  might  also  be 
obtained  by  sending  out  a  wagon  load  of  small  articles 
suitable  for  the  summer  trade,  from  which  sales  could 
be  made,  particularly  to  those  in  summer  cottages  and 

to  campers. 

Windows  and  Interior 
Displays 

Arrangements  should  be 
made  for  a  series  of  win- 
dow and  interior  displays 
of- summer  goods.  These 
displays  should  vary  in 
order  to  cover  the  differ- 
ent lines  of  furniture  em- 
braced within  the  general 
appellation  of  summer 
goods.  For  example,  one 
display  should  be  given  to 
verandah  furniture,  an- 
other to  sleeping  porch 
furniture,  still  another  to 
garden  and  lawn  furni- 
ture, and  soforth. 

Natural  Surroundings 

When  arranging  these 
displays  an  effort  should 
be  made  to  make  them 
conform  as  far  as  possible 
to  the  natural  conditions 
under  which  they  would  be 
used  in  verandah,  sleeping  porch,  garden,  or  camp  life. 
Even  in  the  smallest  of  furniture  stores  this  is  not  a 
difficult  matter.  It  may  demand  a  little  more  thought, 
time  and  attention,  but  the  ' '  game  is  worth  the  candle. ' ' 
There  can  be,  no  doubt  upon  this  point.  For  displays 
surrounded  by  natural  conditions  not  only  attract 
greater  attention  but  sell  more  goods. 

The  Opportunity  is  There 

That  the  slimmer  creates  an  excellent  opportunity 
for  the  furniture  dealer  to  increase  the  volume  of  his 
business  and  the  extent  of  his  profits,  there  can  not  be 
the  slightest  doubt.  And  the  measure  of  success 
which  attends  his  efforts  will  largely  be  determined  by 
the  energy,  skill  and  ingenuity  which  he  exercises. 


THE  BRIDE'S  GIFT  BOOK 

Ralph  H.  Butz  in  The  Furniture  Record,  tells  of  a 
novel  idea  recently  adopted  by  a  U.  S.  furniture  house. 
This  dealer  instructed  one  of  his  office  clerks  to  scan 
the  newspapers  of  the  city  and  surrounding  towns 
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every  day,  making  a  note  of  all  the  announcements  of 
engagements  that  were  published.  To  every  young 
lady  whose  engagement  was  announced  he  sent  a 
Bride's  Gift  Book. 

These  books  were  prepared  by  a  local  printer  and 
were  in  the  form  of  a  record  book.  The  book  contained 
five  hundred  lines,  each  line  of  which  was  to  be  used  for 
the  registration  of  a  gift  which  the  bride  received. 
There  was  enough  space  to  register  each  gift  in  detail, 
such  as  the  name  of  the  article,  from  whom  it  was  re- 
ceived, when  it  was  received,  when  acknowledged. 
There  was  also  space  to  indicate  whether  the  party 
sending  the  gift  had  received  an  invitation  or  an  an- 
nouncement. 

In  fact,  it  was  a  complete  record  which  every  woman 
would  keep  in  all  the  years  to  come.  The  books  were 
handsomely  bound  in  flexible  leather,  with  the  lady's 
name  imprinted  on  the  front  cover  in  gilt  letters.  It 
was  a  very  attractive  gift,  one  that  would  be  remem- 
bered, and  was  much  prized  by  the  recipient.  This 
dealer  is  well  satisfied  with  the  results  and  is  certain 
that  he  has  been  amply  repaid  for  his  expenditure. 


STUDY  RESULTS,  THEN  DRESS  THE  WINDOW 

When  the  window  is  completed,  watch  the  effect  it 
has  on  the  public  and  see  if  it  appeals  to  the  class  of 
people  who  buy  that  particular  merchandise.   Do  siome- 


thing  different.  Make  every  window  tell  a  simple, 
honest,  cheerful  story  and  your  show  window  will  sell 
goods. 


GETTING  PEOPLE  INTO  THE  STORE. 

From  a  merchandising  standpoint,  the  problem  is 
how  to  get  them  into  the  store,  so  that  there  may  be 
an  opportunity  to  show  the  stock.  Good  advertise- 
merrts,  well  written,  with  plenty  of  attractive  pictures, 
is  one  way,  but  in  that  competition  is  strong.  The 
lovers  are  doubtless  scanning  the  advertising  pages  of 
the  papers  and  all  who  have  enterprise  enough  to  buy 
space,  and  use  it  well,  are  on  an  equality.  A  very 
good  plan  is  to  prepare  a  dainty  booklet,  dwelling  on 
the  joys  of  home,  having  proper  furniture  for  each 
room  described,  and  including  a  price  list  of  the 
articles  on  another  page.  The  prices  could  be  given 
on  a  variety  of  the  same  articles,  ranging  from  cheaper 
to  the  better  kinds.  It  is  easy  to  get  the  names  of  the 
new  householders  from  the  papers  and  the  records  of 
the  marriage  license  office,  so  that  these  booklets  may 
be  mailed  directly  to  them.  A  letter,  nicely  worded, 
possibly  opening  with  congratulations,  might  give  it 
the  personal  touch  that  would  render  the  advertising 
more  effective.  Such  matter  should  be  gotten  up  in 
a  dainty  way,  the  printing  and  paper  of  superior 
((uality. 


Cottage  Furniture 

At  "Lou)esl-in-Cily". Prices 


THESE  arc  pieces  thai  properly  and  deUnhtfuUv  bt- 
lonj  in'the  summer  home.  The  Idea  of  resinil 
harmony  is  most  effectively  carried  out  in  boUi  de- 
sign and  finish  while  a.light  erace  of  proportion  hap- 
pily masks  their  slurdiness.  Prices  a  revelation — the 
best  evidence  of  how  much  cash  buying  lowers  cost 
of  furniture. 

Colonial  Qedroom  Suites 


1  While  arti  Crey  £n<im«l 
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Solid  Oak  Dressers 
and  Chiffoniers 

„.„.  toldtT    tlnhtl,  ilU 

.tt.„:„  10  .n.lch.  »7.24 

M.f.  solid  okk.  freiKh  plate 

t-cvdled  minpr,  $9.4') 
Chjf^mtf  to  matcli, 
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»4.?4 


Chlftenim.  (Ive  large  drawe 
Mih«iany  Duutr.  fit 


plate  mirror. 


mpartijiint. 
-  «I».M 


Summer 
Camp 

INEXPENSIVE  FURNITURE 
FOR  SUMMER  HOMES 

We  hsve  Jn  alrtrk  a  good  •howln«  of  Sgminfr  Fufniturs 
for  the  rottKge.  bonRilow  or  lawn.  Tou  will  fln4  *very 
\h\ng  v*ry  low  In  prlre,  aa  follows: 

Folfllnc  CanvA^  Chairs   aKc.  and  up. 

Folillng  Canine  Coi*    11.00  and  up- 

lAu-n  KftlecB    tl.OO  and  up. 

I>awn  Swlntio.  Urgr^f  slui  .  .    .   tS.frO  And  up. 

Folding  Camp  Tjbl*^.  i>pr«ial  ,   .  .    .  JI.T8 

Thii  la    HftrigfTitoT    w-afh^r     Wa  have   tham  at  th- 

"VrCHlfilLON  FIRN  CO. 

"nw  Bom^  of  Popular  Prlwd  Fumliaws" 
RIDEAP  ST.— Oppoali*  NIcholaj  6t.~Phonw  B.  lija*- 


SUMMER  NECESSITIES 


COSY,  COMFORTABLE 
SEA     GRASS  CHAIRS 

"  hii  li  may  bp  U|)lir)l3t(i-c(l 
ill  gdod  (lut'ablo  crotoiinc  iJi 
t.tjM'stiv  [tiifioftis  at  ivasoii- 
ililc  cost. 

300D  DURABLE  TENTS 

it  f  \''i  |itioiiMlIy  low  prices. 
AuiiliiH  iliii  k  for  porchps  at 
:i.5c  iiiid  liic  vard. 

FOLDING  CAMP  CHAIRS 

ami  cots  tliat  i-nn  bo  sfowod 
awa>'  ill  tbc  totiiicaii  of  youi 
aiitoinobilp. 


IDEAL  HAMMOCK 

COUOH-Thp  poiii-h 
that  statiils  any  kind 
of  Htrain  or  woatlipr. 
As  cut,  but  liaviiiK 
largp  canopy  cover 
Oidy  $19.76 


SPANS  ELTTIL 


b/i  Table  Ollclolh.  all  colors, 

per  yard   2&c 

6/4  Table  Oilcloth,  per  yard,  S5c 
Curtain  Poles.  5i  In.,  3  for  Sfic 
romblnallon  Mop,  relllffg  clean- 
er, window  washer  and  dryer 
aad  scrubber,    ropiplete  for 

;   %iM 

The  abndtest  tblng  In  thr 
house. 


Feather  Pillows,  ot 
Cushion  Forms  for 


ly. 


ich.  fjOc 


Fibre  Rugs.  27x54  Id.,  for.  each. 

Looking  Classes  from  25c  to 
(7  50,  all  on  sale  at  Ooe-tblrtf 
off. 

Handeonjp  framed  Picture*, 
good  euhjects,  framea  24x30. 
only,  each  ...  9Se 

SlBlr  Oilcloth,  22'^  In  wide,  for 
per  yard  .  -  26c 

Floor  Oilcloth,  ppr  square  yard. 

»5« 


CROCKERY  SPECIAL 


1ni>  only,  j:-0  00  l,lniog*'B  97- 
plece  Dinner  Sri.  KMic  make, 
for    .. . .  Wi.(M> 

rwnblers,  pf  r  doz  .  3.\c,  fiOc,  7r.« 


.choir*  of  : 


of  . 


(1900 
Dinner 
91  UN) 


acd  120.00  97-pl. 
Sets  for 

Flower  Vases,  only.  each..  2&c 
Austrian  Cups  and  9aiicerfi,  gold 
band,  bla-^k  fdged.  for,  each,  60c 


EXTRA  SPECIALS 

From  now  until  thp  end  of  Jhiic,  on  Ttiosday,  Thurs- 
day and  Saturday  we  will  offer  special  Ttargains  in 
LiViiiKroom,  Diningrooin  and  Bedroom  Suites.  We 
have  some  exceptionally  good  ones  In  .stoek  ia  all 
woods,  and  have  about  13  Suite.?  ergniiiK  in. 

THE  .SPECIAI,  FOB  T1H'RS|I.VV  Ib  a  bfa.itltul  Kyoiun  nrdroniu  Sulle 
M,nsisiiii«  ot  nrcBBtT.  Cblffonlor.  Drcefflng  Tablp  "  " 

anil  Ho<,h'T^  pxtra.    Rpgular  value  fl8&00.  Special 


$125  00 


■  and  Store  Annlufcs  at  i 


J.  J.  Moore  &  Son 


HUone  2  781. 


215  North  Railway 


Porch 


Furniture 


■ar.lf.l  brokN.a.i.lun-'ahlUi'fislr^ 
'lit  im  tlio  (rodt  pnr>  ah  *y«- 
■or"  lo  yon  .Tint  your  nei|Chh*tt— 
ins^e  your  i.of.Ii  m  allffrtUeas 
your  llviriK  room 

Pisri  It  wi(h  caro.  I>et  iia  help 
yoo.  flrsniiful  nor«>h  tiirnitorr  is 
jiot  <^J^fK■n^.ive.  ^Yo«  will  be  re- 
■si'levcy  'lay  rlulnff  the  «riroj 
I'Oiitlis  (or  yoijr  (hobtthllulnet*. 


R.  SHERIDAN 

THE  PURNlTURl  M<N 


VERANDAH 
SHADES 


The  best  shade 
manufactured  ii  the 
VUDOB  SHADE, 
made  of  Linden 
Wood,  simple  to  op- 
erate, c&n  be  put  up 
in  five  minntes, 

Made  in  all 
widths  .      .  . 

R.  McFAUl'S 

OUU^  WAKKHOCaB. 


How  a  number  of  Canadian  dealers  adTertlsed^tbeir  summer  furniture  lines. 
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An  attractive  window  display  of  summer  furniture  made  by  a  dealer  in  one  of  the  smaller  cities.  The  flowers  in  vases  en 
pedestals  supply  the  proper  atmosphere  and  just  enough  decorative  effect  for  this  kind  of  display  which  would  look  bare 
without  them.  The  rest  of  the  setting,  including  the  background,  was  made  up  entirely  of  merchandise.  Porch  shades  of 
different  patterns  were  used  for  the  back  j.nd  end.    The  floor  was  covered  with  three  fibre  porch  rugs.      The  furniture  shows 

for  itself.      It  is  a  model  window  of  its  kind. 


Hooking  Up  the  Show  Window  with  Advertising 


Important  adjunct  of  sales  end  —  Window  dis- 
play principal  feature  of  modern  merchandising. 


IT  is  no  idle  boast  to  say  that  the  art  of  proper  win- 
dow displaying  is  second  to  no  other  feature  of 
modern  advertising  and  merchandising  either  in 
point  of  importance  or  improvement.  The  show  win- 
dow occupies  a  position  peculiar  to  itself.  It  is  the 
natural  outcome  of  the  theory  to  get  everything  in 
sight.  It  represents  the  closest  connecting  link  be- 
tween buyer  and  seller;  the  public  and  the  merchant, 
and  it  is  capable  of  unlimitable  development. 

It  is  not  hard  to  recall  that  time  when  the  average 
merchant  still  believed  his  store  windows  were  doing 
their  utmost  by  simply  letting  in  the  light,  but  mer- 
chandising methods  the  country  over  have  undergone 
drastic  changes  for  the  better.  The  store  window  has 
not  been  overlooked  in  this  era  of  advancement  and 
progress. 

It  is  not  difficult  to  realize  the  value  of  the  store 
window  to  the  present-day  merchant.  He  couldn't 
very  well  get  along  without  it.  It  serves  him  in  a 
hundred  and  one  ways  and  is  proving  of  inestimable 
service. 


SPEND  MORE  ON  WINDOW  DISPLAYS 

Correct  and  proper  window  displays  are  so  im- 
portant that  a  mere  mention  of  the  more  important  de- 
tails will  serve  to  show  what  an  absolute  necessity  good 
window  displays  are  to  any  enterprising  store. 

In  a  measure,  the  net  results  are  just  as  essential  or 
more  so  than  the  services  of  the  salespeople  behind  the 
counters.  Displaying  merchandise,  as  practiced  by 
the  average  store,  is  too  often  neglected  and  given  sec- 
ondary place  as  a  salesgetter,  while  much  money  is 
spent  yearly  through  newspaper  advertising.     If  more 


time  and  a  small  per  cent,  of  the  same  expense  be  given 
to  windows  and  window  space  the  net  results  would  be 
nearly  double.  Prospective  buyers  not  only  read  of 
the  merits  of  "unequaled  values,"  but  the  old-time 
adage  that  "Seeing  is  believing"  still  holds,  and  a  good 
display  of  the  same  advertised  article  strengthens  the 
desire  to  buy. 

Window  trimming,  while  simplified  to  a  certain  ex- 
tent in  the  last  few  years,  is  still  work  requiring  care- 
ful study  and  forethought  on  the  part  of  the  workman. 
An  attractive  display,  no  matter  how  small,  or  how 
staple  the  article,  is  sure  to  produce,  just  as  sure  as 
a  hurried  or  careless  manner  fails  to  secure  the  proper 
amount  of  sales. 

The  progressive  merchant  will  see  a  marked  in- 
crease in  business  if  he  devotes  more  time  and  atten- 
tion to  valuable  window  display — he  will  improve  the 
looks  of  the  store  and  fascinate  his  customer  by  twen- 
tieth century  methods. 

TO  MAKE  IMITATION  FROSTED  GLASS 

A.  C.  D. — A  frosting  mixture  to  be  painted  on  the 
glass  is  composed  of  sandarae,  18  drams;  mastic,  4 
drams;  ether,  24  ounces;  benzine,  16  to  18  ounces.  This 
application  cannot  be  exposed  to  high  temperature. 

Another  source  says  to  make  frosted  glass  (imitation) 
paint  the  glass  with  saturated  solution  of  Epsom  salt, 
to  which  a  very  little  niucilage  of  acacia  has  been 
added. 


One  of  your  strongest  assets  is  the  display  window. 
Don't  fail  to  keep  it  ever  onto  the  job  of  pulling  cus- 
tomers into  your  store.  It  should  be  clean,  bright  and 
interesting  to  be  attractive. 
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Some  Good  Advertising  Advice 


The  advice  of  a  snccessful  man  is  nearly  always 
worth  listening  to.  These  are  meaty  points  from  an 
address  by  W.  L.  Harris,  president  of  the  New  England 
Furniture  and  Carpet  Company,  Minneapolis,  Minn., 
delivered  before  the  Wisconsin  Retail  Furniture 
Dealers'  Association — and  Mr.  Harris'  store  does  an 
annual  business  amounting  to  a  million  and  three- 
(piarter  dollars : 

"I  am  sometimes  vexed  about  the  intricacy  that  is 
attempted  to  be  put  into  this  advertising  question,  the 
complexity  and  mystery  with  which  it  is  surrounded. 
The  idea  that  only  experts  can  frame  a  message  to  plain 
patrons  is  a  great  mistake.  I  write  an  advertisement 
as  I  would  talk.  I  write  it  as  I  would  talk,  when  I 
have  something  worth  saying,  something  to  picture, 
something  to  tell,  whether  it  is  a  piece  of  furniture  or 
a  policy  of  business,  and  I  expect  a  response. 

"The  expense  of  doing  business  is  in  favor  of  the 
small  dealer.  Twenty-five  years  ago  it  cost  16  to  18 
per  cent,  to  transact  business.  Since  then  it  has 
trebled  and  quadrupled.  Probably  there  is  not  a  store 
in  the  country  that  does  business  at  less  than  25  per 
cent.  We  must  try  to  decrease  that  percentage.  Our 
own  business  costs  25  to  26  per  cent.,  to  do  business ; 
profits,  33  1-3  per  cent.,  and  after  making  allowances 
for  all  mark  downs  and  shortage,  our  net  profit  is  about 
8  per  cent.   In  a  country  town  the  percentage  is:  higher. 

"I  was  lately  in  a  Minneapolis  stoT'e  that  had  a  stock 
of  about  $25,000  and  does  a  business  of  $85,000— en- 
tirely out  of  proportion ;  the  stock  that  costs  $25,000 


MAY  SALE  of  Manufacturer's  Saunples  "W^  O         'ST'  ]VJ  "TP 

In  HIGH-GRADE  FCJRNITURE  at  the   VxlV Hi^X^Ejl^  1 

Sale  Starts  SaturdajTat  9  a.m.  S5°CS?~"?J'SrSiA»' 
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ought  to  be  the  basis  of  about  $40,000  selling  price,  and 
it  ought  to  be  turned  over  at  least  three  times  a  year, 
making  $120,000  of  business.  An  inventory  was  made 
and  my  honest  opinion  asked  of  its  value,  and  I  said,  'It 
is  worth  50  per  cent.,  no  more.'  It  nearly  broke  the 
man's  heart,  but  it  was  absolutely  true.  Everything 
eovei-ed  with  dust  and  dirt — bookcases  that  came  over 
with  Noah — a  lot  of  old  things  hung  up  where  you 
couldn't  get  at  them — an  awful  proposition. 

"Having  your  goods  !)r-o{)erly  protected,  using  proper 
pads,  is  important. 

"When  you  and  T  have  made  ourselves  so  popular 
that  people  want  to  touch  elbows  with  us,  go  out  of 
their  Avay  to  give  you  a  hand-clasp  and  say,  'Howdy.' 
tlien  your  advertising  problems  are  in  process  of  solu- 
tion. 

"In  some  cases  dealers  can  go  to  their  ])anker  and 
borrow  money  for  5  and  6  per  cent,  to  discount  bills, 
making  a  clean  exposure  of  their  condition.  Possibly 
there  is  oj)portunity  to  do  that  in  your  town." 


MAKE  ADVERTISING  HAVE  INDIVIDUALITY 

Individuality  in  store  advertising  is  to  be  recom- 
mended. A  writer  on  this  subject  says:  "This  indi- 
viduality may  take  the  form  of  special  layouts,  special 
l)orders,  special  selections  of  type,  or  it  may  be  a  ques- 
tion of  general  treatment.  In  any  event,  some  one 
characteristic  is  adopted  and  featured  in  all  the  ad- 
vertising. 

"This  form  of  commanding  attention  is  the  desirable 
one.  It  means  that  no  matter  what  position  an  ad- 
vertisement may  receive  it  will  be  recognized  at  once 
as  the  announcement  of  So  and  So.  It  arrests  atten- 
tion— the  question  of  being  read  depends  absolutely  on 
the  reputation  of  the  store  for  fair,  honest  dealing." 

"The  one  danger  of  presenting  a  characteristic  form 
of  announcement  is  that  the  advertisements  from  day 
to  day  may  be  too  similar  in  arrangement.  This  is,  of 
course,  overcome  by  the  proper  handling  of  copy.  John 
Wanamaker's  newsy  advertisements  are  daily  read, 
not  as  advertisements,  but  as  news.  Advertisements 
such  as  these  never  become  monotonous,  because  they 
are  ably  handled." 


Example  of  page  adyert  isiiig  used  by  Winnipeg  house  to  get 
early  summer  trade. 


WHAT  ADVERTISING  DID 

There  was  an  old  geezer  and  he  had  a  lot  of  sense. 
He  started  up  a  business  on  a  dollar-eighty  cents.  The 
dollar  for  stock,  and  the  eighty  for  an  ad  brought  him 
three  lovely  dollars  in  a  day,  by  dad! 

Well,  he  bought  more  goods  and  a  little  more  space, 
and  he  played  that  system  with  a  smile  on  his  face. 

The  customers  flocked  to  his  tw'o-by-four  and  soon  he 
had  to  hustle  for  a  regular  store.  Up  on  the  square, 
wliei  i'  the  people  pass,  he  gobbled  up  a  corner  that  was 
all  plate  glass.  He  fixed  up  the  windows  with  the  best 
that  he  had  and  told  them  all  about  it  in  a  half  page  ad. 

He  soon  had  'em  coming  and  he  never,  never  quit, 
and  he  wouldn't  cut  down  on  his  ads.,  one  jit.  And 
he's  kept  things  humping  in  the  town  ever  since,  and 
everybody  calls  him  the  Merchant  Prince. 

Some  say  it's  luck,  but  that's  all  bunk— why  he  was 
doing  business  when  times  were  punk ! 

People  have  to  purchase  and  Geezer  was  wise — for 
he  know  the  way  to  get  'em  was  to  advertise. — Asso- 
ciated Advertising. 
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Business  Methods  that  Make  for  Sales 


Get  Ready  to  Furnish  the  Porch 


The  porch  now  begins  to  hold  its  sway,  and  the  up- 
holstery buyer  who  is  not  thoroughly  prepared  to  take 
care  of  it  will  need  to  get  exceedingly  busy  from  now 
on,  in  view  of  the  delays  in  transportation  and  delivery 
of  freight  in  many  localities.  First  of  all  come  the 
porch  screens,  that  give  such  a  delightful  sense  of 
semi-retirement,  or  openness,  •  at  will,  and  protection 
from  the  elements — porch  screens  with  the  joroper  fit- 
tings, of  neat  and  artistic  ai:)pearance,  conveying  an 
air  of  refinement  and  distinction  to  the  porch.  The 
steady  growth  of  the  use  of  the  porch  is  one  of  the 
features  of  present  day  life.  The  ordinary  porch  of 
the  average  up-to-date  householder  will  have  a  couch 
hammock ;  then  comes  the  new  chairs  and  tables,  of 
novel  and  appropriate  design,  in  finish  unaifected  by 
sunshine  or  rain;  and  rugs,  ranging  in  grade  from  the 
grass  rugs  up,  will  finish  the  furnishings  of  an  ideal 
porch  for  the  home.  Are  you  ready  for  the  porch  sea- 
son ? 


STIMULATING  REFRIGERATOR  SALES 

The  season  for  refrigerators  should  now  be  in  full 
swing,  and  the  dealer  who  puts  real  vigor  and  enthus- 
iasm behind  his  efforts  to  market  this  commodity 
ought  to  realize  decidedly  worth-while  profits.  Last 
year  a  merchant,  who  was  striving  to  create  a  demand 
for  a  rather  high  priced  refrigerator,  introduced  his 
campaign  with  a  unique  guessing  contest,  says  a  cor- 
respondent in  an  exchange. 

His  show  window  was  converted  into  a  thoroughly 
modern  kitchen,  including  all  necessary  equipment. 
Particularly  conspicuous  was  a  refrigerator  of  well 
known  manufacture.  It  was  announced  both  by  a 
large  placard  in  the  window  and  through  the  local 
newspaper  that  at  a  certain  specified  time  the  refriger- 
ator, which  had  a  specified  ice  capacity,  would  be  filled, 
and  that  a  prize  of  $10  cash  would  be  awarded  the  per- 
son guessing  nearest  the  length  of  time  the  ice  Avould 
last.  Everyone  was  invited  to  come  in,  inspect  the 
refrigerator  and  make  an  estimate;  all  guesses  of 
course  had  to  be  made  before  the  time  of  putting  in  ice. 
The  affair  stimulated  a  great  deal  of  enthusiasm.  The 
man  who  won  the  prize  bought  a  refrigerator,  as  did 
many  other  of  the  contestants. 

The  ice  saving  properties  of  this  particular  refrig- 
erator were  most  forcibly  presented,  for  the  length  of 
time  which  elapsed  before  the  ice  was  all  consumed 
was  proof  conclusive  of  its  economy.  Future  adver- 
tising of  this  commodity  specially  impressed  on  people 
the  very  low  cost  of  refrigerator  service.  These"  argu- 
ments were  reinforced  by  the  presentation  of  actual 
figures  based  on  the  above  test. 


READING  FOR  PROFIT 

The  dealer  who  reads,  the  dealer  who  observes,  ac- 
quires new  and  profitable  ideas.  These  ideas  are'  the 
sparks  from  which  a  small  nucleus  may  grow,  or  may 
die,  according  to  the  individual.  One  idea  may  kindle 
an  interest  in  one  person,  and  it  may  be  passed  over 
unnoticed  by  another,    This  depends  upon  the  indi- 


vidual and  the  circumstances.  However,  the  men  who 
prosper  are  those  who  are  always  observant,  looking 
for  new  and  better  methods;  seeldng  for  a  more  intel- 
ligent knowledge  of  their  occupation,  and  make  their 
business  better  by  acting  accordingly. 


MARRIAGES  GOOD  TRADE  PROSPECTS 

Are  you  keeping  up  with  the  marriage  prospects  in 
your  town  and  country?  Some  furniture  dealers  make 
it  a  rule  to  give  a  wedding  present  of  small  value  to 
every  newly  joined  couple,  whether  they  buy  goods  at 
the  store  or  not.  The  gift  insures  a  visit  to  the  store 
and  wins  good  will,  and  purchases  are  very  apt  to  fol- 
low. Those  that  have  tried  it  say  it  rarely  misses  fire 
— usually  results  in  profitable  sales. 


TEAMWORK  IN  THE  STORE 

Harmony  and  teamwork  are  essential  to  the  success 
of  any  retail  business,  be  that  business  large  or  small. 
The  more  complete  the  spirit  of  co-operation  the  greater 
the  success.  The  more  the  clerk  can  see  things  from  the 
viewpoint  of  the  man  who  has  his  money  at  stake,  the 
more  will  harmony  prevail.  The  employer,  on  the  other 
hand,  has  his  responsibility  in  the  matter. 

Would  a  little  more  of  the  "get  together"  spirit  in 
your  store  be  advisable?- — Hardware  Trade. 


INCREASED  COST  OF  RAW  MATERIAL  . 

-  The  following  figures  compiled  by  the  secretary  of 
the  Furniture  Manufacturers  Association  of  Canada 
speak  more  plainly  than  words  as  to  why  furniture 
manufacturers  should  increase  the  selling  price  of  their 
products.  The  figures  cover  the  period  from  April, 
1915,  to  May,  1916  :— 

Per  cent. 

Lumber    10  to  25 

Veneer    25  to  50 

Mirrors   100 

Stains   300  to  400 

Enamels   25 

Oils     25 

Shellac   100 

Varnish   25 

Hardware   50  to  100 

Brass  Trimmings   25 

Packing  Paper  100 

Burlap   100 

Catalogues,  Photos,  etc   25 

Twine    50 


GOOD  FIRE  INSURANCE  ADVICE 

By  T.  D.  McGee 
Chairman  Fire  Insurance  Committee,  Winnipeg 

Keep  fully  insured. 
Keep  properly  insured. 

Have  your  policies  checked  over  periodically  by  an 
expert  to  insure  uniform  wording. 
Keep  your  premises  clean. 

Keep  "no  smoking"  sign  up  and  enforce  the  rule. 
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Beds  and  Bedding 


PRODUCTION  OF  KAPOK 

Recent,  iu(juiri(!S  seem  to  indicate  that  a  considerably 
commercial  interest  has  developed  in  the  production 
and  use  of  l^apok,  writes  Chas.  K.  Moser,  from  Colombo. 
The  kapok  is  a  tropical  tree,  found  largely  in  both  the 
East  and  West  Indies.  Auother  species,  not  so  tall,  is 
found  in  Mexico.  In  the  East  Indies  the  tree  is  more 
lai-<?ely  cultivated  as  a  crop  than  in  Java  and  in  the 
Philippines.  Under  American  rule  in  the  Philippine 
Islands  the  cultivation  of  kapok  has  been  scientifically 
studied  and  developed  to  a  certain  extent  along  modern 
agricultural  lines;  but  in  Java,  from  which  place  con- 
siderable (juantities  are  exported  to  Europe,  kapok  is 
cultivated  only  as  a  secondary  crop,  and  the  methods 
employed  in  its  production  are  primitive. 

In  Ceylon,  kapok  could  hardly  be  described  as  a 
seriously  cultivated  crop  at  all,  though  it  is  one  of  the 


Splendid  arrangement  of  Pillow  Department  in  Chicago  Bedding 
House.       It  gives  some  fine   suggestions  for  the  Canadian 
dealer. 


easily  grown  products  of  the  island.  It  is  generally 
planted  along  the  roadside  and  around  the  boundaries 
of  gardens  as  a  sort  of  extra  crop  from  what  would 
otherwise  be  waste  land.  About  the  environs  of  Colom- 
bo the  tree  is  largely  grown  as  a  border  tree  for  canals 
and  earthworks,  where  erosion  might  otherwise  de- 
stroy the  banks.  It  has  a  wide  distribution,  however, 
over  the  low  country  and  up  to  an  altitude  of  2,000 
feet. 

The  kapok  is  a  fairly  tall,  gaunt,  deciduous  tree  with 
a  straight  trunk,  and  its  many  branches  jutting  out  in 
groups  of  three  at  right  angles  to  the  bole  make  it 
easily  recognizable.  The  peculiar  odor  of  its  flowers 
has  a  strong  attraction  for  fruit  bats,  and  consequently 
flowers  are  destroyed  by  the  thousands  which  would 
otherwise  produce  pods  of  the  silky  floss  or  kapok  of 
commerce.  One  of  the  drawbacks  against  attempting  to 
cultivate  the  tree  in  Ceylon  with  the  expectation  of  any 
large  remuneration  is  the  presence  of  these  destructive 
hnts  in  immense  numbers. 


GERMANS  USE  PAPER  BEDS 

Paper  beds,  with  paper  sheets  and  paper  pillow 
cases,  are  now  being  used  in  Germany  by  the  poor, 
says  an  exchange.     The  material  for  mattresses  and 


bedding  has  become  so  dear  that  it  is  impo.s.sible  for 
any  but  the  comjjaratively  rich  to  afford  them. 

The  mattresses  are  now  made  of  strong  sheets  of 
paper  pasted  together  and  filled  with  dried  leaves  of 
beech  and  oak  trees.  These  leaf  mattresses  are  said  to 
be  as  comfortable  to  lie  on  as  any  filled  with  feathers. 

The  paper  used  is  toughened  by  a  special  process, 
which  prevents  tearing  easily.  The  leaves  for  filling 
the  mattresses  and  pillow  cases  have  been  collected  in 
the  great  German  forests  by  bands  of  children  at  a 
practically  negligible  cost. 


THE  BED  OBJECTED 

"You  will  have  to  give  me  some  place  to  sleep,"  said 
a  passenger  to  the  captain  of  a  crowded  steamship. 

■'Where  have  you  been  sleeping?"  asked  the  captain. 

"Well,"  the  passenger  replied.  "I've  been  sleeping 
on  a  sick  man,  but  he's  getting  better  now  and  he  won't 
stand  for  it." — Brooklyn  Times- 


BEDDING  NOTES 

Argentina  bed  makers,  says  the  Department  of  Trade 
and  Commerce,  Ottawa,  want  metal  tubes,  such  as  are 
nuide  by  Canadian  factories. 

"What  is  salesmanship?" 

"Selling  a  new  bedstead  to  a  man  who  came  in  to 
get  a  castor  for  an  old  one. 


FURNITURE  TRADE  NOTES 

J.  A.  C.  Poole  has  been  appointed  general  manager  of 
the  reorganized  Murray-Kay  Co.,  Ltd.,  Toronto,  which 
concern  has  also  taken  over  the  J.  A.  Ogilvy's  &  Sons. 
Ltd.,  Montreal.  Mr.  Poole  had  his  training  with  the 
T.  Eaton  Co.  and  was  manager  of  the  Ogilvy  business 
before  his  recent  appointment.  The  Murray-Kay  Co. 
contemplate  erecting  a  large  store  further  up-town  on 
Yonge  Street. 

The  Elmira  (Ont.)  Furniture  Co's  factory  was 
slightly  damaged  by  a  recent  storm  which  passed  over 
the  town. 

The  emi)loyees  of  the  Gold  Medal  Furniture  Co's 
Uxbridge  factory,  held  their  annual  excursion  to  Mus- 
selman's  Lake  on  June  22. 

T.  H.  Campbell,  Edmonton.  Alta.,  has  oi)ened  Camp- 
bell's Furniture  Exchange  Co..  in  his  city. 

H.  C.  Slemin  has  been  appointed  managing  director 
of  the  Office  Specialty  Co.,  Ltd.,  Newmarket.  Out.,  to 
succeed  J.  F.  Wildraan.  Mr.  Slemin  is  a  Canadian, 
and  was  formerly  advertising  manager  of  Yawman  & 
Erbe  Mfg.  Co.,  Rochester.  N.Y. 

Recently  fires  damaged  the  furniture  stores  of  N.  G. 
Valiquette,  Ltd.,  Montreal,  and  C.  McCullough,  Tren- 
ton, Ont. 

J.  J.  Moore  &  Sons,  furniture  dealers,  at  Medieiiu' 
Plat,  Alta..  have  moved  to  new  premises. 

According  to  the  recent  decision  of  the  contest  com- 
mittee the  name  of  Berlin,  Out.,  will  be  changed  to 
Kitchener. 

St.  Thomas  Furniture  stores  give  their  employees  a 
weekly  half-holiday  during  the  summer  months,  by 
closing  on  Wednesday  afternoons. 

Albert  E.  Hewlett,  an  employee  of  the  Home  Furnish- 
ing Co.,  Toronto,  for  the  past  25  years,  died  recently 
at  his  honae. 
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First  Come,  First  The  dealer  will  find  it  the  best 
Served.  policy  to  serve  customers  in  their 

proper  turn.  In  rush  periods 
some  sales  to  customers  who  are  in  a  hurry  may  be 
missed  in  this  way,  but  such  customers  do  not  go  away 
with  any  ill  feelings  towards  the  store,  at  least  not  in 
the  same  degree  by  any  means  as  if  they  had  not  been 
served  in  their  proper  turn. 

Just  the  other  day  the  proprietor  of  a  store  which 
the  writer  happened  to  be  visiting  made  a  grave  error 
in  this  regard  that  probably  cost  him  a  customer.  A 
lady  who  had  waited  for  some  time  was  passed  up  in 
favor  of  another  who  had  just  come  in.  The  lady  who 
had  been  waiting  left  the  store  without  buying,  and 
one  could  easily  tell  by  her  manner  that  she  felt  hurt. 
!t  is  probable  that  she  will  avoid  that  store  in  the 
luture. 

All  customers  may  not  regard  it  as  a  slight  to  be 
passed  by  in  this  way,  but  most  of  them  do.  They  ex- 
pect to  be  served  in  their  turn.  Others  are  generally 
prepared  to  wait  their  turn.  Therefore,  the  safest 
motto  for  dealer  and  clerk  is  "first  come,  first  served." 
*    *  * 

Another  Bad  The  bad  cheque  artist  is  again  to 

Cheque  Epidemic.  the  fore.  Dispatches  from  many 
centres  tell  of  dealers  being  vic- 
timized. This  kind  of  thing  seems  to  run  in  epidemics. 
One  case  seems  to  be  followed  by  many  others.  Men- 
tion of  it  in  the  newspapers  seems  to  suggest  this  way 
of  securing  money  to  others  and  many  cases  follow 
until  some  severe  penalties  are  handed  out  by  the 
authorities. 

Retailers  should  fully  guard  themselves  against  loss 
by  refusing  to  cash  cheques  for  strangers.  It  should 
also  be  remembered  that  new  ways  of  working  the  bad 
cheque  game  are  continually  being  tried  out.  For  in- 
stance, a  number  of  Toronto  dealers  were  recently  vic- 
timized by  two  young  men,  who  would  telephone  to 
a  store,  order  certain  goods,  and  tell  them  to  send 
change  for  a  $5  or  $10  bill.  "When  the  delivery  boy 
brought  the  goods  they  would  tender  a  cheque  and 
take  the  change.  The  boy  would  never  suspect  any- 
thing and  would  give  up  the  goods  and  the  change  for 
the  cheque.  In  ordering  the  goods  a  house  number 
was  always  given,  of  course,  but  the  delivery  boy  would 
be  met  on  the  street  by  the  perpetrator  of  the  fraud. 
It  was  tried  once  too  often,  and  the  two  young  men 
went  to  jail,  but  not  before  several  dealers  had  lost 
money.  Retailers  should  be  on  the  watch  for  such 
artists. 

TP  W 

A  Matter  for  Business   men   in   Canada  can 

Business  Men.  scarcely  be  uninterested  in  the 

movement  to  encourage  immigra- 
tion after  the  war,  for  the  more  people  that  settle  in 
the  country  the  more  potential  customers  will  there 
naturally  be. 


Mainly  on  account  of  the  war,  immigration  is  at  the 
lowest  ebb  it  has  been  for  a  great  many  years.  Accord- 
ing to  a  statement  made  in  the  House  of  Commons 
recently,  only  48,466  immigrants  entered  the  Do- 
minion during  the  fiscal  year  1915.  Most  of  these  came 
from  the  United  States.  This  is  less  than  a  thousand  a 
week,  whereas  previous  to  the  war  the  number  aver- 
aged over  a  thousand  a  day.  The  largest  number  to 
enter  in  any  one  year  was  402,432,  which  was  in  1914. 

So  far  the  movement  to  induce  immigration  after 
the  war  is  of  a  tentative  character.  As  time  goes  on, 
it  will  doubtless  take  definite  and  organized  shape. 
Until,  it  does,  little  result  can  be  expected. 

In  order  that  definite  organization  shall  not  be  de- 
ferred until  the  eleventh  hour  the  business  men  of  the 
country  should  lend  their  active  interest  to  the  move- 
ment. They  can  do  this  by  inducing  their  representa- 
tives in  Parliament  to  keep  the  matter  before  the  Gov- 
ernment until  some  definite  scheme  is  launched. 

^  ^ 

Showing  Your  It  is  said  that  Isaac  Gimbel,  of 

Appreciation.  Gimbel  Bros.,  the  big  New  York 

merchants,  does  thousands  of 
dollars'  worth  of  good  in  stimulating  his  clerks  by  the 
way  he  goes  up  to  his  employes,  shakes  them  by  the 
hand,  and  congratulates  them  on  any  good  work  they 
have  done.  He  realizes  that  appreciation  of  good  work 
is  a  most  important  factor  in  stimulating  clerks  and 
arousing  them  to  further  effort. 

Many  other  merchants  would  do  well  to  remember 
that  clerks  are  only  human,  and  to  the  one  who  is  really 
interested  in  his  work,  the  salary  he  draws  at  the  end 
of  each  week  is  not  the  only  thing  that  counts.  He 
likes,  also,  to  know  that  he  is  really  doing  something, 
that  his  efforts  are  counting  for  something,  and  that 
they  are  appreciated. 

When  a  clerk  puts  a  good  deal  of  thought  and  work 
into  the  arrangement  of  a  particularly  fine  display  and 
the  boss  neither  comments  on  it  nor  appears  to  notice  it, 
there  is  little  inducement  to  put  his  best  effort  into  sim- 
ilar work  again.  He  gets  the  idea  that  the  boss  doesn't 
care  and  he  gets  that  "Don't  care"  feeling  too.  On  the 
other  hand,  if  the  boss  had  given  a  hint  of  his  apprecia- 
tion, the  clerk  would  have  been  stimulated  to  keep  up 
the  good  work. 


WHAT  PROFIT  IS 
From  System. 

PROFIT  is  not  interest  on  investment,  it  is  not  a 
salary  paid  for  managing  the  business.  Both 
these  are  items  which  the  proprietor  should  pro- 
perly pay  himself  as  investor  in  and  manager  of  his 
own  business.  Whether  he  receives  a  profit  above  this 
depends,  in  the  long  run,  on  his  ability  as  a  business 
man  to  earn  that  profit  from  the  people  he  serves.  For 
profit  is  the  owner's  return  for  risk  taken  in  providing 
for  the  wants  of  his  customers  and  community. 


24 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


July,  1916 


Brief  Editorial  Comment  on  Business  Topics 

 By  THE  SCRIBE   


Now  for  the  Summer  drive  for  trade. 

*  *  * 

A  little  advertising  is  a  good  Summer  tonic  for  most 
businesses. 

*  *  * 

Keeping  busy  is  a  good  anti-toxin  against  that  list- 
less feeling  that  comes  with  the  warm  days. 

*  *=  * 

It  is  good  business  to  advise  the  housewife  to  brighten 
things  up  because  it  brightens  up  business. 

*  *  * 

Lack  of  encouragement  by  the  proprietor  nips  the 
ambition  of  many  clerks  in  the  bud.  When  a  clerk 
does  good  work  give  him  his  due  credit.  It  will  be  an 
incentive  to  greater  fiffort. 

*  «  # 

Take  a  leaf  out  of  the  good  housewife's  book  of  rules 
and  clean  and  brighten  up  your  store.  There  are  few 
establishments  that  could  not  stand  a  little  cleaning. 

*  *  * 

A  diseased  liver  may  be  the  cause  of  bluntness  in  the 
manner  of  a  business  man,  but  no  excuse  when  one  con- 
siders the  large  amount  of  calomel  that  can  be  obtained 
lor  a  small  amount  of  money. 

*  #  * 

Do  you  know  exactly  what  it  is  costing  you  to  do 
business,  everything  included?  If  you  do  not,  how 
in  thunder  do  you  know  whether  or  not  you  are  mak- 
ing gross  profit  enough  to  pay  expenses  and  leave  you 
something  for  your  work? 

«    *  * 

Don't  fail  to  recognize  the  value  of  new  goods  from 
the  interest  that  they  create.  Some  stores  handle  cer- 
tain fancy  and  special  lines,  not  so  much  for  the  profit, 
but  because  they  create  interest  and  stamp  the  store  as 
being  up-to-date. 

*  «  * 

Get  away  from  the  idea  that  the  customer  can  be 
sold  only  what  she  originally  entered  the  store  to  buy. 
The  big  success  of  the  departmental  store  is  in  selling 
customers  over  and  above  the  articles  they  come  to 
buy.  Adopt  this  policy  in  your  business  and  promote 
it  by  intelligent  suggestion  to  customers  by  yourself  as 
well  as  your  clerks. 

How  many  customers  enter  your  store  every  day 
and  leave  vdthout  buying  anything?  Did  you  ever 
stop  to  consider  this  question?  If  there  are  many  such 
there  must  be  something  wrong  with  your  business  or 
your  clerks  and  it  should  be  remedied.  Put  the  ques- 
tion to  yourself  and  then  to  your  clerks. 

*  *  * 

Talk  salesmanship  to  your  clerks — especially  your 
young  clerks.  There  are  a  good  many  of  them  who 
do  not  realize  what  can  be  done  in  the  way  of  selling 


goods  over  and  above  actual  demand  until  it  is  im- 
pressed on  them  some  way.  Draw  attention  to  the  com- 
mercial traveler  who  is  not  content  with  just  what 
business  that  comes  his  way.  He  can't  be  or  he  would 
soon  hear  from  his  house.  He  must  dig  up  business — 
must  build  it  up.  Show  the  clerk  that  he  can  do  much 
in  this  regard  if  he  only  tries. 

*  *  * 

Some  merchants  are  apparently  afraid  to  give  their 
clerks  a  chance  to  become  more  efficient  in  any  work, 
such  as  window  trimming  or  show  card  writing,  for 
fear  they  will  want  larger  wages.  This  is  poor  business. 
It  is  the  efficient  clerk,  even  though  he  is  paid  higher 
wages,  who  is  the  most  profitable.  He  easily  makes  up 
for  the  extra  wages  in  his  larger  sales  and  money  he 
saves  for  the  dealer.  The  dealer  should  at  least  give 
the  clerk  a  chance  to  progress.  If  he  becomes  more 
valuable  he  is  naturally  worth  more  wages  to  the 
dealer. 

*  *  * 

Do  you  realize  that  your  windows  are  worth  real 
money  to  you?  The  big  stores  realize  their  value  and 
so  spend  a  good  deal  of  money  to  keep  them  properly 
dressed.  Do  you  know  that  the  various  departments  in 
many  city  departmental  stores  are  charged  up  a  cer- 
tain amount  for  the  privilege  of  displaying  the  goods 
of  their  department  in  the  windows?  The  managers 
of  these  departments  are  willing  to  pay  high  figiires 
for  window  publicity.  Let  this  fact  sink  in.  It  may 
bring  you  to  a  realization  of  the  value  of  your  win- 
dows and  spur  you  on  to  give  them  more  attention, 

*  »  # 

It  is  good  business  to  make  use  of  all  available  waste 
space  for  advertising  purposes,  but  there  is  such  a 
thing  as  overdoing  this  theory.  We  have  .just  got 
through  examining  the  letterhead  of  a  dealer  who  was 
apparently  afraid  that  there  would  be  something  re- 
garding his  name,  store,  address,  lines  carried  and  busi- 
ness policy  that  people  he  sent  letters  to  would  not 
know  about.  His  letterhead  is  certainly  overdone.  It 
is  not  attractive  to  the  eye,  and  would  not  be  read.  It 
has  been  overcrowded  and,  like  an  overcrowded  win- 
dow, its  purpose  has  been  defeated.  It  is  better  to 
feature  fewer  things  and  do  it  in  such  a  manner  that 
they  will  get  attention. 

*  *  * 

A  big  window  dressing  contest  in  one  of  our  Cana- 
dian cities  recently,  in  which  the  writer  acted  as  a 
judge,  was  accompanied  by  extensive  consumer  adver- 
tising in  the  local  newspapers.  It  is  an  astonishing 
fact,  however,  that  not  a  single  dealer  out  of  the 
seventy-five  or  more  who  competed  made  any  effort  to 
cash  in  on  this  advertising  by  coupling  it  up  with  their 
displays.  Many  people  had  no  doubt  noticed  the  ad- 
vertising of  the  line  in  the  local  papers,  and  if  atten- 
tion had  been  drawn  to  the  ad.  in  the  window  display, 
it  would  have  no  doubt  proved  profitable.  A  good  many 
dealers  do  not  take  the  advantage  of  consumer  adver- 
tising that  they  might  or  should. 
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Pictures  and  Frames 
Advance  m 
Price 


Exterior  and  interior.  Rtieims  Cathedral,  a  popular 
framed  picture  subject  at  present.  (Courtesy 
of  Phillips  Mfg-.  Co.,  Toronto.) 


Copvng:lit  1916.  American  Art  Co..  New  "Vork. 


Copyriirht  1916,  American  Art  Co.,  New  York. 


CANADIAN  makers  of  moulding.?  and  picture  frames 
in  an  interview  with  the  editor  of  Canadian 
Furniture  World  say  that  dealers  should  antici- 
pate a  likely  adv.ance  in  these  goods  and  pictures  and 
mirrors  by  placing  their  orders  for  future  delivery  at 
an  early  date.  Manufacturers  themselves  are  having 
difficulty  in  getting  supplies  because  raw  materials  are 
scarce  and  shipments  slow. 

On  the  question  of  advance  in  prices  The  Picture 
and  Art  Trade  Journal  recently  gave  a  review  of  the 
situation.    It  said : 

"Advances  in  lumber  have  been  steady.  The  most 
commonly  used  stock  has  gone  up  over  $7  a  thousand 
feet.  Oak  has  advanced  over  $12  a  thousand  feet.  Red 
gum  is  in  constant  and  heavy  demand  and  buyers  are 
reporting  that  they  are  at  a  loss  as  to  where  to  obtain 
their  requirements  even  at  several  dollars  better  price. 
This  applies  both  to  high  grade  and  low  grade  stock. 
There  is  a  definite  shortage  in  the  hardwood  market 
which  cannot  be  adequately  replenished  in  time  to  fill 
the  market  needs. 

"Last  June  spray  bronze  could  be  bought  for  55c. 
To-day  it  costs  $1.25.  Burnishing  bronze  has  ad- 
vanced about  50  per  cent.  Wood  alcohol  sold  in  May, 
1915,  for  40c  a  gallon.  To-day  it  is  64c,  Denatured 
alcohol  could  be  bought  at  the  same  pei^iod  for  30e.  It 
is  now  55c  a  gallon.  The  market  report  on  shellac 
shows  that  owing  to  the  short  crop,  lack  of  shipping 
facilities,  the  tremendous  increase  in  the  cost  of  chem- 
icals used  in  the  bleaching  process,  there  will  be  a  de- 
cided advance  in  the  price  of  this  commodity.  Bone 
dry  shellac  that  could  be  bought  for  18c  last  December 
now  costs  30c. 

"Many  finishing  supplies  have  reached  prohibitive 
prices.  Bismarck  brown,  an  essential  for  making 
mahogany  mouldings,  and  which  sold  a  year  ago  for 
55c,  is  now  unobtainable.  A  certain  green  stain,  which 
formerly  sold  at  28c.  is  now  $15  a  pound,  and  difficult 
to  obtain  at  that.  In  varnish  gums  there  is  very  little 
available  stock  on  the  market  and  shipments  are  decid- 
edly uncertain  and  irregular.  In  some  instances  quo- 
tations have  been  entirely  withdrawn.  The  finished 
product  shows  a  33  1-3  per  cent,  advance,  and  it  is  go- 
ing higher.  Spraying  liquid  has  gone  up  33  1/2  per  cent. 
It  is  impossible  to  get  any  more  metal  leaf  until  the  war 


is  over.     What  little  can  be  had  has  doubled  in  price. 

"On  top  of  all  the  above,  labor  has  gone  up  appreci- 
ably, and  manufacturers  in  this  line  of  industry  are 
finding  it  increasingly  difficult  to  get  just  the  class  of 
men  they  want. 

"In  common  with  the  soaring  prices  of  other  com- 
modities, pictures  of  all  grades  have  sharply  advanced. 
The  reason  for  this  is  not  hard  to  seek.  Paper  has  al- 
most doubled  in  price  owing  to  the  fact  that  no  rags  are 
now  coming  from  Europe.  The  DuPont  Powder  Co. 
is  paying  9  cents  a  pound  for  all  the  rags  in  sight.  The 
paper  situation  is  indeed  a  serious  one.  The  supply  of 
pulp  is  low.  Commodities  formerly  used  for  bleaching 
are  now  being  sold  at  greatly  advanced  prices  for  mili- 
tary purposes.  Blue  dyes,  used  to  intensify  whiteness, 
formerly  selling  for  20  cents  a  pound,  now  bring  $20 
a  pound.  Many  large  paper  mills  will  not  accept 
orders  even  at  advanced  prices  and  guarantee  delivery. 

"In  the  photo-gelatin  printing  process  glycerine  is 
an  important  component.  This  has  advanced  385  per 
cent.,  owing  to  the  enormous  quantities  used  in  the 
manufacture  of  high  explosives.  Photographic  ma- 
terials have  gone  out  of  sight.  Many  important  chem- 
icals used  in  this  industry  are  procurable  only  in  Ger- 
many and,  of  course,  are  now  unobtainable. 

"What  is  true  concerning  the  rise  in  price  of  paper 
is  also  true  of  mat  and  backing  board.  It  behooves 
dealers  to  lay  in  a  good  stock  of  these  various  articles, 
at  present  prevailing  prices,  as  even  if  the  war  stopped 
to-morrow,  prices  would  be  no  lower  for  a  long  time. 

"Lumber  is  still  advancing  in  price,  so  is  glass  and 
glue,  in  fact  everything  that  goes  with  a  moulding.  All 
the  lumber  and  glue  and  material  men  have  to  do  is  to 
send  out  a  postal  card  saying  that  there  is  an  advance 
and  that  ends  it.  The  moulding  manufacturers  have  to 
pay  it  without  a  "kick."  A  marked  advance  is  due 
both  in  mouldings  and  frames.  We  have  frequently 
maintained  that  an  advance  in  prices  by  the  manufac- 
turer does  not  hurt  the  retailer.  The  retailer  should 
advance  his  prices  to  correspond.  The  public  does  not 
care  whether  a  price  is  advanced.  If  they  want  a  mould- 
ing or  frame  they  will  buy  it,  and  if  it  is  too  cheap  they 
will  think  it  is  good  for  nothing.  Let  the  retailer  have 
more  nerve  and  get  a  much  better  price  for  his  frames. 
Nine  cases  in  ten  he  is  selling  too  cheaply." 
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With  the  Boys  on  the  Floor 


MAKING  ONESELF  VALUABLE  TO  EMPLOYER 

The  constant  aim  of  the  clerk  should  be  to  make 
himself  more  valuable  to  his  employer  and  a  real 
asset  to  the  store  in  which  he  is  working.  The  boss 
will  not  be  slow  to  recognize  that  he  is  putting  forth 
real  genuine  effort,  and  real  effort  eventually  gets  its 
reward. 

The  employer  is  constantly  working  for  larger  sales 
and  to  secure  the  best  results  he  must  have  clerks  who 
take  an  interest  in  the  business  and  try  to  make  as  many 
sales  as  possible  each  day. 

Business  must  not  be  only  large  though,  but  also  pro- 
fitable, so  that  the  clerk  should  aim  to  keep  expenses 
and  leaks  down  to  a  minimum.  A  little  thouglit  and  an 
open  eye  will  help  much  in  this  regard. 

Initiative  on  the  part  of  the  clerk  is  appreciated  by 
a  dealer.  He  likes  a  clerk  who  can  carry  on  his  part 
of  the  work  without  constant  instructions  and  who  can 
do  a  few  things  on  "his  own  hook." 


PLEASING  THE  NEW  CUSTOMER 

It  is  most  important  that  you  find  out  the  likes  and 
dislikes  of  new  customers,  so  a-s  tn  be  able  to  thoroughly 
satisfy  and  please  them.  It  won't  do  to  guess  at 
things.  The  customer  must  be  suited  if  he  or  she  is 
expected  to  come  again.  The  new  customer  must  be 
made  to  feel  at  home  in  the  store  and  not  waited  upon 
in  a  hurried  manner.  The  store  that  gives  a  new  cus- 
tomer the  proper  attention  aiid  what  ho-  or  she  wants 
is  likely  to  make  a  regular  customer. 


FOUR  HITS  WITH  ONE  SHOT 

There  was  a  clerk,  and  the  clerk  was  asked  for  an 
article  that  was  not  carried  in  stock.  But  the  clerk 
said:  "If  you  will  leave  your  name  and  address,  we'll 
order  one,  and  have  it  sent  to  you." 

The  man  left  his  name  and  address,  and  in  due  sea- 
son the  article  was  sent  him.  The  clerk  had  made  sev- 
eral points. 

He  had  made  the  store  a  profit  on  the  article. 

He  had  pleased  and  served  the  customer. 

He  had  created  a  friendly  feeling  toward  that  store 
in  the  mind  of  a  probable  future  customer. 

He  had  obtained  in  a  very  legitimate  manner  the 
name  and  address  of  a  consumer. — Inland  Storekeeper. 


QUALITIES  OF  SALESMANSHIP 

The  following  was  recently  issued  by  a  manufactur- 
ing firm  to  their  salesmen: 

"Salesmanship  consists  of  brain  work;  it  is  mind, 
not  muscle,  which  does  the  business.  A  salesman  does 
not  make  permanent  friends  by  yielding  to  demands 
for  cut  prices.  It  is  a  sign  of  weakness,  and  wealcness 
excites  pity  rather  than  admiration. 

"Make  your  selling  talk  practical.  Use  facts  and 
figures:  they  are  convincing.  If  you  get  a  chance, 
travel  along  the  road  in  company  with  your  competitor, 


the  better  you  know  him  the  more  you  will  think  of 
yourself. 

"Don't  rely  upon  the  introduction  of  another  sales- 
man to  influence  business  for  you.  You  stand  on 
firmer  ground  if  you  introduce  yourself. 

"Jumping  ahead  of  your  competitor  doesn't  pay; 
he  gets  all  you  leave  behind,  and  you  leave  behind 
more  than  you  get. 

"When  selling  one  man  in  a  town  forget  all  others 
until  you  have  done  your  work  thoroughly  with  the 
one.  ^ 

"Remember  the  principal  qualifications  that  equip 
a  salesman  to  establish  confidence,  and  don't  forget 
that  'cheerfulness'  is  not  only  good  medicine,  but  is 
food  for  mind  and  body;  it  is  a  character  that  thrills 
every  atom  with  new  life,  and  is  to  the  facilities  and 
talents  of  the  mind  what  sunshine  is  to  the  flowers  and 
trees. 

"When  you  are  plumb  discouraged  in  the  effort  to 
land  a  customer,  bear  in  mind  that  he  is  as  near  giving 
up  as  you  are.  Don't  be  the  first  to  'cave.'  Forget 
the  words  that  signalize  surrender;  recall  the  story  of 
the  two  Irishmen  Avho  got  mixed  up  in  a  little  difficulty 
and  decided  to  fight  it  out.  The  referee  was  chosen 
and  said:  'Let  the  man  who  is  licked  say  "sufficient," 
and  T  will  step  the  fight.'  The  two  went  at  each  other 
with  hammer  and  tongs.  Soon  both  were  exhausted 
and  landing  jabs  in  the  air.  Mike  was  about  to  keel 
over,  but  managed  to  place  one  more  punch  on  poor 
Pat's  nose  when  Pat  yelled,  'Sufficient!'  'Begory, ' 
said  Mike,  'it's  meself  that's  been  trying  to  think  of 
that  darn  word  for  the  last  tin  minutes.'  Moral — 
'Don 't  be  a  quitter.' 

"Let  the  red  blood  of  determination  run  riot  in 
your  veins  and  its  very  energy  will  force  aside  the 
blvies." 


CLERK  PAINTED  SIGNS  IN  SPARE  TIME 

An  enterprising  clerk  known  to  the  writer  put  in  his 
spare  time  to  advantage  by  making  sign  boards  out 
of  packing  cases  and  painting  selling  messages  on  them. 
When  he  had  a  number  of  these  prepared  he  took  an 
afternoon  off,  drove  out  in  the  country  and  erected 
them  at  advantageous  points  along  the  road,  where 
people  driving  into  town  would  see  them  and  thus  be 
reminded  of  the  store. 

Such  signs  have  a  considerable  advertising  value  for 
the  country  dealer,  and  this  clerk  was  able  to  prepare 
them  at  small  cost — merely  the  cost  of  the  paint — as 
the  packing  cases  would  have  otherwise  been  broken 
up  and  he  used  only  his  spare  time  in  making  them. 


REAL  SALESMANSHIP 

Real  sialesmianship  must  not  be  conflicted  with 
simply  selling  extra  goods  to  a  customer.  A  good 
saJe  may  be  absolutely  offset  so  far  as  permanent 
patronage  is  concerned  by  careless  delivery,  improper 
])arceling,  or  by  errors  in  the  class  of  goods  sent  to  the 
customer. 

You  must  not  overlook  that  old  proverb  about  the 
dhain  and  its  weakest  link.  All  the  salesmanship  on 
earth  will  not  counteract  daily  errors  in  delivery, 
Droken  parcels  or  discourteous  treatment  on  the  part 
oif  any  of  the  store's  employes. 

Real  salesmanship  includes  good  service.  Good  ser- 
vice can  only  be  rendered  by  the  most  careful  atten- 
tion to  details.  It  is  the  evolution  of  training  and 
teaching,  and  of  eliminating  cause  for  comiplainits. 

To  be  a  Real  Salesman  should  be  the  goal  of  your 
ambition.  Strive  to  attain  it  by  concentrating  all 
your  efforts  on  the  goal. 
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The  Furniture  Manufacturer 

A  Department  of  Ideas  and  News  for  the  Factory  and  the  Office 


THE  Department  of  Trade  and  Commerce,  has,  dur- 
ing the  last  year  or  two  heen  paying  a  great 
deal  of  attention  to  the  development  of  the  ex- 
port trade  in  furniture  with  British  South  Africa. 

In  pursuance  with  this  effort  Canadian  commercial 
agents  in  South  Africa  have  been  furnishing  a  good 
deal  of  information  as  to  the  kind  of  furniture  most  in 
demand,  together  with  ruling  prices  being  paid  for  the 
same. 

That  these  efforts  have  been  productive  of  some  good 
there  can  scarcely  be  any  doubt,  there  having  been  an 
increase  of  over  71  per  cent,  during  the  fiscal  year 
ending  March  last,  the  total  value  being  $79,051  com- 
pared with  $45,995  the  previous  year. 

While  this  increase  is  satisfactory,  Canada  is  so  far 
supplying  but  a  very  small  part  indeed,  of  the  total, 
British  South  Africa's  annual  imports  of  furniture 
averaging  over  two  million  dollars'  worth. 

An  increase  of  over  71  per  cent,  is,  however,  en- 
couraging, and  should  stimulate  the  furniture  manu- 
facturers of  Canada  to  greater  effort. 

^    *  * 

A WRITER  in  Veneers  is  of  the  opinion  that  "  the 
hardest    bloAvs    that    have    been    struck  at 
Veneered  work  have  been  struck  by  those  en- 
gaged in  its  work." 

The  manner  in  which  they  strike  the  "hardest  blows" 
is,  in  that  writer's  opinion,  due  to  "the  miserable  stuff 
which  some  of  them  turn  out  of  their  factories." 

How  far  the  writer's  contention  is  based  upon  fact 
is  not  a  point  upon  which  it  is  necessary  to  dwell.  It 
is  sufficient  to  know  that  there  is  room  for  complaint. 
It  does  not  matter  much  as  to  whether  the  transgressors 
are  few  or  many,  for  a  few  are  quite  equal  to  the  task 
of  doing  harm  to  an  industry. 

The  day  is  gone  by  when  the  word  "Veneer"  was 
associated  with  inferiority  in  furniture.      But  the  re- 
putation it  now  enjoys  could  be  easily  sullied  by  the 
use  of  miserable  stuff"  by  even  a  few  manufacturers. 
Persistence  in  quality  is  the  only  safeguard. 
*    *  * 

LUMBER,  like  a  great  many  other  things  in  the 
group  of  raw  materials,  is  becoming  decidedly 
scarce  in  Canada.      Spruce,  is  most  difficult  to 
obtain  in  adequate  quantities. 

This  condition  of  affairs  is  in  the  main  due  to  two 
things.  As  far  as  the  home  market  is  concerned  the 
principle  reason  is  the  demand  on  munition  box  ac- 
count. This  is  particularly  so  as  far  as  spruce  is  con- 
cerned. The  other  is  the  demand  for  export,  and  par- 
ticularly to  the  United  States,  to  which  country  large 
shipments  have  been  made  for  some  months. 

The  exports  of  lumber  for  the  ten  months  ending 
January  last,  the  latest  period  for  which  we  have  de- 
tailed figures,  were  larger  by  30  per  cent,  than  for  the 
corresponding  period  of  1915,  the  total  value  beino- 
$38,760,453,  compared  with  $29,318,744. 


Although  the  largest  percentage  of  increase  was  on 
British  account,  our  best  customer  was  of  course,  the 
United  States,  $23,674,527  worth  of  the  total,  or  60  per 
cent,  being  shipped  to  that  country.  The  figures  for 
the  preceding  ten  months  were  $19,806,154.  The  ex- 
ports to  Great  Britain  were  valued  at  $12,739,534,  com- 
jiared  with  $8,356,980  for  the  corresponding  period  of 
1915,  an  increase  of  60  per  cent. 

*    *  * 

ACCORDING  to  the  annual  report  of  the  Ontario 
Bureau  of  Labor,  recently  issued,  fifty-three 
furniture  manufacturers  made  returns  during 

1915. 

Although  the  value  of  the  statistics  is  somewhat 
diminished  owing  to  the  fact  that  they  deal  with  opera- 
tions during  1914,  yet  they  are  not  altogether  without 
interest. 

All  but  two  made  returns  regarding  capital  em- 
ployed, including  plant.  The  capital  of  the  51  report- 
ing was  given  as  $6,765,188.  The  gross  value  of  the 
output  of  the  fifty  manufacturers  which  reported  on 
this  point  Avas  a  little  over  $5,000,000.  Only  three  of 
the  manufacturers  reported  an  increase  in  prod^iction 
during  the  year.  Two  of  these  reported  the  increase 
20  per  cent,  and  the  other  10  per  cent.  Forty-six  an- 
nounced decreases  ranging  all  the  way  from  one-third 
of  one  ner  cent,  to  60  per  cent.  Most  of  them  ran  from 
10  to  25  per  cent.  Increase  in  wages  was  reported  by 
only  three  furniture  maniifaeturers  and  decreases  by 
ten.  The  latter  ranged  from  5  to  30  per  cent.,  and  the 
former  from  5  to  8  per  cent.  Nineteen  factories  re- 
ported that  they  had  females  employed  on  their  work- 
ing staff.  The  total  female  labor  thus  employed  was 
48.  In  view  of  the  present  great  scarcity  of  male 
labor  it  may  be  taken  for  granted  that  the  number  of 
females  now  employed  in  the  furniture  factories  of  the 
province  is  much  larger  than  when  the  report  was 
compiled. 

THE  railways  announce  that  at  a  recent  meeting  of 
their  representatives  in  Toronto,  it  was  decided 
to  advance  freight  rates  on  certain  commodities 
consigned  to  points  on  the  Pacific  Coast.     In  all  fifty- 
eight  lines  are  affected. 

On  most  of  the  lines  in  which  the  furniture  dealer 
is  interested  the  commodity  rates  on  less  than  ear  lots 
are  cancelled,  which  means  that  in  future  class  rates 
will  apply.  The  lines  thus  affected  are  carpets  and 
rugs ;  hollow-ware  and  stove  furniture ;  oil  cloth,  lino- 
leum, cork  carpet,  etc.,  and  paints  and  varnishes. 

On  comfortables  and  comforters,  the  less  than  ear 
lot  rate  is  increased  by  25c.  per  hundred  poiTuds,  and 
on  china  and  majolica  ware,  30e. 

The  ncAv  rates  cannot  of  course  go  into  effect  until 
the  Dominion  Railway  Board  has  given  its  consent.  In 
the  meantime  the  Transportation  Committee  of  the 
Canadian  Manufacturers'  Association  has  got  the  mat- 
ter under  consideration  and  we  therefore  count  upon 
seeing  organized  opposition  to  the  proposal. 
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ELIMINATING  FIRE  RISK  FROM  STEAM  PIPE 

The  fact  that  the  firo  which  roconlly  destroyed  part 
of  the  factory  of  the  II.  D.  Fairbaini  C!o.,  Limited,  was 
caused  by  a  2  in.  steairi  pipe,  carrying  live  steam  at 
40  11).  |)i'essiire,  should  impress  upon  the  minds  of 
manufacturei's  the  necessity  of  protecting  the  pipes  of 
their  heating  systems  whenever  they  pass  through  a 
floor. 

Fires  caused  by  steam  jiipes  usually  occur  under  con- 
ditions where  the  steam  pijx'  is  in  contact  with  the 


Sheet  iiictiil  collar  for  lire  protection  when  steam  pipe  passes  through  Hour 

wood  of  tlie  door  ilselt'  oi'  with  some  inflammable  for- 
eign matter  which  collects  in  the  air  space  between 
the  flooi-  and  the  pipe. 

When  the  wood  is  in  contact  with  the  pipe  it  becomes 
baked  to  the  consistency  of  eliavcoal,  in  which  condi- 
tion a  very  slight  increase  in  temperature  will  be  suffi- 
cient to  ignite  it. 

Li  any  factory  where  line  dust  of  an  inflammable 
nature  is  ci'ciited  thei'c  is  a  danger  of  the  dust  collect- 
ing around  the  steam  pijx's,  where  it  forms  a  material 
which  is  vei'y  similar  to  the  tinder  used  in  the  old  flint 
and  steel  method  of  starting  a  Are.  and  which  is  easily 
ignited  by  a  hot  steam  pipe. 

Thi'  flnff  from  vegetable  flbres  that  is  present  in  cot- 
ton mills  and  factories  for  maiuifacturing  cotton  goods 
is  especially  dangerous  in  this  eoiinection. 

Obviously,  the  renu'dy  is  to  keep  the  pi])e  from 
touching  the  floor  and  to  exclude  all  dust  and  other 
matei'ial  fi'om  the  air  s|)ace  around  the  pipe. 

This  is  I'cadily  accomidished  l).y  the  use  of  the  sheet 
metal  collai'  shown  in  the  accompanying  sketch.  The 
collar  is  made  in  two  pieces,  so  that  it  ma.y  be  placed 
on  pipes  alrea(l,v  installed,  but  in  new  work  a  collar 
made  in  one  piece  will  give  better  satisfaction.  Being 
close-fitting,  the  collar  keeps  out  dust  and  sweepings, 
and  being  nailed  down,  it  keeps  the  pipe  from  being 
moved  over  against  the  edge  of  the  floor. 

At  least  one  inch  clearance  should  be  left  between 
[)ipe  and  floor. 

EFFICIENT  LUMBER  HANDLING  SYSTEM 

About  three  years  ago,  the  head  of  an  Eastern  manu- 
facturing concern  suddenly  realized  the  meaning  of 
efficiency,  and  at  once  proceeded  to  apply  it  in  their 
plant.  As  he  used  from  one  to  two  million  feet  of  lum- 
ber annually,  a  saving  of  even  $1  a  thousand  in  hand- 
ling his  lumber  would  more  than  pay  him  for  the  in- 
stallation of  any  additional  capital  ecpiipment  that  he 
might  have  to  put  in.  He  proceeded  to  install  a  track 
system  throughout  the  entire  plant. 

To-day,  when  a  carload  of  lumber  arrives,  it  is  imme- 
diately unloaded  from  the  freight  car  on  to  two  small 
cars — one  ear  is  utilized  for  the  14  and  16  feet  lengths, 
while  the  other  car  is  used  for  the  shorter  lengths.  Two 
men  unload  a  car,  superintended,  of  course,  by  a  high- 
class  inspector.    These  small  cars  are  then  pushed 


along  under  the  big  lumber  sheds,  where  they  are  left 
until  ready  to  be  used.  All  of  their  lumber  is  piled 
with  strips  three  feet  apart. 

When  lumber  is  wanted  for  the  kilns  it  is  pushed 
from  under  the  lumber  shed  into  a  kiln. 

After  it  is  dried,  it  is  then  pushed  into  the  shop  next 
to  the  first  cutting-up  machine.  You  see,  here  we  have 
only  two  handlings — the  loading  on  the  small  cars  and 
the  unloading  in  the  shop. 

Formerly,  before  this  system  was  put  in,  this  manu- 
facturer unloaded  his  ears,  put  the  lumber  on  hand 
trucks,  then  put  it  in  piles.  When  ready  for  kiln-dry- 
ing, it  was  unpiled  and  then  placed  on  the  kiln  trucks. 
You  can  see  for  yourself  how  many  handlings  were 
saved  in  this  new  method.  I'here  are  only  two  men 
now  used  in  the  yard  0Mtsid(>  of  the  inspector,  where 
formerly  six  were  employed. 


NEW  BRUNSWICK'S  FURNITURE  WOODS. 

The  j)eople  of  Xew  Brunswick  have  always  had  an 
idea  that  their  native  woods— their  birch,  beech,  maple, 
and  other  woods — were  particularly  well  adapted  for 
fnrnitnre-making.  In  this  view  the.y  have  the  hearty 
support  of  such  a  recognized  authority  as  C.  T.  Cur- 
rell.y,  the  director  of  the  recently-established  Indus- 
trial Museum  at  Toronto.  Mr.  Currelly  is  a  man  of 
wide  knowledge  and  great  intellectual  attainments, 
being  an  archaeologist  and  Egyptologist  of  some  dis- 
tinction. It  was  because  of  his  aptitude  for  the  work 
that  he  was  selected  to  take  charge  of  the  Industrial 
JVInseum  at  Toronto.  The  primary  object  of  the  museum 
is  to  secure  the  best  specimens  of  ancient  and  modern 
industrial  art,  so  that  they  may  be  at  the  disposal  of 
any  manufacturers  of  Canada  who  are  seeking  for 
new  designs.  At  the  Toronto  museum  they  have  on 
exhibition  many  rare  designs  in  furniture  from  the  ear- 
lii'st  days  dow-n  to  the  present  time.  Quite  recently  the 
seci-etary  of  the  St.  John  board  of  trade  had  a  brief  in- 
terview with  Ml'.  ( 'ui  i'elly,  in  which  the  latter  gave 
expression  to  the  idea  that  New  Brunswick  was  par- 
ticularly .'idapted  to  the  manufacture  of  high-class 
furniture.  The  native  woods  of  New  Brunswick  lent 
themselves,  he  said,  to  many  beautiful  effects,  while  the 
ease  with  which  more  ornamental  woods  can  be  utilized 
is  ver.v  pleasing. 

PAINTINGS  MANUFACTURED  FROM  WOOD 

The  accompanying  illustration  does  not  show  a  paint- 
ing, but  a  mantel  top  used  in  place  of  the  usual  bev- 
eled miri-ors  in  mission  style  mantels  by  Fox  Bros.  & 


Scene  made  with  a  large  number  of  pieces  of  veneer. 

Co.,  Windsor.  Patterns  are  made  for  a  scene  and 
twenty-five  are  cut  at  one  time  from  any  veneered 
wood.  The  wood,  of  course,  is  very  thin  and  is  mounted 
on  a  core.  There  are  about  twenty-five  difi'erent  kinds 
of  wood  in  this  picture,  including  (juartered  sycamore, 
poplar,  walnut,  rosewood,  ash,  holly,  prima  vera  (white 
walnut),  oak,  etc. 
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Mrs.  Frances  Janett,  widow  of  the  late  Addison 
Janett,  and  mother  of  C.  S.  Coryell,  of  the  Adams  Fur- 
niture Co.,  Toronto,  died  at  her  son's  residence,  117 
Bowling  Avenue,  that  city,  on  June  26.  An  evening- 
funeral  service  was  held  and  the  body  conveyed  to 
Ypsilanti,  Mich.,  for  interment. 

The  Wingold  Stove  Co.,  furniture  and  hardAvare 
dealers,  at  Winnipeg,  sutfered  a  fire  loss  recently. 

The  Baetz  Bros.'  Furniture  Company,  Limited,  will 
take  over  and  carry  on  the  furniture  manufacturing 


The 
C.  J. 


J.  A.  Banfield 
The  "Reliable"  furniture  home  furnisher  of  Winnipeg:, 
who  was  at  the  recent  convention  of  the  Manitoba 
R.  M.  A.  elected  vice-president. 

business  of  Baetz  Bros.,  and  Company,  of  Berlin, 
company  will  operate  on  a  capital  of  $75,000. 
Baetz,  J.  H.  Baetz  and  J.  A.  Scellen,  are  the  provisional 
directors  of  the  newly  incorporated  company. 

J.  F.  Wildman,  for  many  years  general  manager  of 
the  Office  Specialty  Manufacturing  Company,  New- 
market, Out.,  was  presented  with  a  handsome  diamond 
pin  and  illuminated  address  by  the  head  office  and  fac- 
tory employees  recently,  on  resigning  his  position  with 
that  eomiDany. 

J.  E.  Disney  has  sold  his  furniture  and  undertaking 
business  at  Brooklin,  to  A.  A.  Robinson,  of  Toronto. 


ELORA  LINE  CATALOGUE 

The  Flora  Furniture  Co.,  Ltd.,  have  published  a  new 
and  complete  catalogue  of  their  various  lines — art 
wooden  beds,  tabourettes,  pedestals  and  fancy  tables. 
It  is  neatly  gotten  up  and  is  printed  on  coated  paper, 
the  illustrations  showing  up  splendidl.y.  The  finishes 
of  Elora  products  are  specially  looked  after,  the  ulti- 
mate effect  being  striven  for.  Oak,  birch,  mahogany 
and  Avhite  enamel  are  mostly  used,  but  there  are  some 
splendid  articles  made  in  solid  mahogany.  The  beds 
are  attractive  and  built  on  distinctive  lines ;  and  the 
tabourettes  and  pedestals  are  of  innumerable  designs. 
This  latter  also  applies  to  the  table  line.  Several 
novel  umbrella  stands  are  shown. 


CANADA  FURNITURE  MIDSUMMER  EXHIBITION 

The  Canada  Furniture  Manufacturers,  Ltd.,  have 
published  a  new  net  price  list  for  their  No.  116  baby 
carriage  catalogue.  The  new  terms  are  2  per  cent.  30 
days,  or  net  60  days  from  date  of  shipment. 

The  company  will  hold  their  midsummer  fuimiture 
exhibition  at  their  Toronto  showrooms  during  the 
month  of  Jnly,  at  the  same  time  as  the  Grand 
Rapids  exhibition,  to  give  buyers  from  the  east  and 
west  on  their  way  through  Toronto,  an  opportunity  to 
see  their  complete  line  on  exhibition. 


ARTIFICIAL  LEATHERS  IN  DEMAND 

With  the  increasing  shortage  of  hides,  users  of 
leather  are  looking  to  other  quarters  for  material  that 
will  take  its  place.  Artificial  leather  answers  the 
economy  question  by  being  cheaper  than  any  other  guar- 
anteed upholstery.  Genuine  grain  leather  is  of  course 
satisfactory,  but  all  leather  is  not  genuine,  much  of  it 
is  splits,  which  has  not  the  wearing  and  other  qualities 
of  genuine  or  artificial  leather. 

Artificial  leather  is  proving  especially  satisfactory 
for  automobile,  furniture  and  railway  car  upholstery. 
During  the  last  few  months  it  has  been  used  extensively 
for  book-binding.  The  increasing  cost  of  skivers  and 
buffings  for  book-binding,  has  caused  many  binders  to 
consider  giving  it  a  trial.  It  is  answering  the  purpose, 
and  standing  the  strongest  tests.  Book-finish  Fabri- 
koid  is  entirely  different  from  any  material  heretofore 
offered.  The  I)u  Pont  Co.,  Wilmington,  Del.,  have  is- 
sued a  neat  little  booklet  that  covers  the  subject  fully, 
which  will  be  sent  upon  application. 


FURNITURE  MEN  AS  BOWLERS 

That  there  are  some  furniture  men  in  Ottawa  who  are 
experts  at  bowling  as  well  as  past  masters  in  the  art  of 
salesmanship,  is  shown  by  this  picture  of  four  en- 
thusiasts of  the  game.      Standing  are  shown  L.  E. 


Adams,  of  the  "Ideal"  bedding  line,  and  Alf.  Roberts, 
representing  the  Victoriaville  lines.  Sitting  are  Jas. 
Malloy,  manager,  and  Jos.  Bourque,  salesman,  both 
with  the  furniture  department  of  Bryson-Graham,  Ltd. 

L.  E.  Adams  and  Jim  Malloy  have  a  standing  chal- 
lenge to  beat  any  other  two,  and  they  don't  care  who 
knows  it.  The  picture  was  taken  after  a  little  en- 
counter. We  say  nothing,  but  notice  the  glad  smile 
of  "L.  E."  and  Jim,  and  the  gloom  on  the  countenan- 
ces of  others  in  the  picture.  The  smile  and  the  gloom 
tell  the  tale. 
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Comparison  of  Cost-Motor  v.  Horse 

WHILE  the  respective  merirs  of    motor  and 
horse  delivery  are  still  matters  of  debate 
;imong  merchants,  it  is  noticeable  that  each 
year  more  and  more  retailers  are  purchasing 
automobiles  for  delivery  purposes. 

To  the  dealer  to  whom  the  outcome  of  installing 
motor  delivery  is  uncertain,  the  first  cost  seems  a  big 
item  and  for  another  thing  the  average  merchant  is 
not  as  familiar  with  the  expense  of  running  an  automo- 
bile as  he  is  with  that  of  horse  delivery. 

Say  Motor  Does  Work  of  Four  Horses. 

One  retail  firm  that  has  been  using  motor  delivery 
and  are  well  pleased  with  it,  is  Wilson  &  Swayze,  of 
Welland  Ont.  Welland  is  a  town  of  some  5,500  popu- 
lation, in  the  Niagara  district. 

This  firm  has  an  International  motor  truck  and  two 
wagons  to  deliver  goods.  They  also  cart  their  own 
frefght  to  and  from  the  stations. 

In  regard  to  the  merits  of  their  motor  truck,  they 
make  the  statement  "that  when  the  roads  are  good 
the  truck  can  deliver  more  goods  than  four  delivery 
wagons.    In  fact,  there  is  no  comparison." 

Cuts  Delivery  Expenses. 

They  have  kept  tab  on  the  cost  of  operation  since 
putting  the  truck  into  operation  in  their  business,  and 
figure  that  from  $2.75  to  $3.00  per  day  covers  all  ex- 
penses in  running  the  truck,  including  the  wages  of 
the  driver,  cost  of  gasoline  and  oil,  and  an  allowance 
for  wear  and  tear. 

"Compare  this  with  the  expense  of  maintaining 
four  delivery  wagons  with  drivers,  and  it  means  the 
truck  is  a  big  item  in  the  keeping  down  of  delivery 
expenses,"  they  point  out. 

In  addition,  they  find  that  the  motor  delivery  allows 
them  to  give  much  (|uicker  service  to  customers,  and 
is  also  an  advertisement  for  the  store. 

City  Dealer  Has  Two  Motors  in  Place  of  Five  Horses. 

A  further  comparison  of  cost  between  motor  and 
horse  delivery  is  given  by  a  Toronto  retail  firm  which 
has  two  motors,  taking  the  place  of  five  horses  and 
wagons  which  they  previously  used.  They  figure  that 
the  cost  of  repairs,  gasoline,  etc.,  for  each  machine 
costs  $25  per  month.  They  have  their  own  garage. 
The  same  drivers  manage  the  cars  that  formerly  drove 
the  wagons.   The  cars  cost  $1,300  each. 

Comparison  of  Cost  of  Maintenance. 

The  cost  of  maintenance  compares  as  follows: 

Wagons,  per  week — 

Five  drivers,  at  $10  $50.00 

Five  horses'  keep  at  $3.50   17.50 

$67.50 

Automobiles,  week- 
Two  drivers,  at  $10   $20.00 

Repairs,  gasoline,  etc.,  two  cars   12.00 

$32.00 

Cost  per  year—  . 

Wagon  delivery   ^.6bW 

Auto  delivery   1664 

Difference  $1846 


NEWEST  IN  PICTURE  FRAMES 

The  Pliillips  Mfg.  Co..  Toronto,  are  bringing  out  a 
number  of  new  things  in  framed  pictures.  These  newer 
lines  run  to  antique  designs  and  colorings,  as  affecting 
the  frames.  Little  ornaments  keeping  a  harmonious 
relation  between  the  frame  and  the  subject  of  the  pic- 
lure  arc  an  added  touch,  giving  taste  to  the  object. 
For  instance,  on  the  Rheims  Cathedral  picture  (a  pop- 
ular subject  at  present)  the  frame  has  as  ornament  a 
miniature  rose  window,  on  lines  similar  to  the  wonder- 
ful glass  window  of  the  cathedral  itself.  Other  ecclesi- 
astical subjects  have  a  triple  Gothic  window  effect,  all 
giving  that  finish  so  essential  to  refined  taste. 

Two  new  colorings  used  in  frames  are  Belgian  blue 
and  silver  grey,  and  a  new  gilt  frame  is  one  of  powdered 
bronze,  giving  an  anti(|ue  effect.  In  all  wood  Circas- 
sian eontiiuies  to  hold  its  own.  though  with  the  scarcity 
of  this  wood  prices  are  of  course  pretty  high.  In  fact 
all  materials  entering  into  the  making  of  pictures  and 
franu'S  have  gone  so  high,  as  indicated  in  an  article 
in  this  issue,  that  dealers  should  anticipate  their  re- 
(|uirements,  as  besides  higher  prices  on  raw  materials 
there  are,  and  have  been  for  some  time,  decidedly  slow 
shipments  of  materials.  These  conditions,  naturally, 
will  eventually  affect  the  finished  products. 


It  is  ((uite  true  that  those  in  bu.siness  who  give  the 
most  are  ai)le  to  make  the  most.  The  merchant  or 
manufacturer  wlio  makes  it  the  practice  to  give  the 
best  possible  values  to  his  customers  usually  lays  the 
foundation  for  a  substantial  and  prosperous  business. 
The  disposition  to  play  fair  invites  confidence. 

*  *  * 

Will  some  of  the  designers  of  furniture  who  went 
abroad  to  pick  up  ideas  for  their  new  lines  offer  some- 
thing suggestive  of  their  escape  from  Europe?  It  is 
dollars  to  doughnuts  that  the  German  and  Austrian 
inspiration  will  not  find  expression  in  the  new  things 
which  may  be  offered  wherever  the  designers  were 
caught. 

*  *  * 

Selling  goods  without  making  a  profit  is  such  an  easy 
thing  to  do  that  it  has  destroyed  more  business  men 
than  any  other  cause.  Every  man  is  worth  his  hire  and 
every  article  handled  by  a  merchant  deserves  to  be  sold 
at  a  reasonable  profit.  Bargain  sales  that  are  profit- 
less are  a  good  thing  to  discontinue. 

*  *  * 

Don't  neglect  the  customer  who  says  "I'm  only  look- 
ing." The  chances  are  she's  interested  or  she  wouldn't 
look,  and  a  little  special  interest  shown  on  your  pai't  is 
likely  to  result  in  a  substantial  sale.  Your  attention 
in  such  instances  will  be  appreciated,  at  least,  and  may 
make  a  friend  for  yourself  and  the  store. 

*  #  * 

There  are  about  1,000,000  go-carts  manufactured  in 
the  United  States  every  year,  says  an  exchange.  The 
European  war  has  completely  changed  the  style  of 
manufacture  of  go-carts  just  as  its  influence  has  re- 
sulted in  marked  changes  in  other  lines  of  manufac- 
ture. Prior  to  the  war  a  large  percentage  of  the  go- 
carts  were  made  of  reedware,  but  since  the  war  broke 
out  and  the  manufacturers'  stocks  of  raw  material  be- 
came exhausted,  it  became  necessary  to  devise  means  of 
making  the  carts  of  other  material.  They  are  now  be- 
ing made  to  a  large  extent  of  fibre  material  and  the 
style  has  also  been  changed  to  the  collapsible  type  of 
carts. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 


Suggestions 
from  the 
Canadian 
Factories 


No.  88i. 

Jacobean  desk  (Ijas  chair  to  match)  from  John  C.  Mundell 
&  Co.  Ltd.,  lines,  Elora,  Ont. 


No.  2578. 

Adams  bookcase,  quartered  oak  and  mahogany,  made  by 
The  Geo.  McLagan  Furniture  Co.,  Ltd.,  Stratford 


No.  2050. 

Weis-Knechtel  Combination  sectional  desk  and  bookcase,  madeby  The  Knechtel  Furniture  Co.,  Ltd.,  Hanover,  Ont. 
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New  "William  and  Mary"  dining  room  suite,  made  in  qiiartered  oal{,  fumed  finish,  produced 
by  The  Canada  Furniture  Manufacturers,  Ltd.,  Woodstocli. 


July,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


33 


34 


CANADIAN  FURNITURE  WORLD  AND  TUE  UNDERTAKER 


July,  1916 


July,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


35 


Here  we  go  on  Record 

once  more 


Every  family  that  owns  a  piece  of  furniture  you  sold  them  is 
ready  for  a  Columbia  Grafonola. 

Every  family  that  you  failed  to  reach  with  a  furniture  sale, 
you  can  reach  with  a  Columbia  Grafonola  or  Columbia  Double- 
Disc  Records. 

Every  family  that  you  found  already  in  possession  of  a  talking 
machine  is  another  place  where  you  can  do  Columbia  Record 
business. 

Every  visitor  to  the  store  can  be  interested  in  Columbia 
Grafonolas  or  Columbia  Double-Disc  Records. 

Every  sale  of  a  Columbia  Grafonola  means  a  constant  relation- 
ship between  you  and  the  buyer,  which  produces  record  business 
all  the  time,  and  is  likely  any  time  to  produce  furniture  business. 

This  is  not  the  place  to  discuss  the  actual  figures  of  the  margin 
of  profit,  but  we  can  assure  you  that  we  realize,  just  as  you  do,  that 
the  principal  feature  of  successful  selling  is  successful  buying,  and 
we  are  prepared  to  go  into  full  particulars  with  any  furniture  dealer 
who  will  put  a  little  of  his  time  against  a  little  of  ours. 

We  will  agree  to  make  the  conversation  interesting. 


Graphophone  Co.,  Toronto,  Canada 

Creators  of  the  talking  machine  industry.    Pioneers  and  leaders  in  talking  machine  art 

Owners  of  the  fundamental  patents. 

(Write  for  "Music  Money,"  a  book  full  of  meat  for  tho*e  dealers  interested  in  quick 
and  frequent  turnover  of  capital) 
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Talking  Machines  in  the  Furniture  Store 


Welfjirc  work  Ims  so  (infinitely  csljibliwlicd  its  in- 
fluence ill  increasing  and  maintaining  efficiency  where 
tliere  are  many  employees  that  em[)loyers  in  general 
are  readily  amenable  to  flioughtfnl  suggestion,  having 
in  view  imjiroved  or  enlarged  output  at  the  same  or 
reduced  cost.  ( 'oinjietition  in  service  demands  that 
many  of  the  plans,  i-egarded  as  impracticable  theories  a 
few  years  ago,  be  now  recognized  as  essential  to  the  i)hy- 
si(^a]  and  mental  comfort  of  the  employee  and  therefore 
affecting  his  or  her  productiveness. 

Music  is  always  inchKh^l  in  welfare  work  among  em- 
jiloyees.  No  plan  is  eompiete  without  music,  whether 
it  is  for  the  benefit  of  girls  in  the  cereal  factory,  women 
in  the  book-bindery,  clerks  in  the  departmental  stores 
or  bank,  soldiers  in  the  barracks  or  men  in  the  lumber 
camps.  The  talking  machine  has  been  welcomed  in 
this  field  which  the  demands  of  modern  industry  have 
made  an  extensive  and  promising  field  for  the  talking 
machine  dealer. 

The  observant  dealer  must  vealize  that  each  succeed- 
ing year  will  increase  the  necessity  of  a  more  intensive 
cultivation  of  his  territory.  To  keep  up  and  increase 
sales  as  the  possibilities  justify  will  require  more  and 
better  salesmanship,  more  attractive  service  and  in 
every  way  a  finer  grade  of  merchandising.  The  possi- 
bilities in  selling  to  industrial  plants  is  one  too  rich  in 
prospective  profits  to  be  neglected. 

Tn  this  connection  a  recent  number  of  the  "Popular 
Science  Monthly"  has  the  following:  "A  dry-cleaning 
establishment  in  Cincinnati  has  come  to  the  conclusion 
that  if  its  employees  hear  music  at  frei|uent  intervals 
while  they  work  it  will  not  only  make  them  happier, 
more  contented  and  better  workers,  but  that  they  will 
accomplish  more  than  if  they  were  without  it.  Work- 
ing upon  this  theory  there  have  been  installed  through- 
out the  big  establishment  enough  talking  machines  to 
keep  lively  music  playing  most  of  the  day.  The  re- 
cords are  selected  with  care,  lest  a  funeral  selection,  a 
dreamy  waltz,  or  a  'Sextette  from  Lucia'  should  creep 
in.  There  are  many  lively  dance  records  and  popular 
songs.  The  workers  hum  and  sing  to  the  lively  music 
and  the  speed  of  the  music  puts  speed  into  their  work. 
The  music-while-they-work  idea  is  said  to  be  a  South 
American  one,  where  music  is  recognized  as  a  necessity 
of  life." 


ESTIMATE  FALL  REQUIREMENTS  NOW 

All  the  reasons  that  under  normal  conditions  make  it 
wise  and  profitable — and  that  are  indicative  of  the  alert 
business  mind— for  the  retailer  to  anticipate  his  trade's 
re(|uirements  for  months  ahead  are  now  increased  and 
intensified  by  the  abnormal  and  almost  chaotic  state 
into  which  the  markets  of  supply  have  been  plunged, 
^^'ar  after  year  and  season  after  season  the  retailer  has 
been  urged  by  his  jobber,  by  the  manufacturer  and  by 
his  trade  journal  to  make  an  estimate  of  his  require- 
ments, which  he  can  always  do  from  the  past  year  or 
.season's  business,  and  get  his  orders  booked."  Year 
after  year  a  discouragingly  large  proportion  of  dealers 
take  these  warnings  and  pleadings  as  so  much  "bunk," 
to  get  them  to  place  orders.      Year  after  year  they 


have  |)aid  dearly  for  their  procrastination  and  censured 
their  jobbers  for  not  taking  better  care  of  them,  yet 
knowing  full  well  that  the  jobber  cannot  perform 
miracles.  Hut  the  jobber  can  make  an  equitable  dis- 
tribution of  the  goods  he  does  secure.  The  dealer  who 
last  fall  put  off  ordering  his  Christmas  goods  until 
Octolier  or  November,  need  not  condemn  his  supply 
house  nor  console  himself  that  he  got  just  as  many 
machines  and  just  as  many  records  as  if  he  had  placed 
his  order  in  April,  for  he  didn't.  No  doubt  the  non- 
procrastinating  dealer  suffered  to  some  extent  by  rea- 
son of  a  shortfige,  but  not  to  the  extent  that  the  dealer 
dilatory  in  ordering  suffered. — Canadian  Music  Trades 
Journal. 


PHONOGRAPHS  FOR  OUT-OF-DOORS 

The  ease  with  which  phonographs  may  be  trans- 
ported in  automobiles  and  motor  boats,  and  the  pleas- 
ing etfect  of  music  on  the  water  or  in  the  woods  has 
made  these  instruments  immensely  jiopular  in  the  sum- 
mer camp  at  lake  and  mountain  resorts. 

F'rom  boats  out  in  the  lake  and  from  cottages  along 
the  shore  the  music  of  the  best  bands,  orchestras  and 
singers  is  being  enjoyed  by  thousands  of  music  lovers 
who  take  their  phonographs  with  them  on  their  trips 
to  tlu'  country  or  to  the  beach. 

Dealers  within  easy  automobile  distance  from  resorts 
and  lakes  find  it  profitable  to  feature  phonographs  and 
records,  and  many  sales  are  made  to  tourists  who  have 
high  priced  instruments  at  home,  but  who  want  smaller 
and  less  expensive  instruments  for  their  camp  or  sum- 
mer home. 

Since  such  wonderful  strides  have  been  made  in  per- 
fecting low  priced  phonographs,  it  is  rare  to  find  a 
camp  of  music  lovers  that  does  not  have  one  or  more  of 
these  instruments. 

Some  of  the  low  priced  ph()nogra])hs  are  marvelously 
accurate  and  clear  in  tone,  and  furnish  excellent  music 
to  dance  by. 


MUSIC  BOX  AS  A  PARADE  FLOAT 

Last  Labor  Day  an  American  furniture  dealer,  to 
draw  attention  to  the  fact  that  he  had  a  music  ma- 
chine department,  fitted  up  a  float  for  the  jiarade  held 
that  day,  utilizing  a  greatly  enlarged  model  of  a  •$2.")0 
machine.  All  the  woodwork  was  gilded  and  the  muslin 
aii--l)rushed.  so  the  effect  was  excellent.  It  was  built 
on  a  platform  8x16  feet  and  stood  16  feet  high  with 
the  lid  raised.  The  base  of  the  machine  itself  was  four 
feet  eight  inches  by  six  feet  four  inches,  and  the  handle 
was  made  out  of  two-inch  tiipe  twenty-four  inches  long, 
with  an  eight-inch  knob.  Four  chairs  inside  the  big 
machine  accommodated  a  four-piece  orchestra,  which 
played  all  along  the  line  of  march. 

WANT  FURNITURE  AND  SPRING  MAKERS 

McRae  IJros.,  Speers,  Sask.,  ask  the  names  of  whole- 
sale furniture  houses  in  Canada. 

The  Sumner  Co.,  Moncton.  N.B..  want  to  know  the 
names  of  makers  of  sofa  springs. 
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MODEL  "C"  $30 
Golden  Oak 


MODEL  "B"  $40 

Mahogany,  Qolden,  Mission 
Fumed  Oak 


MODEL  "A"  $65 

Mahogany,  Golden,  Mission 
Fumed  Oak 


For  those  going 
Camping 

suggest  they  take  along  a 

Phonola 

DISC 

Talking  Machine 


//  will  add  to  their  enjoyment  and 
give  them  utmost  satisfaction. 

The  price  makes  a  quick  sale.  There 
are  nine  sizes  selling  as  follows  : 


$15 

*20  »30  *40 

*65 

*85 

*160  *125  « 

'250 

Don't  overlook  this  opportunity.  It 
means  big  profit  and  prestige  to  you. 
Your  sales  will  be  rapid,  your  store 
a  headquarters  for  buyers'  supplies. 

The  "  Phonola  '  is  made  in  Canada 
and  is  noted  for  its  superior  motor — 
a  noiseless,  strong  and  durable  one. 

It  plays  any  make  of  disc  record. 


I      The  Pollock  Manufacturing  Co.,  Limited  2 

I  Manufacturers  of  Vhe   *THONOLA"  | 

I  Berlin       Canada  | 
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Maxwell  Vaults  and  Shipping  Cases 


PalenI  Noi.  759727;  759728;  800929:  800930;  840077 


iiilililiiilililiiiiiiiliiiliiiiiliiilililillliiiiiiiiiiiiiiiiiiiiiliiiiiiii^^ 

I        Maxwell  Sanitary  Steel  Vault  | 

I  Maxwell  Copper  Alloy  Vault  j 
I    Maxwell  Ambulance  Transfer  Case  | 

I  Our  Customers  are  assured  of  | 

I  Superlative  Quality  and  | 

I  Prompt  Delivery  | 

I  cM^axwell  Goods  are  carried  in  stock,  ky  all  | 

I  Leading  Jobbers  | 

I  Why  not  have  the  best?  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

t^M^anufactured  by 

Maxwell  Steel  Vault  Company 

Oneida,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  indited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Blood  and  its  Relation  to  Embalming 

By  Howard  S.  Eckels,  Ph.D., 
Dean  of  Eckels'  College  of  Embalming,  Philadelpliia 

TEN  years  ago.  there  was  serious  doubt  in  the  minds 
of  many  thoughtful  embalmers  as  to  the  advisa- 
bility or  necessity  of  draining  blood.  Indeed, 
few  subjects  have  ever  been  so  thoroughly  debated. 
The  opponents  of  blood  draining  made  a  long  and 
strenuous,  though  unavailing  fight  for  principles  which 
most  of  them  thoroughly  believed  in. 

There  were,  of  course,  a  few  manufacturers  of  em- 
balming fluids  who  fought  to  coin  into  dollars  the  un- 
dertaker's reluctance  to  perform  what  was  at  best  a 
disagreeable  operation  and  which  under  unfavorable 
circumstances  was  an  extremely  distasteful  one.  These 
men  especially  put  up  a  hard  fight  against  blood  drain- 
age because  they  believed  that  by  so  doing  they  could 
further  their  own  business  interests.  It  is  inconceiv- 
able that  they  were  serious  because  at  least  some  of 
them  were  too  well  informed  on  the  subject  to  have 
long  labored  under  such  a  misapprehension. 

During  the  ten  years  which  have  succeeded  the  be- 
ginning of  this  bitter  controversy,  blood  drainage  has 
steadily  won  its  way  until  now  it  is  practiced  by  practi- 
cally every  embalmer  on  practically  every  case  which 
he  handles.  This  has  been  greatly  aided  by  the  in- 
vention of  the  axillary  instruments,  and  by  the  in- 
creasing necessity  for  securing  cosmetic  effect. 

Demands  have  become  much  greater  upon  the  un- 
dertaker during  this  period  than  they  were  prior  to  it. 
There  was  a  time  when  few  undertakers  could  abso- 
lutely promise  results  when  they  undertook  embalming. 
This,  they  openly  announced,  and  it  was  so  understood 
by  their  patrons. 

In  the  majority  of  cases,  they  had  good  results;  but 
occasionally,  faulty  methods,  imperfect  fluid  and  un- 
scientific instruments  brought  failures.  These  failures 
were  two-fold.  Some  were  absolute  failures  to  pre- 
serve; while  others  were  merely  inability  to  secure  an 
attractive  and  natural  cosmetic  effect.  In  many  cases 
both  of  these  defects  were  marked. 

To-day,  all  of  this  is  changed  in  the  majority  of  es- 
tablishments. Embalming  is  becoming  more  nearly  an 
exact  science,  and  failure  to  secure  either  absolute  pre- 
servation, or  at  least  a  reasonably  good  cosmetic  effect, 
are  becoming  increasing  rare.  Instruments  are  bet- 
ter, fluids  are  better,  the  introduction  of  a  capillary 
wash  for  cleansing  the  systemic  circulation  has  wrought 
changes,  and  to  cap  it  all,  undertakers  and  embalmers 
are  better  informed  than  they  possibly  could  have  been 
in  by-gone  years.  It  unquestionably  is  true  that  the 
most  pronounced  failures  known  are  those  which  oc- 
curred where  bodies  have  been  embalmed  and  no  blood 
withdrawn. 

Another  cause  for  failures  even  when  undertakers 
attempted  to  drain  blood,  was  that  they  frequently 


tried  to  aspirate  while  using  the  vein  tube.  This 
should  not  be  done  because  such  an  act  will  surely  col- 
lapse the  flexible  vein  around  the  openings  in  the  vein 
tube,  and  prevent  the  blood  flowing  out.  Failure  to 
recognize  this  fact  is  the  cause  of  many  unsatisfactory 
attempts  to  drain  blood. 

In  speaking  of  blood  drainage,  I  mean  drainage,  not 
merely  the  puncturing  of  the  body  and  the  aspirating  of 
blood  from  whatever  point  the  trocar  happens  to  reach 
— usually  the  wrong  point  and  the  one  which  does  the 
most  injury  to  the  circulation.  The  presence  of  blood 
in  the  body  is  a  serious  handicap  to  the  embalmer  in 


At  Last 

When  On  my  day  of  life  the  night  is  falling, 
And,  in  the  winds  from  unsunned  spaces 
blown 

I  hear  far  voices  out  of  darkness  calling 
My  feet  to  paths  unknown. 

Thou  who  has  made  my  home  of  life  so  pleasant. 
Leave  not  its  tenant  when  its  walls  decay ; 

0  Love  Divine,  0  Helper  ever  present, 
Be  Thou  my  strength  and  stay ! 

Be  near  me  when  all  else  is  from  me  drifting; 
Earth,  sky,  home's  picture,  days  of  shade  and 
shine, 

And  kindly  faces  to  my  own  uplifting 
The  love  which  answers  mine.  ■ 

1  have  but  Thee,  my  Father !  let  thy  spirit 
Be  with  me  then  to  comfort  and  uphold; 

No  gate  of  pearl,  no  branch  of  palm  I  merit, 
Nor  street  of  shining  gold. 

Suffice  it  if — my  good  and  ill  unreckoned. 
And  both  forgiven  through  Thy  abounding 
grace — 

I  find  myself  by  hands  familiar  beckoned 
Unto  my  fitting  place. 

Some  humble  door  among  Thy  many  mansions. 
Some  sheltering  shade  where  sin  and  striving 
cea-se. 

And  flows  forever  through  heaven's  green  ex- 
pansions 
The  river  of  Thy  peace. 

There,  from  music  round  about  me  stealing, 
I  fain  would  learn  the  new  and  holy  song. 

And  find  at  last,  beneath  Thy  trees  of  healing, 
The  life  for  which  I  long. 

— John  Greenleaf  Whittier. 
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Champion  Fluid 


Champion  Fluid 
Made  in  Canada  from 
Canadian  Chemicals 


Order  direct  from  us 
or 

from  your  Jobber 


100%  Pure 
Chemicals 


Every  1 6  oz.  bottle  of  Cham- 
pion Embalming  Fluid  is 
100%  pure.  The  richest  and 
purest  compound  that  will  re- 
mam  m  solution. 


War  conditions  have  greatly  increased  the  cost  of  fluid  ingredients,  tempting  fluid  manufacturer!  to  use 
cheaper  and  inefficient  substitutes,  but  Champion  Quality  will  be  maintained,  no  matter  what  the  cost. 

ALWAYS  BEWARE  THE  CHEAP  FLUID,  BUT  ESPECIALLY  SO  NOW 

Champion  for  Uniformity,  Purity,  Dependability,    It's  worth  the  Price. 


The  Champion  Chemical  Co.   :  Springfield,  Ohio 
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Champion  Products 

Standards  of  Excellence 

Champion  Fluid,  Baker,  Champion  and  Boyd  Steel  Vaults,  Morgue  Furniture, 
Church  Trucks,  Cooling  Boards  and  Couches,  Embalming  Instruments,  Grips, 
Hardening  Compound,  Cosmetics,  Disinfectants,  Demi  Surgery. 

LARGEST,  BEST  AND  MOST  COMPLETE  LINE  IN  THE  WORLD 

We  are  now  offering  our  latest  and  exclusive  product 

Jaundexo 

for  clearing  up  all  discolorations 

Jaundexo  is  not  an  embalming  fluid.  Jaundexo  is  unlike  anything  ever  before  offered. 

Jaundexo  works  by  chemical  reaction  and  is  guaranteed. 

Jaundexo  is  made  in  Canada  from  Canadian  chemicals 


TCLCi-HONC  COLLEGE  1752 


COLLEGE  2757 


Arthur  W.  Miles 


PRIVATE  MOTOR  AMBULANCE 


UNDERTAKER  AND  EMBALMER 


•596  College  Street 

Toronto  Canada    June  20th,  1916. 

The  Champion  Chemical  Company, 
Springfield.  Ohio. 

Gen  1  onen;- 

When  our  last;  order  for  420  gallons  of  Champion 
Concentrated  Fluid,  was  plaoad  with  your  Dr.  O.W.  Terguson, 
on  the  12th.,  inet.,  we  were  very  buey  --  and  as  the  Doctor 
was  on  a  hurried  trip  West  to  your  Canadian  Branch,  there 
were  a  few  needed  articles,  which  were  OTSrloolced,  when 
ordering  at  that  time. 

Kindly  rush,  by  Sxpreae,  Immedtataly ,  Two  Double 
Folding  Church  Truoke,   Nickel  Flnieh,  like  the  last  one 
we  received  from  your  firm. 

Also,  please  send  ue  by  Prelglit,  6  oases  of  Jaundexo. 

Wa  have  had  much  trouble  In  obtaining  Just  the 
kind  of  Blood  Solvent  desired.     Having  tried  about  all  t  he  eo- 
called  discoloration  removers  on  the  market  up  to  this  time; 
thClje  used  as  an  artery  wash  and  those  used  as  an  external 
appltoation.     Each  without  avail,    Until,  your  trail  caae  of 
JA'JrUEXO  proved  to  be  Juot  the  solution  we  were  looking  for  — 
and  now  w?  can  truthfully  say  that  Jaundexo  is  the  best 
Art-^r  ■  Wash  and  efficient  prelnjection  for  c]e  arlng  up  bad 
discolorations,  whether  the  trouble  be  Jaundice,   ordinary  dark 
tlsGues  or  abnormal  pigmentation;  that  we  have  had  the  pleasure 
of  using. 


Amt:H 


Very  truly  yours. 

Proprietor  and  Owner 


Jaundexo  is  a  blood  solvent  and  artery  wash,  and  so  a  very  efficient  remedy  for  blood  discolor- 
ations, but  its  most  exclusive  feature  is  its  chemical  reaction  on  bile  slain  in  the  tissue  of  a  Jaun- 
diced body.  Jaundexo  will  clear  up  the  most  extreme  case  of  Jaundice,  and  should  be  used  on 
all  sallow,  yellow  cases  resulting  from  cancer,  etc.  Guaranteed  fully,  and  our  guaranty  means 
something. 

No  Embalmer's  Kit  is  Complete  Without  Jaundexo 


The  Champion  Chemical  Co.  :  Springfield,  Ohio 
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securing  preservation.  Let  that  be  the  first  {)oint 
dwelt  upon  and  considered. 

A  body  can  be  preserved  by  enibalrriing  fluid  only  by 
permitting  that  fluid  to  circulate  freely  thronghont  tlie 
entire  arterial  nnd  capillary  circulation.  Embalming 
fluid  has  no  magical  j)roperties;  it  is  not  adapted  to 
"absent  treatment";  it  can  preserve  only  the  tissues 
which  it  reaches  and  penetrates,  and  therefore,  since  it 
must  follow  the  channels  which  the  blood  followed  in 
life,  if  it  is  to  reach  the  tissues  indireeted  and  unob- 
structed, it  must  be  able  to  force  the  blood  ahead  of  it 
until  it  finally  has  i)ushed  it  or  the  greater  part  of  it 
out  of  the  arteries  and  capillaries.  To  allow  the  blood 
to  remain  in  the  body,  therefore,  is  mer'cly  to  obstruct 
ami  dilute  your  embalming  fluid,  to  increase  the  diffi- 
culties of  injection  and  to  render  the  whole  operation 
a  hazardous  and  uncertain  one. 

Practically  all  discolorations  come  from  the  blood. 
All  failures  to  secure  at  least  a  reasonably  good  cos- 
metic effect  are  due  to  the  presence  of  blood  in  places 
from  which  it  should  have  been  removed.  The  body 
embalfed  by  the  older  methods  which  shows  pink  to- 
day, will  show  putty  color  to-morrow,  and  a  deep  dis- 
coloration by  the  (la.y  of  the  funeral.  There  is  no 
known  way  to  secure  a  life-like  body  without  the  re- 
moval of  blood — at  least  in  the  greater  majority  of 
cases.  There  are  a  few  in  which  it  is  unnecessary,  but 
in  even  these  the  opportunity  should  be  given  for  the 
escape  of  the  blood  so  that  it  may  drain  if  the  least 
sign  of  re-flushing  is  apparent. 

Every  embalmer  understands  that  blood  changes  its 
color  when  standing.  The  color  of  the  blood  is  due  to 
a  red  pigment  called  hemoglobin,  which  itself  is  cap- 
able of  undergoing  a  ])artial  decomposition.  It  is  the 
tiemoglobin  which  gives  color  to  the  blood.  The  blood 
is  a  complex  mixture,  and  the  physiological  chemist 
finds  in  it  the  plasma  which  itself  is  divided  into  fibrin 
and  serum.  He  also  finds  corpuscles  which  are  color 
cells,  mostly  red  when  taken  in  light,  but  individually 
only  a  little  darker  than  straw  color.  Both  the  fibrin 
and  the  sei'um  putrefy  very  easily,  as  do  also  the  cor- 
puscles. 

As  1  have  said  before,  the  color  of  the  blood  is  due  to 
a  red  ])igment  called  hemoglobin.  If  the  blood  is  per- 
mitted to  remain  in  the  tissues,  the  inevitable  results 
will  be  either  the  decomposition  of  the  blood,  or  at 
least  its  separation ;  the  precipitation  of  the  blood 
eorj)uscles  froiu  the  serum,  thus  releasing  the  hemo- 
globin. The  hemoglobin,  in  the  absence  of  oxygen 
which  the  lungs  supply  in  life,  gradually  darkens  in 
color  and  produces  discoloration. 


Now,  "Embalming  by  a  New  Principle  and  a  New 
Method  ■■  is  based  upon  the  injection  and  the  arterial 
circulation  of  a  substance  to  dissolve  blood  clots,  and  to 
oxygenate  what  blood  corpuscles  remain  so  that  they 
will  retain  their  natural  red  color,  or  have  it  restored 
to  them  if  they  already  have  started  to  darken.  The 
IM'iiiciple  is  a  new  one,  and  in  direct  contradiction  of 
former  inetlu)ds.  It  is,  however,  now  used  by  nearly 
10,000  embalmers  in  the  United  States  and  Canada,  and 
I  confidently  believe  that  its  use  will  become  universal 
within  the  next  few  years — or  at  least,  as  neai'ly  uni- 
versal as  is  the  present  practice  of  draining  blood. 


RECENT  BURIALS  IN  DUBLIN 

The  burial  ol'  the  dead  has  been  ;i  pathetic  business. 
It  was  often  difficult  to  obtain  coffins,  for  the  stock  was 
(piickly  used  up,  and  workmen  could  not  be  found  to 
make  others.  Delays  were  caused  through  the  neces- 
sity of  permits  being  got  before  interment  could  take 
place,  and  the  need  of  obtaining  i)asses  to  move  through 
the  military  lines. 

In  many  cases  bodies  have  had  to  be  at  least  tempor- 
aj'ily  interred  in  their  clothes,  in  sheets,  or  in  blankets. 
At  the  city  morgue  there  were  at  one  time  as  many  as 
fifty  bodies  of  men  and  women  awaiting  interment. 

The  funeral  processions  have  made  touching  pictures. 
l>ehind  the  hearse — no  other  vehicle  was  allowed — has 
often  walked  a  solitary  mourner.  In  some  districts 
mourners  were  seen  carrying  the  coffins  on  their 
shoulders,  and  a  father  was  observed  at  Drumcondra 
with  a  roughly-made  little  coffin  under  his  arm. 

At  Mount  Jerome  interments  had  to  be  carried  out 
under  a  cross-fire  from  the  military  at  Portobello  P>ai-- 
racks  and  the  Volunteers  from  Rialto  Bridge. 

At  Glasnevin  Cemetery,  which  I  visited  (says  a  cor- 
respondent), fifty  interments  had  been  arranged  for. 
and  the  gravediggers  were  having  their  busiest  day.  In 
one  corner  T  saw  a  large,  closed-in-grave,  in  which  at 
least  a  dozen  rebels  were  recently  interred.  The  body 
of  The  O'Rhailly  had  found  its  last  resting  place  at 
Glasnevin. 


TOMMY  NOT  FAR  WRONG 

The  children  were  studying  caterpillars,  and  the 
teacher  began  the  lessons  with  a  very  simple  question  : 
"What  is  a  caterpillar.  Tommy?"  she  asked. 
Tommy  jumped  up  eagerly. 

"A  caterpillar,"  he  replied,  "is  an  upholstered 
worm." — The  Continent. 


New  combination  ambulance  and  casket 
motor  installed  by  The  Luke  Burial  Co.. 
Oshawa,  Ont. 
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Dominion  Manufacturers 

LIMITED 


Efficient  and  Prompt  Delivery 

You,  Mr.  Funeral  Director,  realize  the  ad- 
vantage of  having  the  goods  you  order 
arrive  when  expected. 

Our  locations  throughout  the  Dominion 
enable  us  to  give  you  service  which  can- 
not be  equalled. 

An  experienced  staff  is  maintained  at  our 
following  branches  day  and  nighl,  which 
ensures  the  most  prompt  execution  of  your 
order. 


The  National  Casket  Co.,  Limited,  Toronto,  Ont. 
The  D.  W.  Thompson  Co.,  Limited,  Toronto,  Ont. 
The  Semmens  &  Evel  Casket  Co.,  Ltd.,  Hamilton 
The  Globe  Casket  Co.,  Limited    .    London,  Ont. 

Jas.  Elliott  &  Son  Prescott,  Ont. 

Girard  &  Godin,  Limited  .  Three  Rivers,  Que. 
Christie  Bros.  &  Co.,  Limited  .  Amherst,  N.  S. 
The  Semmens  &  Evel  Casket  Co.,  Ltd.,  Winnipeg 
Vancouver  Casket  Co.    .    .    .    Vancouver,  B.  C. 


Head  Office 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO  CANADA 
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Dominion  Manufacturers 

LIMITED 


Superlative  Quality 

Our  well-earned  reputation  for 
*'The  Best"  m  cloth-covered  and 
piano  polished  Caskets  is  main- 
tained by  our  strict  attention  to 
the  minor  details,  as  well  as  to 
the  important  ones,  in  the  pro- 
duction of  our  lines. 

We  are  very  careful  that  no  defective 
piece  of  material  or  even  defective  work- 
manship enter  into  the  manufacture  of  our 
Caskets.  In  design  they  are  rich  and  im- 
pressive, and  the  covering  material  is  of  a 
quality  and  texture  that  insures  utmost 
satisfaction. 

Write  for  prices,  and  concentrate  on 
''Dominion  Manufacturers"  line. 


Head  Office: 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO  CANADA 
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The 
Newest  and 
Best  in 


Caskets 

Robes 

Linings 

Casket 

Hardware 

Etc. 


Write  for  illus- 
trations of  our 
latest  designs  in 
Caskets. 


Oar  Modern  Well  Equipped  Plant 


CANADA  CASKET  COMPANY,  LIMITED 


WIARTON 


Toronto  Office,  309-10-11  Confederation  Life  Building 


Store  Management 
Complete 


16  Full-Page 
Illustrations 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  Bool^  to 

Retail  Advertising  Complete 

$1.00  POSTPAID 

"  Store  Management — Complete  " 
tells  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample  : 

CHAPTER  V.-THE  STORE  POLICY- 

What  it  should  be  to  hold  trade.  The 
money-back  plan.  Taking  back  goods.  Meeting  cut  rates.  Selling 
remnants.  Delivering  goods.  Substitution.  Handling  telephone 
calls.  Cou'rtesy.  Rebating  railroad  fare.  Courtesy  to  customers. 


272  Pages 
Bound  in  Cloth 


Absolutely  New 


Just  Published 


Commercial  Press,  Limited 

32  Colborne  Street 
Toronto,  Ontario 


CARANAC 

CONCENTRATED 


EMBALMING  FLUID 


The  time  of  the  year  has  now  arrived  when  your 
results  depend  on  your  efficiency,  and  your  effi- 
ciency depends  to  a  great  extent  on  the  qualities 
of  your  embalming  fluid. 

The  fluid  that  will  produce  the  very  best  effects 
is 

CARANAC 

$9.00  per  case — 12 — 16  oz.  bottles  (concentrated) 
7.50  per  gallon  container  (concentrated) 

5%— 30  Days 
Your  order  by  mail  will  be  appreciated 
WE  SHIP  PROMPTLY 

CARANAC  LABORATORY 

PETERBOROUGH.  ONT..  CAN. 
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CHAMPION  BUSINESS  BOOMING 

Dr.  G.  W.  Frrgusoii,  iiuiiuiger  of  Hie  ( ';iiui(li;iii  l)r;incli 
of  the  Champion  (,'heinical  Co.,  has  returruid  to  Toronto 
from  a  business  trip  to  the  Pacific  Coast.  lie  says 
business  is  improving  in  the  West.  His  coiripjiuy  has 
(lone  well  in  (Canada  this  year.  Up  to  June  1  the 
Champion  ('hemieal  Co.  had  sold  and  shipped  more  of 
their  pi'oduets  both  iji  Canada  and  the  United  States 
than  in  any  other  five-month  period  in  its  history. 

Dr.  Ferguson,  who  lias  been  with  the  Champion 
Chemical  Co.  for  the  past  nine  years,  introduced  Cham- 
pion products  into  Canada  about  five  years  ago,  and 


Di{.  S.  W.  Fekguson 
Canadian  irianagerof  Chaniuion 
Chemical  Co. 


has  been  in  charge  of  this  territoiy  ever  since.  He 
spends  his  winters  in  Grand  Rapids,  Mich.,  and  his 
summers  in  Toronto,  where,  at  his  home,  50  Leuty  Ave- 
iHie,  Kew  Reach,  he  makes  his  Canadian  heathiuarters. 

The  Champion  Chemical  Co.  recently  put  on  the 
market  a  new  i)roduct,  "Jaundexo,"  a  blood  solvent 
and  artery  wash  whicli  efficiently  and  eflPeefively  re- 
medies blood  discolorations.  Tt  works  by  chemical 
action  in  cleaning  up  discolorations.  Its  most  effective 
feature  is  the  way  in  which  it  works  on  bile  stain  in 
the  tissue  of  a  jaundiced  body.  Jaundexo  is  guaran- 
teed, and  like  '.il  other  Champion  chemicals  is  made  in 
Canada  from  C  ladian  chemicals  by  Canadian  work- 
men. 


EMBALMING  BOARD  SECRETARY  RESIGNS 

James  Torrance,  M.P.P.,  secretary  of  the  Ontario 
Board  of  Examiners,  has  resigned  his  position  on  that 
board.  He  was  on  July  1  selected  to  fill  the  post  of 
Collector  of  Customs  at  Stratford. 


ONE  TRAVELLER  RETURNS 

D.  M.  Andrews,  seei'etary-treasui'ei'  of  tlie  Dominion 
Manufacturers,  Ltd.,  Toronto,  has  returned  from  a  six- 
weeks'  trip  to  the  West,  visiting  all  the  important  cen- 
tres between  Winnipeg  and  the  Coast.  He  is  greatly 
impressed  with  the  standing  of  the  funeral  directors 
out  there,  and  with  their  methods  of  conducting  hm- 
erals.  Their  parlors  and  equipment  are  the  last  word 
in  the  profession,  and  many  of  them  compare  favorably 
with  the  older  East. 

Optimism  is  the  present  keynote  in  general  business 
in  the  West,  said  Mr.  Andrews  to  a  representative  of 
Canadian  Furniture  World  and  the  Undertaker,  and 
tliis  side  of  the  Rockies  there  is  a  decided  betterment  in 
trade  as  compared   Avith   the   early   months   of  1915. 


While  liiitish  Cohnnbia  has  not  perhaps  recovered  her- 
self so  (|iii(d<ly  as  the  other  [)rovinces,  there  is  a  stronger 
tone  and  money  is  1o  be  li;id  for  legitimate  business 
purposes. 

Ml'.  Andrews  who  lUrde  the  frin  partly  to  reeu|)eratc 
a  run-down  system,  was  laid  up  for  a  few  days  at  Van- 
couver, but  he  has  relui'ned  hale  and  hearty,  and  is  in 
hopes  of  making  a  more  extended  ti-ip  throughout  the 
West  later  in  the  year. 


PROFESSIONAL  NOTES 

Tilt  tie  liros.,  undei'takiiig  pai'lors  at  ^loncton,  X.l>.. 
were  damaged  by  fire  recently. 

A  strike  of  undertakers'  assistants  took  place  lately 
in  Liverpool,  England,  over  the  question  of  Sunday 
funerals.  A  temporary  truce  has  been  arranged  by 
the  municipal  authorities. 

The  Ijuke  P>urial  Co..  Oshawa.  recently  added  to  their 
(•(fuipment  a  combination  ambulance  and  casket  wagon. 
Tt  rests  on  a  McLaughlin  chassis,  the  body  being  made 
by  the  Conboy  Top  Co..  Toronto. 

*  Graham,  McCall,  Ltd..  Calgary.  Alta.,  have  taken 
another  partner  and  are  changing  their  name  to 
Graham,  McCall  &  Rutter,  Ltd. 


PHONOGRAPHS  AT  FUNERALS 

A  correspondent  of  The  Casket,  writes  the  editor  to 
say  that  he  has  been  using,  in  connection  with  funerals 
conducted  in  his  chapel,  for  the  past  year  and  three 
months,  a  large  phonograph,  playing  the  latest  and 
most  popular  hymns.  "We  do  not  place  the  instrument 
directly  into  the  chapel,"  says  this  correspondent,  "but 
place  it  in  the  hallway  upstairs,  and  when  the  music 
reaches  the  bereaved  mourners,  it  is  subdued  and  very 
impressive.  We  have  been  eomplimented  a  great  many 
times  on  this  style  of  music,  and  the  people  seem  very 
well  pleased  with  it.  We  think  that,  if  the  manufac- 
turers of  these  instruments  would  advertise  them  in  the 
trade  .iournals,  and  call  the  attention  of  the  funeral 
directors  to  their  use.  m  great  many  of  them  would  in- 
stall them  for  use  in  their  chapels." 


SLIGHT  MISUNDERSTANDING 

There  is  a  proprietor  of  a  shop  in  the  city,  a  man  of 
most  excitable  temp'^rn  ment.  who  is  forever  scolding  his 
clerKs  for  their  indifference  in  the  matter  of  possible 
sales. 

One  da^'.  hearing  a  f'lerk  say  to  a  customer.  "No,  we 
have  not  had  any  for  a  long  time."  the  proprietor,  un- 
able to  countenance  such  an  admission,  began  to  work 
himself  into  the  usual  rage.  Fixing  a  glassy  eye  on  his 
clerk,  he  said  to  the  customer: 

"We  have  plenty  in  reserve,  ma'am;  plenty  down- 
stairs." 

Whereupon  the  customer  looked  dazed,  and  then  to 
the  amazement  of  the  proprietor,  burst  into  hysterical 
laughter  and  quit  the  shop. 

"What  did  she  say  to  you?"  demanded  the  proprie- 
tor of  the  clerk. 

"We  haven't  had  any  rain  lately,"  replied  the  clerk, 
grinning. 


Dreaming  of  higher  wages  may  be  a  pleasant  occupa- 
tion, but  there  is  nothiug  like  hard  work  to  make  those 
dreams  come  true. 
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Embalmer's  Question  Box 

By  Dk.  Carl  L.  Barnes 

In  embalming  I  raise  the  axillary  artery  and  inject 
and  draw  blood  from  the  corresponding  vein,  same  in- 
cision. Quite  often  the  space  around  the  eyes  (and 
sometimes  the  ears,  but  not  often)  flushes  up  and  re- 
mains so.  Please  tell  me  the  cause.  During  embalm- 
ing should  the  body  lie  flat  and  head  elevated,  or  the 
chest  and  head  elevated?  S.  C.  S. 

Injecting  the  axillary  artery  and  removing  blood 
from  the  axillary  vein  does  not  always  result  in  remov- 
ing the  discoloration  from  the  ears  or  the  eyes.  Fre- 
quently the  circulation  is  "short-circuited"  and  the 
fluid  merely  flows  inward  through  the  axillary  and  up- 
ward through  the  arteries  of  the  face  and  neck,  and 
downward  through  the  sinus  and  jugulars,  outward 
through  the  subclavian  and  axillary,  and  all  of  the 
blood  in  the  lower  part  of  the  body  remains.  A  high 
pressure  put  upon  the  arterial  system  will  cause  a 
certain  amount  of  this  blood  to  pass  upwards  through 
the  venous  .system  and  flush  the  face.  Great  care 
should  be  exercised  in  removing  blood  through  the 
axillary  vein.  A  small  amount  of  fluid  should  be  in- 
jected into  the  axillary  artery,  or  just  enough  to  fill 
the  arteries  of  the  body,  one  to  two  pints.  Injection 
into  the  arteries  should  stop  and  blood  should  then  be 
drained  until  you  have  removed  the  full  amount;  then 
a  little  washing  out  of  the  circulation  will  prevent 
flushing  of  the  face  and  discoloration  of  the  eyes  and 
ears. 

I  have  been  reading  your  articles  in  The  Embalmers' 
Monthly.  I  heard  you  lecture  at  Nashville,  Tenn., 
and  will  appreciate  it  if  you  will  give  me  a  little  infor- 
mation. I  do  considerable  embalming,  always  in  the 
home,  and  many  times  the  body  has  been  washed  and 
dressed  before  I  get  there.  Would  it  be  possible  for 
me  to  wash  out  the  arterial  system,  using  the  brachial 
and  draining  from  the  one  in  heel  (posterior 
tibial)  of  opposite  side.  What  is  alcoholic 
fluid?  Would  the  concentrated  mixed  with 
alcohol  do?  How  long  would  you  want  a  body  to  stay 
wrapped  up  before  you  would  consider  it  safe  ?  If  you 
will  give  me  this  information,  I  will  appreciate  it. 

R.  R.  D. 

It  would  be  impossible  to  drain  the  arterial  system  of 
any  clots  or  coagulated  blood  by  opening  an  artery  so 
small  as  the  posterior  tibial.  For  that  reason  the 
femoral  artery  is  selected.  Alcoholic  fluid  is  used  only 
for  the  cavities.  C-3  is  strictly  alcoholic.  Concen- 
trated fluid  mixed  with  alcohol  would  not  answer  the 
purpose.  The  body  should  remain  in  the  cloths  from 
three  to  five  hours.  If  it  was  left  in  the  cloths  over 
night,  it  would  do  no  harm. 

Would  you  mind  telling  me  why  you  open  the  fem- 
oral on  the  opposite  side  of  injection,  in  washing  the 
arterial  system? — M.  S.  H. 

One  side  is  as  good  as  the  other.  The  only  reason 
the  opposite  femoral  is  selected  when  the  brachial  is  in- 
jected is  because  of  the  stream  being  diverted  down- 
ward and  outward,  thus  draining  all  of  the  coagulated 
blood  from  the  arteries  of  the  face  and  aorta.  The 
reason  why  the  femoral  artery  is  selected  instead  of 
any  other  is  on  account  of  its  large  caliber.  The  tibial 
arteries  would  be  too  small.  Washing  out  the  ar- 
terial system  takes  the  place  of  all  so-called  blood 
solvents  now  being  extensively  advertised  in  our  trade 
papers.  Many  of  these  should  not  be  employed,  as 
some  of  the  fluids  used  are  positive  incompatibles  and 
cause  discoloration  rather  than  clearing  it  up.  My 


advice  to  all  embalmers,  where  they  wish  a  perfect  cir- 
culation and  clear  complexion,  is  to  wash  the  arterial 
system  with  a  very  dilute  fluid,  preferably  one  having 
chemicals  which  will  produce  a  reddening  of  the  blood; 
at  the  same  time  thin  the  medium  and  prevent  coagula- 
tion.— Embalmers'  Monthly. 


CEREMONIES  AT  CHINESE  FUNERAL 

Our  next-door  neighbor,  says  the  Knoxville,  111., 
Republican,  died  aboiit  three  months  ago,  and  they  are 
just  now  having  the  funeral.  A  large  lantern  trimmed 
in  white  is  set  on  each  side  of  the  gate,  white  cloth  is 
draped  over  all  the  doors  and  the  immediate  relatives 
of  the  deceased  wear  a  long  white  garment  made  of  the 
coarsest  cloth  with  no  hem  in  the  bottom,  but  rather 
tattered  to  make  it  look  as  bad  as  possible.  A  white 
rag  of  the  same  material  is  tied  on  the  head.  The 
shoes  are  made  of  a  special  kind  of  white  material 
which  has  never  been  dipped  in  water.  Even  the 
little  children  and  all  callers  are  given  the  badge  of 
white  to  wear. 

One  of  the  chief  mourners  stands  at  the  gate  to  re- 
ceive the  numerous  guests.  On  the  inside,  feasting, 
fire-crackers,  clanging  cymbals,  the  running  back  and 


Messrs  Fulton  and  Smith, 
Two  new  undertakers  in  partnership  at  Owen  Sound.    They  are 
located  in  C.  H.  Little's  old  stand. 

forth  and  general  commotion  all  remind  one  of  an 
American  Fourth  of  July  celebration.  When  a  guest 
is  announced,  all  the  mourners  tune  up  and  such  wail- 
ing you  never  heard. 

The  climax  came  when  the  funeral  procession  was 
formed.  The  men  of  the  family  accompanied  by  the 
priests  clanging  cymbals,  and  the  coffin-bearers  went 
out  at  the  front  gate,  while  the  women  made  their  exit 
from  the  back.  The  wife  of  the  deceased  sat  down 
in  the  middle  of  the  street  and  wailed  awhile.  It 
certainly  brought  to  mind  most  vividly  the  "wailing, 
sack  cloth  and  ashes  of  the  Bible."  Then  the  proces- 
sion formed  and  they  started  off  to  set  the  coffin,  for  in 
China  they  do  not  bury  them,  they  simply  set  them  on 
a  piece  of  ground  which  has  been  selected  by  a  man 
Avho  makes  it  his  business  to  know  just  where  is  the 
propitious  spot  that  will  bring  luck  to  the  descendants 
of  tlie  deceased. 

The  procession,  which  was  a  very  simple  one,  wa.s 
headed  by  the  priests  and  a  man  firing  fire-crackers  to 
drive  away  the  evil  spirits.  Behind  them  were  the 
idol,  the  paper  house  and  two  paper  servants  to  be 
burned,  the  scarlet-covered  coffin  borne  by  sixteen 
coolies  with  a  mourner  walking  at  each  side,  the  wife 
in  a  chair  and  other  relatives  and  friends  walking  be- 
hind and  laughing.  Such  mingling  of  mirth  and  dis- 
tress. 
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Relation  of  the  Undertaker  to  Public 
Health 

Address  by  Dr.  C.  .1.  MrfiuRHEN 

The  (liitit's  oF  llic  uiulci'talvcf  iiiul  those  of  the  licallli 
(Ippiift  nu'iit  ;ii'c,  ill  pjii't,  so  r-loscly  related  that  the  one 
foniis  a  jiart  of  tlie  other.      Tlie  Legishiture  at  its  last 
session  did  not  exaetly  bury  the  health  department,  bnt 
it  is  evident  that  a  foriiii(lal)le  attein[)t  was  made  to  do 
so,  and  perhaps  would  have  sueeeeded  had  not  the  un- 
dertakers all  IxM'ii  busy  elsewhere.      As  I  say  the  un- 
dertaker constitutes  a   vital   factor  in  public  health 
work.      U|)Oii  him  rests  a  great  responsibility.  Ui)on 
him  depends  larfi'ely  the  success  or  failure  of  the  health 
depart  iiieiit.      Kor  it  is  upon  the  death  records  fur- 
nished by  him  that  Ihe  •jeneral  mortality  is  based.  And 
it  is  ui)on  the  int'oi'matioii  of  these  records  that  we  are 
able  to  locate  the  pr'evalence  of  disease  and  thereby 
brino'  al)Out  prevention.    This  can  only  be  done,  how- 
ever, when  such  certificates  are  filed  promptly  as  they 
should  be.      Re|)orts  reaching  the  central  office  two  or 
three  iiionths  late  have  little  value  in  their  relation  to 
prevent  ion  and  are  too  tardy   for  tabulation  in  the 
month  in  which  they  oecur'red.      It  is  obvious  then 
that  our  statistical  data  is  bound  to  be  misleading  as 
they  are  tabulated  for  the  month  previous  to  the  one  in 
which  they  are  I'cceived.     Many  of  you,  T  believe,  are 
doing  your  full  duty  in  respect  to  giving  the  matter  of 
filing  certificates  your  first  attention  and  to  those  I  wish 
to  extend  my  thanks.      Again  there  are  others  who 
lose  sight  of  their  obligation  and  make  reports,  if  at  all. 
at  any  time  and  in  any  manner  that  may  suit  their  con- 
venience.    To  those  gentlemen  T  want  to  say  that  this 
method  is  all  wrong  and  would  exhort  them  to  the  con- 
sideration of  the  dut.v  they  owe  the  family,  the  com- 
munity and  the  state. 

The  wide-awake  undertaker  is  an  indispensable  bene- 
factor to  his  comnuuiity.  When  family  ties  are  broken 
and  dissolved  by  the  intriguing  hand  of  death  whose 
biplane  of  inPectioii  and  contagion  strikes  like  the 
thunderbolt  from  a  clear  sky,  the  magnitude  of  the 
situation  at  once  becomes  apparent.  Here  nothing 
should  be  overlooked  in  carrying  out  thorough  and 
complete  disinfection,  observing  every  little  detail  that 
no  new  case  of  disease  or  death  may  be  chargeable  to 
superficial  work  or  any  carelessness  on  his  part.  For 
in  the  light  of  our  present  knowledge  we  now  know 
that  deaths  from  infection  are  in  most  cases  chargeable 
to  the  carelessness  or  ignorance  of  some  {)erson  or  com- 
munity. Many  people  assume  that  the  responsibility 
for  such  death  and  the  grief,  sorrow  and  loss  which  it 
entails  lies  with  the  Creator,  whereas  the  immediate 
responsibility  in  every  case  of,  say  typhoid  fever  rests 
upon  man  himself.  Grod,  in  his  wisdom,  has  placed 
mankind  in  possession  of  the  knowledge  of  the  causa- 
tive agent  and  the  means  of  its  spread.  He  has  opened 
our  minds  that  we  may  understand  how  this  disease 
may  be  prevented  and  avoided,  and  he  has  given  us  an 
almost  infallible  weapon  with  which  to  protect  our- 
selves from  the  attacks  of  the  germ  which  causes  the 
disease.  Therefore,  such  bereavement  means  that  some 
one  has  failed  to  make  use  of  these  God-given  means  of 
|)rotecting  human  life.  Tn  many  cases,  it  is  the  inno- 
cent bystander  who  suffei's  from  the  neglect  of  an- 
other; from  somebody's  failure  to  realize  that  he  is  his 
brother's  keefjer.  It  is  im[)ossible  in  every  instance 
to  exaetly  fix  the  responsibility  for  the  sickness  and 


death  of  one  departed,  but  some  man  or  woman  is  re- 
sf)onsible  because  only   human   beings   have  typhoid 
fever  and  the  disease  cannot  be  acquired  excepting 
from  some  person  who  has  the  disease  or  who  is  har- 
boring the  germs  that  cause  it.     P^very  case  that  con- 
tracts ty[)hoid  unwittingly  takes  into  his  body  some- 
thing that  came  from  the  body  of  another  person.  Pos- 
sibly he  may  have  received  it  directly  or  indirectly 
from  some  person  who  suffered  from  a  very  light  at- 
tack or  ty|)hoid  fever,  and  who  by  the  carelessness  of 
his  habits,  suliscMpu'iit  to  his  recovery,  was  the  means — 
possilily  the  innocent  means,  of  the  spread  of  the  disease 
to  other  people.      The  res|)onsil)ility  does  not  always 
lie  with  any  one  individual,  but  with  some  town  or 
city  which  has  been  careless  in  the  method  of  ridding  it- 
self of  its  offscourings,  or  has  been  indifferent  to  tlie 
laws  of  sanitation  in  securing  its  drinking  water.  l'>iit 
whatever  the  source,  these  deaths  can  be  prevented. 
They  are  entirely  unnecessary.    It  is  the  |)rice  which 
we  are  madi'  to  |)ay  for  somebody's  ignorance  and  care- 
lessness.     The  day  is  fast  approaching    when  such 
sacrifices  will  cease  to  be.     It  will  arrive  only  when 
we  have  learned  that  the  presence  of  typhoid  in  a  com- 
munity means  that  someone  has  been  criminally  negli- 
gent of  his  duty.      What  is  applicable  in  the  case  of 
typhoid  can  well  be  a[)[)lied  to  other  infections  as 
scarlet  fever,  diphtheria,  smallpox  and  a  series  of  others. 
Education  and  education  alone  along  these  lines  is  the 
[)resent  day  retiuirement.     We  must  reach  the  people 
and  furnish  them  the  necessary  information  through 
every  avenue  possible  ;  by  means  of  the  press;  by  public 
talks;  by  movies  and  by  a  concerted  effort  on  the  part 
of  all  to  the  end  that  the  public  may  better  understand 
the  object  of  all  these  sanitary  precautions  and  rules. 
And  by  these  means  may  we  hope  to  gain  public  senti- 
ment which  is  by  far  the  greatest  factor  we  have  to 
contend  with  to-day  when  we  try  to  bring  about  any 
sanitary  reform.      This  really  seems  to  be  the  age  of 
reform  and  perhaps  the  people  think  they  are  getting 
more  than  they  have  coming.     For  instance,  they  are 
preaching  reform  in  the    churches;    the    schools  are 
teaching  reform,  the  municipalities  are  boasting  of  re- 
form and  when  we  mention  sanitary  reform  they  are 
apt  to  tell  us  what  we  want  is  chloroform. 

You  are  in  reality  a  part  of  the  machine  that  has  for 
its  work  the  prevention  of  disease  in  the  state.  Your 
work  diflfers  from  that  of  the  health  officer  only  in  that 
the  health  officer  deals  with  infection  about  the  living 
while  you  have  to  do  with  infection  about  the  dead, 
therefore  you  are  the  men  upon  whom  falls  the  duty  of 
preventing  the  spread  of  disease  from  one  dead  of  con- 
tagion or  infection.  The  state  health  department  can- 
not do  it  for  you,  it  must  depend  upon  you  for  this. 
You  are  essentially  a  part  of  the  state  health  organiza- 
tion and  must  share  in  the  credit  for  its  successes  and 
in  the  blame  for  any  failure  there  may  be. 


THE  ORIGIN  OF  BLACK  FOR  MOURNING 

Anne,  (|ueen  of  Charles  Vtll,  of  Fi-ance,  was  the  or- 
iginator of  black  as  a  token  of  mourning,  wearing  it 
upon  the  death  of  her  husband  in  1498.  Contrary  to 
that,  the  accepted  mourning  in  Europe  was  white. 
Black,  however,  gained  great  popularit.v  and  was 
quickly  adopted.  So  marked  was  any  deviation  from 
the  unwritten  law  that  Mary  Queen  of  Scots  was 
termed  the  White  Queen  because  she  held  by  the  an- 
cient custom  when  mourning  for  Lord  Darnley. 
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Central  Caskets  for  Real  Quality 


No.  300  Elliptic  Half  Couch  Casket 

There  is  a  touch  of  distinctiveness  and  artistic  beauty  found  in  the  Central 
Line  that  makes  its  own  appeal  to  your  trade.  Better  carry  these  quality 
goods  in  stock,  especially  when  they  cost  no  more  than  the  ordinary  kind. 


CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  24 1  Fern  Ave.,  Toronto 


Telephone  126 


Telephone  Parkdale  3257 


Embalming  by  a  New  Principle 
and  a  New  Method 

OSMOTONE 


OSMOTONE  may  be  briefly  described 
as  a  capillary  wash  and  blood  solvent  that 
supplies  purifying  and  lightening  oxygen 
to  the  venous  blood  which  remains — much 
the  same  as  the  lungs  supply  oxygen  to 
the  venous  blood  in  life  to  convert  it  into 
arterial  blood. 

It  thus  has  two  distinct  functions. 

One  of  these  functions  is  to  wash  out 
the  capillaries  so  that  as  little  as  possible 
of  the  discolored  blood  shall  remain  in 
them  to  further  darken,  show  through 
the  skin  and  make  that  objectionable 
putty  color  which  is  sure  to  result  in 
full-blooded  cases  on  which  raw  formalde- 
hyde fluids  are  used. 

All  embalming  fluids  are  more  or  less 
astringent  in  their  action.  OSMOTONE 
is  laxative  in  its  effects,  and  for  this 
reason  is  injected  ahead  of  the  fluid  for 
the  purpose  of  clearing  out  the  capil- 
laries, building  up  their  walls,  and  hold- 
ing them  open  for  the  passage  of  that 
fluid  which  is  injected  afterward. 

Being  blood  lightening,  its  action,  from 
thirty  to  fifty  per  cent,  more  blood  can 
be  drained  if  OSMOTONE  is  injected 
ahead  of  the  fluid.  This  is  a  practically 
sure  preventive  of  putty  color. 

Moreover,  a  far  better  circulation  can 
be   obtained  where  the  capillaries  have 


first  been  opened  up  and  cleaned  by 
OSMOTONE  than  where  fluid  only  is  in- 
jected. 

As  a  capillary  wash  OSMOTONE  is 
invaluable  in  sudden  death  cases,  and  in 
cases  in  which  the  patient  died  in  fever, 
as  in  Peritonitis,  Blood  Poisoning,  Pneu- 
monia, etc. 

Being  blood  lightening  in  its  effects, 
OSMOTONE  has  a  second  and  most  im- 
portant function: 

It  will  restore  to  the  face  the  colors 
of  life,  and  bring  to  the  ears  and  cheeks 
of  the  young  and  fair-skinned  the  peachy 
lustre  and  clear  pink  tints  which  have  so 
long  been  the  embalmer's  ideal. 

On  the  young  as  well  as  on  the  ruddy- 
faced  elders,  OSMOTONE  will  give  a  com- 
plexion which  no  other  method  and  no 
other  preparation  possibly  can. 

It  is  impossible  for  us  to  go  fully  into 
details  here,  but  the  whole  story  is  told 
in  the  130-page,  cloth-bound  book,  men- 
tioned on  this  page.  This  book  will  lie 
sent — free  of  charge — to  any  responsible 


Cut  off  this  COUPON  and  Mail  to-day! 


ORDER  COUPON 

H.  S.  Eckels  &  Co., 

241  Pern  Ave.,  Toronto,  Can. 

Send  ....  dozen  bottles  OSMO- 
TONE at  $7.50  per  dozen  under 
your  guarantee  that  it  will  please 
us. 

Also  send,  without  charge,  a 
copy  of  Prof.  Eckels'  130-page 
cloth-bound  book,  "Embalming  by 
a  New  Principle  and  a  New 
Method." 


C.F. 


undertaker  who  will  fill  out  the  attached 
coupon  and  mail  it  to  us. 

OSMOTONE  is  shipped  under  the  most 
complete  guarantee  that  it  will  satisfy 
you,  and  that  it  will  produce  results  bet- 
ter than  you  expect. 

Fill  out  the  coupon  to-day  and  put  it 
to  the  test.  Bead  the  book — try  OSMO- 
TONE— and  be  the  first  in  your  neighbor- 
hood to  profit  by  this  new  discovery. 

You  don't  have  to  change  your  fluids. 
Use  the  fluid  to  which  you  are  most  ac- 
customed. OSMOTONE  will  do  wonder- 
ful work  when  used  in  conjunction  with 
any  of  the  standard  fluids,  although  natur- 
ally the  very  best  results  can  be  obtained 
by  using  it  in  conjunction  with  DIOXIN. 
with  which  it  is  in  perfect  harmony. 


H.  S.  Eckels  &  Co.  - 


241  FERN  AVENUE 
TORONTO,  CAN. 
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The  Embalming  of  Infants 

Hv  C.  F.  Gali.away 

Much  h;is  bocii  said  about  the  einbalining  of  infants, 
and  we  as  (Mnbalrncrs  know  that  all  methods  of  pro- 
eedure  thus  far  advanced  are  open  to  more  or  less  eri- 
tieism  when  applied  to  certain  individual  cases. 

The  same  principles  obtain  in  the  embalming  of  in- 
fants as  guide  us  in  the  embalming  of  adults,  and  our 
problem  is  the  same,  though  more  difficult  of  solution 
owing  to  the  small  si/e  of  Ihe  various  accessible  vessels 
and  Iheii'  distance  fiinn  the  head.  There  are,  however, 
one  artery  and  vein,  which,  so  far  as  T  have  been  able 
to  learn,  have  been  entirely  overlooked,  and  which, 
owing  to  their  coui'se  and  superficial  char'acter,  lend 
th(MiiS(>lves  admirably  to  our  purpose.  The  vessels 
mentioned  ai'e  the  right  sub-clavian  artery  and  vein. 

Those  who  are  familiar  with  the  approach  to  the 
right  common  carotid  artery  in  adults  will  undoubtedly 
have  discovered  that  the  subclavian  vessels  are  located 
at  snch  a  depth  behind  the  clavicle  as  to  make  their  use 
inipract  ieahle,  and  in  fact  in  this  class  of  siibjects  un- 
necessary, as  the  common  carotid  artery  and  jugular 
vein  are  so  placed  as  to  at¥ord  us  ideal  working  condi- 
tions. In  the  infant.  hoAvever,  the  vertical  position  of 
the  latter  vessels  near  the  midline  in  an  extremely  short 
ne(d\  makes  their  use  very  unsatisfactory,  and  it  is  in 
these  cases  that  the  subclavian  artery  is  recommended. 

In  early  life  the  subclavian  vessels  arch  well  above 
the  chivicle  and  ai'c  found  at  the  same  depth  as  the 
eoninion  carotid  ar'tei'v  and  intei'iial  jugular  vein,  and 
their  course  allows  us  to  insert  our  instruments  practi- 
cally at  right  angles  to  the  neck,  affoi'ding  ample  work- 
ing space. 

The  incision  made  is  the  one  usually  made  in  the 
a|>|M();n'h  to  the  right  common  carotid  artery  and  in- 
ternal jugular  vein;  beginning  close  to  the  midline  on 
the  anterior  aspect  of  the  neck  and  extending  outward 
just  above  the  innoi'  one-lialf  of  the  clavicle.  This 
incision  is  made  through  the  skin,  su;ierticial  fascia, 
l)latysm;i  myoides  muscle,  deep  fascia,  and  sterno  cleido 
mastoid  muscle.  The  tissues  severed  are  then  reflected 
u|)wai'(ls  and  the  vessels  dissected  out  of  the  surround- 
ing connective  tissue.  As  this  approach  is  exactly 
the  same  as  ma(h'  Foi-  the  common  carotid  artery  and 
intei'iud  jugidar  vein,  your  work  may  be  done  with 
either  pair  of  vessels  as  the  conditions  may  re(|uire  or 
admit.  ft  must  he  remembered  that  as  the  child  grows 
obh'r  the  sidielavian  vessels  gradually  assume  their 
adult  pdsition  behind  and  below  the  clavicle. 

The  thouglit  that  in  any  partieular  ease  this  may 
have  occurred,  tieed  not  influence  us  against  making 
this  approach,  for  the  Avork  may  readily  be  completed 
through  the  same  incision  by  the  use  of  the  common 
carotid  artery  and  interiud  jugular  vein  should  the 
subclavian  vessels  he  found  to  have  descended  to  too 
low  a  level  to  make  their  use  feasible. 

The  advantages  in  the  use  of  the  subclavian  vessels  in 
the  embalming  of  infants  are  several.  The  approach 
is  simple;  the  vessels  are  so  situated  as  to  be  easily 
raised  and  easy  to  insert  your  instruments  into,  and 
the  operation  is  done  close  to  the  head,  well  up  to  the 
centi'e  ol'  the  e  i  I'cu  I  a  tiou,  where  you  are  sure  of  good 
results  ill  the  i'X|)osed  surfaces  ami  where  you  may 
I'easonalily  dejiend  upon  a  good  circulation  throughout 
the  body.  The  vessels  are  usually  of  a  size  coi'res- 
jjondiiig  to  the  brachial  vessels  in  the  adult.  The  line 
of  the  incision  is  readily  concealed  from  view  by  the 
child's  clothing. 


UNDERTAKER  ENTERTAINS  AT  SUMMER  HOME 

A.  W.  Miles,  the  |)Opulai'  College  Street,  Toronto,  un- 
dertaker, entertained  about  400  persons  at  his  summer 
home,  Spider's  Point,  Miraico,  on  June  17,  the  occasion 
being  the  annual  picnic  of  Cyrene  Preceptory,  No.  29, 
Knights  Temfilar.  Eminent  Preceptor  Dr.  W.  IT. 
Wright  conducted  the  fancy  drill  which  followed  the 
afternoon  games — baseball,  races,  etc.  There  were 
eighteen  races,  each  winner  being  given  a  prize.  Con- 
solation prizes  of  rabbits  and  guinea  pigs  were  tend- 
ered by  Mr.  Miles. 

Dinner  was  served  at  (i  p.m..  followed  by  some  for- 
tune telling  stunts.  The  children  were  royally  en- 
tertained, a  splendid  spread  being  laid  out  for  them. 
Dancing  in  the  evening  concluded  a  fine  day's  enter- 
tainment. 

Dr.  and  Mrs.  G.  "W.  Ferguson,  of  the  Champion 
Chemical  Co..  were  guests  and  enjoyed  themselves  im- 
mensely. The  doctor  has  just  returned  from  a  busi- 
ness trip  to  the  Pacific  Coast,  and  has  taken  up  house 
for  the  summer  at  Balmy  P>each,  Toronto.  He  states 
that  business  is  good  out  West.  His  company  up  to 
June  1,  had  shipped  a  larger  volume  of  goods  than  in 
any  five  months  in  their  history. 


BRITISH  FUNERAL  PRICES  HIGHER 

At  a  meeting  of  the  Coffin  Furniture  Manufacturers 
of  England,  held  in  Birmingham  recently,  it  was  un- 
animously resolved  that  a  further  advance  of  15  per 
cent,  be  luade  on  all  classes  of  coffin  furniture,  maldng 
the  war  advance  to  date  85  per  cent. 

The  Shroud  Manufacturers  of  England  also  convened 
and  declared  a  further  advance  of  10  per  cent,  on  all 
undertakers'  "soft  goods,"  as  dry  goods  are  termed 
abroad.  This  advance  increases  the  war  advance  to 
45  per  cent. 

HOW  PHOTO  WAS  TAKEN 

Toronto,  June  20.  1016. 
To  Editor  of  Furniture  World  and  The  Undertaker: 

As  to  the  enquiries  under  head  of  correspondence  in 
your  June  number  in  reference  to  cut  and  subject  em- 
balmed with  Canicula  fluid  by  the  F.  W.  Mathews  Co.. 
we  have  made  encpiiries  as  to  this  particular  ease  as 
follows : 

Subject  died  in  one  of  the  city  hospitals  without 
leaving  any  address  of  his  relatives  or  friends.  The 
man  died  of  apoplexy  on  June  4.  1915,  and  remained  in 
the  hospital  morgue  until  June  6,  when  he  was  em- 
balmed. On  June  28th  the  relatives  identified  the  re- 
mains and  were  very  grateful  to  the  undertaker  for 
keeping  him  so  long  in  good  condition.  The  family 
not  having  a  jihoto  of  the  deceased,  wanted  to  know  if 
such  a  thing  could  be  done.  The  body  was  removed 
from  the  casket  and  placed  in  chair,  the  eyes  opened  as 
in  life.  What  pleased  Mr.  Mathews  most  is  the  results 
obtained,  and  the  ai)preciation  of  the  relatives  and 
friends.     Yours  triily, 

CANICULA  CHEMICAL  CO. 


Of  Course  She  Did 

"How  useless  girls  are  to-day.  1  don't  believe  they 
know  what  needles  are  for." 

"How  absurd  you  are,  grandma,"  protested  the  girl. 
"Of  course  T  know  what  needles  are  for.  They're  to 
make  the  graphophone  play." 
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Have  You  to  Conduct  a  Funeral  in  some  other  town  with 
■which  you  are  not  familiar  and  want  the  assistance  of  an- 
other Undertaker  and  the  use  of  his  horses,  hearse  or  car- 
ria°es  etc'  If  so  consult  this  Directory  for  the  names 
of  the  Undertakers  in  that  town,  as  you  can  depend  upon 
it  they  are  the  most  reliable  men  in  their  locality,  and 
the  best  to  assist  you. 

Does  Your  Name  appear  in  Our  Directory?  You  never 
know  who  mav  require  your  assistance  and  conveyances. 
The  cost  is  only  $2  per  year,  including  subscription. 


ONTARIO 

Berlin — 

A.  G.  Schreiters 

Boljcaygeon — 
Byug,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.   'Phone  10. 

Brampton,  Ont. — 

MeKilop  &  Melntyre. 

Brooklln — 
Disney,  R.  S. 

Burks  Falls — 

Hilliar,  Joseph.    Box  213. 

Chatham,  Ont.  

Coltart  &  Son. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 

Logan,  E.  A.    'Phone  2107. 

Dungannon — 
Sproul,  William 

DunnvlUe — 

D.  P.  Fry.    'Phone  68. 

Elmira — 


Gait- 
Allen  &  Riiy. 

Glencoe— 

Gough,  J.  B.,  &  Son. 

Hamilton,  Ont. — 

Blachford  &  Sons, 

57  King  Street  We,'ft. 
Dods worth,  A.  H. 

59  King  St.  W. 
Dwyer,  Jame.s, 

16  Cannon  E. 
Robinson,  .).  H.  &  Co.,  19-21 

•lohii  St.  N 

Harrow,  Ont. — 

Madill,  J.  H.,  &  Co. 

Huntsville — 

Hilliar,  Joseph. 

Ingersoll — 

Mclntyres,  F.  W.  Eeeler 
ami  R   A  Skiunei,  props. 

Kemptville — 

McCaughey,  Geo.  A. 


Kingston — 

Corbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 

London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dnndas  St. 

Orillia — 

Bingham,  H.  A. 

"W.  A.  Strachan,  Mgr. 

'Phone  45.'?. 
D.  Clark.    Tel.  159. 

Osliawa — 

Disney  Bros. 
Lmke  Burial  Co. 

Parry  Sound,  Ont. — 
Lo'gan,  Alexander. 

Rodney — 

Liebner  &  Wlalker. 

Schomberg,  Ont. 
F.  Skinner. 

Pt.  Catharines — 
Grobb  Bros. 

144-146  St.  Paflil  St. 

St.  Thomas — 

WftUiiains,  P.  E.,  &  Sons,  519 
Talbot  St. 

Stirling — 

Ralph,  Jas.   'Phone  102. 

Stratford — 

Greenwood   &  Vivian,   Lt.l  . 

8S-92  Ontario  St. 
White  &  Co.,  80  Ontario  St 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Eaper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

Thedford,  Ont. — 
Woodhall,  J.  B. 

Wallaceburg,  Ont.— 
Heath,  W.  H.,  &  Son. 
Saint,  J.  T. 

WeUand— 

Patterson  &  Dart 
Sutherland,  G.  W. 


Woodstock — 

Mack,  Paul. 

Whitby,  Ont.— 

Nicholson  &  Seldon. 


QUEBEC 


Montreal- 


Tees  &  Co.,  912  St.  Catherine 
St.  West. 


NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 


NOVA  SCOTIA 

Sydney  Mines — 

D.  A.  McRae,  Clyde  Ave. 

Sydney,  C.B. — 

Beaton,  A.  J.,  &  Son,  374 
.■!84  George  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 
Vincent   &  MePherson. 

Dauphin — 

Farrell,  A.  F. 

Swan  River — 
Paull,  Geo. 


Winnipeg — 

Bardal,    A.    S.,    834  Sher- 

brooke  St. 
Thompson  Co.,  J.,  501  Main. 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN 

Kamsack — 

Russe::,  G.  E.  I. 
Lanigan — 

Tfobertson,  Wm. 
Moose  Jaw — ■ 

P,roadfoot  Bros. 

Prince  Albert — 
Howard,  A.  C. 
lladley,  C.  L. 

Saskatoon — 
Young,  A.  E. 

Semans — 

Ilaygarth,  Jas. 

Welwyn —  . 
l.ea\'ens,  Merritt. 

Wolseley — 

Barber,  B. 

ALBERTA 

Calgary — 

Graham    &    Buscomb,  611 
Centre  S. 

Castor — 

Winter,  W.  G. 
Edmonton,  Alta. — 

Wainwright  &  Jackson. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming^  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 


R.  U.  STONE 

Principal 


525  Sherbourne  St. 


Toronto 


Mr.  Undertal^er 

You  may  have  your  name 
listed  in  this  Directory  for 
$1.00  per  year. 

LICENSED  EMBALMERS  ONLY  ACCEPTED 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Aik  other*  for  their  Formula 

Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  iilled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-fiv«  words.  Each  addiiional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
no  accounts  bookad. 


FOR  SALE — Fiftct'ii  arm,  all  steel,  New  Glasgow  Carpet  Rack, 
iK^arly  new,  for  12  to  V-i  ft.  ceiling.  Will  carry  twenty- 
five  lamis.  Less  than  half  price,  givinig  up  business.  I. 
Friedman,  St.  Catharines,  Out.  j-j- 

FOR  SALE — A  going  spring  ami  mattress  factory,  centrally 
locatcil.  Good  opening  to  adii  iron  beds  and  springs.  Very 
suitable  for  a  branch  business.  For  further  particulars  ap- 
ply to  McLeod  Bros.,  Truro,  N.S. 

.FOR  SALE— Black  team  of  horses,  weight  l,l20l)  llis.  each, 
hci-ht  Hi  hands,  age  JO  years,  perfectly  quiet.  Price  $300. 
Keason  for  selling — have  too  many  horses.  J.  Thompson  & 
Son,  Fergus,  Ontario.  .1 

WANTED — Furniture  line  to  handle  on  commission  for  Toronto 
and  Hamilton.  Good  connection.  Territory  covered  once  a 
week.  Box  142  Canadian  Furniture  World,  32  Colbome 
Street,  Toronto. 


WANTED — Commission  sialesman  for  Western  Ontario,  includ- 
ing Toronto,  for  a  full  line  of  reliable  mattresses.  Highest 
commission  paid  man  who  has  good  connection  and  will  push 
a  good  line.  Box  144,  Canadian  Furniture  World,  32  Ool'borne 
Street,  Toronto.  ^' 
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D.   S.   SATTLER,    PREsrOENT  TELEPHONE  CENTRAL  368 

Western  Casket 
AND  Undertaking  Company 

NORTH  WESTERN  CORNER 
MICHIGAN   BLVD.  AND   RANDOLPH  ST. 

CHICAGO.,  June  13,  1916 

Canicula  Chemical  Co. 

366  Bathurst  St.,  Toronto,  Can. 

Gentlemen : 

Please  let  us  know  by  return  mail,   the  price  on  500 
gallons  of  Bulk  Fluid,  and  the  terms  on  same. 

Your  shipment  received  0.  K.  Very  satisfactory. 

Yours  truly, 

WESTERN  CASKET  &  UNDERTAKING  COMPANY 

By  W.  A.  Duffy 

(Signed) 

WAD/LK  Manager 


THE    ONLY    COMPREHENSIVE    AND    PRACTICAL    WORK    AT   A    REASONABLE  PRIC: 


THE  PRACTICAL  BOOK  OF 

Period  Furniture 


HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  {An- 
tique or  Reproduced),  and  those 
who  wish  to  buy  it,  and  by  all 
makers  of  Correct  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concise 
furniture  information. 

Whelher  you  are  a 

Salesman  Manufacturer 
Dealer  Designer 
or  Connoisseur 

you  shouldbuy  this  handsome 
and  practical  volume. 


In  the  Furniture  busmess,  the  fact  is  becoming  more  and  more  mportant  every  day,  that  thedemand  for  "  Period  "  furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.  We  woiider  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  large  city  showrooms  where 
a  line  of  Period  furniture  is  displayed,  and  coiTectly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  praclically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $5.30 
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A  Comfortable y  Sanitary 

Moderate-priced  Mattress 

Every  Health  Mattress  is  made  from  clean,  sanitary  wood- 
fibre,  made  in  our  own  factory  from  selected  white  wood, 
and  placed  in  the  mattress  without  injuring  the  "  springy  " 
curl  in  any  way.  This  wood-fibre  is  covered  with  layers  of 
soft,  carded  felt.    Strong,  attractive  tickings. 


Made  in  a  clean,  bright,  sanitary  factory,  by  expert  workmen. 
Just  the  mattress  for  people  to  whom  price  is  an  object, 
yet  who  are  particular  about  their  bedding. 


The  Parkhill  Manufacturing  Co.^  Limited 

Successors  to 

The  Alaska  Feather  and  Down  Company,  Ltd. 

Makers  of  Bedstead*  and  Bedding 

MONTREAL,  P.Q. 
Alaska  on  an  article  means  high-grade  every  particle' ' 
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Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

Who  also  Publish  :  The  Retail  Crccer  and  Pioviiioner,  The  Retail  Drvggist,  Canadian  Hardware  Journal,  Canadian  Manufacturer, 
Caradiari  Euilder  and  Carpenter,   The  Canadian  Clay-Worker,  The  Electrical  Dealer 
and  Contractor,  The  Canadian  Nurse,  Motoring 


The  McLagan   Adams  Buffet 


Here  is  an  Adams  Design  of  exceptional  Beauty  and  Appeal  — 
our  No.  5806  Mah  ogany  Buffet. 

This  solid  mahogany  buffet  is  one  of  our  newest  creations.  Made 
from  the  very  finest  fig"ured  mahogany  obtainable.  A  correct 
Adams  design;  every  piece  perfectly  matched.  ^  Note  the  exqui- 
site modeling  ;  the  dignity  of  appearance  ;  the  beautiful  finish  ; 
the  perfect  fitness  of  the  buffet,  as  a  whole,  to  the  Adams  period  of 
design.  ^  You  should  have  this  buffet  on  your  floor.  Why  not 
send  us  your  order  for  this  beautiful  figured  solid  mahogany  buffet 
and  be  the  progressive  dealer  in  your  vicinity? 


Bedroom  Tables 
Sideboards 
Extension  Table* 
Side  Tables 
China  Cabinets 
Music  Cabinets 
Parlor  Tables 
Pedestals 
Bookcases 
Card  Tables 
Cellar'  Itff 
Library  Desks 


*Tr/?e  George  McLagan  Furniture  Company,  Limited 

Stratford   -  Ontario 


Library  Tables 
Magazine  Racks 

and  Stands 
Writing  Tables  and 

Secretaries 
Hall  Chairs 
Hall  Seats  and  Mirrors 
Hall  Trees 
Hall  Racks 
Tea  Tables 
Tabourettf  s 
Umbrella  Stands 
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Concerning 

Mundell- 

Made 

Furniture 

o 

o 

THE  new  catalogue  of  the 
MUNDELL  Line  will  be 
ready  for  mailing  September 
1  St.  Very  many  new  pieces 
have  been  added — up-to-date 
Jacobean  designs;  the  popular 
Will  lam  and  Mary  styles ;  new 
living-room  furniture. 

A  card  will  bring  you  a 
copy  if  your  name  is  not  on  our 
mailing  list. 


JOHN  C.  MUNDELL  &  CO. 

LIMITED 


ELORA 


ONTARIO 


THE    ONLY    COMPREHENSIVE    AND    PRACTICAL    WORK    AT   A    REASONABLE  PRICE 


THE  PRACTICAL  BOOK  OF 

Period  Furniture 


HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  230  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  {An- 
tique or  HeproduredK  and  those 
who  wish  to  buy  it,  and  by  all 
makers  ol  Correct  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concise 
furniture  information. 

IVhelher  you  are  a 

Salesman  Manufacturer 
Dealer  Designer 
or  Connoisseur 

you  should  buy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  fact  is  becoming  more  and  more  mportant  every  day,  that  ihe  demand  for  "  Pe  iod  "  furniture  is  becommg  the  rule 
rather  than  the  exception,  and  the  customer  n-turally  locks  to  the  man  in  the  -tore  to  give  tficm  whot  information  on  the  subiect  ihey  may  lack 
ihemselves.^  We  v  ender  how  many  o(  the  deale  s.  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  lirge  city  showrooms  where 
a  lin- of  Period  furniture  is  displayed,  and  coirectly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
jusi  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  w  hal  advantage  it  would  be  to  you  to  know  all  aboi  I  furniture, 
and  here  at  last  is  a  book,  praciically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture, 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $5.30 


CANADIAN  FURNITURE  WORLD,  32  Colborne  St.,  Toronto.  Canada 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass    Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


The  wise  and  knowing 
dealers  are  placing  their 
orders  early — 

why 


Prospects  for  Fall  Trade  are 
very  bright. 

Shortage  of  labor  in  Furniture 
factories  has  interferred  with  secur- 
ing prompt  shipments. 

Your  interests  demand  that  you 
anticipate  your  needs  and  place  your 
orders  well  ahead. 

Stratford 

Furniture 

Manufacturers 
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BEDS 

''Makes  itself  and 

''Makes  itself  liked'' 

BECAUSE 


there  is  no  fussing  and  pulling 
to  get  ihe  Klndet  "made-up." 
It  works  easily  nnd  quickly 
since  it  is  made  for  that  pur- 
pose. ^  In  construction  and 
design  the  Klndet  is  everything 
that  can  be  desired.  This  ac- 
counts for  its  great  popularity 
with  the  trade  and  the  public. 


No  trouble  to  sell  tlie  Kiiidol.     Get  in  louch 
with  us  for  our  attractive  proposition 


The  Kindel  Bed  Company 

Limited 

Toronto,  Ontario 


YOU  CAN  USE  EVERY  INCH  OF 
THE  GUARANTEED 


Cuts  Withdut  Loss 


CRAFTSMAN 
QUALITY 


By  adopting  FABRIKOID,  Craftstnan  Quality  for 
upholstering  and  overstuffing  you  can  reduce  cost 
of  covering  material  and  sacrifice  none  of  the 
elegance  of  leather  covered  pieces. 

SAVE  ONE-THIRD  OF  YOUR 
MATERIAL  COST 


Compare  the  irregular  area  of  a 
side  of  leather  to  the  uniform  width 
of  Fabrikoid.  Craftsman  Quality  is 
guaranteedsuperiorto  coated  splits, 
the  under  sections  of  hides  peeled, 
coated  and  embossed  and  offered 
as  "genuine  leather." 

Cover  your  divans,  rockers,  couches 
and  period  pieces  with  this  durable, 
popular  and  satisfactory  material. 

Ask  for  samples  of  this  "made  in 
Canada"  upholstery  fabric. 

DU  PONT  FABRIKOID  CO. 
TORONTO,  ONT. 


MR.  FURNITURE  DEALER:- 

There's  money  in  this  line  for  you.  IV hy  not 
get  after  it  ?  Solicit  orders  for  School  Desks. 
Show  a  sample  of  the  "Perfection"  to  your  pros- 
pect and  it  means  a  sure  sale. 

Write  for  literature — free. 

The  Bruce  Agricultural  Works 

Teeswater,  Ontario 
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A  Thought  for  the  Thoughtful  Buyer 


Continual  improvement  is  apparent  in  standards  of  public  taste. 
Notably  in  the  matter  of  furniture  and  especially  as  respects  the 
design  and  workmanship  of  chairs,  the  judgment  of  the  majority 
is  more  and  more  in  agreement  with  the  choice  of  the  connois- 
seur. More  and  more  this  judgment  declares  itself  for  better 
chairs.  And  so  there  is  constant  increase  in  the  demand  for  the 
product  of 


The  Stratford  Chair  Company,  Limited 


\  I 


Stratford,  Ontario 
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ATTRACTIVE 


Bedroom  Box 


«J  Madeof  Kin.  B.C.  Red  Cedar 
"  ^  ~'  covered  withr  Japanese  matting  and 
trimmed  with  rattan.  Bent  brass 
hmges  and  casters.  Top  panelled 
and  nicely  padded.  Made  in 
three  sizes. 

Catalog  of  other  attractive  designs  sent 
on  request. 

D.   L.  Shafer  &  Co. 

ST.  THOMAS  -  ONTARIO 


THE  WABASH  SLIDE 


MADE  BY 


B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Becau.e  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uiing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American   Furniture  Co., 


Limited 


Owen  Sound 


Ontario 


Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


Washed  &  Sterilized  Wiping  Cloths 


Made  in  Canada" 


New  Wiping  Remnants: 

Bleached  Cheese  Cloth 
Unbleached  Cheese  Cloth 
Knit  Underwear 
Mop  Cloths  (Heavy) 


Washed  Wiping  Cloths: 

White  (Prime) 
Colored  (Bright) 
Colored  (Dark) 
Knit  Underwear 


Largest  Assortment  in  the  World 
Get  Our  Prices 

Windsor  Wiping  Cloth  Company 

WINDSOR,  ONT. 


S Write  for  our  special  proposition  to  buyers  in  gross  lots.  tloUFc]   &  Co 

Scores  of  live  furniture  men  are  talcing  advantage  of  this  ofter. 


for  eacti  tenr.  It's  a  camping  convenience  of  the  fir.st  order. 
Out  of  ttie  way,  behiind  tlie  trunk  or  under  ttie  camp  lied, 
wlien  not  in  use.  It  is  so  tiandy  for  a  dozen  purposes,  and  yet 
adds  but  a  few  pounds  to  the  baggage.  You'll  find  it  a 
general  favorite  with  campers. 

The  liberal  profit  mai-gin  on  these  tables  make  them  a 
very  desirable  specialty  to  push. 

I  imitPn  -^"'^  Licenseesand  Dept.  "W" 
L.1UI11CU      XUnufaclurcr,  LONDON 
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Announcement 


We  have  endeavored  to  overcome  the  shortage  of  materials  in  our 
Hne,  and  succeeded  in  accumulating  a  large  stock  of  material,  but 
the  patriotic  response  of  our  men  to  the  colors  has  depleted  our 
working  staff  to  a  point  where  we  cannot  give  usual  deliveries.  The 
revival  of  business  has  put  us  behind,  and  we  are  unable  to  keep 
pace  with  orders  received,  and  must  ask  the  indulgence  of  the  trade 
for  the  present.  We  will  give  all  orders  received  the  best  possible 
attention. 

IMPERIAL  RATTAN  CO.,  LIMITED 

Manufacturers  of 
REED,  RATTAN  AND  UPHOLSTERED  FURNITURE 
STRATFORD,  ONTARIO 
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Mr.  Furniture  Dealer: 


\  I 
\  I 


I  \ 
I  I 
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Are  you  getting  and  reading  The  Canadian 
Furniture  World  and  Undertaker  regularly  ? 
If  not  send  $1 .00  to  address  below,  and  the 
paper  will  come  to  you,  postpaid,  each  month. 

The  Commercial  Press,  Limited 

32  Colborne  St.,  Toronto 
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New  Rocker 

with 
chair  to  match 


acohean 
'Design 


Notable  and  distinctive  in 
design  —  exceptionally  fine 
in  construction  ;  embracing 
many  points  of  merit ;  at  a 
price  which  enables  the 
dealer  to  meet  the  demand 
of  his  trade.  The  rocker 
and  chair  have  cane  seat  and 
back,  are  made  in  quartered 
cut  oak,  with  any  finish  and 
in  Jabobean  design. 


THE  NORTH  AMERICAN  BENT  CHAIR  CO..  LIMITED 

OWEN  SOUND  ONTARIO 


To  The  Furniture  Trade 


Spring  Fillings  for  Cushions 


We  beg  to  announce  that  we  are  the  original  manufacturers  and  patentees  of 
the  Marshall  spring  fillings  for  Mattresses,  Cushions,  etc.  The  quality  of 
the  Marshall  spring  construction  is  well  known  to  most  manufacturers  and  has 
met  with  universal  favor,  especially  for  upholstering  furniture. 

Composed  of  small  steel  springs  of  great  resiliency  and  strength  inclosed  in 
individual  cotton  pockets  and  nested  together,  it  forms  the  most  durable  and 
comf<)rtable  upholstering  for  furniture. 

Manufacturers  who  have  used  this  spring  construction  find  that  its  pop- 
ularity has  caused  a  greatly  increased  demand  for  their  goods. 

Prices  and  full  information  will  be  promptly  supplied  on  application,  and 
our  traveller  will  call  and  go  into  your  re(iuirements  on  request. 

We  would  also  respectfully  warn  manufacturers  and  retailers  ag'ainst  the 
use  of  infringing  spring  constrv.ction,  as  our  construction  is  fully  covered  by 
patents  and  we  intend  to  protect  our  rig-hts  to  the  same. 

The  Marshall  Sanitary  Mattress  Co. 

Limited 

173  King  Street  East,  Toronto 

Chicago,  III.  London,  Eng. 
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The  Gold  Medal  Line 


MATTRESSES 

of  good  uniform  quality,  at  reasonable  prices 


We  have  a  large  stock  of  superior  white  layer  felt  and  assorted 
tickings.    Immediate  delivery  may  be  had  of  our — 

Gold  Medal;  1st  grade.    Manitoba,  2nd  grade.    Ontario,  3rd  grade. 

Guaranteed  all  White  Layer  Felt--Big  Values 

The  Gold  Medal  Furniture  Mfg.  Co. 

Limited 

Head  Office:  Van  Home  St.,  Toronto  Factories  also  at  Montreal,  Winnipeg  and  Uxbridge 
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CHAIRS 


from  the 
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mira  Line 

are  the  profitable  chairs 
on  your  floor 


New  Lines  in  Dining  Chairs,  Library 
and  Living-Room  Suites,  etc., 
in  Walnut  and  Oak. 


THE 

Elmira  Furniture  Co. 

LIMITED 

Elmira,  Ont, 


No.  31 


No,  31X 
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We  illustrate  here  three 
popular  sellers  in 

Plain  Oak, 
Funned 
Jacobean  Designs 

Just  samptes  from  our  ver}) 
extensive  range  of 
profit  makers 


"Meaford 


Stands  for  Quality  in  Plain 
Oak  Lines 


T)ont  overtook  our  Wliite 
or  Ivory  Enamel  and 
S^aliogany 

Bedroom  Furniture 


We  are  very  strong  in 
T^tain  Oali  Furniture. 
You  never  go  wrong 
wlien  \?ou  order 
^M^eaford  goods 


Meaford  Furniture  Co.,  Limited 

t^eaford,  Ontario 
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No.  164  Chiff-robe 


The  Demand  for 
Chiff-rohes 
is  Growing 


It  is  really  about  the  most  reasonably 
designed  dressing  case  that  one  could 
wish  for. 

An  article  of  extreme  utility,  yet  it 
is  attractive  in  appearance. 

It  is  especially  suitable  for  a  bache- 
lor's apartment,  as  it  does -not  look 
out  of  place  in  a  sitting-room  or  den. 

Note  the  roomy  bottle  closet  with 
the  mirror  in  the  door. 

Made  entirely  of  plain  oak,  finished 
fumed  or  golden  gloss. 

Surely,  it  would  be  well  to  have  a 
sample  of  this  case  on  your  sales 
floor. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 


m 
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DUSTING  MADE  EASY  BY 
THE  NEW  TILT-TOP  TWIN 
IDEA 


TILT- TOP  TWINS 

ARE  THE  LAST  WORD 
IN  A  REAL 

EXTENSION 
TABLE 


It  certainly  appeals 
to  the  ladies! 

There's  a  reason 

It's  the  convenience 
in  the  handling  of 
the  Tilt-Top  Twin 
Table. 


The  top  can  be  tilted  in  an  instant 
by  the  release  of  catches  when  dust- 
ing. No  crawling  under  the  table 
to  do  this  work. 

The  table  is  easily  moved  through  a 
doorway  or  passage  on  its  own  cast- 
ers. No  heavy  lifting  or  taking  the 
table  apart. 

The  Twin  Pedestals  are  the  perfect 
pedestals,  closed  or  extended.  No 
rough,  unsightly  surfaces  to  view. 

Twin  pedestals  ensure  a  solid  table 
at  all  times.  No  danger  of  tipping 
under  uneven  load. 


Demonstrate  these  special  features  to 
your  lady  customers.  They  will  not 
fail  to  see  the  point  and  incidentally 
you  increase  your  sales. 


Chesley  Furniture 

Company^  Limited 

Chesley,  Ontario 
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Upholstered  Parlor  Furniture 


The  above  suite  No.  6305  is  representative  of  the  quality  of  goods  we  manufacture  at  our  Waterloo 
Factory.  This  suite  is  made  in  Mahogany,  dull  or  polished  finish,  and  spring  seat  wire  construc- 
tion, and  can  be  supplied  covered  in  Denim  Leather  (plain  and  Spanish),  Tapestry  or  Silks,  as 
may  be  selected  by  the  purchaser.  ^  Made  of  first  grade  materials  only,  with  the  kind  of  work- 
manship that  ensures  years  and  years  of  the  best  service.  These  goods  are  worthy  of  a 
prominent  place  on  your  floor. 


FACTORIES  : 

WOODSTOCK 
BERLIN 
WATERLOO 
SEAFORTH 


Panada  Pirniture^anufacturers 


Limited 

GENERAL  OFFICES  :    WOODSTOCK,  ONT. 
WHOLESALE  SHOWROOMS :  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 


I 
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Efficiency  an  Essential  m  Getting  More  Business 

Methods  thai  the  retailer  should  use  to  get  more  business 
pointed  out  at  annual  convention  of  Manitoba  merchants. 

My  A.  L.  STRUTHKRS 


IT  is  preparation  alono^  many  lines  that  wins  increased 
business.    The  European  armies  do  not  put  many 
men  in  tlie  field  without  seeing  that  the  thousand 
and  one  things  necessary  to  support  the  men  are  at- 
tended to  as  perfectly  as  it  is  in  their  power  to  do. 

Now  what  have  you  got  to  get  more  business  with? 
You  have  a  store,  a  stock,  some  clerks,  a  wagon  or  car, 
the  mails,  a  telephone,  the  manufacturers'  catalogue, 
the  store  equipment,  such  as  racks,  a  cash  register  and 
so  on — and  best  of  all  you  have  your  own  personality. 

First  the  store :  Common  sense  would  tell  you  that  it 
should  be  in  a  popular  location.  Do  not  fear  that  a 
fresh  coat  of  paint  will  drive  away  customers.  Put  in 
an  extra  window  if  the  store  is  dark.  Sunshine  in  the 
store  is  a  necessity. 

Advertising-  by  Means  of  Wagon 

The  Wagon  or  Car:  How  many  of  you  advertise  a 
special  line  on  a  big  cardboard  fastened  onto  the  side 
of  your  wagon  or  car?  How  many  travel  around  in 
the  car  throughout  the  neighborhood  to  get  acquainted 
with  the  customers? 

Tlie  Mail :  A  dealer  in  a  village  a  hundred  miles  west 
of  here  complained  that  the  circularizing  he  did  brought 
no  results.  When  T  examined  a  sample  circular  I  found 
it  done  by  an  old  stencil  machine  on  miserable  looking 
paper,  and  the  man's  name  was  not  put  at  the  top  of  the 
letter.  It  was  not  made  personal  enough.  To  beat 
the  long  arm  of  distant  competitors,  you  must  put  in 
that  personal  touch  which  they  cannot  do.  This  work 
must  be  regular  instead  of  spasmodic. 

Make  Full  Use  of  Telephone 

The  Telephone:  If  you  have  ten  minutes  leisure  dur 
ing  the  day  use  that  in  calling  up  some  customer  to 
acquaint  them  with  some  line  you  have  just  received — 
and  which  he  would  be  glad  to  inspect.      Make  the 
telephone  pay  for  itself. 

The  Newspaper:  If  you  treat  your  newspaper  liber- 
ally and  courteously,  there  are  many  ways  in  which  it 
can  send  business  your  way,  aside  from  what  its  adver- 
tising will  bring.  You  cannot  do  without  the  assistance 
of  j'our  newspaper,  but  avoid  advertising  which  does  not 
give  the  price,  always.  You  cannot  afford  general 
publicity,  let  your  manufacturer  stand  for  that.  The 
tin  signs  and  painted  boards  at  the  road  corners 
represent  a  great  waste  of  money,  unless  specific  prices 
are  stated. 

Handling-  the  Clerks 

Clerks:  Many  a  proprietor  would  not  get  business 
from  the  people  in  Iiis  community  if  it  were  not  for 
some  smart  clerk  on  his  pay  roll.  Did  you  over  an- 
alyze the  reason  for  this?  The  clerk  who  is  an  asset 
draws  people  to  the  store  by  his  excellent  service  his 
definite  knowledge  of  the  goods  and  his  friendliness. 
The  clerk  who  is  a  liability  sends  people  away  from 
the  store  by  his  lack  of  a  desire  to  be  of  service,  by 
his  ignorance  of  the  goods  and  by  his  indifTerence  when 
dealing  with  the  customers.  When  he  addresses  them 
over  the  'phone  his  tones  are  not  pleasing,  but  half- 


dead,  and  he  does  not  show  a  disposition  to  "put  him- 
self out"  for  their  sakes. 

You  arc  the  teacher  of  your  employees,  whether  you 
know  it  or  not.  They  get  their  cue  from  you.  Avoid 
waiting  until  after  they  have  made  the  mistake — teach 
them  the  right  thing  to  say  and  do  before  they  nearly 
make  it.  Have  conferences  with  them  regularly.  In- 
struct them  as  to  how  to  handle  "uncertain"  custom- 
ers. Avoid  scolding  them  for  rubbing  the  customers 
the  wrong  way,  after  the  damage  has  been  done.  Teach 
the  clerks  your  own  principles  and  policies  of  handling 
complaints,  regarding  deliveries  and  the  rules  of  allow- 
ing credit.  Be  forehanded  in  this  rather  than  too 
late. 

No  one  of  these  things  brings  much  more  business, 
but  attention  to  every  one  of  them  is  what  is  meant  by 
being  prepared. 


FURNITURE  TRADE  HELPS 

The  furniture  trade  will  be  interested  in  the  an- 
nouncement of  Windsor  Wiping  Cloth  Company,  in 
this  issue.  The  Cajiadian  Company  located  at  Wind- 
sor. Ont.,  manufactures  a  very  complete  line  of  washed 
and  sterilized  cloths  for  the  trade,  and  can  furnish 
these  goods  at  very  attractive  prices.  No  need  to  im- 
I)ort  these  lines  since  they  are  now  made  in  Canada. 

*  *  * 

The  merchant  who  will  get  the  business  to-morrow 
whether  he  is  appealing  to  the  foreigners  or  the  aris- 
tocrats, is  beginning  to  build  good-will  now  with  in- 
teresting advertisements  that  are  worth  reading  for 
their  own  sake,  and  by  giving  square  values,  good  ser- 
vice and  store  surroundings  that  reflect  good  taste. 

*  *  * 

The  average  buyer  of  furniture  seldom  appreciates 
the  fa"t  that  a  lot  of  skilled  Avork  has  entered  into  its 
iiianufacture,  unless  it  has  some  elaborately  matched 
ngure  or  some  inlay  work  to  tell  him  plainly  of  the 
".'ork  that  has  been  done.  That  is  one  of  the  things  that 
helps  make  inlay  work  ai'd  matched  panels  popular. 

*  *  * 

Advertising  makes  the  first  sale.  Resales  depend 
u|)on  the  goods  themselves.  The  quality  advertised 
must  be  constantly  delivered.  The  proof  of  a  trades- 
man's honesty  is  the  fact  of  his  being  able  to  continue 
advertising. 


HELPING  THE  SALES  STAFF 

The  Wanamaker  stores  in  Philadelphia  presented  re- 
cently to  their  employees  and  friends  a  picture  showing 
every  step  in  the  furniture  industry.  These  pictures 
illustrated  lumbering  among  California  big  trees,  in 
the  Maine  pine  forests,  and  in  other  great  lumber  sec- 
tions. Then  the  processes  by  which  the  logs  are  turned 
into  fui-niture,  wood  carving  and  decorating  in  France, 
woodworking  in  India  and  many  other  features  of  the 
craft  were  shown.  The  pictures  were  accompanied  by 
a  lecture  by  a  member  of  the  Wanamaker  staff. 
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Advantages  of  Co-operation  by  Retail  Merchants 


How  dealers  can  work,  together  to  mutual  advantage 
— The  way  to  remedy  many  of  the  evils  of  the  trade. 


MANY  of  the  difficulties  with  which  retail  mer- 
chants have  to  contend  in  the  conduct  of  their 
business  can  be  best  overcome  by  proper  co- 
operation among  the  various  merchants  who  have  the 
same  evils  to  battle  against.  True,  there  are  some 
trade  evils  that  cannot  be  completely  removed,  even 
by  the  greatest  united  work,  but  there  are  few  that  can- 
not be  remedied  to  some  extent.  There  is  no  denying 
that  merchants  generally,  and  especially  dealers  in 
the  same  line  of  business,  have  so  much  in  common  that 
it  is  certainly  advisable  for  them  to  get  together  for 
mutual  protection  and  benefit. 

Co-operation  Has  Done  Much 

Anyone  who  has  followed  association  work  must  ad- 
mit the  advantages  of  co-operation.  Much  desirable 
legislation  has  been  secured  and  a  good  deal  of  pro- 
posed legislation  that  would  have  been  detrimental  to 
the  retail  trade  has  been  successfully  opposed  by  co- 
operative work.  When  a  deputation  appears  before 
legislators  and  states  that  it  represents  a  certain  trade, 
legislators  lend  their  ear,  because  they  recognize  the 
great  influence  that  retail  merchants  wield  in  their 
respective  communities.  Their  demands  as  a  whole  are 
listened  to  in  a  manner 
that  individual  appeals 
would  not  be.  A  few 
isolated  voices  do  not  get 
the  hearing  by  any  means 
that  a  united  body  does, 
even  with  the  same  mes- 
sage and  similar  argu- 
ments. It  goes  very 
strongly  to  prove  the  old- 
time  argument  that  in 
union  there  is  strength. 
When  merchants  in  any 
line  of  business  want  any- 
thing, the  best  way  to  se- 
cure it  is  to  co-operate  and 
make  a  united  appeal  or 
demand  for  it. 

Dealers  Should  Get 
Together 

Many  good  examples 
could  be  cited  to  demon- 
strate the  value  of  co-op- 
eration by  retailers  gener- 
ally. Dealers  in  the  same 
line  of  business  in  dif- 
ferent districts  will  simi- 
larly find  it  of  much  ad- 
vantage to  work  together. 
When  I  see  two  neighbor- 
ing dealers  refusing  to 
have  anything  to  do  with 
one  another,  I  feel  like 
giving  them  both  a  swift 
kick.  They  are  not  only 
missing  a  chance  for  plea- 
surable intercourse,  but 
they  are  passing  up  a  bus- 


Success  Follows  Pulling  Together 


iness  advantage  of  no  little  value.  The  exchange 
of  ideas  and  information  between  dealers  in  the  same 
line  of  trade  is  very  helpful.  All  have  practically  the 
same  troubles  and  they  can  best  be  solved' by  working 
together. 

Co-operation  in  Buying 

Dealers  in  the  same  community  can  frequently  co- 
operate to  advantage  in  the  purchase  of  goods,  and 
thus  secure  a  better  price  that  will  give  them  a  better 
profit.  By  working  together  in  this  way  each  dealer 
does  not  have  to  tie  so  much  money  up  in  his  business. 

In  one  small  town  the  druggists  work  together  in  pur- 
chasing many  lines  that  have  to  be  bought  in  large 
quantities  in  order  to  get  a  good  discount.  The  result  is 
that  they  get  a  better  price,  do  not  have  to  have  such 
large  storage  facilities,  and  also  do  not  have  to  tie  up 
as  much  money  in  stock  as  they  otherwise  would. 

Strong  united  co-operation  among  retailers  was  never 
needed  so  much  as  it  is  to-day,  when  the  trade  is  beset 
with  so  many  evils  that  threaten  the  life  and  reduce 
the  profits  of  business.  Let  every  dealer  decide  that 
he  will  do  his  part  in  working  together  with  his  fel- 
low merchants  for  the  good  of  his  own  business  as  well 
as  the  trade  generally. 

Bad  Pays  ■ 

Retail  dealers  can  co- 
operate to  advantage  in 
guarding  against  bad  ac- 
counts and  deadbeats — the 
curse  of  the  retail  trade  in 
many  communities.  Dead- 
beats  have  a  habit  of  run- 
ning up  large  accounts  at 
one  store  and  then  trans- 
ferring their  business  tn 
another  store.  The  second 
store,  not  knowing  of 
the  first  account,  extends 
credit  and  the  story  is  re- 
peated. If  there  was 
proper  co-operation  be- 
tween these  dealers  the 
work  of  such  deadbeats 
would  be  headed  off  the 
first  time  they  tried  to 
transfer  their  account 
without  paying  the  first 
dealer,  and,  as  a  result, 
much  money  would  be 
saved  for  all.  Co-operation 
for  combatting  the  dead- 
beat  is  the  kind  that  will 
prove  directly  beneficial. 


SUCCESS! 


A  study  of  this  "  Armour  "  cartoon  shows  what  can  be  accom- 
plished by  pulling  together.   Let  the  retailers 
follow  thci-e  example. 


When  sunlight  lingers  in 
the  west 
And  winds  grow  warm 
and  hazy. 
Sometimes  you  think  you 
need  a  rest 
AVhen  you  are  merely 
lazy. 
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The  Stove  Department 


HOW  A  SMALL  MERCHANT  WON 

Apropos  these  methods  here  is  how  a  small  town 
dealer  overcame  the  efforts  of  the  big  mail  order  houses 
1o  eoftier'  the  stove  business  of  his  place: 

A  wniuiiii  ill  n  snuill  town  in  the  East  that  boasted  of 
hilt  one  I'liniitinc  dcah'i-  bought  a  kitchen  range  from 
one  of  the  principal  catalogue  houses  at  a  figure  she 
considered  very  reasonable.  Soon  after  it  arrived  and 
was  scl  up.  however,  she  began  to  find  defects  in  it. 
The  oven  wouldn't  heat  properly,  and  the  smoke 
showed  more  desire  to  flood  the  kitchen  than  to  go  ufi 
the  chimney.  Hearing  these  things,  in  the  small  town 
way,  the  dealer  offered  the  woman  a  new  range  in 
exchange  for  the  one  that  was  defective.  The  offer  be- 
ing accepted,  the  dealer  put  the  mail  order  range 
in  a  window  of  his  store,  with  a  sign  that  read  like 
this: 

"We  have  just  exchanged  this  range,  bought  by  Mrs. 
Jones  from  Blank  &  Co.,  by  mail,  without  charge  for 
a  standard  range  regularly  carried  by  us.  We  lost 
money  on  the  deal,  and  we  will  not  do  it  again.  Those 
who  don't  want  to  buy  two  stoves  to  get  one  that  is 
good  had  better  come  here  first  when  they  are  ready 
to  spend  their  money." 


FOR  SETTING  UP  AND  OPERATING  STOVES 

Kuriiitui'(>  dealei's  of  stoves  and  ranges,  and  those 
compelled  to  use  poorly  constructed,  or  decayed  chim- 
neys, will  do  well  to  read  these  rules,  issued  by  the  Na- 
tional Association  of  Stove  Manufacturers,  to  enable 
them  to  ascertain  what  the  matter  is  when  a  well-con- 
structed range  or  stove  fails  to  operate  as  it  should. 

No  stove  'has  what  is  called  a  draft ;  it  is  the  chimney 
■  or  its  efjuivalent)  that  produces  the  draft.  The  taller 
the  chimney,  the  stronger  the  draft. 

A  stove  can  no  more  operate  ^/ithout  a  chimney  than 
a  steam  engine  can  operate  without  a  boiler. 

Tf  a  stove  fail  to  give  satisfaction  it  is  beeanse  of 
having  a  bad  chimney  or  being  improperly  set  up. 

Tf  a  stove  fail  to  operate,  the  chimney  must  be  looked 
to  for  a  remedy. 

There  are  more  bad  chimneys  than  good  ones. 

Dealers  should  always  know  the  character  and  con- 
dition of  the  chimney  before  they  put  up  a  stove,  and 
they  ough+  to  know  that  a  stove  cannot  operate  without 
a  good  chimney,  reasonable  fuel,  and  being  properly 
set  up. 

As  the  maker  of  stoves  builds  neither  the  house  nor 
the  chimney,  he  cannot  be  held  responsi'ble  for  the  oper- 
ation of  the  stove,  as  a  stove  cannot  operate  of  itself; 
it  must  have  a  chimney,  it  must  have  good  fuel,  and  it 
must  be  properly  set  up  to  do  good  work,  otherwise  if 
will  fail,  and  the  responsibility  must  be  with  the  ehm, 
ney  or  with  its  being  improperly  set  up.  and  not  with 
the  stove. 

The  dealer  often  forgets  that  the  things  that  prevent 
the  stove  from  working  are  located  between  the  pipe 
collar  of  the  stove  and  top  of  the  chimney — if  the  stove 
has  met  with  no  accident  in  the  transit.  It  does  not 
seem  to  occur  to  him  that  the  pipe  and  chimney  are  to 
do  the  drawing.  As  well  say  the  buggy  balks  when 
the  horse  refuses  to  go,  as  that  a  stove  can't  draw. 

Even  in  this  day  of  almost  perfection  in  cooking  and 
heating  stoves,  there  is  probably  not  one  stove  in  the 


market  but  what  here  and  there  is  said  "not  to  work  " 
and  the  twin  expression  is,  "what  shall  v/e  do  with  it.'' 

It  is  absurd  for  a  man  who  can  see  the  chimney  and 
the  stove  set  up,  to  write  to  a  manufacturer  who  cannot 
see  either  and  ask  why  the  pipe  and  chimney  will  not 
draw  or  "work." 

There  is  no  manufacturer  now  making  stoves  who 
lurns  out  goods  that  will  not  work. 


Talk  Optimism:  Not  Hard  Times 

A  letter  from  Dad  to  Jim  in  the  store 

■  Bv  Edvvahi)  I)rk,ikr  ^^^^^z:::::^^^^:::^^:^ 

DO  you  know,  Jim,  that  a  lot  of  this  talk  of  hard 
tinics  is  all  poppycock.  Tt  reminds  me  very 
much  of  a  story  they  tell  back  home  about  an 
(  Id  neighbor  of  mine  Fred  started  up  to  town  one 
morning — one  of  those  bright,  sunshiny  summery  day-'. 
He  was  feeling  fine,  for  in  the  back  of  his  wagon  he  had 
a  fine  load  of  grain,  which  he  wanted  to  have  ground 
up  at  the  feed  store.  He  had  a  "Hello,  ain't  this  a  fine 
morning"  for  everyone  he  met.  And  nearly  everyone 
had  this  answer,  "Yes,  but  it  will  rain  before  night. 
You'd  better  hurry  home  with  that  grain  or  it  will  be 
soaked,"  Before  Fred  had  gone  five  miles  they  had 
hitn  so  seared  that  he  turned  around  and  drove  back 
home  on  the  trot.    And  it  didn't  rain. 

There  is  a  lot  in  being  optimistic  in  this  old  world 
of  ours.  Wake  up  in  the  morning  with  a  smile  on  your 
face  big  enough  to  crack  your  jaw.  Hop  out  of  bed 
and  eat  a  good  breakfast — it  beats  all  what  a  good 
breakfast  will  do  for  a  man — then  get  do-wn  to  work 
and  decide  that  you  are  going  to  make  this  day  the 
biggest  in  the  history  of  the  store.  And  do  your  dern- 
dest  to  make  it  the  bigg'^st.  Tf  you  don't  do  it.  you  will 
lave  the  satisfaction  of  knowing  that  you  tried  hard 
;ind  that  maybe  next  ti)ne  you  can  make  it  go. 

I^eep  that  smile  and  good  nature  of  yours  going  all 
the  time.  Tf  someone  talks  hard  times,  get  them  out 
of  the  rut.  There  are  too  many  talking  hard  times  now. 
And  don't  you  forget  this  one  thing,  Jim,  and  that  is. 
tile  men  Avho  are  letting  the  other  fallows  do  the  talk- 
ing while  they  go  out  after  the  business  are  the  ones 
.■•ho  are  putting  the  money  into  the  bank  for  the  rainy 
day. 

You  can  talk  your  customers  into  buving  things  you 
have  there  on  your  floors.  Maybe  it  will  not  be  much, 
lint  it  all  helps  move  the  stock  a  little.  Ask  those  cus- 
tomers questions  about  things  on  the  farm.  Find  out 
what  they  need,  and  then  get  your  brain  busy  to  try 
and  sell  them  things. 

T  am  just  telling  you  all  these  little  things,  Jim,  be- 
cause T  want  you  to  succeed  there  in  the  store,  and  T 
know  that  you  can  do  it  if  you  reallv  get  down  and 
make  up  your  mind  that  you  are  there  to  work  hard. 
Merrily,  DAD 


AEEANGEMENT    OF   STOVE  DEPARTMENT 

Stove?  and  ranges  should  not  be  crowded.  Have 
room  tliat  customers  may  inspect  each  stove. 

Casters  enable  the  stoves  to  be  moved  about  for 
jnsp&''tion. 

Have  seats  for  customers.  They  will  appreciate 
them. 

Keep  all  s.toves  fresh-looking. 
Have  plenty  of  light  in  the  department. 
And  if  at  all  possible,   isolate  stove  department 
from  rest  of  store. 
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Making  the  Most  of  the  August  Furniture  Sale 

special  sales  help  distribution  of  slow-moving  lines 
— Mal^e  bid  to  close  out  summer  furniture  stock,. 


THE  August  sales,  like  the  February  sales,  bring 
about  a  large  percentage  of  the  business  of  the 
year  in  furniture,  a  percentage  so  great  that  the 
importance  of  August  sales  is  such  that  instead  of  mak- 
ing less  effort  than  formerly  our  endeavors  should  be 
even  greater.  The  arrangements  for  this  sale  are  of 
vast  magnitude. 

Every  statement  made  regarding  the  offerings  should 
be  carefully  weighed,  with  every  assertion  and  every 
policy  absolutely  on  the  level. 

In  regard  to  the  utility  and  reasonableness  of  the 
August  sale,  says  a  prominent  furniture  dealer,  I  may 
say  that,  as  is  well  known,  special  patterns  are  made 
in  large  volume  at  basic  prices  for  this  event,  and  by 
the  economy  of  this  character  of  production  we  are  able 
to  oft'er  special  values.  "We  also  have  opportunity  of 
closing  out  those  of  our  regular  patterns  which  are  not 
to  be  reordered.  The  furniture  sale  is  no  different 
from  the  great  sales  of  other  goods  and  events  in  other 
lines  of  merchandise  which  regularly  take  place.  These 
events  with  the  furniture  sale,  encourage  the  distribu- 
tion of  a  great  quantity  of  merchandise,  the  purchase  of 
much  of  which  might  be  delayed,  and  the  public  now 
thoroughly  understand  that  complete  selections  of 
everything  in  furniture  for  the  home  await  them  at  our 
August  sale. 

Display  of  Summer  Goods 

It  is  obvious  to  everyone  in  touch  with  the  business 
that  the  furniture  dealer  is  paying  more  and  more  at- 
tention to  display.  A  few  years  ago  it  was  thought 
impossible  to  do  anything  with  furniture  except  stand 
it  around  where  it  could  be  looked  at. 

This  season's  showings  of  summer  furniture  indicate 
how  far  the  dealers  have  travelled  along  the  way  since 
then.  Rich  hangings,  flowers,  even  birds  cages  and 
aquariums,  are  used  to  enhance  the  beauties  of  material 
and  design. 

There  is  also  much  more  attention  given  to  little 
pieces,  and  to  things  that  ordinarily  have  little  con- 
nection with  furniture.  Some  dealers  include  in  their 
summer  stock  tents  and  camping  outfits.  One  of  the 
best-selling  novelties  handled  by  one  big  Chicago  fur- 
niture store  is  a  gaily  decorated  bird  cage  on  a  simil- 
arly decorated  standard,  which  can  be  placed  anywhere 
in  the  house,  on  the  porch  or  in  the  garden. 

Swings  and  lawn  seats  have  long  been  included  in 
the  summer  furniture  list,  and  this  year  wicker  lamps 


and  wicker  jardinieres  or  flower  boxes  are  immensely 
popular. 

All  of  these  things  greatly  increase  the  opportunity 
for  the  dealer  to  make  a  fitting  display  without  buying 
extraneous  materials  or  anything  that  he  does  not  him- 
self sell. 

Very  effective  reversible  backgrounds  for  window 
trims  or  for  room  display  can  now  be  bought,  and  are 
economical  investments,  because  they  can  be  used  in 
many  ways  and  for  a  long  time. 

Shades  and  Awnings 

In  many  localities  a  strong  effort  must  be  made  to 
sell  those  articles  that  are  essentially  adapted  for  spring 
trade,  in  order  to  bring  the  spring  business  into  ap- 
proximate relation  to  the  sales  of  the  retail  fall  sea- 
son. The  proper  record  must  of  course  be  made  on 
shades  and  awnings.  Back  in  March  some  houses  that 
specialize  on  shades  and  awnings  made  a  start  by  offer- 
ing slight  concessions  to  those  who  gave  their  orders 
early,  so  that  the  workrooms  could  be  kept  busy.  How- 
ever, that  time  is  past,  and  the  policy  now  is  to  en- 
courage the  largest  possible  trade  in  those  goods. 
Thousands  of  houses  are  now  nearing  completion. 
Others  are  being  refurnished.  Thousands  of  dollars 
worth  of  shade  and  awning  business  is  now  ready  to 
be  given  out.  Some  business  that  would  not  other- 
wise be  given  at  all  will  be  coaxed  by  special  exhibits 
and  offerings  of  these  goods.  A  massive  exhibit  of 
shades  and  awnings  in  the  window,  with  price  sugges- 
tions, with  advertising  at  the  same  time,  will  encour- 
age the  prompt  placing  of  this  business.  At  the  same 
time  the  outside  man  will  keep  his  eyes  open  for  large 
contracts  and  small  orders,  getting  next  to  architects, 
contractors  and  private  parties.  . . 


NOVEL  WAY  TO  USE  THERMOMETER 

The  hot  days  of  summer  will  bring  many  to  inquire 
about  the  temperature.  A  good  way  to  couple  up  the 
thermometer  with  a  store  message  is  to  have  a  large 
bulletin  board  made,  with  the  thermometer  attached  at 
one  end.  At  top  of  the  board  should  be  painted :  "The 
Temperature  To-day."  The  balance  of  the  space  can 
be  used  for  writing  store  prices,  store  news,  etc.  If 
the  board  is  painted  black,  notices  can  be  chalked 
th  ereon ;  if  plain,  typewritten  sheets  can  be  fastened  on 
with  tacks. 
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Little  Methods  that 

Make  for  Success 


ASCERTAINING  NEEDS  IN  ADVANCE 

A  Western  runiitui'c  dcjilci'  in  a  town  which  is  the 
centi'(>  of  a  fine  agrieiiltura]  disti-ict  recently  sent  ont  a 
cai'd  readinji  as  follows: 

Please  fill  ont  this  card,  eheckiiitr  the  thino's  von  in- 


teiul  to  bny  in  the  ni'ar 
obligate  you  to  buy: 

Kitf'licii  CaV)iii(>t 
Dresser 
Wash  Stand 
Ditiiiiicf  Table 
Kiti-hen  Table 
Cupboard 
Wardrobe 
Centre  Stand 
Sewing  Machine 
Sidpiboard 
Buffet 
Chiffonier 
High  Chair 
Chairs 

I  intend  buying  things  checked  above  atid'  will  give  you  a 
chance  to  sell  them  if  price  and  quality  are  right. 
Name   


e.      Doiii"'  this  will  not 


Rocker 

Bed  (wood) 

Bed  (iron) 

Mattress 

S]>rings 

Couch 

Davenport 

Bookcase 

Writing  Desk 

Refrigerator 

Go-Cart 

Piano 

Muvsic  Cabinet 
Talking  Machiine 


Address 


An  explanatory  letter  was  also  sent,  offering  among 
othei'  things  a  gift  free  of  charge  to  those  who  filled  in 
and  mailed  back  the  cards.  The  result  was  very 
gratifying  and  gave  the  dealer  a  line  on  many  a  local 
need  that  was  afterward  filled. 


GET  THE  LADIES  TALKING  ABOUT  YOUR  STORE 

Most  of  the  buying  of  articles  for  personal  and 
household  use  is  done  by  the  ladies.  Even  in  the  in- 
stance where  they  do  not  persoruilly  make  the  pui'- 
chase  they  influence  it.  The  wise  I'ctailer  will  there- 
fore eater  to  the  ladies  and  strive  to  enltivate  their  ac- 
quaintance with  his  store.  It  is  well  to  bear  in  mind 
that  there  are  three  points  of  appeal  to  the  fair  sex,  and 
a  liberal  use  of  the  three  will  soon  establish  any  stoi'e 
as  "the  ladies'  store":  Daintiness,  novelty,  odd  cent 
prices. 

Try  this  out  the  lu'xt  time  you  receive  a  large  lot  of 
new  goods.  Put  them  on  display  one  evening  during 
the  week  and  call  the  evening  "Ladies'  Evening."  Al- 
low no  men  in  your  store  other  than  your  own  force. 
Distribute  roses,  carnations  or  other  long-stemmed 
flowers,  boxes  of  candy  or  other  appeals  to  femininity 
as  souvenirs.  You  can  either  put  the  goods  on  sale  that 
evening,  or  mak-e  it  exclusively  a  "get  ac(|uainted" 
affair,  announcing  that  no  goods  will  be  offered  for 
sale.  In  the  event  that  sales  are  to  be  made,  you  can 
get  rid  of  accumulated  stock  by  placing  it  on  a  table 
marked  in  odd  prices. 


TEN  CENTS  DOWN 

Not  without  novelty  is  the  gi'adnated  payment  idea, 
which  has  found  some  favor  among  a  class  of  instal- 
ment houses  in  Indiana.  The  in.stalments,  graduated 
upward,  may  be  made  the  basis  for  an  appeal  of  the 
following  nature:  "Ten  Onts  Puts  This  Rug  in  Your 


Home."  It  is  explained  that  the  ten  cents  is  the  fii'st 
payment  of  an  increasing  series  through  which  title 
may  be  secured  to  articles  of  even  $'55  or  more  in  value. 
The  j)lan,  if  apf)lied  to  a  $35  buffet  at  five  cents  down, 
would  expire  in  thirty-seven  weeks  under  a  weekly  in- 
crease of  five  cents  and  the  final  [)ayment  would  be  less 
than  $2.  Reversed,  the  first  payment  would  be  $1.85 
and  the  thirty-seventh  def)osit  fifteen  cents.  The  idea, 
with  a  little  mental  arithmetic,  may  be  applied  to  any 
amount,  but  where  the  bill  is  less  than  $35,  the  weekly 
<ii-aduat  ion  should  be  iiiadi-  in  steps  of  mor'e  than  five 
cents.  Graduated  downward,  the  scheme  appeals  as 
a  constajitly  decreasing  burden. 


PUSHING  REFRIGERATOR  SALES 

A  retail  dealer  on  the  other  side  sells  fainily  refri- 
gerators. He  finds  that  people  are  willing  to  pay  a 
little  more  and  secure  pr'oper  ice  saving,  sanit;iry  and 
clean  refrigeration. 

In  order  to  get  in  touch  with  possible  prospects  for 
this  department  of  the  business  and  stimulate  interest 
his  company  advertised  that  at  a  certain  time  it  would 
place  a  refrigerator  in  the  window.  In  this  refrigera- 
tor the  company  was  to  place  a  65-pound  cake  of  ice 
and  give  $5  in  gold  to  the  one  guessing  closest  to  the 
number  of  hours  the  ice  would  last. 

The  guesses  ranged,  all  the  way  from  ten  to  four 
hundred  hours,  and  the  ice  lasted  just  198  hours,  the 
nearest  estimate  being  197. 

When  the  manager  presented  the  gold  piece  to  the 
winner  he  had  a  photograph  taken  just  as  he  gave  the 
money.  This  picture  was  transferred  to  a  movie  slide, 
and  used  for  advertising  purposes.  Three  hundred 
guesses  were  made,  28  refrigerators  sold,  and  a  work- 
ing list  of  prospects  secui'ed  that  proved  helpful  for 
future  business. 


OFFER  TO  SOLDIERS 

A  uni(pie  ))lan  to  aid  the  families  of  men  sent  to  the 
front  as  members  of  the  regular  army  has  been  under- 
taken by  a  CJhicago  furniture  concern.  Any  customer 
of  the  store,  or  the  main  support  of  a  family,  who  go  ■< 
to  the  front,  will  receive  an  extension  of  time  for  the 
payment  of  any  accounts  until  his  return.  In  case  of 
death  or  being  incapacitated  while  in  the  service  of  the 
ai'iny  oi'  navy  the  entire  account  will  be  cancelled  and 
a  receipt  in  full  sent  to  the  family. 


CLEAN  UP  OLD  STOCK 

Every  dealer  owes  it  to  himself  and  his  trade  to  give 
his  stock  a  general,  thorough  cleaning  up  at  least  twice 
a  year  for  several  reasons : 

First — You  ascertain  the  goods  you  are  ont  of,  which 
makes  your  buying  much  easier. 

Second — You  are  enabled  to  keep  your  stock  in  first- 
class  condition. 

Third — You  can  pick  out  the  odds  and  ends  and  clean 
them  up  by  a  special  sale. 

Fourth — You  remove  all  dust  and  dirt,  and  cleanli- 
ness is  next  to  godliness. 

Fifth — You  keep  your  goods  looking  like  new  stock. 

Sixth — The  ladies  like  a  store  like  that  and  will  trade 
there. 

Seventh — After  this  Avork  is  done  the  boss  feels  bet- 
ter, takes  on  new  life,  is  proud  of  his  store  and  is  a  bet- 
ter salesman. — Price  Current, 
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Linking  Up  the  Window 
and  Interior  Display 

Summer  furniture  a  good,  showy  line 


Novel  interior  display  of  summer  (urniture  made 
by  New  England  Furniture  Co.,  Rochester,  N.  Y. 


DURING-  the  hot  weather  every  effort  should  be 
made  in  both  window  and  interior  display  to 
secure  an  etfeet  harmonious  with  the  showing 
of  wiclier  furniture,  porch  and  lawn,  and  general  out- 
door pieces.  These  are  particularly  summer  goods,  and 
the  month  of  August  is  a  good  time  to  show  your  line. 

Your  Window  Show 

The  painstaking  and  regular  attention  given  the  win- 
dow display  by  the  large  retail  furniture  stores  demon- 
strates that  window  dressing  has  become  an  art,  and 
that  the  time  and  expense  devoted  thereto  pays  well. 
It  is  generally  admitted  that  the  publicity  obtained 
through  the  show  window  is  one  of  the  most  potent 
forms  of  advertising  as  a  means  of  getting  trade. 

It  is  apparent  that  the  retailer  in  these  lines  doing  a 
smaller  business  does  not  appreciate  the  importance  of 
his  window  as  a  business  asset,  or,  realizing,  fails  to 
take  the  required  time,  or  neglects  his  window  because 
he  lacks  the  inspiration  and  does  not  know  how  to  go 
at  it — perhaps  also  other  duties  appear  more  urgent. 

The  window  trim  is  a  suggestion  introductory  to  and 
a  most  important  part  of  salesmanship  and,  like  the 
writing  of  an  advertisement,  must  be  given  careful 
consideration  with  the  chief  purpose  - of  calling  atten- 
tion to  the  goods  you  want  to  sell.  The  ability  to  give 
force  and  pulling  power  to  a  suggestion  can  be  acquired 
successfully  through  thought,  experience  and  recep- 
tivity to  the  ideas  and  experiences  of  others. 

It  is  in  this  last  respect  that  your  trade  journal 
should  and  can  be  invaluable  in  the  exchange  of  prac- 
tical ideas,  information  and  experiences  to  assist  you  in 
selecting  the  best  methods  in  the  preparation  and  use 
of  effective  publicity.     Many  of  our  readers  have  this 


practical  knowledge,  and  we  ask  them  to  tell  us  of  their 
window  trims  and  advertisements  that  have  brought 
good  results,  and  thus  use  our  pages  for  an  interchange 
which  will  be  mutually  benefieial. 

Warm  Weather  Exhibits 

Wicker  furniture  is  very  desirable  for  summer  dis- 
plays. Leather  takes  the  place  of  warmer  coverings 
for  over-stuffed  furniture.  It  cannot  be  denied  that 
elderly  people  incline  to  softer  cushions,  despite  the 
heat  of  the  summer.  Mechanical  effects  and  novelties 
of  all  sorts  are  now  used  to  compel  the  attention  of 
passers  by,  and  make  them  stop  and  take  notice  of  the 
store.  Floral  displays  naturally  suggest  themselves. 
As  real  flowers  are  both  expensive  and  do  not  last  long, 
very  acceptable  substitutes  may  now  be  cheaply  made 
from  the  bright  colored  tissue  papers  that  are  so  plen- 
tiful. Roses,  tulips  and  other  large  flowers  are  so 
easily  made  that  garlands  of  them  are  readily  obtained 
and  make  the  store  festive  in  appearance.  G-reen 
leaves,  to  enhance  the  natural  effect,  are  also  readily 
procured.  Apple-blossoms,  or  those  of  the  peach,  or 
crab  apple,  make  a  brilliant  display  for  a  comparatively 
small  outlay.  Tiny  electric  lights,  half  concealed  by 
the  dainty  flowers  or  foliage,  enhance  the  effect.  Large 
palms  can  be  hired  of  florists,  or  the  "perpetuated" 
palms  can  be  used  and  then  carefully  stored,  so  that 
they  will  have  an  appearance  of  novelty  and  freshness 
when  brought  out  again. 


Another  view  of  summer  furniture  display  made  by  New  England 
Furniture  Co.  There  are  a  number  of  commendable  features  and 
suggestions  contained  in  these  views. 


HOW  OFTEN  SHOULD  WINDOW  BE  CHANGED? 

How  often  should  the  dealer  change  his  window  dis- 
plays? This  is  a  (|uestion  that  has  frequently  been 
asked.  A  successful  dealer,  who  has  made  a  feature 
of  window  display,  when  asked  his  opinion  recently, 
said  they  should  be  changed  at  least  once  a  week — 
oftener  if  possible. 

Of  course,  frequency  of  change  depends  to  some  ex- 
tent on  circumstances.  Where  pretty  much  the  same 
people  are  seeing  the  window  every  day,  it  is  good 
business  to  change  it  very  fre(iuently.  If  you  have  a 
particularly  attractive  display,  and  especially  where 
there  is  a  considerable  change  each  day  in  the  people 
passing  the  store,  it  may  be  left  in  for  a  considerable 
time.  When  you  spend  time  and  money  to  arrange  a 
good  display  you  want  to  get  as  much  publicity  as  pos- 
sible from  it. 

It  can  be  safely  said,  however,  that  there  are  few 
dealers  who  change  their  displays  too  frequently.  The 
big  majority  are  decidedly  in  the  other  direction,  and 
do  not  change  them  often  enough. 
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Secrets  of  Advertising  Success 

Hy  JoMN  VV.  (Jami'sik 

IN  order  to  make  advertising  profitable,  it  is  neces- 
sary first  to  determine  upon  a  continuous  campaign. 
Then  be  certain  that  your  copy  is  well  prepared 
and  that  you  have  something  that  is  of  real  value  and 
interest  to  the  readers  of  a  newspaper.  If  it  is  your 
expectation  to  secure  great  results  from  spasmodic  ad- 
vertising, you  will  be  mistaken.  It  requires  time  for 
the  readers  of  a  newspaper  to  become  familiar  with 
your  business.  It  requires  repeated  efforts  on  your 
pari  to  gain  the  confidence  of  the  readers  of  a  paper. 
The  first  advertisement  or  two  may  attract  some  atten- 
tion, but  not  enough  to  bring  any  immediate  results. 
Continued  insertions  of  your  business  annoixncements 
will  create  a  feeling  of  confidence  and  security  in  the 
minds  of  the  readers  of  the  paper,  and  one  by  one  they 
will  begin  to  try  you  out  and  see  if  your  ads.  are  truth- 
ful and  if  you  are  really  entitled  to  their  trade.  The 
more  frequently  your  ads.  appear,  the  sooner  will  this 
feeling  of  confidence  be  established  between  reader  and 
advertiser,  and  the  effectiveness  of  the  advertising  be 
felt.  It  is  just  the  same  with  the  first  calls  from  a 
travelling  representative.  He  doesn't  get  much  busi- 
ness at  first,  but  if  he  persists  in  his  calls,  and  you  have 
the  goods  to  back  him  up,  in  time  you  will  see  satisfac- 
tory results.  This  is  a  plain  fact.  It  is  proven  every 
day.  The  advertisers  in  any  city  who  are  the  largest 
and  the  most  persistent  and  the  most  regular  adver- 
tisers in  the  newspapers,  are  the  firms  who  do  the 
greatest  amount  of  business.  They  are  the  leaders  in 
the  cities  in  which  they  are  located.  And  all  of  these 
firms  had  their  small  beginning  and  have  gradually 
pushed  forward  and  upAvard  until  they  have  come  to 
the  very  front  rank.  They  realized  that  to  succeed  it 
was  necessary  to  be  liberal  users  of  newspaper  space. 
The  more  business  they  did,  the  cheaper  they  could  sell. 
The  more  advertising  they  did,  the  greater  the  volume 
of  their  business. 

By  constant,  frequent  and  persistent  advertising,  in 
a  few  years  they  built  up  big  lines  of  business,  which 
without  advertising  they  could  not  have  hoped  to  ac- 
complish. 

There  are  many  firms  who  will  give  a  paper  a  few 
ads.  on  "trial,"  and  perhaps  specially  price  a  few 
articles  and  then  claim  the  paper  is  no  good,  as  they 
say  they  did  not  get  any  returns — that  they  asked  the 
purchasers  where  they  saw  the  ad.  and  were  told  in  this 
or  the  other  paper.  The  real  cause  of  the  lack  of  re- 
turns was  because  they  were  strangers  to  the  readers 
of  the  paper.  The  readers  were  not  familiar  with 
their  advertising,  but  had  the  advertiser  continued  the 
use  of  the  paper,  friendly  relations  between  the  read- 
ers of  the  paper  and  the  new  advertiser  would  have 
soon  been  established  and  increased  business  from  new 
customers  would  have  been  noted. 

Every  newspaper  has  a  certain  number  of  readers — 
and  the  percentage  is  a  large  one-^who  confine  their 
piirchases  to  the  advertisers  who  use  the  paper  they 
read.  This  is  only  natural.  They  take  the  paper  they 
like  and  of  course  they  become  familiar  with  and  favor- 
able to  the  advertisers  whose  announcements  they  are 
accustomed  to  read  night  after  night. 

This  is  why  some  business  houses  who  withhold  their 
advertising  from  some  certain  paper  or  papers,  are 
simply  letting  their  personal  likes  or  dislikes  stand 
squarely  in  the  way  of  securing  a  greatly  increased 
patronage  from  the  readers  of  the  paper  they  do  not 


use.  They  try  to  .justify  this  plan  of  placing  their  ad- 
vertising, by  the  belief  they  are,  in  some  way  or  other 
still  reaching  all  the  readers.  But  they  are  mistaken. 
For  it  is  a  well  known  fact  that  thousands  of  the  read- 
ers of  a  newspa{)er  are  intensely  loyal  to  "their  own" 
paper,  and  do  not  buy  from  advertisers  who  do  not  use 
the  paper  they  read.  The  sooner  this  class  of  adver- 
tisers realize  this  truth,  the  sooner  will  their  business 
show  increased  revenues.  There  is  another  class  of 
advertisers  who  tell  you  yonr  paper  reaches  too  high  a 
grade  of  readers  for  their  line,  or  that  your  circulation 
is  not  large  enough  in  their  immediate  vicinity.  This 
is  only  another  excuse  to  justify  their  own  bad  judg- 
ment. Every  paper  has  all  classes  of  readers.  No  one 
can  tell  you  just  what  would  appeal  to  them.  But  one 
thing  is  certain,  if  the  standard  of  your  readers  is  high, 
so  much  the  better  and  the  more  reason  that  you,  as  a 
business  man,  should  seek  to  raise  the  standard  of  your 
business.  One  purchaser  of  this  kind,  secured,  might 
be  worth  ten  to  twenty  of  the  cheaper  buyers.  Tlien 
again,  you  don't  use  a  newspaper  because  it  circulates 
extensively  in  the  immediate  vicinity  of  your  place  of 
business.  That  would  be  unnecessary,  because  these 
people  are  familiar  with  your  business  from  close  con- 
tact. But  there  are  thousands  of  readers  in  diflPerent 
sections  of  the  city  who  would  come  to  you,  no  matter 
where  you  are  located,  if  you  have  something  of  merit 
and  at  a  price  that  woi;ld  warrant  their  buying  from 
you.  No  matter  whether  people  are  rich  or  poor,  they 
are  not  passing  up  the  bargains  or  good  things.  They 
will  find  a  way  to  come  to  your  door  if  you  will  only 
invite  them  and  make  it  worth  while,  through  the 
medium  of  the  newspaper  they  use,  whether  the  class 
of  readers  is  "high"  or  "low." 


WHAT  ADVERTISING  IS 

Good  advertising  is  not  necessarily  startlingly  orig- 
inal. The  object  of  advertising  is  to  make  people  want 
to  buy  the  goods,  not  to  startle  them. 

Keep  the  public  posted  on  what  you  have  to  offer.  By 
all  means  the  new  and  the  unusual.  Don't  expect  the 
news  that  you  have  it  to  just  naturally  "leak  out" 
somehow.  Good  news  travels  slowly.  You  must 
speed  it  on  its  way  with  good  advertising. 

Yes,  I  know,  "A  satisfied  customer  is  the  best  adver- 
tisement," but  it's  not  the  only  advertisement  and  life 
is  too  short  to  waste  time  waiting  for  the  "satisfied 
customer"  to  get  around  to  everybody  you  want  to 
reach.  His  circle  of  acquaintance  is  too  limited.  You 
can  cover  your  field  quicker  and  much  more  effectively 
in  many  other  ways.  Besides,  good  advertising,  per- 
sisted in,  encourages  and  stimulates  your  "satisfied 
customer"  to  talk  all  the  more.     It  pays  to  advertise. 


Every  advertising  man  should  know  a  lot  about  type 
— the  more  he  knows  on  the  subject  the  easier  his  work 
will  be.  However,  there  are  many  men  who  write  ad- 
vertisements who  have  but  the  haziest  notion  as  to  the 
type  that  is  used  to  set  them  up.  There  is  no  excuse 
for  this.  Type  is  a  very  simple  matter,  and  a  fairly 
complete  idea  of  it  may  be  had  through  a  few  hours  of 
application  to  a  "Type  Book"  such  as  may  be  found  in 
any  printing  office. 


Tliore  is  no  such  tiling  as  succe-**  in  a  bad  business. 
— Elbert  Hubbard. 


August,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


23 


A  Model  Maritime  Furniture  Store 

Your  personal  dress  or  the  dress  of  your  store  has 
as  important  bearing  on  the  appeal  you  will  make  in 
your  community.  Bearing  this  axiom  in  mind,  Wright's 
Ltd.,  home  furnishers  at  Sydney,  N.S.,  recently  erected 
and  opened  a  new  store. 

The  old  store,  a  wooden  building,  owned  by  R.  W. 
Wright,  the  president  and  general  manager  of  Wright's 
Limited,  and  occupied  by  them  since  1910,  was  de- 
stroyed by  fire  April  30,  1915.  Mr.  Wright  immedi- 
ately began  the  erection  of  a  new  and  modern  building 
on  the  old  site,  which  was  opened  for  business  May  1, 
1916. 

The  size  of  the  new  building  is  52  ft.  front  by  100 
ft.  deep.  It  is  three  stories  high  and  is  built  of  rein- 
forced concrete.     Two  lower  floors  are  used  for  show- 
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could  do  if  they  had  had  the  extra  advantage  that 
would  accrue  to  them  through  having  a  more  modern 
front.  A  glance  at  the  illustration  of  Wright's  store 
will  give  a  very  good  idea  of  the  utility  and  beauty  of 
their  new  front,  and  the  possibilities  of  making  splen- 
did window  displays. 

The  designing  of  a  store  front  to-day  is  of  vital  im- 
portance as  it  has  an  extreme  bearing  on  the  business 
the  store  will  do.  First  of  all,  it  must  be  practical,  and 
secondly,  it  mwst  be  sightly.  These  two  features  have 
been  considered  in  the  erection  of  this  new  store. 


WASHING  STORE  WINDOWS 

It  frequently  happens  that  the  window-dresser's  best 
efforts  are  spoiled  by  badly  washed  windows.  The  fol- 
lowing hints  may  be  of  service  as  saving  both  time  and 


New  home  furniture  store  of  Wright's,  Ltd.,  at  Sydney,  N.S. 


rooms,  and  the  top  floor  is  used  as  a  store  room  for  re- 
serve stock. 

The  building  was  formally  opened  on  Saturday,  May 
6.  An  orchestra  was  engaged  for  the  afternoon  and 
evening  and  the  store  was  visited  by  crowds  of  people 
on  that  day  and  up  to  the  present  Wright's  Limited 
have  had  no  reason  to  complain  of  the  business  that  has 
come  to  them. 

Someone  has  truthfully  said  that  he  could  tell  how 
progressive  a  merchant  was  by  the  appearance  of  his 
store  front  and  how  well  his  windows  were  trimmed. 
There  is  probably  a  great  deal  more  truth  in  this  than 
one  is  apt  to  imagine,  although  we  realize  that  even 
without  the  very  latest  type  of  store  front  some  firms 
are  successful  in  their  business.  This,  however,  does 
not  give  us  any  idea  of  how  much  more  business  a  firm 


trouble.  For  washing  windows  a  dull  day  should  be 
chosen,  or  at  least  one  when  the  sun  is  not  shining,  for 
if  it  does  it  causes  them  to  dry  streaked,  no  matter  how 
much  they  are  rubbed.  First  use  a  painter's  brush 
inside  and  out.  Wash  all  the  woodwork  inside  before 
touching  the  glass.  The  latter  must  be  washed  with 
slightly  warm  water  diluted  with  ammonia — do  not  use 
soap.  Use  a  stick  with  a  pointed  end  to  get  the  dirt 
out  of  the  corners.  Wipe  dry  with  a  soft  piece  of  cot- 
ton cloth ;  linen  has  a  tendency  to  make  the  glass  linty. 
When  dry,  polish  with  tissue  paper  or  old  newspaper. 
This  can  be  done  in  less  time  than  when  soap  is  used, 
and  the  result  will  be  brighter  windows. 


There  are  fifty  mattresis  fa/ctorie®  in  Ohicago. 
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How  Credit  Accounts  are  Handled 

By  Okin  C.  Fkooi) 
Secretary  Motiirinc  H.'it  Retail  Credit  Aspociation. 

The  method  of  handling  credit  accounts  has  been 
taken  ui)  at  several  of  our  meetings,  and  the  writer 
has  submitted  the  form  attached  for  use  ih  offices,  sio  as 
to  enable  the  accountant  or  proprietor  to  know  at  all 
times  the  standing  of  each  and  every  account. 

This  form  contains  a  column  for  the  folio  of  the  ac- 
count, the  name,  address,  and  also  columns  for  each 
month's  purchases  and  cash  receipts.  Also  columns 
for  allowances,  notes,  etc.  In  the  total  column  the 
amounts  are  all  entered  in  pencil,  all  other  entries  be- 
ing made  in  ink,  as  they  do  not  change.  For  explana- 
tion, I  have  taken  an  account  of  John  Jones,  55.5  5th 
St.  S.E.  You  will  see  that  he  owes  the  firm  $15.00  on 
January  1st,  that  being  the  balance  of  his  account  from 
1914,  and  that  he  had  made  purchases  during  January 
to  the  amount  of  $4.00  and  has  paid  $10.00  on  his  ac- 
count. The  fir.st  entry  shows  the  sheet  as  it  would  read 
on  the  1st  of  January,  the  second  entry  as  it  would 
show  after  he  has  made  the  payment,  the  third  entry  as 
the  account  would  stand  after  inserting  his  purchases 
for  the  month  of  Januaiy.  Several  other  entries  are 
made  on  the  sheet  and  can  easily  be  followed  by  the 
above  explanation. 

This  system  has  been  worked  out  in  a  great  many 
cases  and  has  proved  to  be  a  great  help,  as  a  merchant 
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relation  to  net  profit.s,  that  a  large  turnover  on  a  small 
gross  percentage  is  frequently  tnore  remunerative  than 
a  monoi)olistie  percentage  on  only  a  small  turnover. 
Many  retailers  make  the  mistake  of  adding  a  certain 
percentage  to  cost  and  when  the  goods  are  sold,  figure 
the  profit  thereon  at  the  same  rate  per  cent,  on  the  sell- 
ing |)ri('e.  The  writer  has  suggested  that  the  selling 
price  be  used  as  the  basis  of  computation  and  that  the 
cost  price  be  referred  to  only  as  a  percentage  of  the 
selling  price. 

The  retailer  should  know  how  to  deal  with  slow"  ac- 
counts and  understand  the  ill  effects  on  his  profit  and 
loss  statement  of  carrying  heavy  book  accounts.  Many 
a  merchant  jollies  himself  that  he  is  solvent  and  pros- 
pering by  including  doubtful  accounts  and  merchandise 
that  has  deteriorated  in  value  as  a  part  of  his  realizable 
assets  at  their  face  value.  lie  does  not  do  this  with 
any  intent  to  mislead,  but  such  figures,  if  presented  as 
a  means  of  obtaining  credit  are,  to  say  the  least,  unfair, 
and  such  practice  has  caused  wholesalers  to  eliminate 
book  accounts  as  assets  altogether. 
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can  tell  instantly  the  condition  of  a  customer's  account, 
when  he  bought  the  goods,  when  payments  were  made, 
or  any  other  information  desired. 


SOME  FUNDAMENTAL  BUSINESS  PRINCIPLES 

By  S.  E.  Stewart 
Bankrupt  Stock  Expert,  Toronto. 

It  .should  be  impressed  upon  every  retailer,  no  matter 
how  small  his  business,  that  proper  account  books  must 
be  kept,  including  at  least  cash,  merchandise  and  ledger 
accounts;  that  sufficient  insurance  should  be  carried; 
that  he  should  take  stock  at  least  once  a  year  and  in  do- 
ing so,  allow  for  shelf-worn,  out-of-date  and  damaged 
merchandise  to  a  reasonable  amount,  and  that  it  is  often 
better  to  sell  at  a  loss  at  a  close  of  a  season  than  carry 
over  to  the  next.  An  effort  should  be  made  to  show 
the  retailer  the  effect  of  overhead  expenses  and  their 


COST  OF  LAPSING  DISCOUNTS 

In  order  to  show  retailers  the  high  price  they  pay 
for  the  privilege  of  taking  full  time  on  their  invoices, 
an  exchange  has  presented  the  following  table  showing 
the  interest  equivalents  of  a  few  cash  discounts. 

(1)  One  per  cent,  in  10  days  in  a  30  day  bill  means 
18  per  cent,  per  annum.  Ex- 
ample :  Invoice  $1,000,  30  days 
net,  1  per  cent,  for  cash  in  10 
days.  If  the  merchant  pays  in 
10  days  he  receives  $10  cash 
discount,  which,  in  effect,  is 
the  interest  the  wholesale 
hoiise  pays  him  for  the  use  of 
$1,000 "for  the  20  days  unex- 
pired time.  This  is  at  the  rate 
of  18  per  cent,  per  annum  for 
the  interest  on  $1,000  for  20 
days  at  18  per  cent,  is  $10. 

(2)  Invoice  $1,000,  terms  60 
days  net,  2  per  cent,  for  cash 
in  10  days.  Discount  .$20,  un- 
expired time  50  days,  interest 
e(|uivalent  14  4-10  per  cent, 
per  annum. 

(3)  Invoice  $1,000,  terms  6 
months  net,  6  per  cent,  for 
cash  in  30  days.  Discount 

$60,  unexpired  time  5  months,  interest  equivalent  14  4-10 
per  cent,  per  annum. 

(4)  Invoice  $1,000,  terms  4  months  net,  4  per  cent, 
for  cash  in  30  days.  Discount  $40,  unexpired  time  3 
months,  interest  equivalent  16  per  cent,  per  annum. 

(5)  Invoice  $1,000,  terms  6  months  net,  6  per  cent, 
for  cash  in  60  days.  Discount  $60.  unexpired  time  4 
months,  interest  equivalent  18  per  cent,  per  annum. 

The  above  few  examples  will  show  what  a  heavy  dis- 
advantage the  retailer  works  against  when  he  takes 
full  time  on  his  bills.  He  could  borrow  money  to  dis- 
count his  purchases  and  make  6  per  cent,  to  10  per  cent, 
on  the  transaction  besides  keeping  his  business  in  hand 
better  than  he  possibly  can  when  he  owes  a  large  num- 
ber of  wholesale  houses. 

Think  for  yourself,  but  don't  think  you  have  the  only 
thoughts  that  are  worth  while. 
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Part  Played  by  The  personality  of  the  small 
Personality  dealer  is  the  biggest  help  that  he 

has  at  his  disposal  for  overcom- 
ing such  advantages  as  the  big  stores  may  possess. 
Ttiere  is  no  doubt  that  the  personal  touch  is  a  powerful 
factor  in  attracting  trade  to  the  small  store.  The  pub- 
lic like  to  know  the  man  they  are  dealing  with,  and 
when  he  takes  a  kindly  interest  in  them  the  bond  that 
ties  them  to  the  store  is  materiall;^  increased. 

This  is  a  big  problem  that  a  store  which  was  once 
small  and  has  grown  considerably  has  to  contend  with. 
The  people  have  been  used  to  doing  a  good  deal  of 
their  buying  from  the  proprietor,  or  at  least  have  seen 
him  when  they  visited  the  store,  have  been  greeted  by 
him,  and  were  pleased  with  the  interest  he  took  in  them. 
As  the  business  grows  and  much  of  the  proprietor's 
work  is  behind  the  scenes,  they  feel  that  there  is  some- 
thing lacking,  and  there  truly  is.  It  is  the  personal 
touch. 

The  fact  that  personality  plays  such  an  important 
part  in  business  should  be  constantly  borne  in  mind. 
It  gives  a  cue  to  the  dealer  as  to  how  he  may  bind  cus- 
tomers to  his  store  and  effectively  offset  those  things 
that  may  tend  to  attract  them  to  the  larger  stores  to 
buy. 

The  furniture  dealer  who  is  a  perpetual  in- 
spiration to  everybody  about  him  has  a  great 
advantage  over  the  man  who  is  a  discourager. 

Keep  an  Eye  on  The  dealer  is  frequently  inclined 
the  New  Store  to  ignore  the  competition  of  the 

new  store.  Probably  he  has  been 
established  for  many  years  and  believes  that  he  is  thor- 
oughly entrenched  in  the  trade  of  his  community  and 
that  a  stranger  in  the  district  can  do  him  no  harm.  It 
is  just  such  over-confidence  that  frequently  spells 
failure  for  a  dealer.  He  pays  little  or  no  attention  to 
the  efforts  of  the  new  store  to  get  business,  and  makes 
no  attempt  to  offset  them.  Even  when  he  finds  trade 
slipping  away,  he  eases  his  mind  with  the  thought  that 
a  new  broom  sweeps  clean,  and  after  a  first  trial  at  the 
new  store  that  customers  will  come  back  to  him.  Later 
he  tinds  that  a  good  many  do  not  come  back  and  he 
regrets  then  that  he  did  not  put  forth  special  endeavors 
to  hold  them  in  the  first  place. 

We  don't  believe  that  the  dealer  should  get  all  flus- 
tered and  upset  over  the  appearance  of  new  competi- 
tion in  his  community,  and  lie  awake  nights  worrying 
over  what  "may"  happen,  but  we  do  advocate  that  he 
keep  his  eye  on  the  new  store  and  put  forth  greater 
effort  to  bind  customers  more  closely  to  his  store  by 
greater  attention  to  his  service  and  other  phases  of 
trade  attraction.  Time  should  not  be  spent  in  useless 
complaint  or  worrying,  but  in  greater  attention  to  win- 
dow display,  the  appearance  of  his  store,  and  the 
quality  of  his  advertising.  It  is  always  good  business 
to  keep  an  eye  on  the  other  fellow, 


Prods  the  Dealer  "In  addition  to  the  methods  and 
into  Action  suggestions  for  going  after  busi- 

ness that  the  trade  paper  gives 
me,  one  of  the  greatest  values  is  in  prodding  me  into 
action.  It  is  frequently  the  case  that  I  know  that  cer- 
tain things  should  be  done,  but  neglect  to  do  them  until 
I  am  stimulated  and  inspired  to  in  some  way.  Just  as 
the  clerk  needs  inspiring  by  the  boss  at  intervals,  so 
does  the  manager  of  a  business  frequently  need  to  be 
prodded  into  action." 

These  words,  recently  uttered  by  a  reader  to  the  edi- 
tor, puts  in  a  unique  manner  one  of  the  big  missions  of 
the  trade  journal. 

An  important  part  of  the  trade  paper's  work  is  to 
impress  on  dealers  those  things  that  he  should  do,  and, 
if  possible,  spur  him  on  to  put  them  into  action.  It 
may  frequently  tell  him  things  that  he  already  laiows, 
but  when  you  visit  a  doctor  for  medical  advice  he  often 
tells  you  things  to  do  that  you  already  know  you  should 
do,  but  it  is  impressing  them  on  you  in  such  a  way  as 
will  cause  you  to  carry  them  out  that  counts.  In  the 
same  way,  one  of  the  important  duties  of  the  trade 
paper  is  to  prod  the  dealer  into  action. 

If  you  can  spur  people  about  you  to  do  their 
best  voluntarily  you  will  have  a  powerful  aid 
in  your  work. 

Fire  Pour  years  ago,  it  will  be  remembered, 

Prevention  the  C.  M.  A.  inaugurated  a  campaign 
for  the  purpose  of  educating  its  mem- 
bers in  regard  to  the  importance  of  employing  fire  pre- 
vention methods  in  their  factories.  As  a  first  step  it 
brought  on  a  specialist  from  the  United  States  to  de- 
liver an  address  at  the  Ottawa  convention.  This  was 
followed  by  the  formation  of  a  fire  prevention  associa- 
tion for  the  purpose  of  carrj^ing  on  the  agitation.  At 
the  recent  convention  in  Hamilton,  Mr.  E.  P.  Heaton, 
the  fire  marshall  for  Ontario,  was  brought  on  for  the 
purpose  of  further  illuminating  the  minds  of  the  manu- 
facturers of  this  coTintry  in  regard  to  the  subject  of  fire 
prevention. 

That  this  country  has  still  an  unenviable  reputation 
in  regard  to  fire  waste  was  only  too  clearly  demon- 
strated by  what  Mr.  Heaton  said  and  showed.  Fifty 
per  cent,  of  the  fires,  he  said,  were  ascribed  to  unknown 
causes,  while  on  fires  directly  traceable  to  defective 
Aviring  the  number  was  greater  than  we  are  usually 
ready  to  admit.  Ignorance  in  handling  fuses  and 
plugs  was  another  prolific  cause.  To  prove  his  conten- 
tion he  produced  a  fuse  plug  which  had  been  taken  from 
a  factory  in  Toronto,  wliich  by  an  illegal  bridging  pro- 
cess, had  been  made  to  carry  450  amperes  instead  of 
75.  He  declared  that  this  was  only  one  of  many  simi- 
lar instances  which  had  lately  come  under  his  observa- 
tion. Largely  as  a  result  of  inadequate  methods  of 
fire  prevention  the  loss  per  capita  in  Canada  was  larger 
than  in  any  other  country  in  the  world,  being  $3,  as 
compared  with  30  cents  in  Europe. 
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Brief  Editorial  Comment  on  Business  Topics 


Hv  THE  SCRIBE 


Increase  sales  by  suggestion. 

*  #  # 

Put  the  store  in  shape  for  seasonable  weather  trade. 

*  *  • 

Mention  additional  lines  that  customers  should  want. 

*  *  * 

Keep  track  of  sales  closely  and  make  sure  you  are 
keeping  up  to  your  schedule. 

*  *  * 

Selling  two  pieces  to  the  customer  who  comes  for 
one  is  an  art  that  it  is  well  to  develop. 

*  #  # 

Sometimes  a  man  who  kicks  like  a  mule  about  some- 
thing gives  it  about  the  same  amount  of  thought. 

*  *  # 

A  train  of  thought  isn't  much  good  to  a  man  who  is 
too  lazy  to  generate  steam  for  moving  it  in  the  right 
direction. 

*  •  • 

Honesty  may  be  the  best  policy,  but  deliver  me  from 
the  man  who  is  honest  only  Ijecause  it  is  the  best 
policy. 

*  *  * 

Good  fixtures  may  cost  money,  'but  they  make  and 
save  a  good  deal,  too.  Give  thorough  consideration  to 
that  fact. 

*  #  * 

There  are  plenty  of  perfectly  good  words  in  the  dic- 
tionary that  are  of  mighty  little  use  in  an  advertise- 
ment. It  is  the  simplest  language  that  makes  the 
most  sales. 

«   *  # 

Even  if  you  have  a  galvanized  roof  on  your  shop, 
it  is  good  business  to  have  your  stock  covered  by 
insurance. 

"Persia  keeps  her  dates,"  reads  the  headline  in  a 
trade  paper.  Well,  that  is  more  than  can  be  said  of 
some  people. 

*  *  * 

If  you  have  a  large  number  of  uneollectable  accounts, 
you  are  probably  lacking  in  tlie  ability  to  say  "No" 
at  the  right  time. 

*  *  * 

Did  you  ever  read  one  of  your  fire  insurance  policies 
through?  You  may  be  surprised  at  some  of  the  things 
contained  therein. 

*  *  * 

The  best  time  to  begin  collecting  from  a  man  is 
when  he  is  buying  the  goods.  The  money  never  comes 
quite  as  easy  later. 

The  chief  value  of  a  mistake  is  to  show  us  what 
things  we  cannot  do.  Sometimes  a  mistake  is  profitable 
far  beyond  its  cost. 

*  *  * 

The  honesty  of  your  customers  is  a  matter  of  concern 
to  you,  but  your  honesty  is  also  a  matter  of  concern 


to  them.  Assure  yourself  that  your  own  honesty  is 
unimpeachable  before  accusing  anyone  else. 


One  knock  at  a  competitor  in  your  advertising  will 
do  you  more  harm  and  him  more  good  than  you  will 
ever  come  to  realize. 

*  *  * 

People  will  not  go  out  of  their  way  to  trade  at  the 
store  of  a  man  who  does  not  go  out  of  his  way  to 
attract  their  attention. 

#  #  # 

When  you  have  to  say  to  a  customer,  "We  can't 
change  that,"  you  run  a  chance  of  losing  a  customer 
as  well  as  of  losing  money. 


When  an  employe  is  willing  to  do  only  the  specific 
things  he  was  engaged  to  do,  you  will  find  that  employe 
sticking  around  the  bottom  of  the  ladder. 

*   *  * 

Don't  buy  goods  that  will  sell  slowly  and  uncertainly 
just  because  you  can  buy  them  at  a  low  price.  Con- 
sider salability  before  you  consider  price. 

The  salesman  who  does  so  much  talking  that  he 
leaves  the  customer  nothing  to  do  but  think  need  not 
be  surprised  if  the  thinking  results  in  not  buying. 


Your  idle  time  is  pretty  likely  to  be  spent  either  in 
thinking  out  plans  for  making  money  or  for  spending 
it.  You  know  better  than  I  which  of  those  plans  you 
need  the  more. 

Don't  go  on  forever  using  the  same  merchandising 
methods.  If  you  would  attract  attention  you  must  use 
new  schemes  and  plans  of  display  and  advertising. 
Get  out  of  the  rut.    Start  something  new. 


That  it  requires  brains  and  keen  judgment  to  make 
a  success  of  buying  for  a  small  store  is  shown  by  the 
fact  that  the  buyer  for  a  big  store  in  one  of  our  Cana- 
dian cities  went  into  business  for  himself  in  a  smaller 
way  and  failed  in  a  short  time.  His  buying  has  been 
held  responsible.  In  the  big  store  he  could  take  a 
chance  and  get  away  with  it,  which  in  a  smaller  store 
he  would  get  tripped  up  on.  Good  judgment  is  cer- 
tainly essential  in  purchasing. 

*   *  * 

It  is  a  good  plan  to  ask  customers  how  they  liked 
goods  previously  purchased.  It  is  an  excellent  plan 
of  reminding  them  of  the  line,  and  the  suggestion  fre- 
quently results  in  an  additional  sale.  It  also  shows 
customers  that  you  have  confidence  in  your  goods. 
The  dealer  who  is  afraid  to  ask  customers  how  they 
liked  goods  for  fear  the  answer  will  be  a  complaint 
must  be  handling  a  pretty  poor  class  of  goods,  and  the 
sooner  he  raises  the  standard  the  better  it  will  be  for 
his  business. 
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How  I  Meet  Mail  Order  Competition 

-ji 

By  A.  B.  COWLEY  — ' 


IN  spite  of  the  nation-wide  agitation  that  the  small 
town  is  doomed  and  that  the  combination  of  the 
various  forces  working  against  it  will  build  up  the 
cities  and  destroy  the  small  villages,  T  want  to  express 
my  own  opinion  that  there  were  never  greater  oppor- 
tunities for  systematic  merchandising  than  those  that 
are  with  us  to-day. 

However,  it  is  not  my  opinion  that  we  can  continue 
to  conduct  business  as  we  did  twenty  years  ago.  The 
wonderful  growth  of  the  mail-order  business  is  ample 
proof  of  that  statement.  It  is  high  time  that  the  mer- 
chant of  to-day  should  stop  cursing  the  mail-order 
houses  and  to  learn  more  of  their  methods  and  to  put 
them  into  practice. 

Studies  Catalogue  and  M.  0.  Methods 

If  you  'are  of  the  opinion  that  what  I  have  to  say  is 
to  be  a  tirade  against  mail-®rder  concerns  and  their 
methods,  you  are  doomed  to  disappointment,  for  per- 
mit me  to  say  at  this  time  that  the  main  houses  in  the 
business  and  particularly  the  two  with  whom  we  come 
more  often  in  competition,  have  my  fullest  admiration, 
and  I  never  tire  of  studying  their  offerings  and  ways  of 
reaching  the  people.  I  get  the  mail-order  catalogue 
as  regularly  as  they  are  issued  and  use  them  constantly 
as  a  ready  reference.  My  catalogues  are  so  much  a 
part  of  my  daily  work  that  the  other  evening,  while 
engaged  in  helping  me  with  my  work,  my  eldest  son 
asked:  "Shall  I  put  the  catalogue  in  the  safe  witb  the 
ledger  land  cash  book?" 

I  have  purchased  considerable  mail-order  mercban- 
dise  and  placed  it  in  my  store  for  comparison.  I  have 
tried  in  all  my  transactions  to  be  absolutely  fair,  not 
alone  with  myself  and  my  customers,  but  with  the  mail- 
order houses  as  well,  and  Avhile  some  of  my  investi- 
gations have  been  in  the  hardware  line,  and  possibly  the 
same  fact  would  not  be  as  nearly  true  in  some  other 
lines,  yet  I  am  convinced  that  the  two  large  mail-order 
houses  are  giving  splendid  values  for  the  money. 

Doesn 't  Believe  in  Knocking 

It  is  not  my  belief  that  mail-order  competition  can 
ever  be  met  by  the  merchant  taking  the  position  that 
mail-order  goods  are  inferior  nor  by  any  other  such 
talk  tending  to  "knock."  I  believe  this  is  true  mainly 
because  it  is  so ;  and  secondly,  you  are  only  tending  to 
bind  closer  the  ties  between  the  mail-order  firm  and  his 
customers  in  your  territory.  I  believe  then  that  mail- 
order competition  must  be  met  by  being  able  to  meet 
it  and  to  know  that  you  are.  Be  sure  of  your  merchan- 
dise and  its  quality.  Secure  the  confidence  of  your 
trade,  and  render  a  local  service  superior  to  the  dis- 
tant service  of  the  mail-order  houses. 

It  is  our  belief  then  that  the  struggle  against  mail- 
order competition  is  to  succeed  along  the  broad  prin- 
ciples of  the  application  of  the  Golden  Rule.  Don't  try 
to  "Bust  the  Trusts";  that's  too  large  a  job  for  you, 
but  rather  use  your  efforts  in  your  own  community  and 
among  your  own  customers  to  "bust  the  dis-trust" 
which  is  forming. 

Discuss  on  Basis  of  Price,  Quality  and  Service 

We  merchants  are  of  the  opinion  that  the  farmers  aic 
getting  rich.  With  few  exceptions  that  is  not  true  in 
the  present  day.    The  farmers  are  confident  that  the 


merchants  are  becoming  rich  of¥  them.  We  know  that 
with  even  fewer  exeeptions  that  such  is  not  the  case. 

The  jobber  realizes  that  his  existence  hinges  on  the 
ability  of  the  retailer  to  make  money  and  it  is  equally 
important  that  a  strong  system  of  co-operative  steps 
be  taken  by  all  to  get  right  into  the  heart  of  this  ques- 
tion of  meeting  mail-order  competition,  and  when  you 
are  absolutely  right  from  the  question  of  price,  quality 
and  service,  then  you  are  in  a  position  to  go  to  your 
farmer  customer  and  ask  for  his  business  on  an  equal 
basis,  leaving  out  all  the  question  of  building  up  your 
town,  helping  you  pay  taxes,  and  all  the  other  thread- 
bare arguments. 

This  argument  of  town  loyalty  is  all  right,  but  it 
has  more  than  one  side  and  it  is  quite  often  the  case 
that  the  business  man  who  "hollers"  the  loudest  about 
spending  your  money  at  home  is  the  one  who  abuses  it 
the  most. 

We  must  remember  that  the  town  Avas  established 
after  the  farmers  had  settled,  and  the  merchants  fol- 
lowed to  make  money  off  them.  Instead  of  expecting 
that  the  farmer  must  trade  in  the  town  regardless  of 
what  jou  are  charging  him  for  his  merchandise  or  what 
service  you  are  rendering,  try  and  consider  that  you 
have  a  duty  to  perform  in  community  building  by 
keeping  in  line  with  the  times,  and  if  in  any  way  your 
town  is  not  right,  it  is  your  duty  to  help  make  that 
town  right  and  a  good  place  in  which  to  trade,  by 
first  bringing  your  store  and  its  policy  up  to  standard. 

When  I  speak  of  co-operation,  don't  misunderstand 
me  as  being  favorable  to  co-operative  merchandising 
outside  of  the  regular  trade,  as  I  believe  in  the  jobber 
and  cannot  see  but  what  he  has  a  very  important  posi- 
tion to  play  in  the  distribution  of  the  merchandise,  but 
I  believe  in  that  form  of  co-operation  that  embraces  all 
the  lines  of  business  agents,  manufacturer,  jobber,  re- 
tailer, banker  and  consumer. 


VACUUM  CLEANERS  MUST  BE  LICENSED 

The  Onward  Mfg.  Co.,  Berlin,  Ont.,  announce  that 
they  are  now  making  and  selling  their  "Eureka"  va- 
cuum cleaner  in  Canada,  under  a  license  granted  them 
by  the  owners  of  the  Booth-Kenny  patent.  These 
patentees  were  recently  granted  an  injunction  against 
another  maker  of  an  electric  cleaner  because  of  infringe- 
met  of  patent,  and  other  prosecutions  are  said  to  be 
contemplated.  Dealers  of  vacuum  cleaners  throughout 
Canada  have  been  warned  that  all  vacuum  cleaners  sold 
must  be  licensed  under  Canadian  patents  of  July  8, 
1902  (76595)  and  March  17,  1903,  (79641),' the  U.  S. 
patent  number  being  of  no  use  in  the  Dominion. 

Dealers  who  are  selling  vacuum  cleaners  should  see 
that  the  machines  they  are  selling  are  properly  licensed, 
as,  it  is  understood,  some  legal  risk  is  involved  in  selling- 
machines  not  protected  by  patent  license. 


SENTENCE  SERMON  FOR  CLERKS 

Do  not  be  loud. 

Do  not  keep  customers  waiting. 

Be  more  careful  when  making  sales  cheeks. 

Keep  in  good  health  and  be  at  work  every  day. 

Be  nes-t       clean  in  your  personal  appearance. 
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Carpet  and  Rug  Display 


Dressing  up  the  caT'pct  aiul  rug  de|i;irtm('iit  is  an  en- 
tirely different  jiroposition  than  putting  on  a  display 
in  any  other  section  of  the  store.  And  it  is  a  problem 
that  is  constantly  troubling  the  average  carpet  and  rug 
buyer.  He  gets  just  as  tired  of  sameness  in  liis  depart- 
ment as  his  trade  does  and  he  is  (juick  to  take  ad- 
vantage of  a  special  rug  or  floor  covering  accessory  of 
any  kind  that  wiU  enable  him  to  "ginger-up"  his  dis- 
play. 

Nearly  every  one  has  about  exhausted  his  ideas  of 
Oriental  draping,  and  well  that  he  has,  for  so  used  to 
this  class  of  disj)lay  have  the  public  become,  that  they 
will  now  pass  through  a  department  so  dressed  without 
a  pause. 

Tn  order  to  make  people  stop,  look,  and  ask  ((ucs- 
tions  something  .just  a  trifle  out  of  the  oi'diiuiry  is  ne- 
cessary. And  because  they  have  provided  just  that 
"little  something"  spells  the  success  of  a  number  of 
our  leading  shops  and  departments. 

Summer  floor  coverings  always  offer  an  opportunity 
for  the  rug  man  to  brighten  up  his  department,  and 
most  dealers  take  advantage  of  the  season.  So  just 
at  present  rug  departments  and  shops  are  pleasing 
places  to  visit.  Bright  and  cheery  colors,  novelty 
weaves  and  specialties  in  floor  coverings  are  good  to 
look  at  alwa.ys,  and  more  so  this  season.  Department 
managers  report  the  lightweight  rugs  in  novelty  weaves 
in  best  demand,  in  consequence  the  more  prominence 
that  can  be  given  to  these  specialties  at  this  time,  the 
better. 

This  is  an  age  of  specialties.  The  salesman  with  the 
novelty  rug,  the  rug  woven  or  designed  just  a  little  bit 
different  from  what  the  other  fellow  is  showing,  will  get 
an  audience  with  the  buyer  and  make  a  sale  cpiicker 
than  the  rest.     There  is  plent,y  of  evidence  of  this. 

Round  and  oval  rag  rugs,  crocheted  and  braided,  are 
offered  in  any  number  of  styles.  One  house  is  adding 
to  the  novelty  of  their  rugs  by  bringing  out  the  fact 
that  they  are  the  product  of  a  Western  "home  for  the 
blind,"  the  sole  output  of  which  they  are  taking.  They 
thereby  help  along  a  worthy  charity  and  at  the  same 
time  offer  for  sale  a  most  commendable  rug  that  is  en- 
tirely different  in  color  treatment  than  any  other. 

Institutions  of  various  kinds  are  now  producing  rug 
novelties,  and  each  is  distinctive  and  decorative.  Then 
the  most  uni(|ue  work  of  the  foregn  markets  is  sought 
out  and  marketed  in  this  country,  and  while  the  total 
sales  may  be  small  in  comparison  to  the  general  staples, 
the  very  presence  of  the  rugs  adds  prestige  and  dis- 
tinction to  the  department. 

Wicker  furniture  has  also  played  a  very  important 
part  in  rug  department  disi)lays  this  season,  small 
groups  being  shown  on  harmonizing  floor  covering.^ 
suitable  for  either  the  interior  of  the  house  or  porch. 
The.y  have  an  inviting  aspect  that  tends  to  create  in- 
terest in  the  better  grades  of  summer  furnishings,  and 
that  they  have  been  successful  in  their  object  of  fea- 
turing floor  coverings  is  evident  by  their  continued  iise. 

During  other  seasons  other  styles  of  furniture  should 
be  substituted.  The  purchasing  public  judges  floor 
coverings  more  from  appearance  and  adaptability  than 
from  expert  knowledge;  they  like  to  see  how  the  rug 
will  look  in  their  hpme^  lajid  to  kn.Qw  that  it  is  the  cor- 


rect design  and  colorings  for  their  particular  st.yle  of 
furniture.  To  do  this  will  retjuire  no  great  expendi- 
ture of  time  or  money  and  offers  an  opj)ortunity  for  the 
rug  man  to  change  his  department  groupings  weekly. — 
The  Decorative  Furnisher. 


CHINESE  RUGS  SUPPLANT  PERSIAN 

There  is  a  prol)ability  tliat  the  ('hinese  motif  will 
have  considerable  vogue  in  interior  decorating  for 
some  .vears  to  come,  and  of  course  "all  on  account  of 
the  war."  Tt  is  quite  ai)parent  that  there  has  been  a 
shortage  of  fine  laces  and  embroideries,  which  hitherto 
came  from  Europe  and  the  Near  East,  and  the  Chinese 
market  is  being  combed  for  this  class  of  goods  to  sup- 
ply the  deficiencies.  Big  New  York  houses  are  said 
to  have  their  agents  going  over  the  length  and  breadth 
of  China  picking  up  merchandise  of  this  sort. 

Another  odd  twist  of  the  war  is  the  vogue  which  it 
is  going  to  give  to  Chinese  rugs.  While  rugs  from  Per- 
sia and  Asia  Minor  have  always  had  a  good  market  in 
America,  there  has  been  a  growing  fondness  for 
Chinese  rugs,  and  this  is  now  receiving  an  artificial 
stimulus.  Russians  and  Turks  are  now  fighting  in 
those  parts  of  Asia  Minor  whence  many  rugs  came  for 
the  American  trade,  and  shipments  from  the  old  sources 
of  supply  are  virtually  impossible. 

This  has  resulted  in  a  big  business  in  Chinese  rugs 
for  shipment  to  this  continent.  According  to  reports, 
first  (|uality  Pekin  rugs  that  were  formerly  a  drug  on 
the  market  at  ^IJiO  a  foot  are  now  selling  as  high  as 
$3  for  the  90-strand  and  $3.2.5  for  100-strand  pieces. 
The  rug  industry  at  Pekin  is  not  large  enough  to  find 
output  to  meet  the  new  demand,  and  all  looms  are  con- 
tracted for  half  a  year  ahead.  Experts  regard  the 
demand  as  only  temporary  and  there  will  hardly  be  any 
increase  in  the  output. 

Tientsin  is  also  furnishing  a  large  ([uantity  of  rugs, 
and  these  modern  Mongolian  floor  coverings  are  re- 
garded as  cheap  for  their  (|uality  and  style,  so  that  the 
trade  in  these  may  be  permanent. 


NO  USE  BORROWING  TROUBLE 

Mrs.  McCauber — "Here  is  a  notice  sa.ving  that  if  the 
bill  for  our  parlor  carpet  is  not  paid  the  carpet  will  be 
taken  back." 

Mr.  McCauber— "Let  'em  take  the  carpet  back.  Who 
cares?" 

Mrs.  McCauber — "But  what  shall  we  do  without  a 
carpet?" 

Mr.  McCauber— "Get  a  rug." 

Mrs.  McCauber— "But  in  time  the  bill  for  that  will 
come  in." 

Mr.  McCauber — "Oh,  well,  perhaps  something  else 
will  be  invented  to  cover  the  floor  by  that  time." 


OVER  THE  PRAYER  RUG 

Mrs.  Watkins  was  entertaining  some  week-end  guests 
not  long  ago,  when  thev  were  startled  by  a  commotion 
in  the  hall.  "Gracious!  What's  that  awful  language 
downstairs?"  whispered  one  of  the  guests  in  a  fright- 
ened tone.  "Don't  be  alarmed,  my  dear,"  replied  the 
hostess.  "It's  my  husband.  He's  come  in  late  ami 
fallen  over  the  new  Persian  prayer  rug." 

"Did  .vou  ever  sit  in  a  chair  in  IMorris,  111? 
"No,  but  I  have  slept  in  Davenport,  Iowa." 
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The  Furniture  Manufacturer 

A  Department  of  Ideas  and  News  for  the  Factory  and  the  Office 


RW.  FINLATOR,  a  prominent  railroad  man  of  the 
U.  S.,  recently  gave  some  advice  on  the  pack- 
ing of  furniture,  to  a  gathering  of  furniture 
manufacturers  Mdaich  may  also  be  helpful  to  Canadian 
shippers.  "I  cannot  believe,"  said  he,  "that  a  piece 
of  freight,  no  matter  how  cheap  it  may  be,  is  fever  too 
cheap  to  be  properly  packed.  If  there  is  any  com- 
modity manufactured  that  is  too  cheap  to  stand  proper 
packing  in  order  to  protect  it  against  damage  in  tran- 
sit, then,  in  my  opinion,  it  should  not  be  offered  for 
transportation. 

"I  want  to  say  in  the  beginning  that  efforts  in  the 
past  to  improve  the  packing  of  property  are  appreci- 
ated by  the  carriers,  and  while  progress  has  been  made, 
the  packing  has  not  yet  reached  the  point  where  the 
traffic  is  protected  as  it  shoiild  be. 

"Little  fault  can  be  found  with  the  packing  of  the 
finer  grades;  it  is  in  the  handling  of  the  common  goods 
where  we  are  suffering  most — rockers  with  sweeps  at- 
tached, legs  or  posts  of  the  washstands,  dressers  and 
other  goods  of  this  character  with  similar  protrusions 
in  many,  many  cases  not  protected  at  all.  You  can 
easily  imagine  what  happens  to  them.  C!hairs  that 
should  be  crated  are  shipped  with  slight  wrapping. 
Broken  rockers  are  heavy  contributions  to  our  furni- 
ture damage. 

"I  have  always  felt  that  case  goods  of  every  descrip- 
tion should  be  thoroughly  wrapped,  padded  and  crated. 
The  practice  of  shipping  this  class  of  furniture  with 
the  legs  exposed  is  a  very  heavy  contributor  to  onr 
damage  claims.  Rocking  chairs,  in  my  opinion,  should 
never  be  shipped  with  the  sweeps  attached;  when  it 
becomes  necessary  to  ship  in  this  manner,  they  should 
be  protected  with  a  good  strong  crate.  Other  chairs, 
except  the  cheaper  kind,  should  be  crated  and  the 
cheaper  grades  wrapped  in  a  manner  that  will  protect 
them  in  transit." 


PERMANENT  SAMPLE  ROOMS  AT  FACTORY 

The  folloAving  letter  to  Canadian  Furniture  Woi'ld 
from  H.  H.  Strudley,  Manager  of  the  Imperial 
Rattan  Co.,  Stratford,  tells  of  the  value  of  a  permanent 
sample  room  at  the  factory.  This  particular  one  is 
divided  so  as  to  give  suggestions  in  furnishing  various 
rooms  in  the  house,  breakfast  room,  living  room,  bed- 
room, den,  library,  etc.,  in  reed,  rattan  and  willow 
furniture  in  latest  coverings  of  cretonnes,  tapestries 
and  shadows : 

"It  has  been  the  practice  of  the  furniture  manufac- 
turers of  Stratford  to  build  at  least  one  new  furniture 
factory  per  year,  and  by  having  the  factory  ready  for 
the  annual  show  in  January,  all  of  the  local  factories 
could  use  it  for  displaying  their  lines. 

"On  account  of  the  war  a  new  factory  was  not  ready 
last  year,  consequently  The  Imperial  Rattan  Co.,  Ltd., 
built  an  exhibition  room  on  their  oAvn  premises,  and 
will  continue  it  as  a  permanent  feature.  It  is  60  ft. 
x  125  ft.  and  contains  kitchen  and  dining-room.  There 
is  seldom  a  day  during  the  year  when  one  or  more  out- 


side buyer  does  not  visit  Stratford,  and  it  is  of  con- 
siderable saving  in  time,  to  have  the  permanent  sample 
room. 

"Besides,  the  sample  room  is  arranged  to  display 
room  effects  and  decorated  to  match.  Thus  prevailing 
styles  can  be  shown  in  the  most  effective  naanner.  Be- 
ing in  the  factory  the  buyers  can  be  waited  on  in,  a 
more  efficient  manner  than  in  a  separate  building  apart 
from  the  factory.  We  consider  it  a  good  investment 
and  it  is  appreciated  by  the  buyers." 


PASSING  OF  OLD  ENGLISH  OAK 

The  famoiLS  English  brown  oak  is  extremely  scarce 
and  valuable,  and  no  wonder,  for  it  does  not  exist  on 
the  Continent,  being  a  strictly  English  prbduct,  and 
more  or  less  confined  to  the  Midland  and  eastern  coun- 
ties. In  Northamptonshire  it  occurs  in  the  Welback 
aiul  Rockingham  woods,  in  Bedfordshire  at  Woburn 
and  Ampthill,  particularly  the  latter,  while  in  Hertford- 
shire splendid  examples  are  found  at  Ashridge  Park. 
Brown  oaks  may  be  said  to  occur  sporadically,  and  are 
cluiracterized  by  the  timber  being  of  a  pleasant' foxy- 
brown  color,  renuirkably  hard  and  close  grained  and 
susceptible  of  a  rich  polish.  For  paneling  and  furni- 
ture-making it  is  highly  prized  and  in  America  it  is  used 
in  the  ornamentation  of  Pulhnan  cars,  while  the  magni- 
ficent dining  room  in  the  White  House,  at  Washington, 
is  entirely  paneled  with  English  brown  oak.  Strange 
as  it  may  appear,  yet  the  finest  brown  oak  trees  have 
been  sent  to  America,  where  they  are  cut  either  into 
fVeneers  or  Wainscot  or  used  for  the  best  class  of  furni- 
tnrt\  The  price  of  brown  oak  is  comparatively  high, 
being  fully  four  times  that  of  the  best  of  the  ordinary 
wood. 


STAINING  FIR 

A  good  stain  for  fir  is  made  by  using  one-third  oil, 
oiio-lhird  benzine  and  one-third  benzol,  with  enough 
driers  and  the  proper  amount  of  oil  colors  to  get  the 
shade  wanted.  The  stain  will  penetrate  the  wood  .>o 
well  that  it  has  the  appearance  of  a  water  stain  with 
the  advantage  that  no  sandpapering  is  needed. 

Give  the  stain  one  coat  of  shellac  and  one  coat  of 
varnish,  full  body,  and  the  result  will  be  a  job  as  good 
as  most  work  receiving  two  coats  of  varnish. 


FINISHING  BIRCH  TO  RESEMBLE  MAHOGANY 

The  occasion  not  infrequently  arises  where  it  is  de- 
sirable to  finish  birch  in  a  way  to  resemble  mahogany, 
and  the  following  method,  given  in  a  recent  issue  of 
The  Painters'  Magazine,  in  reply  to  a  correspondent  of 
that  journal  who  raised  the  question,  may  not  be  with- 
out interest  to  some  of  our  readers :  Birch,  especially 
the  black  variety,  will,  when  properly  stained,  make 
a  very  fine  imitation  of  black  walnut  or  mahogany,  be- 
ing of  fine  grain.  By  manipulation  of  several  stains 
feathered  mahogany  carj  be  closely  imitated  on  birch. 
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It  is  first  stained  and  may  be  filled  with  mahogany- 
colored  paste  filler  afterward,  which  will  bring  out 
the  details  with  better  effect.  On  top  of  this  filler  two 
coats  of  shellac  varnish,  when  sandpapered,  will  give 
an  excellent  surface  for  polishing. 

As  birch  has  almost  the  color  of  cherry  wood,  a  very 
strong  stain  is  hardly  necessary,  but  for  work  that  is 
to  be  filled  and  shellac  varnished  and  afterward  pol- 
ished, we  would  suggest  the  use  of  a  rather  fast-drying 
oil  stain,  made  from  burnt  sienna  and  rose  pink,  both 
ground  fine  in  oil. 

Twelve  ounces  burnt  sienna  in  oil  and  eight  ounces 
rose  pink  or  maroon  lake  in  oil,  beaten  up  with  one 
quart  liipiid  drier  or  japan,  to  which  is  added  one  pint 
of  good  inside  varnish  and  one-half  gallon  of  turpen- 
tine, will  make  one  gallon  of  mahogany  stain  that  will 
dry  reasonably  quick  and  should  serve  an  excellent 
purpose. 


CYPRESS,  AND  WHERE  IT  IS  FOUND 

Cypress  is  noted  as  the  most  durable  of  the  woods  of 
America,  especially  in  moist  situations.  It  grows  on 
lands  which  are  usually  submerged  during  most  of  the 
year,  and  grows  very  slowly.  Most  of  the  commercial 
lumber  is  cut  from  trees  at  least  two  hundred  years 
old,  so,  when  the  present  supply  is  exhausted,  it  is 
doubtful  if  the  wood  will  ever  be  reproduced  commer- 
cially. The  tree  inhabits  the  Southern  States,  and  is 
not  found  north  of  Southern  Delaware. 

The  wood  is  soft  and  light,  with  a  fine  grain  and 
texture.  The  grain  is  usually  straight,  but  often  wavy 
or  curly.  The  wood  has  a  greasy  feel,  but  is  not  exces- 
sively resinous.  The  lumber  is  rather  difficult  to  sea- 
son, but  holds  its  shape  once  it  is  seasoned,  tools  easily, 
and  lasts  indefinitely.  The  greatest  quantity  of  this 
wood  goes  into  building  construction  for  outside  work, 
foundation  timbers,  and  interior  trim. 


STRENGTH  OF  GLUE 

A  series  of  tests  to  determine  the  strength  of  glue 
were  made  by  Messrs.  0.  Linder  and  E.  C.  Frost,  and 
reported  to  the  recent  meeting  of  the  American  Society 
for  Testing  Materials.  The  results  show  a  strength  of 
from  1,100  to  1,950  lbs.  per  sq.  in.  for  a  glue  made  of  1 
part  dry  glue  and  3  parts  water,  and  a  strength  of  60 
to  70  per  cent,  of  the  above  figures  for  a  1 :5  glue.  Pro- 
longed heating  lowers  the  strength  of  the  glue.  Glue 
solutions  heated  to  150  deg.  F.  for  20  hrs.  showed  a  loss 
of  30  to  45  p.c.  in  strength. 


RED  GUM  AND  FURNITURE 

The  G  um  Lumber  Association,  with  headquarters  at 
Memphis,  Tenn.,  is  putting  forth  every  effort  to  market 
red  gum  under  its  real  name.  Before  this  association 
sprang  into  existence,  red  gum  was  sold  under  many 
different  appellations  because  it  was  feared  that  its 
tnie  name  would  be  a  detriment  in  selling.  It  is  fast 
becoming  a  known  fact,  however,  that  selling  it  by  its 
right  name  does  not  hinder  the  sale  of  this  wood  in 
furniture,  and  all  the  members  of  the  gum  association 
are  urging  that  hereafter  furniture  manufacturers  ad- 
vertise gum  furniture  for  what  it  is  and  on  its  merits. 


STEEL  FURNITURE  ADVANCES 

Twenty-five  firms  were  I'cpresented  at  a  recent  busi- 
ness conference  of  the  Na^tional  Association  of  Steel 
Furniture  Manufacturers.      Littjp  pf.  j.npppQi^t  was  con- 


sidered at  the  meeting  except  the  matter  of  increasing 
costs  and  the  necessity  of  price  advancement.  It  was 
generally  understood  at  the  meeting  that  j)rices  should 
at  once  advance  at  least  15  per  cent. 


NEARLY  300  COMMODITIES 

The  E.  T.  Du  Pont  dc  Nemours  &  Co..  makers  of  Du 
Pont  fabrikoid,  have  published  a  new  "products  book." 
The  company  are  constantly  expanding  their  industrial 
activities  along  constructive  lines,  and  the  information 
contained  in  this  book  is  the  "last  word."  There 
are  251  distinct  commodities  listed,  with  an  explanation 
of  each  one  as  to  its  use  and  who  uses  it. 

The  book  is  bound  in  book-finish  ?.  brikoid.  a  material 
that  is  daily  gaining  favor  with  bo.-  '  inders.  Book- 
binders all  over  the  country'  are  fi  i  ''  7  it  very  satis- 
factory. Its  non-cracking,  long-wearing,  waterproof 
features  are  winning  factors. 


SCOTTISH  FURNITURE  TRADE 

Tlie  Scottish  fnrnitnre  trade,  like  nearly  all  other  in- 
dustries in  the  country,  says  one  of  the  Canadian  trade 
commissioners  in  a  report  to  the  Government,  at  Ot- 
tawa, is  being  carried  on  under  abnormal  conditions. 
The  outlook  is,  however,  satisfactory  so  far  as  the  de- 
mand on  the  part  of  the  public  is  concerned.  Practi- 
cally all  the  furniture  dealing  firms  are  experiencing 
considerable  difficulty  in  carrying  on  their  business, 
but  the  difficulties  with  which  they  are  faced  are  con- 
fined maiidy  to  a  shortage  of  labor  and  supplies  of 
goods.  Home  manufacturers  have  had  their  staffs 
greatly  depleted  by  the  calling  up  of  so  many  men  for 
military  service,  while  the  supply  of  goods  from  many 
quarters  abroad  had  been  altogether  stopped.  The 
extraordinary  high  rates  of  freight  and  the  scarcity  of 
shipping  tonnage  has  practically  stopped  the  importa- 
tion of  goods  from  countries  which  may  be  in  a  position 
to  export  them. 

In  addition  to  the  shortage  of  labor  the  home  manu- 
facturers have  also  to  contend  with  the  ever-increasing 
difficulty  of  securing  raw  material  for  the  manufacture 
of  furniture.  The  amount  of  home-grown  timber  used 
for  this  |)urpose  may  be  regarded  as  negligible,  and 
after  nearly  two  years  of  war  the  stocks  of  foreign- 
grown  timber  have  been  largely  depleted.  Owing  to 
the  restrictions  placed  on  imports,  and  from  other 
causes,  it  will  be  practically  impossible  to  rejilenish 
these  stocks  while  the  war  lasts.  The  consequence  is 
that  the  retail  prices  of  nearly  all  kinds  of  house  fur- 
nishings have  been  increased  from  25  to  35  per  cent., 
and  in  the  case  of  some  articles  they  have  been  in- 
creased by  50  per  cent.  Still  the  demand  for  goods 
even  at  the  enhanced  prices  continiies  brisk  all  over  the 
country,  but  especially  in  the  large  industrial  centres. 


FURNITURE  IN  INDIA 

A  fair  market  exists  in  Calcutta,  Rangoon  and  Bom- 
bay, India,  for  office  furniture,  both  wood  and  steel, 
particularly  desks  and  filing  efiuipraent.  These 
articles  at  present  come  chiefly  from  the  United  States. 
Furniture  and  cabinetware  were  imported  into  India 
in  1913-14  to  the  value  of  $160,000,  one-half  from  Great 
Britain,  the  remainder  chiefly  from  Germany,  Austria, 
the  United  States,  which  sui)plied  $11,818  worth,  and 
Japan.  Goods  of  this  class  are  imjiorted  only  for  busi- 
ness houses  and  the  needs  of  Government  offices  and  the 
European  population. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 


Sugges  tions 

from  the 

Canadian 

Factories 

11 


11 


900-2  900-2 


Above— Two  Chairs  from  a  new  design  made  by  The  Stratford  Chair  Co.,  Ltd.,  Stratford,  Ont. 


Below— Three  items  from  new  Adams'  Library  Suite  made  by  The  George  McLagan 
Furniture  Co.,  Ltd.,  Stratford,  Ont.  , 
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With  the  Boys  on  the  "Firing  Line 

Financial  Troubles  of  Travelling  Men 


The  hi^h  cost  of  liviiif^'  has,  figuratively  spcakintr,  laid 
its  hand  more  or  less  heavily  on  all  sorts  and  conditions 
of  men  in  the  last  few  years,  hut  it  would  he  difficult 
to  find  any  one  class  that  has  l)een  more  solidly  hit 
than  the  li-ivelliiiw  salesmen,  or  more  specifically,  the 
salesmen  wlio  ar<'  paid  on  a  strict  commission  basis  and 
who  have  to  meet  theii-  own  expenses  on  tlie  road. 

A  daily  pa])er  says  that  eithei'  the  rising  cost  of 
travelling  has  lowered  the  travelling  meu's  net  incomes, 
or  it  had  eaten  into  theiu  so  badly  that  increased  labor 
ean  not  produce  the  residts  it  would  have  produced  a 
few  years  ago.  All  think  the  rate  of  commission 
should  he  raised  by  the  employing  houses,  ;it  least  in 
|)i'oi)oi1  ion  to  the  inci'eased  financial  burden  the  sales- 
men have  to  bear. 

A  textile  salesman  was  interviewed  who  covers  the 
middle  west,  says  ;in  excliange.  This  man  travels  on 
a  straight  commission  l)asis  and  everything  he  spends 


IT  Rolled  into 
,p.iOH-r  Heree 


Fred.  Biiirouglies  is  said  to  bo  a  lover  of  country  life. 
■■  He  is  hero  shown  out  on  a  visit  looking  after  n  little 

atfair  that  has  occupied  much  or  his  attention  of  late. 

comes  out  of  his  own  pocket.  The  i-ate  of  commission 
in  his  case  is  5  per  cent.  This  man  had  his  best  year  in 
1910.  He  then  sold  !|^126,000  worth  of  merchandise, 
but  when  deductions  had  been  made  for  failures,  can- 
cellations, returns,  etc.,  liis  net  total  was  .$108,000.  On 
this  total,  at  T)  per  cent.,  he  earned  a  gross  amount  of 
$5,400.  out  of  which  he  had  to  deduct  $1,800  for  travel- 
ling expenses,  leaving  his  net  income  at  $3,600  for  tlie 
year. 

In  1914,  due  lai-gely  to  lowered  prices  and  also  he- 
bause  of  retrenching,  due  to  tlie  war,  this  man's  net 
sales  were  $98,000.  With  the  commission  the  same  as 
in  1910,  his  gross  earnings  for  last  year  were  $4,500, 
while  his  travelling  expenses  were  $350  higher  than  in 
1910,  despite  his  attempts  to  live  and  work  economi- 
cally. Altogether,  his  road  bills  amounted  to  $2,150, 
leaving  his  net  incoim^  for  the  year  at  $2,350,  against 
$3,600  in  1910.  And  this  for  reasons  absolutely  be- 
yond his  control  and  at  a  time  when  his  four  years  of 
added  selling  experience  should  have  made  him  more 
valual)le  to  the  house  than  he  was  in  1910.  "Just 
think,"  he  concluded,  "a  little  one  per  cent,  on  that 
commission  would  have  meant  nearly  $20  a  week  moi-e 
all  thi'ough  the  year.     But  what's  the  use  of  kicking?" 


DON'T  DRIVE  SALESMEN  TOO  HARD 

Too  many  restrictions  limit  the  caj^acity  of  the  sell- 
ing force.  Tell  a  body  of  salesmen  to  make  so  many 
calls  a  day,  and  the  rule  will  usually  not  work  out 
satisfactorily.  Tell  them  to  approach  the  buyer  in 
some  certain  way,  and  it  will  be  found  in  many  cases 
that  it  will  be  the  wrong  way  to  approach  some  people. 
After  all,  r'Milts  are  the  only  things  that  count. 

Holding  the  men  to  a  sales  (piota  is  a  much  better 
way  of  regulating  them  than  to  insist  that  they  work 
so  many  hours  a  day.  or  that  they  spend  so  many 
minutes  with  each  customer.  If  a  salesman  gets  the 
i'e(|iiii'cd  volume  of  business,  how  he  gets  it  doesn't 
matter,  as  long  as  he  uses  legitimate  methods  and  does 
not  violate  any  house  policies.  The  details  of  his  work 
are  not  import;int. 


THE  WORM  TURNED 

"You  haven't  done  very  well  this  month,"  said  the 
boss.     "Your  orders  were  few  and  far  between." 

"  1  "m  sorry,"  said  the  travelling  salesman,  "but" — 

"1  don't  want  excuses.     I  want  orders." 

Just  tlien  the  door  opened,  and  the  secretary  entered 
and  passed  in  a  card. 

"Humph,"  said  the  boss,  "James  Henry,  salesman 
for  the  General  Products  Company!  Doesn't  he  know 
I  never  see  travelling  men  at  this  hour?" 

"He  says  he  is  in  a  hurry  to  leave  town  and  would 
like  to  explain  his  proposition  to  you.  He  will  be 
brief." 

"I  can't  see  him  now.  I'm  busy.  Tell  him  to 
wait. " 

"When  shall  1  tell  him  to  call  again?" 

"Tell  him  to  wait  there  and  i'll  see  him  in  about  an 
hour.  Now,  then,  young  man,  why  is  it  that  you  fell 
down  this  month?" 

"Because  all  the  business  men  I  called  on  insisted  on 
treating  your  salesman  the  way  you  treat  theirs." 


HOW  FURNITURE  TRAVELLERS  DO  IT 

Experienced    Ti'aveller    (at    railway    restaurant) — 
"When  did  that  man  at  the  other  table  give  his  order?" 
Waiter—"  'Bout  ten  minutes  ago,  sir." 
"What  did  he  order?'' 
"Beefsteak  and  potatoes,  sir." 
"How  much  did  he  tip  you?" 
"A  dime,  sir." 

"Well,  here's  a  (piarter.  Cook  him  another  steak 
and  bring  me  his." 

"Yes,  sir.    Verv  good  sir." 


HELP!  TRAVELLER  TURNS  POET;  POLICE! 

Apropos  of  the  recent  presentation  to  Eddie  Bag- 
shaw  and  what  Mr.  Coryell  said  about  Eddie's  "bee" 
farm,  a  traveller  who  has  turned  poet  and  does  not  at 
|)resent  wish  to  have  his  name  known,  sends  this,  liis 
first  effusion  : 

Eddie  had  a  thousand  bees, 

He  saved  their  little  lives; 
They  looked  to  Pxldie  for  a  home 
Because  he  had  the  hives. 


"I've  lieeii  looking  for  my  husband  for  the  last  two 
hours,"  said  an  agitated  woman  to  a  calm  one. 

"Don't  l)e  excited,  madam."  replied  the  latter.  "I've 
been  looking  for  a  husl)and  for  the  last  twenty-five 
years." 


No.  Ii2  E— Bedroom  Suito  in  white  enamel,  made  by  The  Knechtel  Furniture  Co.,  Ltd.,  Hanover,  Ont. 
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]   TAKES  OVER  NATIONAL  PLANT  AT  BERLIN 

'  All  important  change  has  recently  been  made  in  the 
furniture  manufacturing  business  of  Ontario  whereby 
tlie  National  Furniture  (Company's  plant  on  Albert 
Street,  South,  Berlin,  Out.,  changes  hands  and  will 
hereafter  be  ojierated  by  E.  O.  Weber,  the  successful 
owner  of  Ihe  Waterloo  Furniture  Co.,  of  Waterloo. 

Tlie  j)Jational  Furniture  Co..  has  been  in  operation 
for   soi^j.years,  but  only  a  small  staff  of  men  were 


E.  O.  W  r.iiicK,  Waterloo 
Who  is  enl;\rging  his  connection  with 
the  trade. 

employed.  Under  the  new  management  it  is  proposed 
to  employ  from  75  to  80  machine  hands  and  cabinet 
makers  and  the  firm  is  now  advertising  for  more  skilled 
workmen. 

The  plant  is  l)eing-  managed  by  Andrew  Edwards, 
formerly  of  Elmira,  a  well-known  and  experienced 
furniture  manufacturer,  who  has  recently  moved  to 
fieri  in. 

The  National  factory  has  a  total  floor  space  of  about 
25,000  s(|uare  feet  and  is  well  etjuipped  with  the  latest 
type  of  machinery  for  the  manufacture  of  furniture.  It 
is  proposed  to  make  a  complete  line  of  living-room  fur- 
niture. The  plant  is  now  in  full  operation,  under  the 
new  management. 


NEW  TORONTO  FURNITURE  HOUSE 

A.  Welch  &  Son,  ;:!04  Queen  Street  West,  Toronto, 
make  announcement  that  they  have  opened  a  furniture 
department  in  connection  with  their  stove  business, 
which  they  have  carried  on  for  over  25  years.  While 
continuing  stoves  they  are  carrying  also  full  lines  of 
household  furniture — parlor,  living  room,  diningroom, 
bedroom  and  kitchen  furniture — as  well  as  mattresses, 
springs,  kitchen  cabinets,  refrigerators,  oilcloths,  baby 
carriages,  electric  fixtures,  etc.  A  cash  and  credit 
business  will  be  conducted. 


FIRST  TO  RECOGNIZE  "KITCHENER" 

W.  B.  Jennings,  of  St.  Thomas,  Out.,  has  received  a 
letter  from  the  D.  Hibner  Furniture  Co.,  Ltd.,  at 
Kitchener,  Out.,  formerly  Berlin,  which  is  self  ex- 
planatory. The  letter  follows:  "We  have  your  post- 
card containing  order  for  which  we  thank  you.  We 
'are  pleased  to  say  that  it  reached  our  city  promptly 


and  we  believe  it  is  the  first  order  reaching  here  ad- 
dressed 'Kitchener.'  We  telephoned  information  to  the 
local  paper  for  publication  and  we  believe  you  were  the 
first  one  to  address  your  correspondence  to  Kitchener." 


BRITISH  PROHIBITED  IMPORTS 

Cfirpet  sweepers,  stoves  and  ranges,  cutlery,  hollow- 
ware,  lawn  mowers,  hardwoods  and  veneers,  gramo- 
phones, pianolas,  sewing  machines,  wringers  and 
mangles  are  according  to  a  recent  decision  prohibited 
or  restricted  in  iin[inrtation  into  Great  Britain. 


KNOBS 

Tlie  Small  Debts  Recovery  Act,  which,  enables 
merchants  to  collect  overdue  accounts  not  exceeding 
$500  at  a  reasonable  cost,  went  into  force  in  Manitoba 
on  August  1. 

Fire  recently  damaged  the  factory  of  the  Stratford 
Davenport  Company,  at  Stratford,  Ont.,  to  the  extent 
of  about  $4,000.  The  damage  will  be  repaired  imme- 
diately. 

It  is  reported  that  the  furniture  factory  of  J.  W.  Kil- 
gour  and  lii'os.,  ;it  lieauharnois.  Que.,  is  at  present 
working  overtime  on  an  order  for  shell  boxes. 

The  factory  at  Deseroiito,  Ont.,  owned  by  Dominion 
Hardwoods,  Limited,  was  recently  destroyed  by  fire. 


Andrew  Edwards 
New  manager  of  the  National  Furnitxire  plant 
at  Berlin. 


The  loss  is  estimated  at  $100,000,  partly  covered  by  in- 
surance. In  all  probability  the  company  will  rebuild 
immediately. 

C.  P.  Gelinas  &  Frere,  furniture  makers.  Three  Rivers, 
Que.,  have  been  incorporated. 

The  Victor  Saw  Works  are  erecting  a  $6,000  addition 
to  their  factory  at  Hamilton,  Ont. 

The  Dupont  Fabrikoid  Company,  Toronto,  manufac- 
turers of  artificial  leather,  are  contemplating  the  erec- 
tion of  a  new  factory  at  New  Toronto. 
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What's  Behind 
the  Notes  ? 


Tone  Quality ! 

Tone  quality  in  the  reproducing  construction  of 
the  Columbia  Grafonola.  Tone  quality  in  the 
Columbia  Records  that  are  bought  to  play  on  it 
— tone  quality  so  absolutely  superior  that  every 
buyer  of  a  Columbia  Record  knows  it. 


Columbia 

Double-Disc 

Records 


Fair  Dealing ! 


Progressiveness  in  manufacture  and  broadness  in 
appreciation  of  the  dealer's  needs  and  problems, 
and  of  the  dealer's  point  of  view. 

That  is  what  is  back  of  this  most  significant  trade 
mark  in  the  musical  world ! 

Now,  have  you  a  good  business  reason  for  letting 
what  should  be  your  share  of  this  considerable 
profit  go  to  someone  else  or  go  to  waste  entirely? 

We  will  take  the  keenest  interest  in  comparing 
data  with  you  if  you  will  only  moisten  the  first 
postage  stamp. 


Graphophone  Co.,  Toronto,  Canada. 

Creators  of  the  talking  machine  industry.     Pioneers  and  leaders  in  talking  machine  art. 

Owners  of  the  fundamental  patents. 

(Write  for  "Music  Money,"  a  book  full  of  meat  for  those  dealers  interested  in  quick 
and  frequent  turnover  of  capital.) 
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In  the 
Talking  Machine 
Department 

Order  Record  Wants  Now 


Practical,  seasonable  window 
Buggostion  for  record  showing. 


Dealers  are  now  being  warned  by  their  wholesalers 
that  neglect  to  order  records  ahead  will  result  in  a  more 
serious  loss  of  trade  than  ever.  The  conditions  under 
which  manufacturers  of  all  lines  are  producing  are  so 
erratic  and  uncertain  that  by  contrast  the  compara- 
tively smooth  and  even  basis  of  doing  business  prior  to 
the  war  is  a  pleasant  memoj-y. 

Manufacturing  plants  are  being  enlarged  under  great 
difficulty  because  of  the  scarcity  of  machines  and  the 
scarcity  of  men  to  make  them.  Having  secured  the 
necessary  machinery  for  enlarged  talking  machine  ca- 
pacity, the  manufacturers  are  handicapped  by  the  com- 
petition for  labor  that  is  putting  a  high  premium  on 
the  work  and  on  the  loyalty  of  men.  This  competition 
for  men  is  not  confined  to  firms  in  the  same  line,  but  to 
engage  men  and  hold  them  the  employer  is  in  competi- 
tion with  manufacturers  of  a  variety  of  lines  suffering 
for  the  want  of  help.  This  has  developed  into  a  very 
serious  situation. 

Serious  also  is  the  matter  of  transportation.  Freight 
is  so  congested  that  shipments  have  been  months  in 
transit  that  under  ordinary  conditions  would  only  be 
days.  This  congestion  is  partly  the  result  of  pre- 
cedence of  war  munitions,  partly  the  scarify  of  bottoms 
to  move  export  shi]nnents,  largely  war  munitions  or 
food  products,  and  in  a  large  measure  the  result  of 
rolling  stock  shortage.  The  same  handicaps  in  other 
lines  apply  to  the  manufacture  of  railway  cars  and  loco- 
motives. The  normal  production  necessary  to  equalize 
increased  business  and  to  replace  wastage  has  been  im- 
possible to  maintain. — Canadian  Music  Trades  Journal. 


EDUCATIONAL  VALUE  OF  TALKING  MACHINES 

By  Mrs.  H.  De  Ment-Packard 

My  experience  in  using  talking  machine  records  to 
illustrate  lectures  before  my  students  and  the  public 
lead  me  to  believe  that  the  discovery  of  the  record  as 
a  means  for  si)reading  and  bettering  knowledge  is  one 
of  the  greatest  iuipoitanec  to  tlie  educational  w^orld  in 
this  country. 

The  lesson  that  is  taught  by  precept  is  of  value;  so 
is  reinforcement  of  that  precept  by  example.  It  is  the 
illustration  of  precept,  through  the  work  of  artists,  that 
makes  the  record  valuable  to  the  pupil. 

Those  who  have  had  their  education  in  the  so-called 
music  centres  can  hardly  appreciate  the  value  of  cor- 
rect ideas  of  traditional  interpretation,  but  the  less  for- 
tunate student  who  by  circumstances  of  environment 
has  never  heard  an  opera,  an  orchestral  interpretation 
of  any  of  the  great  compositions,  or  an  artist  (beyond 
the  rank  of  the  few  reduced  to  "barnstorming"),  he 


is  the  one  to  realize  what  the  record  can  be  to  him  as 
an  educator. 

These  "record  reproductions" — which  coach  not 
only  the  students  in  the  art  of  interpretation,  but  gra- 
dually and  subtly  teach  all  those  fortunate  enough  to 
come  within  hearing — are  cultivating  an  ability  that  all 
America  has  long  lacked — the  ability  to  listen  to  music 
with  intelligence. 

Surely,  though  gradually,  with  the  familiarity  result- 
ing from  frequently  hearing  artists  interpret  great 
music,  the  hearer  learns  to  listen,  and  listening,  not 
only  assimilates  and  appreciates,  but  becomes  even  a 
responsible  and  "creative  listener." 

When  we  begin  the  education  of  a  child  we  give  the 
first  lessons  from  pictures.  When  he  progresses  we 
give  him  books  illustrated  by  artists — the  best  artists 
available.  When  he  studies  literature  as  such  we  fre- 
(piently  benefit  him  by  showing  him  pictures  inspired 
through  a  perusal  of  the  subject  by  artists,  who  express 
in  color  and  line  the  thought  of  tbe  poem. 

The  interpreter  of  music  must  have  the  tone  picture 
of  music  in  his  mind  quite  as  definitely  as  the  painter 
must  have  the  picture  of  the  poem  before  his  eyes  before 
he  can  interpret  or  recreate  in  music  the  conception  of 
the  composer  who  gave  that  creation,  not  in  color  and 
outline,  nor  the  poem's  tapestry  of  words,  but  in  music. 

The  records  bring  within  our  reach  the  most  won- 
derful of  all  music  by  the  greatest  artists  the  world 
produces.  Can  anything  be  said  to  add  to  their  value 
as  factors  for  education?  Nothing  except  this:  The 
talking  machine  record  not  only  brings  music  within 
the  reach  of  everyone,  but  it  can  be  ordained  at  such  a 
nominal  expense  that  anyone  who  will  may  learn  not 
only  the  interpretation  of  the  most  difficult  music,  but 
by  carefully  listening  obtain  many  valuable  lessons  in 
tecliniipie. 


PATHE  FRERES  TO  MANUFACTURE  IN  CANADA 

Pathe  Freres  Phonograph  Co.,  of  Canada,  Ltd.,  with  a 
capital  of  $100,000  and  headquarters  at  Toronto,  has 
received  an  Ontario  charter  to  make  and  sell  instru- 
ments and  devices  for  recording  and  reproducing  music. 
phonogra])hs,  pathephones.  music  machines  and  acces- 
sories. The  Toronto  offices  will  be  located  in  the  Craisr 
Building.  215-219  Victoria  Street,  and  W.  J.  Craig  will 
l)e  managing-director  of  the  new  company.  Associated 
with  him,  it  is  understood,  wall  be  James  Malcolm,  of 
the  Malcolm  Furniture  Co.,  Kincardine,  and  N.  S.  Vali- 
quette,  furniture  dealer,  Montreal,  as  well  as  Henry 
Pratt,  the  present  manager  of  the  Pathephone  business 
in  Canada. 
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MODEL  "A"  $65.00 


MODEL  "DUKE"  $85.00 


Phonola 


DISC 

Talking  Machine 

is  a  money-making  proposition  for  the 
Furniture  Dealer  because  it  is  the 
best  value  on  the  market  for  the  buyer 

The  Phonola  also  is  unsurpassed  m 
the  reproduction  of  fine  music. 

The  price  makes  a  quick  sale.  There 
are  nine  sizes  selling  as  follows  : 


Don't  overlook  this  opportunity.  It 
means  big  profit  and  prestige  to  you. 
Your  sales  will  be  rapid,  your  store 
a  headquarters  for  buyers'  supplies. 

The  "  Phonola  "  is  made  in  Canada 
and  is  noted  for  its  superior  motor — 
a  noiseless,  strong  and  durable  one. 

It  plays  any  make  of  disc  record. 


The  Pollock  Manufacturing  Co.,  Limited  | 

Manufacturers  of  Vhe   "PHONOLA  "  | 

Berlin       Canada  I 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with    News  of  the  profession  throughout  Canada. 


Canadian  Embalmers'  Convention 

THE  annual  convention  dates  of  the  Canadian  Em- 
balmers' Association  for  this  year  have  been  set 
for  September  5,  6  and  7,  Tuesday,  Wednesday 
and  Thursday  of  the  second  week  of  the  Toronto  Exhi- 
bition. These  dates  were  set  at  a  recent  executive 
m(>eting,  and  were  chosen  because  they  fitted  in  with 
the  general  arrangements  of  the  Association  and  also 
because  they  were  thought  the  best  aiul  most  suitable 
for  a  large  attendance  of  members. 

The  school  will  open  the  week  previous,  on  August 
29,  and  at  the  conclusion  the  Embalming  Board  of  the 
Province  will  conduct  an  examination  of  the  students. 

This  year's  lecturer  will  be  Prof.  C.  E.  Dhonau,  pre- 
sident of  the  Cincinnati  College  of  Embalming.  The 


Frof.  Chas.  O.  Dhonau,  this  year'w 
lecturer  and  demon stra tor. 


l)rofessor  will  deliver  a  series  of  lectures  based  on  his 
independent  research  work  in  discolorations,  circula- 
tion defects  and  other  equally  interesting  subjects,  and 
demonstrations  and  treatments  will  be  given  co-inci- 
dent with  the  lectures. 

Prof.  Chas.  0.  Dhonau,  President  of  the  Cincinnati 
College  of  Embalming,  will  have  charge  of  this  year's 
school  for  the  Canadian  Embalmers'  Association  during 
the  last  week  of  August.  Prof.  Dhonau  conducted  the 
first  of  the  Association's  schools  in  1911.  There  were 
42  students  in  his  class  in  that  year. 

Tn  a  letter  to  Canadian  Furniture  World  and  the 
Undertaker,  Prof.  Dhonau  tells  of  his  plans:  "As  to  the 
school,"  he  says,  "the  things  expected  by  the  students 
are  those  which  will  prepare  them  for  their  examina- 
tion. The  full  term  of  the  school  will  be  brim  full  of 
just  what  is  needed  for  the  purpose.  The  writer  con- 
ducted the  first  of  the  Association  schools  at  Toronto, 
and  knows  just  what  is  required. 


"As  to  the  convention.  The  only  fixed  numbers  on 
my  programme  for  the  convention  are  as  follows:  1. 
Facial  imperfections.  2.  Demisurgery.  3.  Vascular 
conditions  affecting  the  circulation  to  the  face. 

"The  above  numbers  are  for  lectures  and  demonstra- 
tions, the  material  for  which  has  been  gathered  from 
the  results  of  my  independent  research  work  during 
the  past  year.  Tn  addition  there  will  probably  be 
other  numbers  given  which  will  be  of  erpial  interest  to 
the  practicing  embalmers  present.  I  intend  to  show 
by  practical  demonstration  that  the  knowledge  of 
Pathology  will  help  the  embalmer  in  his  difficult  cases." 

Prof.  Dhonau  is,  in  addition  to  being  the  head  of  the 
Cincinnati  College  of  Embalming,  Chief  of  the  Division 
of  Pathological  Anatomy  of  the  Pathologic  Institute  of 
the  Cincinnati  General  Hospital,  and  in  order  to  make 
the  work  realistic  he  has  asked  for  at  least  one  dis- 
colored ease  for  demonstrating  purposes. 

While  in  Canada  Prof.  Dhonau  expects  to  make  a 
study  of  the  autopsy  situation  in  the  Canadian  hos- 
pitals. Being  ofificially  the  head  of  the  post-mortem 
department  of  the  Cincinnati  General  Hospital  and 
having  raised,  the  percentage  of  autopsies  to  a  point 
where  it  exceeds  that  of  any  hospital  in  the  United 
States,  Prof.  Dhonau  is  anxious  to  bring  the  percentage 
of  autopsies  up  to  a  point  where  it  will  not  be  exceeded 
anywhere  in  the  world  and  with  that  object  in  view 
will  stv;dy  the  methods  of  two  Canadian  hospitals  which 
report  a  higher  percentage  of  autopsies  than  any  hos- 
pital in  the  United  States. 

As  usual  this  year's  school  and  convention  meetings 


HOW  TO  KILL  AN  ASSOCIATION 

Lester  W.  Hill,  president  of  the  New  York  State 
Undertakers'  Association,  in  a  recent  address  provoked 
considerable  mirth  by  offering  a  set  of  twelve  rules,  en- 
titled "How  to  Kill,  Embalm  and  Bury  a  Business 
Association."    Here  are  the  rules: — 

First — Don 't  come. 

Second — If  you  do,  come  late. 

Third — If  it  is  too  wet,  too  dry.  too  hot,  too  cold,  stay 
home. 

Fourth — When  you  come,  be  sure  to  find  fault. 
Fifth — Don't  do  anything  to  help. 
Sixth — Don't  take  any  part  in  the  meetings. 
Seventh — Try  not  to  encourage  the  officers. 
Eighth — Don't  believe  in  your  association. 
Ninth — Don't  pay  your  dues. 

Tenth — If  you  have  a  friend  who  doesn 't  belong,  keep 
him  away  from  the  meetings. 

Eleventh — Consider  that  the  association  is  conducted 
for  your  benefit  only. 

Twelfth — If  everything  is  running  smoothly,  start 
somet  liing. 

Ontario  funeral  directors  read  this  over  again  and 
remember  that  yonr  association  meets  in  annual  con- 
vention, September  5,  6  and  7. 
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will  be  held  in  the  Anatomical  Building  of  Toronto 
University,  in  Queen's  Park. 

The  picnic  feature  of  last  year's  convention,  which 
proved  such  a  great  success,  will  be  duplicated  this 
year,  and  arrangements  are  under  way  to  greatly  en- 
large and  improve  this  function.  Valuable  prizes 
have  been  offered  by  a  number  of  the  supply  houses 
to  make  the  games  and  races  worth  while,  and  the 
baseball  contest  and  evening  dinner,  which  will  close 
the  proceedings,  will  be  fully  equal  to  last  year's  efforts. 

Every  embalmer  and  undertaker  in  Ontario  should 
make  a  big  effort  to  be  present  at  -this  year's  con- 
vention. 

The  makers  of  caskets  and  funeral  directors'  sup- 
plies will  as  usual  make  exhibits  of  their  goods  in  the 
hotels  and  down-town  sections  of  the  city  during  con- 
vention week. 


Conducting  a  Motor  Funeral 

By  Henry  C.  Hiebkr,  Clevelanrl ,  < ). 

Owing  to  the  fact  that  the  motor  funeral  equipment 
is  in  its  infancy  and  its  adoption  causes  a  great  deal  of 
expense  I  believe  a  very  serious  mistake  is  made  by  the 
majority  of  funeral  directors  in  buying  second-hand  or 
used  automobiles  of  a  type  which  was  built  by  con- 
cerns which  were  not  reliable  and  have  discontinued 
manufacturing  automobiles ;  consequently,  to  avoid  en- 
ormous repair  bills,  an  incompetent  repair  man  is  en- 
gaged to  continually  tinker  and  patch.  To  promote 
the  high  standard  of  our  profession  we  should  be  very 
careful  in  the  selection  of  motor  equipment  and  to  use 
same  for  what  it  is  intended.  It  is  now  unusual  to 
see  a  touring  car  whiz  along  the  street  with  an  outside 
case  or  rough  box  strapped  to  the  rear  end.  To  suc- 
cessfully conduct  an  auto  funeral  it  is  important  that 
the  use  of  the  finest  and  most  dignified  automobile, 
which  is  the  seven  passenger  berlin  or  entirely  closed 
car,  be  universally  adopted. 

To  obtain  these  results  the  use  of  touring  ears  in 
funeral  processions  should  be  discouraged,  as  this  not 
only  mars  that  dignified  procession  but  creates  consid- 
erable confusion  as  well.  The  charge  for  motor  hm- 
erals  should  not  exceed  that  of  the  horse-drawn  equip- 
ment. My  method  when  arranging  a  funeral  is  to  im- 
press on  the  minds  of  the  people  whom  I  serve  that  the 
charge  for  motor  equipment  is  exactly  the  same  as 
horse-drawn.  For  example,  the  average  charge  to 
Cleveland  cemeteries  for  horse-drawn  carriages,  seating 
four  people,  is  $4;  an  automobile  seating  six  people  is 
$6.  The  cost  of  up-keep  and  operation  of  automobiles, 
in  my  estimation,  is  far  less  than  the  horses  and  horse- 
drawn  equipment. 

To  discourage  horse-drawn  vehicles,  as  I  am  forced 
to  do,  my  explanation  is  that  the  best  liveries  have  dis- 
continued the  business,  consequently  it  is  very  difficult 
to  obtain  carriages  which  are  clean,  sanitary  and  in 
good  condition.  Also  the  drivers  are  incompetent  and 
unfit  to  enter  a  funeral  procession,  as  the  majority  are 
men  who  drive  trips  just  to  earn  a  little  spending 
money.  Also  the  horses  and  harness  are  neglected, 
thereby  marring  and  lowering  the  high  standard  of  our 
profession. 

The  few  horse-drawn  vehicles  which  are  in  first-class 
condition  and  obtainable  to-day  are  those  which  are 
maintained  and  operated  by  the  funeral  directors  and 
their  employees,  and  these  are  very  few  and  only  suffi- 
cient in  number  to  conduct  one  funeral  a  day  of  the 
great  number  held  in  Cleveland  daily. 


The  sentiment  of  the  public  seems  to  prevail  that  the 
speed  of  the  automobile  funeral  is  too  great.  I  would 
advise,  and  I  have  had  very  satisfactory  results,  in 
adopting  the  speed  limit  in  the  city  in  congested  dis- 
tricts to  eight  miles  per  hour  and  in  districts  not  con- 
gested, to  not  more  than  twelve  miles  per  hour.  Out- 
side of  city  limits,  for  long  country  trips,  not  to  exceed 
twenty  miles  per  hour. 

The  method  of  forming  an  auto  funeral  procession  in 
Cleveland  is  in  the  following  order:  Autos  containing 
lodge  and  society  members,  then  pall  bearers,  flowers, 
for  Avhieh  a  large  black  open  touring  car  should  be  used, 
provided  there  are  enough  flowers  for  the  use  of  same. 
(If  not,  flowers  should  be  placed  in  hearse.)  Hearse 
following,  then  the  immediate  family  or  nearest  rela- 
tives and  friends  in  their  order.  An  accurate  number- 
ing system  should  be  used,  numbering  all  autos  and 
notifying  passengers  upon  entering  cars  of  their  num- 
ber to  avoid  confusion  at  the  church  and  at  the  ceme- 
tery. 

The  last  car  in  the  procession  should  be  e<iuipped 
with  tow  rope  and  tools  for  any  emergency  that  may 
occur.  The  funeral  director  should  drive  his  own  pri- 
vate car  which  enables  him  to  guide  the  funeral  through 
all  traffic  and  congestion  and  thereby  having  general 
observation  of  the  entire  procession  on  its  way  to  the 
cemetery. 

When  church,  chapel,  or  place  of  burial  is  reached. 
I  would  suggest  that  the  procession  remain  in  order  ac- 
cording to  number,  the  hearse,  when  removing  casket 
from  same,  not  backing  up  to  the  curb  or  laAvn,  unless 
the  roads  are  in  bad  condition,  which  would  require  the 
pall  bearers  to  step  into  the  mud. 

All  motors  should  be  stopped  to  avoid  disturbance, 
drivers  or  chauffeurs  should  assist  passengers  alighting 
from  ears  and  return  to  their  seats  and  remain  there 
until  passengers  are  again  ready  to  enter  the  car,  when 
the  chauffeur  should  again  assist  in  a  polite  and  cour- 
teous manner.  The  chauft'eurs  should  attend  strictly 
to  driving  their  ears  and  not  talk  to  passengers,  unless 
absolutely  necessary.  All  difficulties  should  be  settled 
by  the  funeral  director. — The  Casket. 


DOC  FERGUSON  HEARD  FROM  AGAIN 

Dr.  Ferguson,  of  the  Champion  Chemical  Co.,  was 
lately  in  Montreal  and  the  East,  in  the  interests  of  his 
company.     He  brought  back  this: 

He  was  in  an  English  restaurant  when  a  Frenchman 
came  in  and  asked  for  eggs  for  breakfast.  He  had. 
however,  forgotten  the  English  word.  Ho  he  got 
around  the  difficulty  in  the  following  way: 

"Vaiterre,  vat  is  dat  valking  in  the  yard?" 

"A  rooster,  sir." 

"Ah!  and  vat  you  call  de  rooster's  vife?" 
"The  hen,  sir." 

"And  vat  you  call  de  childrens  of  de  rooster  and  his 
vif  e '? ' ' 

"Chickens,  sir." 

"But  vat  you  call    de    chicken    before    dey  are 
chicken?" 
"Eggs,  sir." 
"Bring  me  two." 


"My  first  Avife  said  if  I  married  again,  she'd  dig  her 
way  out  of  the  grave  and  haunt  me." 
"But  you  did  marry  again." 

"Yes,  but  I  buried  her  face  down.     Let  her  dig." 


40 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


August,  1916 


Champion  Fluid 


Champion  Fluid 
Made  in  Canada  from 
Canadian  Chemicals 


Order  direct  from  us 
or 

from  your  Jobber 


100%  Pure 
Chemicals 


Every  1 6  oz.  bottle  of  Cham- 
pion Embalming  Fluid  is 
100%  pure.  The  richest  and 
purest  compound  that  will  re- 
mam  m  solution. 


War  conditions  have  greatly  increased  the  cost  of  fluid  ingredients,  tempting  fluid  manufacturers  to  use 
cheaper  and  inefficient  substitutes,  but  Champion  Quality  will  be  maintained,  no  matter  what  the  cost. 

ALWAYS  BEWARE  THE  CHEAP  FLUID,  BUT  ESPECIALLY  SO  NOW 

Champion  for  Uniformity,  Purity,  Dependability.    It*s  worth  the  Price, 


The  Champion  Chemical  Co.   :  Springfield,  Ohio 
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NO  COFFIN  DISPLAY  IN  MONTREAL 

A  by-law  to  prohibit  the  display  of  caskets  and  fun- 
eral goods  in  the  windows  of  undertaking  establish- 
ments has  been  passed  by  the  city  council  of  Montreal. 
Aid.  Geo.  Vandelae,  who  is  also  an  undertaker,  had  the 
by-law  enacted.  He  said  recently,  that  he  deplored  the 
growing  exhibitions  of  funeral  goods  in  windows,  par- 
ticularly along  Ontario  street,  and  because  of  this  he 
had  drafted  the  law  and  brought  it  before  the  Council. 

The  new  by-law  is  as  follows : 

"The  exhibition  or  display,  for  commercial  or  adver- 
tising purposes,  of  coffins,  or  of  funeral  ornaments  or 
hangings,  in  windows  or  at  any  other  places  where  the 
same  can  be  seen  by  persons  passing  on  the  streets  or 
public  places,  is  expressly  prohibited  in  the  city  of 
Montreal." 

The  new  by-law  is  remarkable  in  its  severity  in  that, 
any  person  who  persists  in  infractions  of  the  ordinance 
after  having  been  once  convicted,  is  liable  to  a  fine  of 
$40  and  imprisonment  for  a  period  not  exceeding  two 
months  for  every  day  that  the  by-law  is  broken. 


DOMINION  CASKET  CO  S  NEW  LINES 

The  Dominion  Casket  Co's  plant  at  Guelph,  Out.,  is 
reported  to  be  very  busy,  a  number  of  new  lines  being 
added  of  late.  Among  these  are  some  new  designs  in 
oak,  which  department  is  being  enlarged  all  the  while. 
The  company  are  also  adding  to  their  all-metallic  eases, 
these  in  connection  with  the  combination  metallics.  A 
new  line  of  casket  hardware  has  been  brought  out  in 
'-Spartan"  finish  goods,  a  line  resembling  somewhat  the 
antique. 

W.  B.  Watson,  head  trimmer  of  the  Dominion  Casket 
Co.,  died  recently,  and  his  place  has  been  taken  by  Fred 
Goebel.  of  Dallas,  Texas,  a  man  who  has  had  long  years 
of  experience  in  the  casket-making  business  in  the 
United  States. 


INFANTILE  PARALYSIS  IN  NEW  YORK 

The  epidemic  of  infantile  paralysis,  which  has  been 
so  prevalent  in  New  York  of  late,  and  has  resulted  so 
fatally  to  children  there,  has  been  provocative  of  the 
following  regulations  from  the  Commissioner  of  Health 
for  the  guidance  of  undertakers : — 

"Embalm.  Seal  the  casket.  Advise  parents  of 
danger.  An  early  funeral  imperative.  Disinfect 
room  with  formaldehyde  candle  (this  is  simple  and  ef- 
fective). Private  funeral  is  compulsory.  No  one  but 
immediate  family  permitted  to  be  present.  Use  hearses 
in  all  cases.  No  metallics  or  glass  required.  No  zinc 
lined  boxes  are  necessary.  No  wrapping  of  body  is  ne- 
cessary. Use  no  draperies.  No  rugs.  No  chairs.  No 
canopies.  Use  no  cover  or  canopy  or  laying-out  board. 
Board  must  be  immediately  and  thoroughly  washed 
with  disinfectant.  Cover  mirrors,  if  necessary,  with 
bed  sheets  or  crepe  paper,  leaving  same  after  you.  In- 
struct parents  that  the  sick-room  must  be  immediately 
repapered,  ceiling  kalsomined  and  all  the  wood  work  re- 
painted. This  is  the  opportunity  to  show  our  willing- 
ness to  perform  conscientiously  a  duty  to  our  neighbors, 
our  families  and  ourselves.  Keep  your  place  clean. 
Compel  your  neighbors  to  do  likewise." 


L.  Paperman,  Son  &  Co.,  Montreal,  is  a  new  under- 
taking concern. 


PROGRAMME  FOR  33RD  ANNUAL  CONVENTION 
OF  CANADIAN  EMBALMERS'  ASSOCIATION  AND 
THE  6TH  ANNUAL  SCHOOL  OF  EMBALMING, 
ANATOMICAL  BUILDING,  UNIVERSITY  OF  TOR- 
ONTO, QUEEN'S  PARK,  TORONTO. 

School  will  open  Tuesday,  August  29,  at  10  a.m.,  and 
continue  throughout  remainder  of  week  (First  week  of 
Toronto  Exhihition). 

Convention  will  open  Tuesday,  Sept.  5,  and  continue 
the  following  two  days — Wednesday  6,  and  Thursday 
7  (second  week  of  Toronto  Exhibition). 

Ontario  Government  examining  Board  will  sit  for 
examination  of  students  at  school  on  Friday,  Sept.  8. 
TUESDAY,  SEPTEMBER  5 

The  offifers  will  receive  menrbers  at  9  a.m.  to  10. .30 
a.m. 

10.30  a.m. — Professor  Ohas.  O.  Dhonau,  introduction 
and  introductory  remarks  on  the  Composition  of  the 
Blood  and  Lyanphatic,  and  the  Structure  of  the  Skin. 
Afternoon  Session 

Secretai'.y  will  be  present  at  1.30  p.m. 

1.30  to  2.30  p.m. — To  give  members  of  our  association 
an  opportunity  of  addressing  the  Convention  on  any 
subject  beneficial  to  the  profession,  one  hour  has  been 
set  apart  for  that  purpose. 

President 's  address. 

3.00  to  4.30  p.m.— Lecture  by  Prof.  Dhonau,  on  Fa- 
cial Imperfections.  (Demonstrations  where  possible). 
WEDNESDAY,  SEPTEMBER  6 

9.00  a.m. — Report  by  the  Secretary.  Eeport  by  the 
Treasurer. 

9.30  a.m. — Lecture  by  Prof.  'Charles  O.  Dhonau  on 
Demisurgery.     (Complete  demonstrations).  Vascular 
conditions  affecting  the  circulation  to  the  face.  Com- 
plete demonstrations  (from  original  research  work). 
Afternoon  Session 

No  moi-e  business  for  to-ilay!  Play  is  the  order. 
Foot  of  Bay  Street  at  1.30  p.iu.  sharp,  at  which  time 
we  will  leave  on  the  Steamer  Mayflower  for  Centre 
Island.  'Come  along  and  win  some  of  the  beautiful 
trophies  donated  by  some  of  the  manufacturers.  Don't 
miss  this.  All  welcome.  We  will  have  two  ball  games 
this  year.  Fred  Coles  and  Jimmie  Evel  expect  to  play 
first  base  in  these  events. 

THURSDAY,  SEPTEMBER  7 

9.00  a.m. — Reports  and  Unfinished  Business. 

10.00  a.m. — Prof.  Ghas.  0.  Dhonau.  Demonstnation 
in  eadevar,  derma-surgery,  wound  filling  and  blind 
stitching. 

10.00  a.m.. — Election  of  Oflicers.    General  Business. 

Afternoon  Session 
2.00  p.m. — Installation  of  officers  by  the  retiring  pre- 
sident.     Unfinished  business. 

3.00  pjn. — Lecture  by  Prof.  Dhonau. 
Question  Box. 


C.  E.  A.  EMBALMING  SCHOOL 

T!he  first  session  of  this  year's  embalming  school  in 
connection  with  the  annual  convention  of  the  Oamadian 
Embalmers'  Association,  will  open  at  10  a.m.,  Tuesday, 
August  29,  in  the  Anatomical  Building  of  Toronto 
Universitj'.  The  programme  of  the  school  sessions  is  as 
follows: — 

August  29,  a.m.  Anatomy — Organs,  gross  struc- 
tures; p.m.,  blood  vessels,  arteries,  guides,  etc. 

August  30,  a.m.  Blood  vessels,  veins,  guides,  etc.; 
p.m.,  review  and  miscellaneous. 

August  31,  a.m.  Embalming — Arterial,  needle,  cav- 
ity, absorption  methods;  p.m.,  Embalming — Post  mor- 
tem changes,  discolorations,  etc. 

September  1,  a.m. — ^Sanitary  Science — Microorgianic 
life,  classification  of  germs,  classification  of  diseases; 
p.m..  Sanitary  Science — Disinfection  and  disinfectants. 

All  those  who  attend  the  school  will  have  the  priv- 
ilege of  attending  the  convention.  The  lectures  and 
demonstrations  will  be  helpful  to  the  new  as  well  as 
the  older  members.  Several  fresh  cadavers  for  de- 
monstration purposes  will  be  on  hand.  All  wiho  in- 
tend to  be  at  the  school  should  notify  the  secretary  as 
soon  as  possible. 

The  Professor  wishes  everyone  who  purposes  attend- 
ing the  school  to  be  in  attendance  the  first  morning; 
those  who  do  not  will  be  the  losers. 
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Dominion  Casket  Co. 


Telephones : 
Day,  1020 

Nights,  Sundays  and  Holidays 
1069    -  1101 


LIMITED 


Guelph  Ontario 


Rush  orders 
solicited. 


No.  517 


The  above  illustration  is  of  an  entirely  new  design 
in  Hard  wood  Caskets.  Made  with  Reversible  Plate 
or  "K"  Panel.    The  appearance  speaks  for  itself. 

TRY  ONE 

Prices  Quoted  upon  application.  If  you  do  not 
have  our  new  Price  List,  a  card  will  bring  one. 

Dominion  Casket  Co. 

LIMITED 

Guelph  Ontario 
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Canadian  Embalmers' 
Association 


a       a       a  . 


Convention  Dates: 

September  5-6-7,  1916 


The  executive  of  the  Association  is  putting 
forth  every  effort  to  make  this  year  s  con- 
vention a  record  in  every  respect.  The 
idea  of  the  annual  gathering  is  to  revise  the 
standards  of  the  profession  in  Canada.  We 
believe  it  is  the  duty  of  every  member  to 
attend  and  do  his  part  in  the  general  uplift. 


The  official  program  appears  on  another 
page  of  this  issue.  Make  up  your  mind 
right  now  to  be  present. 


Canadian  Furniture  World  and  The  Undertaker 
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Dominion  Manufacturers 

LIMITED 


And 
Now 

rj.  ''Dull  the  bobbin  and  the  latch  will  go 

up" — walk  right  in  and  make  your- 
You  self  at  iiome,  IS  the  way  we  want  you 

We  to  feel  when  you  do  come  to  see  us. 

^^IgJl  We  are  placing  a  portion  of  our  office  at  the  dispos  al  of  our 

visitors.    Here  you  can  attend  to  your  correspondence.  Make 

To  use  of  the  faciHties  we  offer  for  taking  care  of  your  needs  such 

as  telephone,  telegraph,  etc.   Let  this  be  your  address  while  in 

33,y  the  city.    Have  your  mail  and  parcels  sent  here,  we  will  see 

they  are  properly  taken  care  of. 

• 

We  have  had  a  part  of  the  head  office  section  of  the  National 
•  Casket  building  fitted  up,  to  enable  us  to  supply  sleeping 

accomodations  to  those  who  desire  it.  Drop  a  card  to  the 
^Qj^^  "Convention  Department"  of  the  Dominion  Manufacturers 

Limited,  and  we  will  make  reservation  for  you. 

And 

incidentally,  we  might  mention  that  this  year,  instead  of  having 
our  exhibit  away  from  the  plant,  as  in  previous  years,  we  will 
display  our  new  lines  and  latest  features  at  our  new  show 
rooms  in  the  Head  Office  building. 

Any 


Day 
I  I  » 


And  last  but  not  least — Most  of  the  boys  will  be  in  to  meet 
their  friends  and— well — you  know  "them"  travellers. 


Head  Office 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO  CANADA 
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Dominion  Manufacturers 


LIMITED 


From 
The 

Moment 
They 
Begin 
It 


There^s 
Some- 
Thing 
Doing 
Every 

Minute 
f  f  I 


A  T  least  that  is  what  we  gather  from 
a  glance  at  the  programme  and 
a  few  words  with  the  secretary. 

The  proceedings  seem  to  consist  of  a  fine  collec- 
tion of  educational  features,  combined  with  suffi- 
cient periods  of  entertainment  and  recreation  to 
make  the  entire  convention  a  huge  success  in 
every  respect. 

The  aforementioned  secretary,  we  understand,  is 
working  like  a  "Digger  Injun"  and  is  sparing  no 
effort  to  get  every  thing  in  shipshape  for  the 
annual  big  time  of  the  Funeral  Directors. 

This  is  one  opportunity  of  the  year  which,  in 
his  own  interest,  and  the  interests  of  the 
profession  in  general,  every  member  should 
positively   "  Grab.'' 

Our  advice  is  to  come  and  bring 
your  electric  fan  with  you. 


•  •  • 


Head  Office: 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 
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Casket  Wagon  at  Special  Price 


Similar  to  illustration  here 

Solid  forged  steel  gear, 
rubber  tires,  aluminum  panels, 
solid  leather  trimming,  single 
and  double. 

Special  terms  for  quick 
sale. 

We  alto  manufacture 

Carriages,  Motor  Hearses 

Motor  Wagons,  Sleighs 

Motor  Bod  ies  of  all  descriptions 

Undertakers'  work 
a  specialty 


Hards  Timpson  &  Company 


Phone  Adelaide  433 


188  Strachan  Ave.,  Toronto,  Ontario 


Examination 


-By- 

The  Board  of  Examiners 

—To  be  Held  at— 

Toronto,  Friday,  Sept.  8th,  1916 

The  Govenimeiit  Board  of  Examiners,  under 
the  Embalmers'  and  Undertakers'  Act,  will  con- 
duct an  examination  in  the  Anatomical  Section 
of  the  Toronto  University  Building,  on  Friday, 
September  8,  1916,  commencing  at  10  o'clock 
in  the  morning.  Candidates  wishing  to  take 
the  examination  for  <|ualification  and  Govern- 
ment License  will  send  in  their  application  and 
fee  to  the  secretary  not  later  than  September 
1,  1916.  Blank  forms  of  application  can  be  had 
on  application  to  the  secretary. 

T.  E.  SIMPSON, 

Secretary-Treasurer, 

Sault  Ste.  Marie,  Ont. 


i  ^^^^ 


is  subscribed  for  and  read  by 
the  trade  in  every  Province 
of  the  Dominion. 

Circulation  counts. 

Full  particulars  and  advertis- 
ing rates  given  on  request. 
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Little  Helps  to  Funeral  Directors 

By  H.  S.  EOKELS.  Ph.  D., 
Dean  of  Eckels  College  of  Embalming,  Philadelphia 

IN  drawing  blood  with  silk  tubes  or  other  draining 
tubes  I  have  a  great  deal  of  trouble  by  the  clogging 
up  with  stringy  blood  or  clogged  with  clotted 
blood,  and  the  results  in  draining  the  blood  are  often 
very  unsatisfactory.    What  would  you  recommend? 

Answer :  I  would  suggest  that  if  you  would  use  the 
Genung-Eckels  metal  draining  tube  that  you  will  have 
no  difficulty  with  the  tubes  clogging,  since  they  are 
fitted  with  plungers  by  which  they  can  be  freed  in- 
stantly without  removing  the  tube  from  the  vein.  If 
in  addition  to  this  you  will  use  a  blood  solvent  fluid 
whose  base  is  peroxide  of  hydrogen,  you  will  find  that 
the  blood  in  most  cases  will  be  so  liquefied  that  there 
will  be  absolutely  no  danger  on  this  score.  Raw  for- 
maldehyde sets  the  blood  and  many  embalmers  are 
prone  to  regard  this  clotting  as  a  natural  thing,  while 
in  many  cases  their  fluid  alone  is  to  blame. 

*    *  * 

IS  the  gas  that  escapes  from  the  formaldehyde  in  em- 
balming fluid  injurious  to  the  health? 

Answer:  A  moment's  reflection  should  convince 
you  that  it  is.  Formaldehyde  is  a  gas  that  hardens  all 
flesh  and  fibrin  with  which  it  comes  in  contact.  It  is 
difficult  to  see  how  a  gas  which  will  make  a  body  as 
rigid  as  a  ramrod  will  not  have  at  least  some  of  this 
effect  upon  the  delicate  mucous  membrane  of  the  throat 
and  upon  those  even  more  delicate  and  tender  organs, 
the  lungs. 

This  may  not  be  noticed  at  once,  but  it  is  well  to  bear 
in  mind  that  pain  and  a  sensation  of  annoyance  are 
Nature's  danger  signals.  If  we  ignore  these  the  pain 
may  cease,  but  when  it  does  the  danger  is  intensified. 
If  formaldehyde  is  not  inhaled  too  often,  a  vigorous 
man  may  recuperate  faster  than  the  damage  is  done, 
but  I  think  that  it  is  beyond  question  that  the  continued 
inhalation  of  raw  formaldehyde  will  reduce  the  lungs 
to  the  consistency  of  leather. 

4&  ^ 

LH.  M.,  Highland  Parks,  111. — I  am  glad  that  you 
have  enjoyed  reading  my  article,  and  I  am 
*  highly  gratified  that  you  have  found  both 
pleasure  and  profit  in  their  perusal.  Unless  the  body 
you  speak  of  was  in  very  bad  shape  and  I  wanted  to  use 
these  arteries  for  other  reasons,  I  would  use  the  carotid 
arteries  only  in  jaundice  and  not  in  dropsy  cases.  I 
would  do  this,  then,  since  they  give  most  direct  access 
to  the  face  and  would  enable  you  to  wash  out  the  yellow 
matter  there  with  water  first  and  diluted  fluid  after, 
without  weakening  the  fluid  in  the  other  parts  of  the 
body.  Preservation  can  be  accomplished  in  the  face 
with  a  comparatively  weak  fluid,  because  there  is  so 
little  flesh  to  preserve.  Through  the  brachial  arteries 
it  eventually  Avould  penetrate  all  of  the  tissues  of  the 
body  nearly  equally,  while  through  the  carotid  the 
water  would  reach  only  the  face,  the  portion  we  wish 
to  clear  of  yellow  pigment  and  then  bleach. 

Personally,  I  always  prefer  the  axillary  and  the 
flexible  artery  tube  to  injection  through  the  brachial 
artery.  There  are  a  number  of  reasons  for  this,  which 
have  been  outlined  here  often.  However,  that  will  not 
seriously  affect  the  dropsy  ease  referred  to.  The  com- 
position of  the  jelly-like  serous  matter  commonly  found 
in  dropsy  eases  is  quite  similar  to  that  of  the  blood  and 


the  effect  of  peroxide  of  hydrogen  on  it,  as  on  the  blood, 
will  be  not  only  to  lighten  its  color,  but  to  render  it 
more  fluid,  thus  aiding  drainage. 

I  can  best  illustrate  this  action  by  calling  attention 
to  the  fact  that  in  life  the  venous  blood  is  very  much 
darker  in  color  and  decidedly  more  sluggish,  lacking  in 
fluidity,  than  is  arterial  blood.  Why?  Because  arterial 
blood  has  just  come  from  the  lungs  where  it  has  been 
lightened  and  brightened  and  rendered  more  fluid.  By 
what?  Oxygen  which  the  lungs  have  extracted  from 
the  air  we  breathe. 

Fifteen-sixteenths  of  the  weight  of  Peroxide  of  Hy- 
drogen is  oxygen,  and  since  all  embalming  fluids  act 
after  they  have  resolved  themselves  into  their  original 
elements,  which  is  practically  immediately,  the  oxygen 
in  Peroxide  of  Hydrogen  liquefies  this  serous  matter 
and  canses  it  to  flow  readily,  whereas  a  raw  formalde- 
hyde fluid  hardens  it  and  forces  it  out  only  by  its  great 
compressive  power,  which  unfortunately  is  not  always 
equal  to  the  task. 


"PETROMORTIS,"  THE  LATEST  DISEASE 

The  latest  thing  in  diseases,  or  rather,  the  latest  dis- 
guise of  that  grim  masquerader.  Sudden  Death,  is 
"petromortis. "  Considerable  publicity  has  been  given 
this  new  disease  by  the  newspapers,  and  judging  from 
numerous  reports  and  medical  explanations,  it  is  to  be 
taken  very  seriously. 

Petromortis  is  in  effect  gasoline  engine  gas  poisoning. 
It  is  caused  by  the  inhalation  of  fumes  exhausted  by 
gasoline  engines.  Reports  have  been  made  of  men 
who  have  succumbed  to  the  fumes  after  cranking  an 
automobile  in  a  small,  close  garage,  and  post-mortem 
findings  have  attributed  death  to  congestion  of  the 
brain  and  lungs. 

The  first  symptom  of  the  trouble  is  a  sudden  dizzi- 
ness, followed  by  a  weakness,  particularly  in  the  lower 
extremities.  If  the  victim  is  not  able  to  get  into 
fresher  air  immediately,  death  follows.  If  he  does 
get  out  he  will  probably  suffer  from  vertigo  and  vomit- 
ing spells  for  several  days. 

As  so  many  funeral  directors  are  now  adopting 
motor-driven  equipment,  it  is  -  advisable  for  them  to 
consider  this  matter  thoroughly,  as  it  may  be  the  means 
of  saving  the  lives  of  their  employees  or  their  own. 
Should  combustion  of  gasoline  be  complete,  carbon 
dioxide  and  water  would,  of  course,  be  the  only  pro- 
ducts. As  neither  of  these  is  poisonous  except  carbon 
dioxide  in  relatively  large  amounts,  the  danger  prob- 
ably lies  in  the  failure  of  certain  elements  of  the  gaso- 
line to  completely  oxidize.  The  ounce  of  prevention  in 
this  ease  is  simple.  There  must  be  ample  circulation 
of  fresh  air.  And  if  the  worker  around  gasoline  en- 
gines should  feel  the  slightest  symptom  of  dizziness  he 
must  get  out  into  the  open  air  instantly  to  prevent 
worse  consequences. 


FLOWERS  AN  ADDED  LINE 

The  fiower  business  with  the  undertaker  is  in  its  in- 
fancy, says  an  exchange.  While  there  are  undertakers, 
who  are  at  present  doing  a  large  and  profitable  flower 
business  in  connection  with  their  regular  line,  by  the 
proper  handling  of  the  flowers  this  branch  can  be  in- 
creased many  fold.  The  addition  of  a  floral  depart- 
ment, properly  conducted,  means  added  revenue  to  the 
undertaker  and  increases  the  scope  of  his  services  to 
his  patrons. 
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One  of  Montreal's  Foremost 
Undertakers 

Much,  yes,  very  inueli,  has  been  said  about  one  of 
Canada's  most  popular  undertakers,  the  same  as  has 
been  whispered  and  even  talked  aloud  about  other 
prominent  business  men,  but  nothing  has  been  writ- 
ten for  publication  of  Fred  Wray,  proprietor  of  the 
Joseph  C.  Wray  firm,  290  Mountain,  Montreal,  due  to 
the  fact  that  Mr.  Wray  is  admirably  modest  along 
these  as  well  as  other  lines  of  publicity,  so  we  take 
pleasure  mentioning,  that  through  our  astute  corres- 
pondent we  are  able  to  give  to  the  trade  a  descriptive 
glance  of  the  undertaking  firm  of  Joseph  C.  Wray  & 
Brother,  Montreal. 

This  concern  was  established  in  1840,  by  Joseph 
Wray,  brother  of  the  father  of  the  present  proprietor. 
He  was  later  succeeded  by  William  Wray,  the  brother. 


Fred  Wkay,  a  leading  Montreal  funeral  director 


who  was  later,  in  1877,  succeeded  by  a  son,  Joseph  C. 
Wray,  who  in  partnership  with  Fred  Wray,  conducted 
the  business  until  1906,  when  Joseph  Wray  retired, 
leaving  the  business  in  the  hands  of  his  successor,  Fred 
Wray,  who  has  built  the  business  to  its  enormous  capa- 
city, which  averages  nearly  100  funerals  each  month 
of  the  year. 

In  a  mammoth  concrete  and  brick  structure  which 
covers  a  floor  space  of  6,000  feet,  resembling  from  the 
outside  a  manor  house  or  large  residence,  nothing  has 
been  left  undone  which  could  add  materially  to  the 
beauty  and  convenience  of  this  funeral  home.  Among 


the  most  noticeable  features  are  the  presence  of  Fred 
Wray  and  his  sister,  Mrs.  Burns,  who  are  always  on 
the  job,  one  or  the  other.  Mrs.  Burns  having  charge 
of  all  business  affairs  of  the  office,  while  Mr.  Wray  just 
iriakes-it  a  point  naturally  to  be  attending  to  business. 
The  latter  is  especially  noteworthy  to  the  men  on  the 
road,  who  call  upon  many  undertakers  as  many  as  a 
dozen  times  without  obtaining  one  interview.  Since 
some  people  contend  that  the  larger  their  business,  the 
less  likely  it  is  for  them  to  be  seen  near  it.  Not  so 
with  Fred  Wray.  When  he  is  not  at  a  funeral  one  most 
geju'rally  finds  him  in  his  office  or  around  close  at 
hand,  always  ready  to  chat  kindly  with  a  weary  travel- 
ler, even  though  time  will  not  permit  him  to  say  much 
more  than  a  welcome  greeting. 

The  equipment  and  rolling  stock,  shelter  and  garage 
are  at  the  rear  of  the  main  building  and  are  completely 
hidden  from  streeet  view.  The  latest  additions  to  this 
already  well-filled  department  are  two  Winton  six 
ambulances,  and  one  of  the  latest  designs  in  Fierce- 
Arrow  (|uality  cars.  Plans  are  now  under  way  for  a 
new  addition  to  this  establishment  and  the  building  will 
possibly  be  completed  during  the  coming  fall. 

It.  has  often  been  said,  that,  "many  men's  real  dis- 
position is  revealed  more  plainly,  favorably  or  unfav- 
orably, in  their  domestic  household,  than  in  any  other 
|)lace."  If  this  be  true,  Mr.  Wray's  actions  at  home  be- 
sjieak  him  with  no  little  laudation.  For  there  is  no 
happier  time  in  his  life  than  Avhen  on  each  Suiulay  his 
entire  day  is  devoted  to  Mrs.  Wray,  whom  he  calls, 
"Little  Mother,"  and  his  eight  romping  children,  four 
boys  and  four  girls.  Their  summer  home  is  located  on 
the  beach  a  short  distance  from  Beacon  Field,  18  miles 
from  Montreal,  and  when  Mr.  Wray's  week's  work  is 
finished  Saturday  evening,  he  loses  no  time  in  reaching 
his  father-loving  flock  of  little  Wrays,  who  climb  all 
over  him  and  probe  him  with  questions  and  enlighten 
him  with  the  past  week's  news — between  each  issue  of 
kisses. 

Each  little  Wray  is  a  v/ell-behaved  child  and  all  are 
well-deserving  of  their  genteel  tradition,  which  does 
luit  imiily  that  they  are  without  the  usual  boy  and  girl 
heart iiii  ss — each  older  one  always  willing  and  ready 
to  give  up  to  the  smaller  children,  which  may  have 
some  bearing  toward  the  ofctremely  young  appearance 
of  such  parents  as  Mr.  aivd  Mrs.  Wray.  They  really 
allow  the  children  to  worry  them  less  than  do  the 
parents  of  families  one-fourth  the  size,  and  often  when 
left  in  charge  of  the  maids  and  Mrs.  Wray's  mother, 
the  children  do  not  see  Mr.  and  ^Irs.  Wray  for  several 
days  at  a  time.  This  remarkable  family  consists  of 
Miss  Evelyn,  16;  Edgar,  14;  Douglas,  12;  Marjory,  10: 
Norma,  8;  Beatrice,  6;  Kenneth,  4;  and  Robert,  2; 
which  makes  prospects  look  very  favorable  toward  the 
continuation  of  the  Wray  business,  which  has  already 
climbed  into  the  gallery  of  the  eighth  decade. 


There  are  50  funerals  a  day,  on  an  average,  in  Liver- 
pool. Eng.,  and  that  city  recently  took  over  the  six 
public  cemeteries  within  its  limits. 

The  undertaking  business  which  has  beeen  carried  on 
successfully  in  St.  Catharines,  Out,,  for  the  last  five 
years  by  A.  W.  Butler,  will  hereafter  be  known  as  A. 
W.  Butler  &  Son,  he  having  given  his  son,  Charles  A. 
Butler,  a  partnership  in  the  firm. 

^    #  ^ 

Recent  visitors  to  Toronto  were  W.  J.  Anderson,  of 
Gait,  and  Mr.  O'Leary,  of  Colgan.  Mr.  Anderson  is 
an  alderman  in  his  native  city. 


August,  1916 

The 
Newest  and 
Best  in 


Caskets 

Robes 

Linings 

Casket 

Hardware 

Etc. 


Write  for  illus- 
trations of  our 
latest  designs  in 
Caskets. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Our  Modern  Well  Equipped  Plant 


CANADA  CASKET  COMPANY,  LIMITED 


WIARTON 


Toronto  Office,  309-10-11  Confederation  Life  Building 


ONTARIO  EMBALMING  EXAMINATIONS 


At  a  meeting  of  the  Ontario  Government  Board  of 
Examiners,  held  in  Toronto,  on  Friday,  July  28,  the 
resignation  of  James  Torrance,  of  Milverton,  was  dealt 
with.  Mr.  Torrance  was  recently  appointed  collector 
of  customs  at  Stratford,  and  having  assumed  his  duties 
there,  felt  it  incumbent  to  resign  from  the  Board  of 
Examiners.  The  Government,  it  is  expected,  will 
shortly  appoint  another  member  to  till  the  vacancy. 

Mr.  Torrance  also  acted  as  secretary  of  the  Board, 
and  his  place  will  be  taken  by  T.  E.  Simpson,  Sault  Ste. 
Marie,  who  since  the  organization  of  the  Board  two 
years  ago,  has  acted  as  chairman.  Mr.  Simpson  wil! 
combine  the  two  otSces  of  secretary  and  treasurer; 
Jos.  L.  Tickell.  Belleville,  Avho  hitherto  has  been  treas- 
urer, moving  up  to  the  chairmanship.  The  other  two 
members  of  the  Board  are  J.  C.  Van  Camp,  Toronto,  f  nd 
W.  G.  Burrows,  Chatham. 

The  Board  decided  to  hold  their  examinations  on 
Friday,  September  8,  in  the  Anatomical  Buildiiig  of 
Toronto  University.  This  is  the  place  Avhere  the  Can- 
adian Embalmers'  Convention  will  be  held,  and  the 
examination  date  immediately  follows  the  close  of  that 
convention. 


PROFESSIONAL  NOTES 

J.  D.  Wright,  CharlottetoAvn,  P.E.I.,  was  a  visitor  to 
Toronto  recently,  attending  the  convention  of  the 
Orange  Association. 

J.  H.  Hulse,  Orangeville,  who  recently  underwent  an 
operation  following  a  serious  illness  in  Grace  Hospital, 
Toronto,  has  returned  home  improved  in  health. 


EMBALMING  FLUID 


A  Product  of  Science  and  Practical  Experiment 

OF  EXTRAORDINARY  STRENGTH 

Its  qualities  have  been  thoroughly  tested  in  the  moft 
difficult  cases  and  found  superior  to  any  olht  r. 

It  is  a  combination  of  the  most  powerful  pntiseptics 
and  preservatives  known  to  the  science  of  C  hf  mistr>, 
these  are  compounded  to  the  limits  of  concentration 
and  it  is  impossible  to  produce  a  stronger  or  more 
active  preparation. 

Made  in  Canada 
By  Canadians        For  Canadians 

Order  direct  from  us  or  from  your  Jobber 
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Embalmers'  Question  [Box 

By  Dh.  Cakl  L.  Baknks 

Locate  the  stomach,  (a)  Locate  the  liver,  (b)  What 
is  the  peritoneum? 

Answer — The  stomach  is  in  the  abrlominal  cavity,  in 
the  epigastric  and  left  hypochondriac  regions. 

(a)  The  liver  is  in  the  abdominal  cavity  in  the  right 
hypochondriac  epigastric  and  left  hypochondriac  re- 
gions. 

(b)  The  peritoneum  is  a  serous  membran(!  investing 
the  walls  of  the  abdomen  and  its  viscera. 

What  is  the  alimentary  canal?  Give  beginning  and 
ending  and  name  the  different  organs  and  valves  in  its 
course  from  the  beginning  to  its  end. 

Answer — The  alimentary  canal  is  a  long  membranous 
tube  25  to  30  feet  in  length,  through  wbich  the  food 
passes,  beginning  at  the  mouth  and  ending  at  the  anus, 
and  is  made  up  of  mouth,  pharnyx,  esophagus,  stomach, 
pyloric  valve,  small  intestines,  of  which  there  are  three 
divisions,  namely,  duodenum,  jejunum  and  ileum  ;  then 
iliocecal  valve,  large  intestine,  which  has  ascending 
colon,  hepatic  flexure,  transverse  colon,  splenic  flexure 
descending  colon,  sigmoid  flexure,-  rectum,  anus. 

What  is  the  thorax?  (a)  What  is  a  viscus?  (b) 
Name  the  organs  of  the  abdominal  cavity. 

Answer — The  thorax  is  an  osseo-cartilaginous  cage, 
formed  by  the  dorsal  vetebrae  posteriorly  (behind),  thp 
ribs  and  costal  cartilages  laterally  (at  the  sides),  the 
sternum  anteriorly  (in  front). 

(a)  An  interioT'  organ  (singular  form  of  viscera). 

(b)  The  abdominal  cavity  contains  the  stomach,  liver, 
gall-bladder,  pancreas,  spleen,  kidneys,  small  and  large 
intestines. 

Name  the  divisions  of  the  large  intestines,  (a)  What 
is  the  cecum?  Where  is  the  ileo-cecal  valve  and  what  is 
its  function? 

Answer — The  large  intestines  are  divided  into  the 
ascending  colon,  hepatic  flexure,  transverse  colon, 
splenic  flexure,  descending  colon,  sigmoid  flexure  and 
rectum. 

(a)  The  cecum  is  a  large  blind  pouch  and  is  the 
largest  dilated  part  of  the  large  intestines  into  Avhich 
the  ileum,  colon  and  appendix  open;  or,  the  connecting 
link  between  ileum  and  colon. 

(b)  The  ileo-cecal  valve  is  between  the  ileum  and 
cecum  and  prevents  the  contents  flowing  back  to  the 
ileum. 

What  is  the  length  of  the  intestines  in  an  adult  man? 
(a)  Name  the  divisions  of  the  small  intestines. 

Answer— The  small  intestines  are  about  twenty  feet 
in  length  and  the  large  five  feet  in  length. 

(a)  The  small  intestines  are  divided  into  duodenum, 
jejunum  and  ileum. 

Where  is  the  plantar  arch? 

Answer — The  plantar  arch  is  in  the  foot  and  is 
formed  by  the  dorsalis  pedis,  which  is  a  continuation 
of  the  anterior  tibial,  the  internal  and  externa]  branch 
of  posterior  tibial  and  peroneal  arteries. 

How  is  the  body  divided  for  dissection?  (a)  Name 
the  cavities  in  each  division. 

Answer — The  body  is  divided  for  dissection  into  the 
head,  trunk  and  extremities.  The  head  is  divided  into 
cranium  and  face.  The  trunk  into  the  upper  and 
lower,  or  thorax,  abdomen  and  pelvis.     The  upper  ex- 


tremities into  the  shoulder,  arm,  forearm  and  hand.  The 
lower  extremities  into  the  thigh,  knee,  leg  and  foot. 

(a)  The  cavity  in  the  head  is  the  cranial.  The  cavi- 
ties in  the  trunk  are  the  thoracic,  abdominal  and  pelvic. 


After  the  Shad  es  are  Drawn 

A  Cheering  Letter 

"Your  lettei'  came.  Glad  you  bought  a  pair  of 
horses.  Hilda  is  sick.  She  has  diphtheria,  and  she 
will  die,  T  think.  Clare  died  this  eve.  She  had  it, 
too.  We  arc  r|uarantined.  Five  of  Fisher's  family 
have  got  it.  My  wife  is  sick.  She  hain't  got  it.  If 
this  thing  gets  much  worse  we  may  have  to  get  a  doc- 
tor. Them  trees  is  budding  good.  Everything  is 
O.K." 

The  Limit 

He  was  a  very  small  boy.  Paddy  was  his  dog.  and 
Paddy  was  nearer  to  his  heart  than  anything  on  earth. 
When  Paddy  met  swift  and  hideous  death  on  the  turn- 
pike road  his  mother  trembled,  to  break  the  news. 
But  it  had  to  be,  and  when  he  came  home  from  school 
she  told  him  simply: 

"Paddy  lias  been  run  over  and  killed." 

He  took  it  very  quietly;  finished  his  dinner  with 
appetite  and  spirits  unimpaired.  All  day  it  was  the 
same.  But  five  minutes  after  he  had  gone  to  bed 
there  echoed  through  the  house  a  shrill  and  sudden  la- 
mentation. His  mother  rushed  upstairs  with  solicitude 
and  sympathy. 

"Nurse  says,"  he  sobbed,  "that  Paddy  has  been  run 
over  and  killed." 

"But,  dear,  T  told  you  that  at  dinner,  and  you  didn't 
seem  to  trouble  at  all." 

"No;  but — but  T  didn't  know  you  said  Paddy.  I — I 
thought  you  said  daddy!" — Tit-Bits. 

#  #  * 
Where  He  Had  Been 

A  certain  haunted  house  down  in  Georgia  was  held 
in  terror  by  all  the  negroes  in  the  vicinity,  except  Sam. 
who  bravely  declared  that  for  two  dollars  he  would 
sleep  there  all  night.  A  purse  was  raised,  and  Sam 
was  told  to  carry  out  his  end  of  the  bargain  and  to  call 
in  the  morning  for  his  money.  When  morning  came, 
no  trace  could  be  found  of  Sam;  the  house  contained 
nothing  but  evidences  of  a  hurried  departure.  A 
search  party  was  organized,  but  without  result. 

Finally,  four  days  later,  Sam,  covered  with  mud. 
came  slowly  walking  down  the  road. 

"Hi  dere,  nigger!"  yelled  a  bystander.  "Where's 
you  been  de las'  fo  days?" 

To  which  Sam  curtlv  responded:  "Ah's  been  comin' 
back." 

*  *  # 
More  In  It 

Danny  and  Kerrigan  went  West  and  found  them- 
selves busted.  They  stood  on  a  bridge  and  saw  a  sign: 
"Five  Dollars  for  Anv  One  Rescuing  a  Drowning  Per- 
son." 

"Kerrigan."  says  Danny,  "you  jump  in  and  be 
drowning,  and  when  you're  going  down  for  the  third 
time,  I'll  jump  in  and  save  you,  because  T  can  swim." 

In  jumped  Kerrigan,  and  when  he  began  to  drown, 
he  yelled,  "Why  don't  you  save  me?" 

"G'wan,"  said  Danny,  "I've  just  found  another 
sign  that  says,  'Ten  Dollars  for  a  Corpse.'  " 
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Embalming  by  a  New  Principle 
and  a  New  Method 

OSMOTONE 


OSMOTONE  may  be  briefly  described 
as  a  capillary  wash  and  blood  solvent  that 
supplies  purifying  and  lightening  oxygen 
to  the  venous  blood  which  remains — much 
the  same  as  the  lungs  supply  oxygen  to 
the  venous  blood  in  life  to  convert  it  into 
arterial  blood. 

It  thus  has  two  distinct  functions. 

One  of  these  functions  is  to  wash  out 
the  capillaries  so  that  as  little  as  possible 
of  the  discolored  blood  shall  remain  in 
them  to  further  darken,  show  through 
the  skin  and  make  that  objectionable 
putty  color  which  is  sure  to  result  in 
full-blooded  cases  on  which  raw  formalde- 
hyde fluids  are  used. 

All  embalming  fluids  are  more  or  less 
astringent  in  their  action.  OSMOTONE 
is  laxative  in  its  effects,  and  for  this 
reason  is  injected  ahead  of  the  fluid  for 
the  purpose  of  clearing  out  the  capil- 
laries, building  up  their  walls,  and  hold- 
ing them  open  for  the  passage  of  that 
fluid  which  is  injected  afterward. 

Being  blood  lightening,  its  action,  from 
thirty  to  fifty  per  cent,  more  blood  can 
be  drained  if  OSMOTONE  is  injected 
ahead  of  the  fluid.  This  is  a  practically 
sure  preventive  of  putty  color. 

Moreover,  a  far  better  circulation  can 
be  obtained  where  the  capillaries  have 


first  been  opened  up  and  cleaned  by 
OSMOTONE  than  where  fluid  only  is  in- 
jected. 

As  a  capillary  wash  OSMOTONE  is 
invaluable  in  sudden  death  cases,  and  in 
cases  in  which  the  patient  died  in  fever, 
as  in  Peritonitis,  Blood  Poisoning,  Pneu- 
monia, etc. 

Being  blood  lightening  in  its  effects, 
OSMOTONE  has  a  second  and  most  im- 
portant function: 

It  will  restore  to  the  face  the  colors 
of  life,  and  bring  to  the  ears  and  cheeks 
of  the  young  and  fair-skinned  the  peachy 
lustre  and  clear  pink  tints  which  have  so 
long  been  the  embalmer's  ideal. 

On  the  young  as  well  as  on  the  ruddy- 
faced  elders,  OSMOTONE  will  give  a  com- 
plexion which  no  other  method  and  no 
other  preparation  possibly  can. 

It  is  impossible  for  us  to  go  fully  into 
details  here,  but  the  whole  story  is  told 
in  the  130-page,  cloth-bound  book,  men- 
tioned on  this  page.  This  book  -n-ill  be 
sent — free  of  charge — to  any  responsible 


Cut  off  this  COUPON  and  Mail  to-day! 


ORDER  COUPON 

H.  S.  Eckels  &  Co., 

241  Fern  Ave.,  Toronto,  Can. 

Send  ....  dozen  bottles  OSMO- 
TONE at  $7.50  per  dozen  under 
your  guarantee  that  it  will  please 

U.S. 

Also  send,  without  charge,  a 
copy  of  Prof.  Eckels'  130-page 
cloth-bound  book,  "Embalming  by 
a  New  Principle  and  a  New 
Method." 


C.F. 


undertaker  who  will  fill  out  the  attached 
coupon  and  mail  it  to  us. 

OSMOTONE  is  shipped  under  the  most 
complete  guarantee  that  it  will  satisfy 
you,  and  that  it  will  produce  results  bet- 
ter than  you  expect. 

Fill  out  the  coupon  to-day  and  put  it 
to  the  test.  Kead  the  book — try  OSMO- 
TONE— and  be  the  first  in  your  neighbor- 
hood to  profit  by  this  new  discovery. 

You  don't  have  to  change  your  fluids. 
Use  the  fluid  to  which  you  are  most  ac- 
customed. OSMOTONE  wiU  do  wonder- 
ful work  when  used  in  conjunction  with 
any  of  the  standard  fluids,  although  natur- 
ally the  very  best  results  can  be  obtained 
by  using  it  in  conjunction  with  DIOXIN, 
with  which  it  is  in  perfect  harmony. 


H.  S.  Eckels  &  Co.  - 


241  FERN  AVENUE 
TORONTO,  CAN. 
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Have  You  to  Conduct  a  Funeral  in  some  other  town  with 
wliirli  you  are  not  familiar  and  want  the  assistance  of  an- 
other Undertaker  and  tlie  tise  of  his  horses,  hearse  or  car- 
riages, etc?  If  so  consult  this  Directory  for  the  names 
of  the  Undertakers  in  that  town,  as  you  can  depend  upon 
it  they  are  the  most  reliable  men  in  their  locality,  and 
the  best  to  assist  you. 

Does  Your  Name  appear  in  Our  Directory?  You  never 
know  who  may  require  your  assistance  and  conveyances. 
The  cost  is  only  $2  per  year,  including  subscription. 


ONTARIO 

Berlin —  "  . 

A,  G.  Schreiters 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.   'Phone  10. 

Brampton,  Ont. — 

McKillup  &  Mclntyre. 

Brooklin — 
Disney,  E.  S. 

Burks  Falls — 

Hilliar,  Joseph.    Box  213. 

Chatham,  Ont.  

Coltart  &  Son. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 

Logan,  E.  A.     'Phone  2107. 

Dungannon — 

Sproul,  William 

Dunnville — 

D.  P.  Fry.    'Phone  68. 

Elmira — 

Dreisinger,  Chris. 

Glencoe — 

Gough,  J.  B.,  &  Son. 

Hamilton,  Ont. — 
Blaehford  &  Sons, 

57  King  Street  Went. 
Dodsworth,  A.  H. 

59  King  St.  W. 
Dwyer,  Jame.s, 
16  Cannon  E. 
Eobinson,  J.  H.  &  Co.,  19-21 
John  St.  N 

Harrow,  Ont. — 

Madill,  J.  H.,  &  Co. 

Hiintsville — 

Hilliar,  Joseph. 

IngersoU — 

Melntyres,  F.  W.  Bieeler 
and  R.  A  Skiunei,  props. 

Kemptvllle — 

McCaughey,  Geo.  A. 


Kingston — 

f'orbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 

London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dundas  St. 


Orillia — 

Bingham,  H.  A. 

W.  A.  Strachan,  Mgr. 

'Phone  45.'^. 
D.  Clark.    Tel.  159. 


Oshawa — 
Disney  Bros. 
Luke  Burial  Co. 


Parry  Sound,  Ont. — 
Logan,  Alexander. 

Rodney — 

Liebner  &  Wlalker. 

Schomberg,  Ont. 
F.  Skinner. 


St.  Catharines — 

Gro'bb  Bros. 

144-146  St.  Paul  St 


St.  Thomas — 

Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 


Stirling — 

Ralph,  Jas.   'Phone  102. 

Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

Ra.per,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

Thedford,  Ont.— 

Wioodhall,  J.  B. 

Wallaceburg,  Ont. — 

Heath,  W.  H.,  &  Son. 
Saint,  J.  T. 


WeUand— 

I'atterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — 
Mack,  Paul. 

Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 


MANITOBA 
Brandon — 

•  ramribcll  &•  f'ampbell. 

Dauphin— 

Farrell,  A.  F. 
Winnipeg — 

Thomipson  Co.,  J.,  501  Main. 

SASKATCHEWAN 

Moose  Jaw — 

Hroadfoot  Bros. 
Saskatoon — 

Young,  A.  E. 

ALBERTA 

Edmonton,  Alta. — 

Wainwriffht  &  Jackson. 


Canadian  School  of  Embalming 

Instruction   in    ['radical   Embalming'  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 


Mr.  UndertaJ^er 

You  may  have  your  name 
listed  in  this  Directory  for 
$1 ,00  per  year. 

LICENSED  EMBALIVIERS  ONLY  ACCEPTED 


COMMERCIAL  PRINTING 

Catalogues  Letter  heads 

Booklets  Bill  heads 

Circulars  Note  heads 

WE  HAVE  THE  FACILITIES  FOR  HANDLING  ALL  COMMER- 
CIAL WORK  NEATLY.  PROMPTLY.  AND  AT  MODERATE  COST. 

THE  COMMERCIAL  PRESS  LIMITED 

32  COLBORNE  ST.  TORONTO.  CAN. 
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Embalmer's  Lexicon 

By  W.  Oliver  Nodes 

Arteries  are  vessels  which  convey  the  blood  from  the 
heart  to  the  various  regions  and  parts  of  the  body. 
The  arteries,  with  exception  of  the  pulmonary  arteries, 
carry  bright  red  blood  Avhich  has  just  been  recharged 
with  oxygen  in  the  lungs.  The  pulmonary  arteries 
carry  the  purplish  impure  blood  which  has  been  de- 
prived of  its  oxygen  in  its  passage  through  the  tissues 
and  is  now  on  its  way  back  to  the  lungs  for  purifica- 
tion and  reoxygenation.  Unlike  the  veins,  which  are 
very  thin  walled  and  tear  easily,  the  arteries  have  three 
distinct  coats  made  up  of  muscle  and  elastic  fibres,  so 
that  when  cut  across  they  keep  their  shape  instead  of 
collapsing  like  the  veins.  The  presence  of  the  elastic 
fibres  allows  the  arteries  to  dilate  as  each  heart  beat 
forces  the  blood  into  them.  The  elasticity  or  resiliency 
of  the  vessel-walls  helps  to  push  on  the  blood  to  the 
parts  farthest  from  the  main  pump — the  heart.  The  main 
artery  leading  out  from  the  left  verticle  of  the  heart, 
the  aorta,  is  the  largest  artery  of  the  body.  From  this 
branches  are  given  off  which,  branching  themselves  in 
turn,  end  up  in  the  tiny  capillaries  or  end  arteries, 
which  are  distributed  throughout  all  the  tissues  of  the 
body.  The  chief  diseases  of  the  arteries  are  aneurism, 
atheroma  and  arterio-sclerosis. 

Arterio-Sclerosis  is  a  diseased  condition  character- 
ized by  a  loss  of  elasticity  and  hardening  of  the  walls 
of  the  arteries.  A  degree  of  arterio-sclerosis  is  natural 
in  old  age,  as  the  vessels  begin  to  wear  out  through  pro- 
longed use.  Great  care  should  be  exercised  in  raising 
the  vessels  in  these  cases,  as  they  are  very  easily 
broken. 

Arterioles  are  the  smallest  divisions  of  the  arteries 
which  finally  branch  into  the  capillaries. 

Arthritis  meaiis  inflammation  of  the  joint. 

Ascites  means  abdominal  dropsy,  in  which  fluid  col- 
lects in  the  peritoneal  sac.  It  may  be  due  to  heart  or 
kidney  disease  or  to  any  of  a  large  number  of  local 
causes  such  as  obstruction  of  the  portal  vein  by  a 
tumour -or  blood  clot,  obstruction  of  the  hepatic  vein  or 
peritonitis. 

Atheroma  is  the  name  given  to  the  degenerative 
changes  which  sometimes  take  place  in  the  walls  of 
the  blood  vessels  by  which  they  become  hard  and 
brittle,  and  lose  their  elasticity.  Atheroma  of  a  certain 
degree  is  always  to  be  found  in  the  vessels  of  old 
people.  A  premature  atheromatous  statp  of  the  blood 
vessels  is  often  found  in  heart  and  kidney  troubles  and 
in  those  that  have  suffered  from  gout,  syphilis,  lead 
poisoning  and  Conditions  which  lead  to  a  constant  high 
blood  pressure. 

Atrophy  means  a  wasting  of  tissues  either  from  dis- 
ease, injury  or  disuse.  When  the  nerve  leading  to  a 
muscle  is  destroyed,  the  muscle  atrophies  or  wastes 
thropgh  lack  of  use.  Atrophy  is  the  opposite  of  hyper- 
trophy, in  which  through  over-nutrition  or  over-use 
muscles  or  organs  increase  abnormally  in  size. 

Auditory  Nerve,  the  nerve  of  hearing,  is  the  eighth 
of  the  great  nerves  given  of¥  from  the  brain.  Coming 
off  from  the  medulla  (see  brain),  it  runs  to  the  inner 
part  of  the  ear,  deep  in  the  temporal  bone. 

Auricle  is  the  name  given  to  the  external  part  of  the 
ear,  and  to  the  two  upper  chambers  of  the  heart. 

Autopsy  is  another  name  for  a  post-mortem  examina- 
tion. An  autopsy  is  usually  held  in  cases  where  doubt 
exists  as  to  the  cause  of  death. 

Axilla  is  another  name  for  armpit. 

Axillary  Artery  and  Axillary  Method. — The  axillary 


artery,  which  is  a  continuation  of  the  subclavian  artery, 
exists  in  the  armpit,  in  the  centre  of  the  axillary  space, 
as  it  is  termed.  Its' course  is  marked  by  the  continued 
depression  which  exists  between  the  biceps  and  triceps 
muscles.  The  axillary  artery  is  found  immediately 
beneath  the  median  nerve.  To  raise  the  artery,  place 
the  arm  at  right  angles  with  the  body.  Start  the  in- 
cision close  to  the  trunk  of  the  body,  extending  the  cut 
downwards  over  the  course  of  the  artery,  through  the 
skin  and  fascia.  Very  little  fat  tissue  exists  here,  even 
in  the  stoutest  people,  therefoi-e  it  is  always  an  easy  ar- 
tery to  raise.  Make  the  incision  about  2  ins.  in  length. 
Frequently  the  vein  appears  first,  the  blood  in  the  vein 
appears  dark,  and  by  pressing  upon  the  tissue  on  the 
hand  side  of  the  incision,  you  force  the  blood  towards 
the  trunk  of  the  body,  expanding  Hie  vein,  so  that  it 
is  easily  recognized.  The  vein  should  have  two  liga- 
tures around  it,  one  towards  the  hand  being  tied  to 
prevent  leakage ;  the  vein  tube  should  then  be  inserted, 
and  tied,  and  the  blood  drained.  The  artery  should  be 
treated  in  a  similar  manner,  viz.,  two  ligatures,  arterial 
tube  inserted,  and  injection  made.  Many  claims  may 
be  made  for  its  use,  and  some  important  ones  are.  It  is 
always  very  superficial,  always  of  large  diameter: 
within  it  fluid  is  passed  only  a  short  distance  before  it  is 
emptied  in  the  aorta,  this  being  very  desirable  in  all 
cases.  The  axillary  vein  can  be  raised  from  the  same 
incision,  being  the  best  and  most  convenient  vein  of 
the  body  from  which  blood  may  be  drawn.  There  is 
every  reason  for  regarding  this  method  as  one  of  the 
best,  there  is  no  objectionable  exposure  and  no  mutila- 
tion, the  results  are  always  desirable  and  thoroughly 
scientific. — The  Undertakers'  Journal.  ' 


SIXPENCES  FROM  A  TOMBSTONE 

The  very  ancient  custom  of  distributing  sixpences 
round  a  tombstone  in  the  churchyard  of  St.  Bartholo- 
mew-the-Great,  West  Smithfield.  to  twenty-one  -widows 
resident  in  the  parish,  was  observed.  It  is  believed 
that  the  custom  originated  500  years  ago,  when  a  pious 
lady  named  Butterworth  left  a  certain  sum  to  the 
widows  on  condition  that  prayers  should  be  said  for  her 
soul  every  Good  Friday.  Accordingly  a  short  ser- 
vice is  held  in  the  church  before  the  distribution  of  the 
money.  The  legacy  produces  interest  at  about  12s. 
6d.  per  year,  and  out  of  that  amount  twenty-one 
widows,  recommended  by  the  local  clergy,  receive  six- 
pence each.  The  remaining  2s.  provides  a  hot  cross- 
bun  for  each  woman.  Up  to  1906,  Mrs.  Jarrett,  of 
Westgate-on-Sea,  gave  2s.  6d.  to  each  widow,  and  upon 
her  death  Mr.  Deputy  Turner,  the  people's  warden  of 
the  church,  who  has  been  connected  with  the  distribu- 
tion for  many  years,  filled  the  breach,  and  gave  Is.  to 
each  person. 

The  oldest  recipient  this  year  was  Mrs.  Maynard, 
aged  93,  of  Middle  Street,  Cloth  Fair,  who  has  received 
the  gift  for  forty  years.  There  were  several  women  of 
over  80  years,  while  the  youngest  was  48.  Each 
woman  had  to  stoop  down  and  pick  up  a  sixpence 
placed  on  a  tombstone  level  with  the  ground.  On  ris- 
ing she  was  given  the  shilling  from  Mr.  Deputy  Turner, 
and  a  bun,  and  the  ceremony  was  completed  by  her 
stepping  across  the  tombstone. — British  Undertakers' 
Journal. 


The  Kilgour  Davenport  Co.,  Ltd.,  with  a  capital  of 
•1^100,000,  has  been  incorporated  with  head  office  at 
Toronto. 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  other*  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents,  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
no  accounts  booked. 


AGENCIES  WANTED — T  am  a  furniture  salesman,  with  a  good 
rounei-tion,  and  speak  both  languages,  would  be  interested  in 
introducing  Canadian  lines  in  Quebec  Province  on  a  cammis- 
sion  basis.  Please  write  to  1029A  Green  Avenue,  Westmount, 
Montreal,  P.Q. 

FOR  SALE — A  going  spring  and  mattress  factory,  centrally 
locatdl.  Good  opening  to  add  iron  beds  and  springs.  Very 
suitable  for  a  branch  business.  For  further  particulars  ap- 
ply to  MeLeod  Bros.,  Truro,  N.S. 


WANTED — Furniture  line  to  handle  on  co<mimission  for  Toronto 
and  Hamilton.  Good  connection.  Territory  covered  once  a 
week.  Box  142  Canadian  Furniture  World,  32  Colbome 
Street,  Taronto.  tif. 

WANTED — Undertaking  or  Furniture  and  Undertaking  busi- 
II in  good  town  or  city,  or  would  consider  interest  with  an 
pIiUmIv  gentleman.  Give  full  .particulars.  Apply  Box  787 
Canadian  Furniture  World. 

WANTED — A  "position  in  an  undertaking  establishment,  one 
with  furniture  department  connected  preferred,  by  a  young 
man  of  2.3.  Have  had  some  experience,  best  of  reference 
furnished.    Box  768,  Furniture  World,  Toronto. 

WANTED — Up-to-date  rubber  tired  hearse.  State  lowest  price 
f.  0.  b.  cars.  Mail  photo  when  replying.  L.  V.  Disney, 
Oshawa. 
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MAXWELL  VAULTS  AND  SHIPPING  CASES 


Pat.n'  No,.  759727:  7597 2S:  800929;  8C0930;  8<G077 


Maxwell  Sanitary  Steel  Vault 
Maxwell  Copper  Alloy  Vault 

Maxwell  Ambulance  Transfer  Case 


Our  Customers  are  assured  of  Superlative  QucliiX) 
and  'Prompt  Delivery 

Maxwell  Goods  are  carried  in  slocl^  by  all  Leading  Jotbeis 
Why  not  have  the  best  ■' 


Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY 


Oneida,  N.Y. 


$Q.OO 


xpress 
Paid 


CANADIAN 

STORAGE  AND  TRANSFER 

DIRECTORY 

A  Directory  of  the  Warehousing  and  Cartage 
firms  in  Canada,  the  United  States  and  Great 
Britain,  showing"  all  storage  and  distributing 
facilities,  also  manufacturers  and  importers 
of  merchandise  suitable  for  warehousing. 


STORAGE  RATE  GUIDE 


CANADIAN  CUSTOMS  REGULATIONS 


Manufacturers  and  Shippers  will  find  this  work  of  great 
service.  Handsomely  bound  in  Brown  Buckram, 

with  titles  die-stamped  in  gold. 

THE  COMMERCIAL  PRESS,  LIMITED 

32  COLBORNE  STREET,  TORONTO 


Alaska 

Twisted  Link 

Fabric  Spring 

No.  35 

— a  Splendid 

Seller 


Fitted  with 
Our  New  Steel 
Reinforced 
Corner  Castings 

(Pa'ents  Pending 
in  Canada  and 
Foreign  Countriei* 


This  New  Steel  Reinforced  Corner  Casting 
Is  Now  a  Feature  of  All  "Alaska"  Springs 


The  sectional  drawings  illustrated  herewith 
shows  clearly  the  points  of  superiority  of 
this  casting  when  it  is  compared  with  the 
ordinary  malleable  casting. 


1.  Note  the  ^  inch  steel  reinforcf  ment  extending  from  tubular 
side  rail  through  casting,  then  through  slot  in  end  angle,  to 
which  it  is  bolted  firmly. 

2.  This  reinforcement  adds  strength  lo  the  tubular  side  rail  at 
connecting  point  (2) — a  positive  guarantee  a>,'ainst  the  warp- 
ing and  loose  joints  frequently  found  in  the  use  of  malleable 
castings,  due  to  shrinkage  in  construction  and  variation  of 
tubing. 

3.  Note  slot  in  angle  iron,  which  allows  for  perfect  adjustment 
to  fit  any  standard  bed.  No  more  trouble  through  ill-fitting 
springa. 

4.  Note  generous  width  of  top  of  angle  (2  inches  instead  of  1  )^ 
inches.)    This  and  points  1  and  2,  add  strength  and  rigidity. 

5.  The  casting  is  so  formed  that  a  lip  rests  neatly  and  firmly  on 
either  reversed  or  regular  rail.  Like  the  other  features  men- 
tioned this  is  found  only  on  Alaska  Springs. 


ylsk  our  salesman  or  write  us 
for  further  information 


The  Parkhill  Manufacturing  Co.,  Limited 

Successors  to 

ilJARMB^^    The  Alaska  Feather  and  Down  Company,  Ltd. 

MONTREAL,  P.Q. 


Alaska  on  an  article  means  high-grade  every  particle  " 


vol.  o    no.  V 


reaiunng  rail  iraae  rurniiure 


FURNITURE^ORLD 

Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


McL  agan  Furniture  in  Walnut 


This  beautiful  and  attractive  extension  table  and  chairs 
is  an  accurate  reproduction  of  the  design  used  during 
the  period  of  William  and  Mary. 

These  pieces  are  characteristic  of  McLagan  quality  and 
will  meet  the  requirements  of  your  customers  who  are 
fastidious  in  their  tastes  for  good  furniture. 


WILLIAM  and  MARY  DESIGN 


The  George  McLagan  Furniture  Co.,  Limited 


Stratford  Ontario 


CANADIAN  FniJNI'lTK'K  WOI.'LI)  AND  'rilK  I'NDKiri'A  K  KI{ 


Sr-ptftiibf-r.  1!)lfi 


Mundell-Made 
Furniture  .  .  . 


Library  and  Den  Suites,  Tables, 
Settees,  Wood  Seat  and  Uphol- 
stered Rockers,  Morris  Chairs, 
Bedroom  Chairs,  Smokers,  Cellar- 
ettes,  Jardiniere  Stands,  Sewmg 
Tables,  Telephone  Stands,  Desks, 
Tabourettes,  Couches,  Magazine 
Stands,  Fireside  Chairs 


*  *  # 


JOHN  C.  MUNDELL  &  COMPANY 

LIMITED 

ELORA.  ONTARIO 


No.  463 


The  Quality  is  put  in  so 
you  can  take  a  profit  out 

In  all  the  essentials  of  design,  construc- 
tion and  materials  used,  Elmira  Chairs 
and  Living  Room  Furniture  are  built 
to  a  high  standard. 

Anything  more  than  that  which  adds 
to  the  price,  but  not  to  the  value,  is 
eliminated.  The  result  is  furniture  more 
than  ordinarily  saleable. 


THE  ELMIRA  FURNITURE  COMPANY,  Limited 

ELMIRA,  ONTARIO 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

Globe-Wernicke  Co.,  Limited 

Globe  -  Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chciirs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass    Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


YOUR 

FALL 

TRADE 


Business  is  good  and  getting  better  in  spite 
of  soaring  prices  of  raw  materials  and  short- 
age of  skilled  workmen.  It  is  so  good  in 
fact  that  we  have  found  it  hard  to  keep 
pace  with  orders. 

The  head  of  a  large  financial  firm  has  said 
that  after  the  war  the  bottom  will  fall  out 
of  the  market — contracts  will  be  worthless 
— munition  plants  will  be  scrapped — cheap 
foreign  made  goods  will  again  inundate  the 
Dominion. 

Piffle  !  The  financial  soothsayers  give  us  a 
pa'n.  Most  of  their  predictions  made  at  the 
beginning  of  the  war  have  not  come  true, 
and  their  present  gloom  does  not  get  us — 
they  know  so  much  that  will  never  come  true. 

It's  the  Canadian  business  man  that  solves  his 
problems  as  he  comes  to  them.  He  has 
been  equal  to  the  emergencies  of  war  and 
he  "allows"  that  he  will  be  able  to  take  care 
of  himself  in  peace.  He  has  faith  in  him- 
self, in  his  associates,  and  in  the  destinies 
of  his  country. 

Stock  up  for  Fall  Trade  with  Furniture  from 

Stratford 

Furniture 

Manufacturers 


I 
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CRAFTSMAN 


%BRiK(#  QUALITY 
Makes  Distinctive  Furniture 

It  is  the  choice  ot  the  Iciiding  makers  of  upliol- 
stered  furniture. 

For  over  stuffed  pieces  and  upholstered  styles  of 
whatever  period  or  design,  Craftainaii  Quality 
ranks  with  the  expensive  grain  leather  in  elegance 
and  service. 

Make  Craftsman  Quality  your  standard  uphol- 
stery material.    Secure  "Quality"  ftt  a  reasonable 
cost  to  yourself  and  your  trade. 
Samples  in  all  grains  and  colors  sent  oi>re(|uest. 

Du  Pont  Fabrikoid  Company 

TORONTO,  ONTARIO 


MR.  FURNITURE  DEALER:- 

There's  money  in  this  line  for  you.  Why  not 
get  after  it  ?  Solicit  orders  for  School  Desks. 
Show  a  sample  of  the  "Perfection  "  to  your  pros- 
pect and  it  means  a  sure  sale. 

Write  for  lilerature — free. 

The  Bruce  Agricultural  Works 

Teeswater,  Ontario 


THE 


"Komfy** 

Spring  Cushion 


is  now  u.sed  by  all  the  leading  manufacturers 
of  upholstered  liniis  in  Canada  for  loose  Cu.sh- 
ions  and  Spring  Construction  in  Furniture, 
Automobiles,  Boats,  Church  Cushions,  etc. 


The  Komfy  Cushion,  as  its  name  implies,  is  the  most 
comfortable  on  the  market.  The  Springs  positively 
cannot  get  out  of  position  and  it  will  retain  its  shape 
for  ten  years. 

To  give  utmost  satisfaction  to  their  customers,  furni- 
ture dealers  should  insist  on  getting  the  Komfy  Spring 
Cushion  on  all  loose  cushion  furniture. 

This  Spring  Construction  is  manufactured  under  the 
Pischman  patents,  for  which  we  hold  exclusive  rights 
in  both  Canada  ami  the  United  States.  We  abso- 
lutely guarantee  protection  to  users  of  the  construc- 
tion against  all  infringements. 

Estimates  given  to  manufacturers  on  application 
Send  us  your  pattern  and  let  us  make  you  a  sample 
construction. 


Manufactured  by 

Toronto  Pad  Company 

Limited 

333  Adelaide  Street  West 


Toronto,  Ont. 
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DESIGN  anJ  WORKMANSHIP 


The  beauty  of  design,  choice  selection  of  materials  used,  and  the  exquisite 
finish  of  all  Stratford  Chairs  are  sure  to  meet  with  the  utmost  approval  of 
your  most  particular  customer. 

Stratford  Chairs  mean  profit  and  satisfied  customers.  Write  us  for  informa- 
tion about  our  Complete  Line  which  includes  Chairs,  Rockers,  Buffets, 
Extension  Tables,  Dressers,  Chiffoniers,  Stands  and  Dining  Room  Suites 

The  Stratford  Chair  Company^  Limited 

Stratford,  Ontario 
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AN   .   .  . 
ATTRACTIVE 


Bedroom  Box 


q  Made  of  H  in.  B.C.  Red  Cedar 
covered  with  Japanese  matting  and 
trimmed  with  rattan.  Bent  brass 
hinges  and  casters.  Top  panelled 
and  nicely  padded.  Made  in 
three  sizes. 

Catalog  of  other  attractive  desisns  gent 
on  request. 

D.   L.  Shafer  &  Co. 


ST.  THOMAS 


ONTARIO 


THE  WABASH  SLIDE 


SLIDE  making  a  SPECIALTY  BUSINESS 


MADE  B^' 


B.  WALTER  &  CO..  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 


Becauie  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufactuier  who  makes  a  dozen  articiei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  belter  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 


Limited 


Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living-  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


Washed  &  Sterilized  Wiping  Cloths 


"Made  in  Canada" 


New  Wiping  Remnants: 

Bleached  Cheese  Cloth 
Unbleached  Cheese  Cloth 
Knit  Underwear 
Mop  Cloths  (Heavy) 


Washed  Wiping  Cloths: 

White  (Prime) 
Colored  (Bright) 
Colored  (Dark) 
Knit  Underwear 


Largest  Assortment  in  the  World 
Get  Our  Prices 

Windsor  Wiping  Cloth  Company 

WINDSOR,  ONT. 


Tell  your  customers  about  the  many  advantages  of  these 
tables.  Put  some  in  your  window  next  time  you  trim  it.  You 
will  find  a  ready  market  for  thorn  and  with  a  good  margin  of 
profit,  you  will  soon  have  a  new  business  in  this  line. 


Write  for  our  special  proposition  to  buyers  in  grogs  lots. 
Scores  of  live  furniture  men  are  taking  advantage  of  this  ofter. 


Hourd  &  Co.,  Limited 


Sole  Licensees  and 
Manufacturers 


Dept.  "W" 
LONDON 


~  ■   —  7   manufacturers        L.\jnu\ji^  _ " 


i; 


September,  1916.  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


■MiMiMMiMiMiiimmim^   ■  '  mmm^ 

SECTIONAL  BOOKCASES 


BUILT  TO  ENDURE 


THE  modern  ibusiness  library  requires  up-to-date  equipment  as  well  as  does  the 
correspondence  and  records. 
There  are  few  businesses  now-a-days  without  a  collection  of  technical  and 
reference  'books  that  forms  a  part  of  the  regular  office  equipment.  Books  of  this 
efcaractex  should  not  be  sciattered  about  wihere  their  finding  is  a  matter  of  memory, 
or  where  they  are  exposeid  to  dust,  but  should  be  properly  kept  where  they  can  be 
referred  to  instantly  when  occasion  requires. 

Globe- Wernicke  Sectional  Bookcases  are  designed  for  the  ofS.ce  as  well  as  the 
home.  There  are  sizes  that  will  hold  all  kinds  of  technical  books,  and  designs  to 
match  any  style  of  office  furniture. 

A  complete  catalotfue  of  Sectional  Bookcases  -will  he  sent  on  request. 

STRATFORD,  ONT. 
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Exhibition 
Notice 


Be  Sure  and  See 
Our  Exhibit  in  the 
Industrial  Building 
Toronto. 


SPRING  FILLINGS 
FOR  CUSHIONS 

We  will  have  a  complete  ex- 
hibit of  our  patent  spring  fillings 
for  cushions,  and  cushions  made 
from  the  filling,  showing  the 
adaptability  of  our  goods  for  all 
kinds  of  upholsterers'  work. 

The  Marshall  Spring  Cushions 
are  the  only  cushions  which 
will  not  sag  from  use. 


THE   MARSHALL   SANITARY    MATTRESS  CO. 
m  KING  STREET  EAST,  TORONTO 
CHICAGO.  ILL.  LONDON.  ENG. 


OUR  NEW  CATALOGUE  IS  READY 


you  have  not  received  your  copy 
w^rite  for  it  and  order  early. 


#  *  # 


MOULDINGS   -   FRAMES   -   FRAMED  PICTURES 
MIRRORS   -   FRAMERS'  SUNDRIES 


PHILLIPS   MANUFACTURING  COMPANY 

LIMITED 

258  to  326  CARLAW  AVENUE,  TORONTO,  ONT. 
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Your  Customers 
Admire  Beauty 


HESE  are  substantial  beauties — 
not  blanketed  skeletons.  You  can 
figure  on  lasting  admiration  every 
time  a  piece  of  Imperial  Rattan 
Furniture  is  sold.  ^  This  suite  is  made 
up  complete,  frames  and  all,  in  our  own 
workshops.    That  is  one  reason  why  the 


"IMPERIAL" 


make  comes  to  you  with  such  pronounced 
elegance,  at  prices  which  will  allow  you 
a  most  liberal  profit  on  the  turnover.  You 
must  meet  the  people's  requirements.  The 
Imperial  Rattan  Line  has  proven  its  dura- 
bility and  salability  under  all  conditions. 


Imperial  Rattan  Co. 

Limited 

Stratford,  Ontario 
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DELAY  IS  UNPROFITABLE 


As  we  pointed  out  last 
month,  raw  material 
prices  are  still  mount- 
ing, and  even  at  that, 
material  is  very  hard  to 
get.  Be  time -wise  and 
place  your  order  now, 
while  conditions  are 
most  favorable  for  quick 
and  sure  delivery. 

The  Canadian  Rattan 
Chair  Company 

Limited 

Victoriaville  -  Que. 


Place  Your  Order 

NOW 

So  great  is  the  demand 
for  Canadian  Rattan 
goods,  that  our  produc- 
tion on  the  Fall  trade  is 
already  half  sold  up. 
The  Quality  of  our 
goods,  and  their  great 
superiority  from  an  ar- 
tistic standpoint,  make 
them  fast  sellers  and 
sure  pleasers. 
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Popular  Period 
Dining  Room 
Suites 


which  reflect  the  highest 
art  of  old  time  expert 
designers. 


N     45.       WILLIAM  AND  MARY 


T  TERE  are  three  more 
suites  in  our  series  of 
Period  Furniture  for  \he 
homes  of  the  masses  who 
have  longed  for  years  to 
furnish  their  homes  as  ar- 
tistically as  the  rich. 

The  T^opular  Prices  of 
these  suites  will  astonish 
you  as  much  as  they  will 
the  V  orkmgman  when  he 
sees  it  priced  on  your  floor. 


No.  4U.  MISSION 


Big  profits  await  the  deal- 
ers who  are  first  to  seize 
this  opportunity  to  help  the 
"  Middle  Class  "  improve 
their  homes. 

Manufactured 
Exclusively  frp 

Victoriaville 
Furniture  Company 

Victoriaville,  Quebec 


No.  50.  JACOBEAN 
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THE  G.  L.  IRISH  LINE  OF 

Alabastine  Statuary 

Comprising  1  500  models  of  musicians,  statesmen,  authors,  poets,  his- 
torical and  ornamental  subjects,  etc.,  in  all  finishes;  Antique,  Ivory, 
French  Bronze,  Old  Bronze  and  Natural  Colors. 


The  assortment  of  28  pieces  shown  above  are  all  ready -sellers  and  finished  in  our  new 
French  Bronze — it  takes  an  expert  to  tell  the  difference  from  genuine  French  Bronze, 
which  is  now  impossible  to  obtain  at  1 0  times  the  price  of  the  alabastine  grade.  No 
good  store  should  be  without  a  display  of  our  goods — profits  are  good. 

This  assortment  is  well  selected  for  sizes,  some  figures  are  25  incfies  high.   The  Cherry  Boy 
is  22  inches;  Dog  on  Flag,  10x19  inches;  The  Aquarium,  19  inches. 

'Price  of  assortment  as  shown  above,  $50.00. 

Writt  for  our  catalogues  showing  good  selection. 


G.  L.  IRISH,  499  Queen  St.  West,  TORONTO 
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THE  G.  L.  IRISH  LINE  OF 

Up-to-date  Framed  Pictures 


No.  446i — Genuine  hand  made  oil  paintings  Toy  T.  S.  Collins — 24  Photos  enlarged  in  Crayon-Sepia  and  Water  Colors,  and  framed  at 

subjects — frame  is  3  inch  deep,  gold  burnished  amalgam  small  cost. 

gilt;  size  16x20. ..  Price  $1.75  fjew  line  of  framed  Photogravures  of  Kitchener,  French,  Jellico, 

No.   4433 — Genuine  colored   duplex  Photos,    50   subjects — Land-  Beatty  and  Joffre;  size  16x20.    Price  $1.25 

scapes,  marines,  figures,  etc. — framed  in  a  3  inch  deep  Im, 

walnut  veneer;  size  16k20.    Price  $1.50  Special  assortment  of  50  beautifully  framed  pictures  consisting  of 

Nos.  3043-3043V2 — Genuine  Pearl  Painting  of  old  country  scenes.  etchings,  landscapes,  oil  paintings,  artotype  engravings — 

subjects  assorted;  fine  gold  frame.    Price  ..$2.00  Patriotic    Pearl    Paintings — hand    colored    copies  from 

Special  new  line  of  Patriotic  Pearl  Paintings  and  Pramed  Honor  masterpieces,  etc.      Frames  assorted  in  gold,  im.  walnut 

Bolls  for  soldiers  photos.     Each  $1.50  veneer,  oak,  etc   $50.00 


G.  L.  IRISH,  499  Queen  St.  West,  TORONTO 
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UNIVERSAL 
HOME  NEED 


SPECIFICATIONS 

Height,  69  ins. 

Size  of  Nickeloid  Ex- 
tension Top 
27  X  41  inches 

Finish 
Light  Golden  Flat 

Trimmings 
Nickel  Plated 


THE  WOMAN'S 
FRIEND 


PvIADE  IN  ELM 

No.  69"2  Elm 

Made  in  Best  Elm, 
3-ply 

Built  Up  Stock 

Price,  $67.50  List 


A  GREAT  SELLER 

FOR  FALL  AND  WINTER 

Women  will  do  without  other  things  to  have  one 
of  these  LABOR  and  TIME  SAVERS.  This 
is  the  best  built  and  best  finished  KITCHEN 
KABINET  on  the  market.  No  warping  or  sticking. 
Removable  flour  bin  tilts  forward  for  filling.  Dust 
proof  and  accident  proof. 


IT  HAS  THE  LOOKS 


IT  HAS  THE  WEAR 


Knechtel  Kitchen  Kabinet  Co. 


HANOVER,  ONTARIO 

Selling  Agents — Knechtel  Furniture  Co. 


Limited 
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No.  329— List  53.25 


Our  No.  329  is  a  very  Shapely  Reproduction 
from  the  Queen  Anne  Period 

^  We  are  constantly  proving  that  we  can  make  excellent 
Period  Patterns,  carefully  constructed,  well  finished  and  so  well 
designed  that  the  prices  we  ask  allow  you  to  add  a  good  margin 
of  profit  and  still  have  a  reasonably  priced  suite.  We  predict 
a  wide  popularity  for  this  suite,  which  is  complete,  even  to  the 
chairs.  ^  Made  of  selected  gum,  in  American  Walnut  or 
Mahogany  rubbed  finish.  ^  Keep  in  close  touch  with  our  Period 
Patterns  at  Popular  Prices.  Our  new  goods  will  tone  up  your 
stock  and  they  will  sell  for  you  at  a  good  profit. 

THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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Display  Meaford 
Furniture  Liberally 


for  a 


Quick,  Profitable  Turnover 


M 


earor 


Big  variety  of  Designs 
and  Finishes 

The  Meaford 
Mfg.  Co.,  Limited 

Meaford,  Ont. 


Lines  are 

Great  Sellers 


Jlllllllllllllillllllilllllllllllllllilllllllllllllil 
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Pieces  that 

Bespeak 
Individuality 


The  Meaford 
Mfg.  Co.,  Limited 

Meaford,  Ont. 


New  Designs 

in  Period 


Furniture 
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Soptorribfr.  1016 


Tilt  Top  "T  wins 

TWINS      For  FaU  Trade 


99 


Twm 


The  Twin  Tilting  Top  is  nicely  balanced 
on  heavy  friction-free  hinges  : — a  twist  of  a 
thumb  catch,  a  gentle  lift  and  the  top  tilts 
up,  and  it  remains  there  securely  until  the 
automatic  catch  is  released. 

The  heaviest  table  can  be  moved  readily 
about  from  one  room  lo  another  and  through 
narrow  halls  at  house  cleaning  or  other 
times.  No  need  to  call  the  neighbors  in  or 
dismantle  the  table.    Just  Tilt  the  Top. 

it's  a  great  convenience  when  dusting.  In- 
stead of  getting  down  on  the  knees  to  dust 
the  pedestal  the  housewife  Tilts  the  Top 
and  dusts  from  a  standing  position. 

On  your  floor  the  device  saves  space;  it 
does  away  with  cumbersome  table  racks 
and  the  practice  of  stand  mg  one  table  on 
another,  making  it  easy  to  move  any  table 
out  quickly  to  display  on  a  rug  when  making 
a  sale. 

This  Tilting  device  on  "  Twin  "  Tables  is 
a  great  sales  booster.  It  appeals  to  the 
ladies. 


THE  CHESLEY  FURNITURE  CO.,  Limited 


GEO.  DURST,  President 
WM.  DAMM.  Vice-President 


CHESLEY,  ONTARIO 


W.  G.  DURST.  Manager 

J.  HAUSER.  Executive  Officer 
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KITCHENER 

The  Empire 's  leading  soldier,  whose  name  has  been  appropriated  bv  Berlin,  Ont. 
one  of   Canada's  leading  furniture  manufacturing  centres, 
being  the  first  city  to  thus  perpetuate  his  memory. 


Jti4 
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An  Important  Furniture  Manufacturing  Centre 


By  W.  L.  Edmonds 


ALTHOUGH  in  name    Berlin,    Ont.,    has  become 
Kitchener,  yet  it  has  lost  nothing  in  its  prestige 
as  a  furniture-manufacturing  centre  in  partic- 
nlai-  and  as  an  ijulustrial  centre  in  general. 

A  community  does  not,  any  more  than  an  individual, 
change  its  character  in  the  event  of  changing  its  name. 

The  men  who  in  the  last  year  of  the  last  century  were 
the  leaders  in  that  famous  trek  that  started  115  years 
ago  from  the  United  States  to  Canada  which  finally 
assumed  such  large  and  important  proportions,  and  so 
materially  assisted  in  the  settlement  of  Western  On- 
tario, and  the  founding  of  Berlin  and  Waterloo,  were 
of  the  stuff  which  plant  the  seed  from  which  industrial 
centres  spring.  These  sons  of  the  Teutonic 
race  possessed  a  high 
moral  sense,  untiring  in- 
dustry, foreefulness  of 
character,  indomitable  will 
power,  and  in  an  eminent 
degree  the  (juality  of  busi- 
ness commonsense. 

The  men  of  this  tyiie 
had  more  to  do  with  the 
establishment  of  the  fur- 
niture-manufacturing in- 
dustry than  any  other  fac- 
tor. They  appeared  to 
possess  a  particular  apti- 
tude for  that  particular 
industry.  And  their  labor 
was  not  in  vain.  Neither 
was  their  influence  eon- 
fined  to  Berlin,  Waterloo 
about  those  two  centres 
dustry.  As  a  matter  of  fact  it  has  extended  to  all 
parts  of  the  Dominion  in  which  furniture  is  either 
manufactured  or  sold. 

The  men  who  sprang  from  their  loins  and  are  to-day 
continuing  the  erection  of  the  industrial  superstructure 
of  which  they  well  and  truly  laid  the  foundation,  are 
worthy  descendants  of  their  ancestors.  Indeed,  they  are 
building  a  greater  and  a  better  superstructure  in  the 
furniture  trade  than  their  ancestors  dreamed  of,  for 
the  men  who  laid  the  foundation  of  the  industry  could 
scarcely  have  visualized  the  possibilities  of  either  the 
Doniinion  or  of  the  furniture  industry. 

Even  within  the  short  space  of  the  last  ten  years 
there  has  been  a  development  in  the  furniture-manu- 
facturing industry  of  Canada  beyond  that  probably 
which  anyone  a  decade  ago  thought  possible.  Ten 
years  ago,  for  example,  the  opinion  among  a  great 
many  in  the  trade  was  that  furniture  manufacturing  in 
Canada  would  for  a  long  time  at  least  be  confined  to 
cheaper  grades.  How  short-sighted  this  vision  was  is 
being  demonstrated  every  day  by  the  high  grade  goods 


and  the 
of  the 


View  of  Main  Street,  Kitchener. 


region  round 
furniture  in- 


which  ar'e  being  turned  out  by  the  furniture  factories 
of  Kitchener  and  other  manufacturing  centres. 

It  is  because  of  that  which  was  accomplished  when 
the  city  bore  the  name  of  Berlin  that  one  can  anticipate 
with  confidence  the  continuing  of  the  development  of 
the  fui'niture  industry  under  the  nomenclature  of 
Kitchener. 

When  Berlin  saw  its  first  fuimiture  factory  it  was 
but  a  village,  and  a  small  one  at  that.  That  was  away 
back  in  the  first  half  of  the  last  century. 

When  Mr.  William  Simpson,  who  is  known  as  the 
"daddy"  of  the  industry,  appeared  upon  the  scene 
sixty  years  ago,  Berlin  had  two  small  furniture  faC; 
toi'ies.     From  that  time  down  to  the  present  there  has, 

in  spite  of  many  discour- 
agements, been  a  steady 
development  in  the  city's 
development  as  a  furni- 
ture manufacturing  cen- 
tre, until  to-day  it  can 
boast  of  nearly  a  score. 
Berlin  has  been  termed 
Canada  '  s  "Furniture 
City." 

For  that  growth  which 
characterized  Berlin  as  a 
furniture  manufacturing 
centre  there  must  be  some 
explanation.  Its  location 
scarcely  gave  it  preference 
over  many  centres  of 
population.  Enterprise,  in- 
tegrity, and  industry  in  those  who  launched  and  de- 
veloped the  industry  undoubtedly  contributed  to  its 
permanent  establishment.  But  these  (pialities  alone 
could  not  have  accomplished  it.  The  every-day  ex- 
perience of  business  men  clearly  proves  this. 

The  factor,  plus  those  factors  already  enumerated, 
was  a  deep-seated  belief  in  (p;ality.  They  were 
possessed  with  the  belief  that  what  was  worth 
doing  at  all  Avas  worth  doing  well.  But  they  established 
a  reputation  for  Berlin-made  furniture.  And  that  they 
ultimately  reaped  profits  of  a  substantial  nature  is 
evident  from  the  establishments  they  left  and  dedicated 
to  those  who  succeeded  them  in  the  industry. 

Now  that  the  much-debated  new  name  which  the  city 
was  to  bear  has  been  decided  upon  it  is  to  be  hoped  that 
Kitchener  will  rapidly  become  even  a  greater  manufac- 
turing centre  than  when  the  city  bore  the  name  Berlin. 

There  is  no  reason  why  it  should  not.  provided  that 
those  who  are  at  the  helm  are  made  of  the  same  good 
stuff  as  their  ancestors.  Only  apathy  on  the  part  of 
the  manufacturers  can  prevent  further  and  continued 
development.  And  apathy,  fortunately,  is  something 
which  has  not  characterized  them  in  the  past. 
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Directory  of  Kitchener's  Furniture  Manufacturers 


Anthes  Furniture  Co. 

Dining  room  and  bedroom  furni- 
ture, hall  racks,  seats,  mirrors  and 
chairs. 


Baetz  Bros.  Furniture  Co.  Limited. 

Dining  room  and  bedroom  chairs, 
parlor  frames,  bungalow  and  living 
room  furniture. 


Berlin  Interior  Hardwood  Co.  Ltd. 

Interior  fittings  and  opera  chairs. 

Berlin  Office  and  Fixture  Co. 

Office  furniture,  library  tables, 
bedroom  furniture. 

Berlin  Table  Mfg.  Co.,  The 

Dining  room  suites  and  e«tension 
tables. 

De  Luxe  Upholstering  Co.,  Ltd. 

Upholstered  furniture. 


Krug  Furniture  Co.  Ltd.,  H. 

Living  room  and  den  furniture  and 
fancy  parlor  tables,  office  chairs, 
etc. 

Hibner  Furniture  Co.  Ltd.,  D. 

Dining  room  furniture. 

Hackborn  &  Co.  Ltd.,  Geo.  H. 

Upliolstered  furniture. 

Jacques  Furniture  Co.  Ltd. 

Bedroom  furniture,  dressers  and 
stands;  hall  clocks. 

Kreiner  &  Co. 

Library  tables,  den  furniture,  par- 
lor tables,  bookcases  and  ladies' 
desks. 

Lloyd  Mfg.  Co. 

Go-carts,  sulkies  and  baby  car- 
riages. 


Lippert  Table  Co.  Ltd.,  Geo.  J. 

Dining  room  tables,  library  tables, 
table  lamips,  pedestals  and  candle- 
sticks. 

Lippert  Furniture  Co.  Ltd. 

I'arloi'  frames,  den  furniture,  liv- 
ing room  furniture,  diners. 

National  Furniture  Co.  Ltd. 

I'aiior  and  living  room  furniture. 

Onward  Mfg.  Co.  Ltd. 

Sliding  furniture  shoes,  vacuum 
cleaners. 

Walter  &  Sons,  J. 

Wood  fibre  carvings. 

Wunder  Furniture  Co.  Ltd. 

Hall  furniture,  parlor  furniture, 
and  dining  chairs. 

Walker  Bin  &  Store  Fixture 
Co.,  Limited. 

Interior  fitting-s. 


High  Grade  Furniture 

□ 

Illustrated  is  China  Cabinet  No.  953, 
made  in  solid  mahogany,  marquetry 
inlaid,  highly  polished,  48"  wide,  64" 
high,  mirror  I  0"x42" 

We  manufacture  complete  Diningroom 
Suites  in  oak  and  solid  mahogany. 
Parlor  and  Library  Tables,  Sectional 
Book  Cases  and  Parlor  Suites. 


THE  D.  HIBNER  FURNITURE  CO. 

LIMI'IEI) 

KITCHENER  -  ONTARIO 
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The  Berl  in  Furniture  Company,  Limited,  begs  to 
announce  to  the  trade  that  it  has  changed  its  name 
from  The  BerHn  Furniture  Company,  Limited,  to 
The  Jacques  Furniture  Company,  Limited.  ^^  We 
offer  the  assurance,  with  this  announcement,  of  our 
continuance  in  the  manufacture  of  medium  and  high 
grade  bedroom  furniture  in  period  designs,  and  will 
add  from  time  to  time,  new  designs  in  keeping  with 
the  changing  demands  and  latest  developments  in 
furniture  making  ^  Coupled  with  the  making  of 
good  furniture  is  service,  and  we  have  put  forth 
every  effort  to  make  this  not  only  a  by-word  in  our 
establishment  but  a  rock  on  which  we  are  building 
our  success.    ^  We  ask  your  continued  patronage. 


The  Jacques  Furniture  Company 

Limiled 

Kitchener        -  Ontario 

(  formerly  Berlin  Furniture  Company,  Limited) 
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CANADA 


No.  577 


No.  550 


No.  576 


BAETZ  BROS. 

FURNITURE  CO.,  LIMITED 

KITCHENER   -  ONT. 


iiiiniiiiiiiiiiiiiillii 

Specializing  in 


m 


Complete  Living-Room 
Suites 

in  Period  Styles  at 
Moderate  Prices 


CHESTERFIELD 
SETTEES  and  CHAIRS 
OVER-STUFFED  SUITES 
and  CHAIRS 
JACOBEAN  and 
WILLIAM  and  MARY 
SUITES 

CHAIRS,  ROCKERS, 

TABLES 

TABLE  DESKS 

WRITING  TABLES 

FLOOR  and  TABLE 

LAMPS 

CLOCKS 

PEDESTALS 

TABOURETTES 

STOOLS 

and  OTHER  LINES 

in  Oak,   IValnict  and 
Mahogany 


MANY  NEW  PATTERNS  ARE  NOW 
READY.  BLUE  PRINTS  and  PRICES 
GLADLY  FURNISHED.     WRITE  US. 


No.  914 


No.  551 


No.  829 
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KlITCHENEPo 


CANADA 


No.  308 


No.  315 


A  new  line  of  Library  Tables 

IN  QUARTERED  AND  PLAIN  OAK 

For  several  years  we  have  been  engaged  in  the  manufacture  of  high-grade  interior  fittings  for 
Offices,  Banks  and  Pubhc  Buildings.  Our  work  may  be  seen  in  some  of  the  largest  offices  from 
the  Atlantic  to  the  Pacific  Coasts. 

In  the  expansion  of  our  business  we  have  launched  into  the  furniture  manufacturing  and  now 
offer  to  the  trade  a  choice  selection  of  popular  priced  Library  Tables  in  Quai  tared  and  Plain 
Oak — any  Shade  or  Finish. 

Also  a  Quick-Selling  Line  of  Bedroom  Furniture 
in  Mahogany,  Walnut,  Quartered  and  Plain  Oak  in  a  great  variety  of  designs. 

The  goods  are  right.    The  prices  are  right.    Ask  for  Jull  particulars. 

BERLIN  OFFICE  &  FURNITURE  CO. 

KITCHENER,  ONTARIO 


No.  303 


No.  313 
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THE 

LIPPERT 

FURNITURE 

COMPANY.  LIMITED, 


rioii^minjroon) 


BERLIN 
CANADA 


No.  2003 
TOP  ^S"X4e" 
e  xa-  EXTENSIONS 


IMo.  2003 


HEIGHT  65''  WIDTH  DEPTH  XA' 


No.  2003 

HEIGHT  53-WIDTH  54."OEPTH  22"  4» 
PLAIN  MIRROR  8"X44" 


No.  2003 
HEIGHT  AO-  WIDTH  38"  DEPTH  IS" 
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ICITCHENEPo 


CANADA 


in —    N 
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Model  "Prince,"  $106.00. 


pHONOLA  SELLING  knows  no  season.  It  goes 
on  every  month  of  the  twelve.  But  this  Fall  is 
going  to  be  a  record-breaker  for  talking  machine  sales, 
and  the  different  PHONOLA  models  give  you  the 
finest  possible  line  to  get  the  lion's  share  of  the  trade. 

^  The  smooth,  sweet  tone,  the  noiseless  durable  motor, 
and  the  elegance  of  design  and  finish  all  commend  the 
PHONOLA  to  the  musical  public. 

PRICES,  $15  to  $250. 


Odeon  Double  Disc  Records 

lO-incli  -  11-inch  -  12  inch.       85  cents  to  $3.00 

In  Odeon  Records  you  get  the  finest  talent  in  the 
world  at  lower  prices  than  anywhere  else — 

Emm})  Destinn,  Leo  Slezak,  Carlo  Alhani,  Frieda  Hempel, 
H.M.  Grenadier  Quards  Band,  T'aris  Qrand  Symphony  Orchestra 

Odeon  popular  records  furnish  a  variety  of  music  to  suit  all  manner  of 
tastes.    VVrite  for  our  list  of  Odeon  Records. 


The  Pollock  Manufacturing  Co. 

Limited 

Kitchener  Canada 


Our  dealers'  terms 

make  the  Phonola 
Agencv  the  most 
attractive  on  the 
market.  Every 
day's  delay  in  get 
ting  particulars  of 
this  means  some 
thing  lost.  Write 
to-day. 


Model  "Duke,"  $85.00. 


Model  A,  $65.00. 
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The  Gold  Medal  Line 

"PURITY" 


(Registered  Trade  Mark) 


MATTRESSES 

of  good  uniform  quality,  at  reasonable  prices 


We  have  a  large  stock  of  superior  white  layer  felt  and  assorted 
tickings.    Immediate  delivery  may  be  had  of  our — 

Gold  Medal,  1st  grade.    Manitoba,  2nd  grade.    Ontario,  3rd  grade. 

Guaranteed  all  White  Layer  Felt—Big  Values 

The  Gold  Medal  Furniture  Mfg.  Co. 

Limited 

Head  Office:  Van  Horne  St.,  Toronto  Factories  alto  at  Montreal,  Winnipeg  and  Uxbridge 
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No  Trifling  with  these  Words 


The  IKtn6pl  kind  of  divanettes  are  in  all  probability  the 
most  certainly  saleable  and  profitable  retailing  possi- 
bility in  that  branch  of  the  business. 

It  is  the  principle  of  construction  involved  in  the  IKtttbH 
kind  that  makes  good  design  a  realized  possibility,  it 
is  this  feature  that  makes  them  leaders. 

In  demonstrating,  you  can,  right  at  the  start,  create  a 
favorable  impression  in  your  customer's  mind  by  shov^- 
ing  with  what  ease  the  jKtn^pl  can  be  operated. 


SEE  THE  IKiuJirl  DEMONSTRATION 
AT  TORONTO  EXHIBITION 


THE  KINDEL  BED  COMPANY 

LIMITED 

TORONTO,  ONTARIO 
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The  finest  of  all  fine  goods 

Correct  Period  Suites 

for  Bed  Room  and 
Dining  Room 


OUR  NEW  FALL  LINE 

POPULARLY  PRICED 


(Huronto 
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Bright  Outlook  for  the  Fall  Furniture  Trade 

Conditions  are  so  promising  that  the  retailer  is  warranted 
in  malting  ambitious  plans  for  bringing  business  to  his  store. 


By  W.  h.  EDMONDS 


THAT  the  outlook  for  the 
Fall  furniture  trade  is 
promising  there  can  be 
no  doubt.  If  there  is  anyone 
in  whose  mind  there  may  be 
a  doubt  the  cause  must  be 
either  adverse  local  conditions 
or  a  mind  actuated  by  pessim- 
ism, for  taken  on  the  whole 

the  conditions  were  probably  never  more  satisfactory. 

True,  the  yield  of  grain  will  not  be  as  large  as  last 
year.  But  scarcely  anyone  expected  that  it  would 
be.  Abnormally  large  crops  do  not  as  a  rule  follow 
each  other  in  immediate  succession.  But  even  if  the 
crop  is  below  that  of  last  year,  taking  the  Dominion  as 
a  whole,  it  is  practically  certain  that  it  will  be  con- 
siderably ahead  of  the  average  of  the  years  preceding 
the  enormous  crop  of  1915.  The  hay  and  clover  crop, 
which  is  such  an  important  one  in  Canada,  and  now 
even  more  so  on  account  of  the  war  and  the  high  prices 
obtaining,  is  in  quantity  and  value  in  excess  of  any  year 
in  the  history  of  the  Dominion.  That  means  much  to 
the  live  stock  industry  as  well  as  to  the  immediate  gain 
of  the  farmers'  pockets.  And  live  stock  bulks  larger 
in  Canada  to-day  than  at  any  time  previously  in  the 
country's  history.  Pound  for  pound,  live  stock  is 
worth  double  the  amount  of  money  it  was  a  few  ^"ears 
ago. 

Condition  of  the  Masses 

Then  there  is  the  great  mass  of  work  people.  There 
never  was  a  time  in  the  history  of  the  Dominion  when 
they  were  as  well  employed  as  they  are  at  present.  It 
is  not  now  so  much  the  looking  for  a  job.  The  jobs  are 
now  looking  for  the  men  and  the  women  to  fill  them.  . 

The  natural  result  of  these  favorable  conditions  is 
an  abundance  of  money.  Never  in  its  history  did  the 
country  possess  so  much  of  it.  If  we  want  proof  of  it 
we  have  only  to  examine  the  bank  returns.  They  show 
that  the  deposits  of  the  Canadian  people  at  the  end  of 
June  totalled  the  enormous  siim  of  $1,372,800,000. 
This,  compared  with  a  year  ago  is  an  increase  of 
$222,000,000.  Compared  with  previous  records  it 
leaves  them  all  in  the  shade.  Putting  it  another  way, 
it  means  that  the  deposits  of  the  Canadian  people  are 
about  twenty-eight  dollars  per  head  of  population 
larger  than  was  the  case  a  year  ago.  This  shows  that 
they  are  in  a  better  position  to  buy  furniture  or  any- 
thing else  than  they  ever  were  before. 

A  Little  More  Effort  Gets  a  Little  More  Business 

That  people  are  more  disposed  to  buy  furniture  when 
they  are  in  easy  circumstances  than  when  the  contents 
of  the  money  bags  are  low  there  can  be  no  doubt.  It 
is  equally  certain  that  many  people  will  buy  many 
things  without  any  effort  being  made  to  induce  them 
to  buy.  What,  then,  is  the  inference?  Simply  and 
solely  that  a  little  more  ef¥ort  on  the  part  of  those  who 
have  furniture  to  sell  them  will  result  in  their  buying 
a  little  more.     That  is  sound  business  logic. 

That  being  the  case  it  naturally  follows  that  the  pre- 
sent is  an  encouraging  as  well  as  an  opportune  time  for 


IT  is  only  those  dealers  who  make 
a  big  push  for  the  fall  furniture 
trade  who  can  hope  to  secure  a 
big  share  of  it. 


the  retail  furniture  dealers  of 
Canada  to  set  their  stores  in 
order  for  the  Fall  trade. 

As  the  evenings  become 
shorter  and  the  air  cooler,  men 
and  women  naturally  spend 
more  of  their  time  within 
doors.  Consequently  it  is  a 
time  when  they  begin  to  give 
more  attention  to  the  comforts  appertaining  to  indoor 
life.  The  men  begin  to  think  of  easy  chairs,  den  fur- 
niture, smoking  tables  and  other  articles  of  furniture 
peculiar  to  their  comforts,  fads  and  fancies.  The 
thoughts  of  women  begin  to  turn  to  the  necessity  for 
new  dining  room  furniture,  new  bed  room  suites,  new 
bed  comforters,  new  work  tables,  new  music  stands, 
talking  machines,  etc.  In  fact  it  is  the  woman  that 
does  most  of  the  thinking.  It  is  natural  that  it  should 
be  so.  Her  place  is  the  home,  and  when  she  is  not 
there  she  is  ten  chances  to  one  visiting  the  home  of  a 
friend  or  of  an  acquaintance.  In  the  latter  case  she  is 
almost  invariably  reminded  from  observation  that  Mrs. 
So-and-so  has  got  something  in  the  furniture  line  that 
she  hasn't  got  that  she  would  like  to  have  in  her  home. 
The  season  when  she  gets  these  ideas  more  than  at  any 
other  time  is  now  close  at  hand. 

But  while  all  people  recognize  some  of  their  necessi- 
ties, all  people  do  not  recognize  all  their  necessities, 
either  from  observation  Avithin  the  confines  of  their 
own  home  or  in  the  home  of  friends.  This  is  where 
the  live  retailer  comes  in.  Having  the  goods  to  sup- 
ply all  needs  and  tastes  it  is  up  to  him  to  convey  the 
information  to  the  buying  public. 

Wisdom  of  Aggressiveness 

When  people  come  into  his  store  he  of  course  has  the 
opportunity  of  showing  them  his  stock,  and  by  exercis- 
ing his  qualities  as  a  salesman,  induce  them  to  pur- 
chase. But  his  duty  is  not  to  wait  until  they  enter  un- 
invited his  store. 

Here  and  there  one  runs  across  a  dealer  who,  judging 
by  his  inertia,  seems  to  think  that  about  all  he  has  to 
do  is  to  get  the  goods  into  his  store  and  trust  in  Provi- 
dence to  bring  customers  to  purchase  them.  Of 
course  the  real  business  man  does  not  pursue  any  such 
easy  methods.  He  knows  that  if  he  is  going  to  do 
something  more  than  a  mere  "pick-me-up"  business 
he  has  got  to  employ  every  legitimate  method  that  in- 
genuity can  devise.  In  other  words,  he  hustles  for 
business.     And  what  is  more  he  gets  it. 

Advertising  Methods 

Knowing  the  potency  of  advertising  he  carefully 
studies  how  he  can  obtain  the  best  results  from  its  em- 
ployment. He  does  not  wait  until  the  newspaper  pub- 
lisher is  calling  for  copy  to  consider  what  and  how  he 
shall  advertise.  He  thinks  it  out  ahead  of  time,  know- 
ing that  if  he  is  going  to  get  the  best  results  he  can 
only  obtain  the  best  psychological  effects  by  preparing 
copy  that  will  arrest  the  attention  and  hold  it.  He'll 
probably  also  get  out  a  small  folder  and  send  it  to 
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prospective  customers  in  his  locality.  If  his  biisiness 
is  a  large  one  he  sometimes  gets  out  what  approximates 
to  a  catalogue.  As  some  of  the  manufacturers  will 
supply  him  with  electros  the  latter  is  a  comparatively 
easy  undertaking.  At  any  rate  it  is  not  as  costly  as 
some  might  imagine.  Those  who  have  tried  it  have 
found  it  a  perpetual  business-getter.  And  occasioruilly 
it  even  brings  business  from  unexpected  (]uarters. 

The  Window  as  a  Selling  Force 

Window  displays  of  course  come  in  for  attention 
from  the  alert  furniture  dealer.  Kjiowing  that  win- 
dows cost  money^  he  prepares  his  plans  well  ahead  in 
order  that  the  best  results  may  be  obtained.  He  does 
not  throw  his  goods  into  his  window  without  any  idea 
as  to  whether  or  not  they  are  seasonable.  Neither  does 
he  crowd  his  window,  knowing  that  if  he  is  going  to 
obtain  the  best  psychological  effect  there  must  be  strik- 
ing as  well  as  orderly  displays.  Otherwise  people  will 
pass  by  without  comprehending.  In  that  even  he 
might  almost  as  well  have  his  blinds  down  as  up. 

By  planning  well  ahead  the  dealer  is  able  to  arrange 
for  a  series  of  displays.  Now,  for  example,  a  dining 
room  suite.  At  another  a  living  room  or  a  bedroom 
suite.  At  still  another  an  outfit  for  a  modern  den,  in 
order  that  he  can  prove  to  the  men  that  he  is  not  en- 
tirely forgetful  of  their  welfare  and  comfort. 

If  he  carries  talking  machines  and  records  in  stock, 
as  an  increasingly  number  of  dealers  are  doing,  he  will 


probably  arrange  to  give  them  separate  and  special 
display.  Or  if  he  doesn't  do  that  he  will  see  that  they 
are  in  evidence  when  living  room  furniture  is  getting 
its  chance  in  the  window. 

And  the  modern  furniture  dealer  is  not  merely  sat- 
isfied with  giving  separate  lines  of  furniture  special  dis- 
plays, but  he  endeavors  to  arrange  them  with  such 
skill  that  he  will  make  them  approximate  as  closely  as 
l)Ossible  to  the  phase  of  home  life  as  they  are  intended 
to  represent.  A  few  wax  figures  arranged  in  positions 
as  natural  as  is  possible  for  ingenuity  to  place  them, 
helps  him  materially  in  this  respect. 

Interior  Displays 

Interior  displays  of  furniture  for  the  Fall  trade  ar- 
ranged, ]ik(>  the  window  displays,  with  a  view  to  repre- 
senting natural  home  conditions,  have  also  been  found 
to  be  effective  as  selling  agencies.  And  one  thing 
about  these  interior  displays  is  that  they  do  not,  as  a 
rule,  need  to  be  changed  while  the  Fall  season  is  on. 

While  the  carrying  out  of  these  plans  for  the  procur- 
ing of  Fall  business  demands  much  time  and  thought, 
yet  it  pays.  And  that,  after  all  is  the  end  sought. 
With  the  outlook  for  Fall  business  so  bright  as  it  is  the 
furniture  dealers  of  Canada  are  certainly  warranted  in 
making  all  possible  arrangement  for  securing  as  large  a 
share  of  it  as  possible. 

That  the  game  is  worth  the  candle  there  can  be  no 
doubt. 


Handling  Country  Accounts 


One  of  the  problems  of  the  small  town  merchant  who 
has  country  trade  is  that  of  credit,  says  The  Southern 
Furniture  Journal.  The  farmer  fre(|uently  requests 
the  accommodation  of  credit  through  spring  and  sum- 
mer until  his  crops  are  marketed.  He  then  calls  and 
settles  his  bill  for  purchases  made  in  the  meantime.  But 
occasionally  the  crop  does  not  turn  out  as  well  as  ex- 
pected, and  the  farmer  is  pressed  for  money  even  after 
it  is  gathered.  He  cannot  meet  all  obligations  and 
some  one  has  to  wait.  Usually  it  is  the  dealer,  who, 
knowing  the  circumstances,  can  only  grin  and  bear  it. 

Now  the  margin  of  profit  of  the  average  merchant 
will  not  allow  for  any  such  extension  of  time  without 
turning  into  a  loss ;  but  the  following  is  a  diplomatic 
method  to  secure  yonv  money,  and  still  have  it  earn  in- 
terest for  you.  When  the  patron  asks  for  an  exten- 
sion of  time,  sympathize  with  him  or  her  and  explain 
that  your  margin  of  profit  on  the  sales  was  small — in 
fact,  just  the  same  as  you  make  on  cash  customers. 
This  margin  of  profit  will  not  allow  for  another  exten- 
sion of  time,  because  your  money  would  be  tied  up  with- 
out earning  its  interest.  However,  you  always  like  to 
help  your  customers  out  of  a  difficulty,  and  you  are 
confident  that  the  customer  would  not  desire  you  to  lose 
or  be  inconvenienced  thereby.  Therefore,  if  he  or  she 
will  give  you  a  personal  note  for  the  amount  payable 
one  year  (or  other  specified  time)  from  date  and  bear- 
ing interest,  it  will  give  you  a  paper  that  you  can  use 
at  the  bank  as  basis  for  loan  in  case  you  should  hap- 
pen to  be  in  his  or  her  situation — close  pressed  for 
ready  cash. 


Pianos  as  Side  Line 


An  example  of  branching  out  into  a  side  line  is  that 
of  a  furniture  dealer  in  a  small  town  out  West.  This 
dealer  was  about  to  purchase  a  piano  for  his  own  use, 
when  the  idea  occurred  to  him  that  if  he  was  to  take 
the  agency  for  one  of  the  manufacturers  he  could  save 
money  on  the  purchase  of  his  own  instrument.  After 
getting  terms  from  variotis  dealers  he  bought  a  sample 
piano  from  a  manufacturer  who  allowed  him  a  discount 
of  $75  on  his  own  instrument,  and  agreed  to  spend  an 
additional  $25  in  advertising  the  piano  in  a  local  paper 
above  the  signature  of  the  furniture  dealer  as  agent. 
Instead  of  having  the  piano  taken  to  his  residence  im- 
mediately on  arrival  he  placed  it  in  his  show  window, 
to  remain  there  during  the  weeks  the  manufacturer 
was  advertising  in  the  local  weekly  paper. 

There  had  never  been  an  agent  for  pianos  in  the  town, 
and  the  piano  in  the  show  window  of  the  furniture 
dealer  was  seen  by  every  one  in  the  town  before  a  week 
had  passed.  Then  one  or  two  inquired  for  prices,  and 
before  the  dealer  had  an  opportunity  to  take  the  in- 
strument to  his  own  residence  it  was  sold  to  one  of  the 
local  merchants.  Another  piano  was  ordered,  but 
this  was  at  once  taken  to  the  dealer's  residence,  where 
he  was  willing  to  show  it  to  anyone  thinking  of  buying 
a  piano.  The  first  year  he  sold  four  pianos,  making  a 
profit  of  a  little  more  than  $300,  and  at  the  same  time 
establishing  himself  cs  a  reputable  dealer  in  musical  in- 
struments. 


A  lazy  man  is  no  worse  than  a  dead  one  but  he  takes 
up  more  room. 
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Sales  Factors  that  Count  in  a  Washing  Machine  Campaign 


How  an  American  firm  conducted  a  sales  campaign — Ad- 
vertising and  window  display  methods — Results  of  the  effort. 


A  thoroug:h  understanding  of  sales  factors,  which 
may  be  enumerated  in  part  as  sales  organization,  an- 
alysis of  the  market,  special  appeals  to  the  public,  win- 
dow-display, advertising,  demonstration,  and  the  like, 
and  which  may  be  termed  the  levers  of  merchandising, 
followed  by  their  coherent  and  skillful  usage  is  sure 
to  result  in  merchandising  of  a  highly  successful  de- 
gree. A  thoughtful  direction  of  every  factor,  rather 
than  hurriedly  increased  effort,  brings  the  highest  per- 
centage of  net  results. 

The  opportunity  and  necessity  for  using  sales  factors 
in  their  highest  degree  is  given  to  the  merchandiser  of 
electrical  appliances  because  in  the  majority  of  in- 
stances the  business  requires  pure  salesmanship,  rather 
than  order-taking.  The  reason  for  this  is  that  the  sale 
of  electrical  appliances  does  not  resemble  that  of  staple 
household  necessities.  They  only  become  so  after  their 
introduction  into  the  home,  where  their  convenience 
and  utility  transpose  them  into  necessities.  Electrical 
appliances  demand  explanation  and  demonstration  be- 
fore their  introduction  can  be  secured ;  in  other  words, 
exploitation,  And  in  exploiting  an  article  all  the  prin- 
ciples of  expert  salesmanship  are  called  into  use. 

Hence,  the  necessity  for  campaigns  for  the  sale  of 
electrical  appliancesL  But  a  campaign  is  not  a  sale.  It 
is  much  more.  The  dictionary  meaning  of  campaign  is 
"a  connected  series  of  operations  to  bring  about  a  de- 
sired result."  And  since  a  "connected  series  of  opera- 
tions" sounds  familiarly  like  "co-operation,"  we  may 
say  a  "co-operation  to  bring  about  the  desired  result" 
is  a  campaign;  that  isi,  the  co-operation  of  the  sales 
factors. 

These  opening  paragraphs  are  in  explanation  of  the 
fundamental  principles  used  in  the  sales  work  of  an 
American  firm  whose  efforts  might  well  be  emulated 
by  Canadian  furniture  dealers.  This  firm  was  em- 
ployed in  formulating  and  carrying  out  plans  for  what 
proved  to  be  a  very  successful  electric  washing-machine 
campaign,  which  was  of  two  weeks'  duration. 

A  careful  survey  of  the  prospective  field  was  the  first 
movement  in  the  campaign.  An  analysis  was  made  of 
the  company's  list  of  prospective  washing-machine  cus- 
tomers and  a  review  of  the  estimated  sales  in  the  city 
as  a  whole.  In  other  words,  the  analysis  of  the  mar- 
ket, which,  though  briefly  stated,  meant  many  hours 
of  detail  work  and  planning.  The  new  residential  rate 
for  electricity  in  the  town  was  a  stimulus  to  the  public 
for  the  use  of  additional  labor-saving  and  convenient 
electrical  appliances  and  was  an  important  factor  in 
aiding  the  company's  campaign. 

Carload  of  Electric  Washing  Machines  Ordered 

A  carload  of  eleotric  washing  machines  was  ordered 
some  months  in  advance,  and  delivery  secured  so  the 
campaign  could  be  started  on  time.  It  was  decided 
to  make  two  weeks  the  limiting  time  in  which  to  dis- 
pose of  the  machines.  The  established  retail  selling 
price  of  this  particular  machine  is  $105,  and  at  no 
previous  time  had  the  price  even  been  varied.  How- 
ever, during  this  campaign  customers  were  given  a  spe- 
cial discount  of  $5.  AH  that  was  required  for  the  first 
payment  was  $5,  this  to  be  followed  by  regular  monthly 
payments  of  $7.50  until  the  total  purchase  price  was 


paid.  Under  regular  conditions  the  company  stipu- 
lates a  first  payment  of  $20,  followed  by  monthly  pay- 
ments of  $10. 

With  terms  established  and  the  stock  of  machines 
on  hand,  the  whole  plan  of  the  campaign  was  ready  for 
its  unfolding.  Preparations  were  made  for  getting  the 
public  firmly  interested,  and  here  the  preliminary  plans 
for  advertising  were  called  into  play.  The  first  indica- 
tion to  the  public  of  an  electric  washing-machine 
demonstration  and  sale  was  given  by  the  insertion  of  a 
number  of  so-called  "teaser"  advertisements  in  the 
town's  daily  newspapers  during  the  week  preceding 
the  sale.  The  day  before  the  opening  of  the  campaign 
half-page  advertisements  appeared  in  two  of  the 
evening  newspapers,  a  full  announcement  of  the  demon- 
stration, sale  inducements,  terms  of  payment,  and 
description  and  advantages  of  the  machine  being  given. 
Special  emphasis  was  laid  on  the  mode  of  operation  and 
the  fact  that  a  five-year  guarantee  went  with  every 
machine. 

Advertising  and  Window  Display 

The  newspapers  were  used  for  a  generous  advertising 
campaign.  The  advertisements  were  very  explicit,  be- 
ing designed  to  give  the  interested  housewife  an  oppor- 
tunity to  read  many  of  the  answers  to  questions  she 
would  have  in  mind  regarding  the  convenience  and 
operation  of  an  electric  washing  machine  in  her  own 
honie_.  Avenues  were  prepared  leading  up  to  the  de- 
sirability of  seeing  the  demonstration  and  in  prepara- 
tion of  opportunities  for  the  demonstrator  and  sales- 
men to  repeat  the  talking  points  given  in  the  advertise- 
ments and  then  climaxing  a  sale  by  giving  additional 
talking  points.  The  advertisements  were  continued 
during  the  campaign,  being  reduced  to  one-fourth  page 
and  inserted  every  other  day,  former  experiences  prov- 
ing to  the  company  that  nearly  as  good  results  were 
obtained  in  this  way  as  with  daily  insertions. 

Originality  and  timeliness  in  window  displays  have 
become  characteristic  of  this  firm.  In  describing  this 
campaign  it  would  not  do  to  recite  the  number  of  unique 
and  timely  displays  made  in  the  past  few  years.  The 
company  has  two  show  windows,  with  the  entrance  to 
the  store  between  them,  which,  added  to  the  fact  that 
there  is  an  alley  on  one  side  of  the  store,  gives  a  maxi- 
mum of  window  frontage.  The  two  windows  are  often 
used  for  displaying  contrasting  exhibits,  and  this  idea 
was  used  in  the  campaign. 

Old  Back-Breaking  Method  Illustrated 

The  old  method  of  doing  the  family  washing,  with 
its  accompanying  disorder  and  inconvenience,  was  il- 
lustrated in  one  window  by  a  colored  "mammy,"  who 
performed  the  operations  in  a  slip-shod  manner. 
"Glooms"  were  scattered  about  the  window,  the  large 
card  stating  "gloom  filled  every  wash  day  with  hard 
labor,  aches  and  pains  until  an  electric  transformed  it 
into — see  other  window  for  your  answer."  Then  came 
the  contrast,  for  in  the  other  window  joy  in  washing 
was  typified,  which,  as  the  card  stated,  "reigns  supreme 
if  you  own  an  electric.  No  more  hard  work ;  just  turn 
the  handle  and  this  wonderful  servant  does  the  rest." 
A  lady  demonstrator  was  obtained  from  the  manufae- 
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turers  of  the  machine,  and  performed  the  actual  opera- 
tions in  doing  a  washing,  displaying  cards  which  ex- 
plained the  successive  processes  in  their  order.  These 
were  very  similar  to  those  given  in  the  newspaper  ad- 
vertisement, and  served  as  an  illustration  of  the  efforts 
made  to  link  the  window  display  as  closely  as  possible 
to  the  printed  matter,  enabling  people  who  read  the 
advertisements  to  eome  and  see  the  operations  actually 
performed.  A  number  of  other  electrical  appliances, 
ineluding  a  range,  vacuum  cleaner  and  flatirons,  formed 


part  of  the  background  of  the  exhibit  in  this  window. 

During  the  two  weeks  of  the  campaign  41  washing 
machines  were  sold,  and  the  effects  produced  by  the 
demonstration  and  advertising  were  so  lasting  that 
the  remainder  of  the  carload  of  60  machines  was  dis- 
posed of  during  the  two  weeks  following  the  close  of 
the  campaign.  The  company  considers  these  results 
very  gratifying  and  expresses  the  opinion  that  this  is 
the  largest  number  of  electric  washing  machines  sold 
in  the  Northwest  in  the  same  period  of  time. 


Little  Helps  that  Make  for  More  Fall  Sales 

Methods  that  could  be  used  when  summer  is  past 


THE  approach  of  the  Fall  season  brings  with  it  a 
feeling  of  relief  that  the  somewhat  dull  season 
of  summer  is  at  an  end  and  one  of  the  best  sell- 
ing seasons  of  the  year  is  at  our  door.     From  now  un- 
til the  close  of  Christmastide  will  depend  the  amount 
of  success  that  this  year's  business  will  bring. 


USE  OF  PAY  ENVELOPES 

It  is  not  uncommon  for  dealers  to  use  advertising 
space  on  pay  envelopes  of  local  manufacturers,  some- 
times going  so  far  as  to  supply  the  envelopes  free  for 
the  privilege  of  using  that  space.  In  using  an  adver- 
tisement in  this  space,  it  might  be  worded  something 
as  follows:  "One  of  the  dollars  inside  is  worth  more 
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Announcement 

To  The  Public  of  Toronto  re 

New  Furniture 
Department 


For  over  2.>  \t.h-s  wo  hav^-  ,:arnc<J  »ii  . 
stove  biifiinrssp.s  in  Canada — niuI  now 
maav  old  customers,  and  proap-i  tive  i 
added  lo  our  hip  stork  of  sfovcs  a  In 


tore,  compi 


and  kitch' 


1^  parlor,  hiring  room,  dining  room 
furniture  "also  "mattresses,  springB,  kitchi 


f  household  fumi 
bedroom, 


'tures,  etc 


ratora,  oiWloth.^,  linoleuma.  baby 


ipringB,  k 
carnagei 


:abin< 


Our  Htove  hoes,  surb  as  the  celebrated  Detroit  Gas  Stovi 

and  Peninsular  Combination  Coal  and  Oa^  Stoves  nrv  well  knowt 
and  we  aasuiO  our  patrons  that  Ibe  goods  in  the  new  furoifure  df 
partment  will  be  up  to  the  standard  of  our  stoves  Tfios''  ivln 
have  given  us  their  stovo  busineiw  in  the  past  will  fiod  tlie  ^don 
good  service  in  our  fuVniture  department,  and  evcrynnr  will  i,.  ,i 
welcome  to  look  as  to  buy. 

Terms  wj^  he  casJi  or  orcdit  a»  desired,  and  the  sloip  will  nlwa' 
be  ojtcn  in  the  evenings. 

A,  Welch  &  Son 

304  Queen  St.  W. 


1  Slrett  Can  Blop  « 


lock    Eut   of  BpAdlnt 


^ElElCHllHlIHlElIHlEllHlIElBBIHlEllHlEKHlIHICHlIEllHHsJEn^ 

How  a  Toronto  dealer  introduced  liis  furniture  line 
to  his  stove  customers. 

than  the  rest.     It  is  the  dollar  you  bring  to  Blank's 

furniture  store  and  pay  for   . "      Then  go  on 

with  a  brief  description  of  the  item  mentioned  and  with 
the  reasons  why  it  is  better  worth  a  dollar  than  any- 
thing else  the  dollar  would  buy. 

GETTING  NEW  FAMILY  AS  CUSTOMERS 

Wh  en  a  new  family  comes  to  town,  there  is  a  chance 
to  add  a  new  customer  to  your  list.     The  family  us- 


ually comes  without  preferences  in  regard  to  a  place  to 
buy  their  supplies  in  your  line.  In  addition  to  the  us- 
ual method  of  interesting  the  family  by  personal  call 
or  by  letter,  make  your  store  known  and  regarded 
agreeably  by  delivering  to  that  family  a  small  package 
of  souvenir  post  cards  showing  a  comprehensive  assort- 
ment of  views  of  the  locality,  including  pictures  of  the 
inside  and  outside  of  your  store.  Your  advertisement 
on  the  envelope  should  state  your  line  of  business,  your 
good  wishes  for  the  newcomers,  and  the  hope  that  you 
may  be  favored  with  their  trade,  suggesting  that  they 
call  upon  you  for  any  favors  or  information  wanted. 


A  RECORD  OF  IDEAS 

Keep  a  record  of  the  plans  and  schemes  you  have 
worked  out  for  your  department  or  business.  Put 
down  all  the  details  in  black  and  white  and  you  won't 
forget  them.  You  won't  have  to  work  them  all  out 
again,  and  the  record  may  often  relieve  you  of  the  ne- 
cessity of  explaining  at  great  length  to  your  assistant. 
There  is,  or  should  be,  much  detail  work  to  the  proper 
running  of  a  housefurnishing  store  or  department,  and 
it  is  wise  to  adopt  all  the  simple  short-cuts  and  helps 
possible. 

GET  A  GOOD  STORE  SIGN 

A  good  sign,  running  across  the  front  of  the  ordinary 
store — twenty-two  feet — with  letters  of  gold  on  a  black 
sanded  background,  or  painted  in  colors  and  sanded, 
will  cost  anywhere  from  $10.00  to  $20.00,  depending 
upon  conditions.  It  is  not  necessary  that  you  buy  an 
expensive  sign,  but  you  must  have  one  of  some  kind. 
Perhaps  lettering  upon  the  windows  w'ill  answer.  Or, 
if  you  are  compelled  to  buy  an  awning — which  you 
probably  will  have  to  do — your  sign  can  be  painted  on 
that.  If  possible,  we  would  try  to  have  a  sign  that 
projected  out  into  the  street — so  that  it  might  be  seen 
from  many  directions.  However,  in  some  places  signs 
of  this  kind  are  not  permitted.  In  that  event  we  would 
try  to  have  a  blackboard  or  sign  upon  the  sidewalk. 

J.  P.  Humphries,  picture  framer,  at  Regina,  Sask.. 
has  sold  his  business  to  A.  1.  Elies. 

Dedell  &  Walsh  have  opened  a  furniture  store  at  Bow 
Island,  Alta. 

The  Tadnian  Hardware  Co.,  Ltd.,  Winnipeg,  has  ob- 
tained a  Manitoba  charter,  incorporating  Chas.  Tad- 
man,  Abraham  Phillips,  Morris  Tadman  and  John  Horn 
to  take  over  the  furniture  and  hardware  business  at 
866  Main  Street,  Winnipeg.  The  capital  is  set  at 
$20,000. 
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Put  a  Little  Pep  into  Fall 
Window  Trimming 


Simple  and  pleasing  display  of  bedroom  furniture. 


THE  time  has  now  arrived  for  a  revival  in  window 
ti'imming.   There  is  no  denying  that  the  trimmer 
is  handicapped  to  some  extent  during  the  Slim- 
mer months,  but  from  now  on  attractive  displays  that 
will  appeal  to  the  eye  and  beget  business  can  easily  be 
arranged. 

Not  only  can  they  be  arranged,  but  they  should  be 
arranged.  The  dealer  who  is  not  giving  a  good  deal 
of  time  and  attention  to  his  window  is  passing  up  an 
opportunity  to  get  a  good  deal  of  business  at  small 
cost.  Every  dealer  who  has  given  the  vsdndow  a  fair 
try-out  will  tell  ycu  emiphatieally  that  in  the  window 
display  the  retailer  has  one  of  the  best  possiTsle  selling 
agents. 

Find  Time  for  Frequent  Change 

Seeing  that  every  dealer  is  willing  to  admit  the  value 
of  good  display,  I  cannot  understand  why  some  dealers 
are  so  given  to  neigleeting  this  imjportant  business 
getter.  It  is  acknowledged  that  the  retail  store  is  gen- 
-jrally  a  busy  place,  and  there  are  always  plenty  of  odd 
jobs  to  be  cared  for,  but  it  would  be  better  to  hire  some 
cheap  help  to  look  after  these  rather  than  neglect  the 
maintaining  of  good  window  displays. 

The  truth  of  the  matter  is  that  many  stores  that  think 
they  are  too  rushed  to  change  the  window  vp'hen  it 
should  be  changed,  could  find  time  for  the  necessary 
change  if  they  would  only  try  to.  It  is  more  frequently 
lack  of  ambition  and  energy  than  lack  of  time  that  is 
responsible  for  unchanged  displays. 

Let  this  be  a  call  to  dealers  and  window  trimmers  for 
more  attention  to  the  window  during  the  coming 
months.  The  results  secured  will  well  warrant  the 
expenditure  of  time  and  effort.  Put  a  little  pep  into 
your  fall  window  trimiraing. 


SEASONABLE  DISPLAYS 

With  the  arrival  of  the  fall  season  it  is  high  time  to 
take  the  refrigerators  and  the  ice  cream  freezers  out 
of  the  window  and  put  in  more  timely  lines.  You  are 
not  going  to  sell  many  of  these  things  between  now 
and  next  June.  Better  put  them  to  the  rear  and  bring 
out  something  that  is  likely  to  be  wanted. 

Stoves  are  always  good  at  this  time  of  the  year.  Why 
not,  as  an  exchange  suggests,  put  a  well-polished  range 
in  the  window?  Attach  stove  pipe  to  it  and  run  the 
pipe  out  of  sight  at  the  top. 

On  the  stove  put  a  tea  kettle,  a  coffee  pot,  a  kettle 
and  frying  pan.  Have  the  oven  door  next  to  the  win- 
dow open,  and  put  a  roasting  pan  in  there. 

Put  a  placard  down  in  front  reading,  "This  whole 


outfit  $00.00."  Sell  the  stove  and  all  the  utensils 
together  if  you  can.  If  desired,  you  can  put  a  wash 
boiler,  a  stew  pan,  water  biicket,  griddle  and  all  other 
common  kitchen  utensils  in  the  window  and  make  a 
price  on  the  whole  bunch. 

Or  the  stove  can  be  placed  there  entirely  alone.  If 
it  is  well  polished  and  the  background  and  floor  of  the 
window  covered  with  light-colored  cheesecloth,  it  will 
be  very  attractive. 


THE  SHOW  WINDOW'S  MISSION 

The  show  window  of  a  retailer  is  as  essential  almost 
as  the  right  hand  to  a  man's  anatomy.  There  are 
many  retailers  who  even  in  this  day  do  not  comprehend 
the  importance  of  outward  display  and  effects.  While 
all  of  them  place  articles  in  the  windows  for  show, 
many  lack  the  faculty  of  placing  such  stock  so  as  to  at- 
tract the  attention  of  the  passerby.  Novelty  in  win- 
dow dressing  has  done  much  for  retail  storekeepers. 
While  it  is  not  absolutely  essential  that  a  window 
dresser  should  possess  an  artistic  instinct,  a  few  good 
ideas,  even  though  patterned  after  successful  competi- 
tors, would  go  a  long  way  to  attract  trade.  For  these 
and  other  reasons  it  is  well  for  the  retailer  to  be  ever 
on  the  lookout  for  new  ideas.  Oftentimes  it  may  be 
found  that  a  valuable  display  in  some  other  line  of 
business  may  be  profitably  appropriated  by  a  dealer 
which  may  be  put  to  good  use  with  slight  change. 

Live  merchants  are  quick  to  adopt  suggestions  from 
others.  They  get  away  from  home  once  in  while, 
visit  the  furniture  exhibits  and  study  what  others  are 
doing  and  adapt  ideas,  taken  from  window  displays  or 
store  decorations  shown  by  other  merchants,  or  those 
in  other  lines,  to  their  own  needs.  Perhaps  one  may 
not  keep  his  store  open  at  night.  Merchants  in  the 
larger  places  do  not,  as  a  rule.  In  this  case  it  is  wise 
to  look  well  to  the  lighting  of  the  windows  in  the 
evening,  so  as  not  to  lose  valuable  advertising  of  at- 
tractive displays.  To  get  the  full  benefit  of  this  form 
of  advertising  prices  must  be  affixed  to  the  articles 
shown.  This  of  itself  often  sells  goods.  Perhaps  the 
casual  observer  woiild  not  think  of  buying  anything, 
but  some  one  article  "looks  good"  to  him  and  the 
price  attached  makes  it  doubly  attractive,  so  he  is  at- 
tracted by  the  article.  If  there  are  plenty  of  large 
windows  the  "four  room  suite"  idea,  ought  to  be 
profitable.  The  more  home-like  the  four  rooms  are 
made  the  better  will  they  sell' furniture.  A  careful 
observer  will  see  many  young  people  gazing  intently 
into  the  windows  where  the  plenishing  of  a  home  is  set 
forth  until  even  the  hardiest  bachelor  begins  to  turn 
his  thoughts  towards  matrimony. 
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HOW  WE  DRESS  OUR  WINDOWS 

Hy  VllKl)  .1.  Mil, I  S,  Mills  Haiil  ware  Co.,  Ilaniilloii. 

Wc  aim  to  display  as  simply  as  possible,  try  hard  not 
to  overcrowd  and  always  price  every  article  put  in  the 
window.  We  always  dress  our  windows  once  a  week, 
and  usually  figure  out  some  new  design  as  a  display 
setting. 

It  is  our  experience  that  the  majority  of  small  tool 
windows  show  overcrowding  but  this  seems  character- 
istic ol"  tools  especially. 

Our  color  schemes  are  usually  made  up  from  black, 
white  or  purple,  and  as  stated  before  of  silk,  velvet  or 
flannel  material. 

The  selection  of  goods  for  a  window  re(|uires  more 
or  less  knowledge  of  classified  hardware  and  the  dis- 
t)]ay,  of  course,  must  be  seasonable. 

We  dress  our  windows  on  Wednesday  and  Friday 
mornings,  and  it  usually  takes  from  three  to  four  hours. 
The  window  displays  are  followed  up  with  an  ad.  in 
the  daily  papers,  drawing  attention  to  the  goods  on 
display  in  the  windows.  We  feel  that  this  linking  up 
method,  week  in  and  week  out,  produces  the  largest 
number  of  sales  at  little  expense. 

These  ideas,  if  followed  out  consistently,  will,  I 
firmly  believe,  make  window  dressing  easier  and  in- 
crease the  daily  sales ;  at  least  such  has  been  my  ex- 
perience and  I  gladly  offer  it  for  what  it  is  worth  to  , 
others. 


COLOR  SELECTION  FOR  WINDOW  DISPLAYS 

Contrasts  of  graded  shades  of  one  color  are  correct 
and  are  effective.  In  other  words,  you  do  not  neces- 
sarily have  to  have  a  harmony  of  buff  and  red  or  green 
and  white,  but  you  can  shade  off  a  purple  from  a  deep 
royal  purple  to  a  very  light  shade  with  Avhite  crep6 
paper  for  a  trim  and  get  a  splendid  effect.  The  same 
is  true  of  other  colors. 

Dark  colors  should  be  used  below  light  colors  and 
never  above  them. 

Never  use  more  than  three  colors  in  one  scheme. 

If  your  window  or  store  is  dark,  always  use  light 
colors.  If  your  window  or  store  is  extremely  light  and 
sunny,  some  darker  colors  will  give  pleasing  effects 
and  will  absorb  some  of  the  light. 

Use  soft  shades  where  permanent  coloring  is  pro- 
nounced. 

Never  put  two  floral  designs  near  together. 

When  using  crepe  paper  it  can  be  made  much  more 
effective  by  ruffling  it.  This  is  done  by  running  the 
edges  between  the  fingers. 

If  the  central  color-scheme  you  desire  is  a  blue,  the 
following  would  give  you  some  idea  of  color-schemes. 
Blue  contrasted  with  yellow  appears  more  brilliant. 
Blue  contrasted  with  violet  appears  more  green.  Blue 
contrasted  with  green  appears  more  violet.  Blue  with 
red  is  better  than  blue  with  green.  Blue  with  scarlet 
is  a  good  combination. 


GETTING  A  LINE  ON  THE  WINDOW 

An  interesting  way  to  get  a  line  on  or  test  your  win- 
dow is  to  go  outside  and  test  the  exact  number  of  people 
who  pass  your  store  on  the  sidewalk  in  a  certain  time, 
say  ten  minutes  in  the  busiest  time  of  a  busy  day. 

Note  the  number  that  go  by. 

Note  the  number  that  only  glance  at  your  window. 
Note  the  number  that  hesitate  in  front  of  your  win- 
dow. 


Note  the  number  that  actually  stop  and  are  suffi- 
ciently interested  to  look  in. 

Note  the  number  that  actually  go  into  your  store 
after  lookijig  into  the  window. 


THINGS  TO  CONSIDER  ABOUT  THE  WINDOWS 

Thei'e  are  five  important  jjoints  to  be  considered 
about  the  window  in  which  the  display  is  to  be  made. 

First — Its  location.  This,  of  course,  cannot  be 
elianged,  although  it  is  a  very  essential  factor  in  de- 
termining whether  a  display  will  be  profitable  or  not. 
ft  stands  to  reason  that  a  window  located  on  a  street 
through  which  large  crowds  pass  daily  is  bound  to  sell 
more  goods  than  a  window  located  on  a  less  populated 
thoroughfare.  At  the  same  time,  clever  window-trim- 
mers have  been  known  to  make  displays  so  attractive 
that  people  on  the  street  talked  about  them  and  would 
go  out  of  their  way  to  view  them. 

Second — The  dimensions  of  the  window  is  another 
important  point.  Naturally,  it  is  more  difficult  to  ar- 
range a  beautiful  and  attractive  display  in  a  .shallow 
window.  Nowadays  merchants  very  frequently  re- 
model their  show  windows  in  order  to  give  room  for 
deep  and  practical  window  displays. 

Third — The  lighting  of  the  window  is  a  very  im- 
portant point,  also.  The  shades  should  be  arranged 
so  as  to  do  away  with  the  glaring  reflection  of  the  glass. 
If  possible,  the  window  should  be  lighted  at  night  with 
lights  fitted  with  reflectors  which  throw  the  light  upon 
the  display  and  not  into  the  eyes  of  the  passerby. 

Fourth  — Ventilation  is  still  another  important  mat- 
ter, especially  in  winter-time.  Unless  a  window  is 
properly  ventilated,  frost  will  gather  upon  the  glass 
and  entirely  destroy  the  effect  of  the  display. 

Fifth — Cleanliness  is  a  point  so  obvious  that  it  is  sur- 
prising that  any  window-trimmer  should  ever  neglect 
it.  Yet,  how  many  times  you  see  an  otherwise  attractive 
window  display  marred  because  the  window  panes  are 
dirty? 


SETTING  OFF  THE  DISPLAYS 

It  is  especially  advantageous  to  show  furniture  in  a 
suggestive  simulation  of  an  actual  room,  and  in  a  re- 
presentation of  a  dining  room  which  was  recently  seen 
the  setting  was  provided  by  movable  partitions.  The 
arrangement  of  the  frames  which  supported  the  port- 
able panels  in  this  background  required  them  to  be  set 
two  feet  forward  of  the  background  line  to  accommo- 
date a  recess  in  the  centre,  which  was  fitted  with  leaded 
glass  panels  at  the  top  to  carry  out  the  effect  of  a  win- 
dow bay.  The  beamed  ceiling  at  the  top  of  the  win- 
dow made  the  surroundings  look  exactly  like  a  room  in 
a  modern  home.  One  cannot  conceive  of  anything 
more  appropriate  than  this  to  answer  the  customer's 
((uestion,  "Will  this  furniture  fit  the  surroundings?" 
because  there  was  the  setting  just  as  it  would  appear 
in  the  home. 


WE  WANT  PHOTOS  OF  WINDOWS  AND 
INTERIORS 

Canadian  Furniture  World  is  always  glad  to  receive 
illustrations  (cuts  or  photos)  of  window  displa.vs,  store 
fronts,  interior  displays,  and  anything  else  which 
readers  believe  would  be  of  interest  to  the  trade.  Wt- 
will  take  care  of  the  illustrations,  acknowledge  and 
promjitly  return.  Address  such  illustration  to  Can- 
adian Furniture  World,  32  Colborne  Street,  Toronto. 
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Planning  for  Straight  and  Honest  Advertising 

Advertising  is  store  service — Cost  of  advertising — 
Secrets  of  success — Package  inserts  give  publicity. 


The  competition  of  the  retail  mail  order  houses  for 
the  business  of  the  farmer  and  the  inhabitant  of  the 
smaller  towns  is  not  going  to  lessen ;  rather  it  will  grow 
stronger.  Consequently  it  will  require  greater  efforts 
on  the  part  of  the  local  merchant  to  overcome. 

It  is  timely,  therefore,  to  suggest  that  retailers 
throughout  the  Northwest  make  a  study  of  the  publi- 
city they  have  done  during  the  past  year,  with  a  view 
to  its  improvement  during  the  coming  twelve  months. 

The  vilification  of  a  comiietitor  was  never  a  paying 
proposition.  No  one  will  give  you  business  because 
you  make  general  charges,  unsupported  by  proof, 
against  those  with  whom  you  are  striving  for  trade. 

On  the  other  hand,  straight,  open  and  honest  adver- 
tising, backed  up  by  real  reasons  why  trade  should 
come  to  your  store,  will  bring  in  results  in  the  shape  of 
new  customers  and  increased  business  from  those  al- 
ready dealing  with  you. 


STORE  SERVICE  IS  ADVERTISING 

This  may  seem  like  getting  outside  of  the  realm  of  ad- 
vertising, but  I  maintain  that  anything  a  merchant  does 
in  the  way  of  service  is  advertising  of  the  best  kind 
and  as  such  should  be  treated. 

Go  over  the  catalogs  of  the  retail  mail  order  houses. 
About  the  first  thing  that  strikes  your  eye  will  be  a 
statement  of  how  well  they  serve  those  who  buy  from 
them ;  another  how  prompt  is  their  service  and  so  on. 

They  realize  the  value  of  this  kind  of  publicity,  but 
it  has  been  forced  upon  me  that  the  average  retail 
merchant  does  not.  In  consequence  the  statements  of 
his  competitors  are  always  before  his  customers,  with 
nothing  to  counteract  their  effect. 

On  the  other  hand,  if  your  store  service  is  not  what  it 
should  be,  then  surely  it  is  time  you  made  a  change 
and  saw  to  it  that  you  did  the  things  for  your  custom- 
ers that  you  can  tell  them  about  and  thus  cement  them 
in  closer  bonds  to  your  store. 


STUDY  WHAT  OTHERS  ARE  DOING 

The  ability  to  write  and  plan  good  advertising  comes 
from  a  lot  of  hard  study,  from  a  good  sense  of  the  fit- 
ness of  things  and  from  close  concentration  to  the  mat- 
ter in  hand,  but  probably  good  hard  study  will  give  the 
advertising  man  what  he  wants  sooner  "than  anything 
else,  because  before  everything  else  the  advertising 
man  must  be  a  thorough  student  of  his  business  and 
the  connection  between  his  business  and  the  people 
whom  he  must  consider  as  prospects  for  what  he  has  to 
sell.  Along  with  a  knowledge  of  what  to  put  into  an 
ad.  and  what  to  leave  out  it  is  quite  necessary  to  know 
something  of  the  artistic  in  its  relation  to  attention-get- 
ting value.  And  after  the  advertising  man  has  become 
well  posted  in  the  matter  of  what  to  write  and  how  to 
lay  out  an  ad.  there  will  be  a-plenty  to  do  in  learning 
the  best  way  to  advertise  every  special  item  in  the  store 
and  the  store  as  a  whole. 

Probably  a  study  of  how  others  are  accomplishing 
just  what  you  want  to  do  is  as  good  a  way  as  any  for  a 


beginner  to  start  his  advertising  work.  This  does  not 
mean  that  imitation  is  ever  safe,  for  it  isn't,  but  from 
what  others  are  doing  in  advertising  one  may  get  a 
general  idea  of  what  is  necessary,  and  that  idea  once 
gained  is  a  big  start. 


USE  OF  ADVERTISING 

He  who  would  get  anything  like  the  maximum  of 
results  must  advertise.  If  his  business  is  a  small  one 
and  he  cannot  employ  the  extensive  advertising 
methods  of  his  competitors,  let  him  do  the  best  he  can 
under  the  circumstances. 

The  effectiveness  of  an  advertisement  is  not  alto- 
gether governed  by  the  ext-ent  of  the  space  used.  On 
the  contrary,  some  of  the  most  effective  of  advertise- 
ments occupy  but  moderate  space.  It  is  the  skill  with 
which  an  advertisement  is  written  and  put  into  type 
that  determines  its  effectiveness  as  a  selling  force. 

A  good  advertisement,  no  matter  what  its  size  may 
be,  will  bring  business.  But,  at  any  rate,  space  in  coun- 
try newspapers  can  be  obtained  at  such  a  low  price 


Visit  The  New 
Furniture  Store 

We  are  sliowing  today  the  lai'gest  and  finest  slock  of  Ftu'ni- 
(ure.  Rugs,  Oilcloths,  Linoleums,  Beds,  Bedding,  Curtains, 
Draperies,  Household  Linens,  etc.  that  has  ever  'been  shown 
in  these  parts.  Visit  the  new  store  and  see  some  of  these  good 
things — you'll  not  be  asked  to  buy. 


Just  Received  a 
Carload  Beds  and 
Mattresses 

New  designs  in  white  en- 
amel and  BrasSvand  all  Brass 
Beds.  A  splendid  line  of  Sani- 
tary Mattresses,  including 
the  well  known  Ostermoor 
and  Dixie  No-Tuft. 


Rugs  Oilciotbs 
and  Linoleums 

When  purchasing  here  you 
do  so  with  the  perfect  assur- 
ance that  you  are  getting 
the  very  best  value  possible. 
Quality  considered  our  pfi- 
ccs  are  always  the  loivest 
and  our  assortments  the 
largest. 


At  present  we  are  extremely  busy  but 
never  too  busy  to  attend  to  even  the 
smallest  order.  We  would  advise  com- 
ing mornings  if  you  can.  Phone  otders 
will  receive  careful  attention.  Our  tele- 
phone no  is  106. 


WRIGHT'S  LIMITED 

THE  BIG  NEW  STORE 
CHARLOTTE  ST.  SYDNEY 


How  a  Maritime  dealer  advertised  his  new  stock  in  his  now  store. 

that  there  are  few  dealers  indeed  who  cannot  afford  to 
use  even  large  advertisements  on  special  occasions  and 
moderate  ones  regularly. 

But,  after  all,  it  is  the  persistent  and  regular  adver- 
tisement that  counts  for  much  in  the  long  run,  whether 
the  space  used  is  small  or  large. 
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Now  is  the  Time  to  Forward  Stove  Sales 

Give  department  good  position  Hints  and 
methods  on  stove  selling — Planning  the  sale 


THE  stove  department  of  the  furniture  store  at 
this  season  of  the  year  should  claim  and  get  a 
great  deal  of  the  proprietor's  time  and  atten- 
tion, if  the  department  is  to  pay  dividends  in  dollars 
and  cents. 

The  stove  stock  should  get  an  important  position  in 
the  store  during  the  Fall  season,  the  chilly  weather 
doing  more  to  turn  people's  thoughts  to  stove  buying 
than  any  inducement  that  could  be  offered. 

In  your  display  classify  the  stoves  so  that  the  sales- 
man can  demonstrate  easily,  quickly,  and  conveniently. 
A  chair  or  two  for  customers  is  an  added  help,  and  well- 
polished  stoves  attract. 

Newspaper  advertising  intelligently  attended  to 
should  bring  inquiries,  and  it  is  then  up  to  the  sales- 
manship of  your  staff  to  sell  the  stove.  Advertising,  to 
be  effective,  costs  time,  thought,  and  attention  to  the 
needs  of  your  constituency,  so  in  planning  a  stove  ad- 
vertisement it  is  suggested  that  you  take  the  selling 
points  that  appeal  to  you  personally  and  make  them  the 
base  upon  which  to  build. 

Supplementing  newspaper  advertising,  a  mailing  list 
of  housekeepers  in  your  locality  should  be  taken  ad- 
vantage of.  Plan  a  campaign  beforehand  and  get 
two  or  three  letters  into  the  liands  of  those  on  your 
list.  Then  when  you  are  ready —  and  the  present  is 
the  stove-selling  season — ^make  one  or  two  good  window 
displays.  If  possible  set  a  date  for  a  demonstration, 
and  the  result  of  your  labor  should  more  than  justify 
you  in  stove  sales. 


PLANNING  THE  STOVE  SALE 

Here  is  a  job  for  you — to-night.  Or,  if  you  have  an 
important  engagement  for  this  evening,  to-morrow 
evening  will  do. 

Sit  down  and  write  out,  in  longhand,  all  of  the  sell- 
ing talks  or  points  of  the  heaters  and  ranges  of  which 
you  are  supposed  to  sell  a  great  many  this  fall. 

Take  your  time  about  it  and  get  it  very  complete. 
Say  all  the  good  things  the  foundry  has  got  to  say 
about  their  product,  and  add  to  it  all  of  the  good  things 
to  say  that  have  occurred  to  you  and  that  they  have 
overlooked. 

Get  all  of  the  points  in  their  proper  order.  On  a 
range,  the  body,  the  oven,  the  firebox,  grates,  linings, 
the  hot  water,  the  warming  closet,  the  ashpan — in  fact, 
the  general  construction  of  the  stove — making  your 
points  in  the  sequence  that  you  think  they  ought  to  be 
made.  Then  do  the  same  on  your  heater. 

There  are  two  reasons  why  this  job  is  being  passed 
up  to  you.  One  of  them  is  sure  to  make  some  money 
for  you.   The  other  one — might. 

The  first  reason  is  that  the  task  will  require  a  great 
deal  of  thought.  To  do  it  well  you  will  have  to  tear 
apart  and  analyze  that  range  and  that  heater  as  you 
never  did  before.  If  you  do  it  well  it  will  improve  your 
selling  ability  to  such  an  extent  that  it  Avill  be  next 
to  impossible  for  a  looker  to  get  away  from  you. 

And,  if  it  does  that  it  will  make  money  for  you — 
won't  it?    No,  perhaps  not  right  after  each  sale,  but 


eventually  it  will,  just  as  sure  as  you  are  reading  this. 

The  second  reason  is  that — who  can  tell? — you  might 
possess  the  ability  to  do  such  a  work  that  will  surprise 
you.  If  you  have  done  your  very  best,  re-writing  it 
several  times  if  necessary,  send  a  copy  of  it  on  to  the 
manufacturer  of  your  line.  They  have  been  known  to 
offer  prizes  for  just  such  work.  They  have  been  known 
to  pay  money,  and  even  offer  positions  to  men  who 
seemed  to  take  an  unusual  interest  in  their  product. 

One  thing's  a  certainty — you  can't  lose! — Furniture 
Record. 


THE  CAMPAIGN  IN  STOVES 

The  practice  of  stimulating  stove  trade  by  using  cir- 
cular;?, post  cards,  and  other  means  of  interesting  pros- 
pective purchasers  is  growing  in  favor. 

An  American  dealer  who  publishes  a  monthly  house 
organ  devoted  a  recent  issue  to  illustrations  and 
descri[)tions  of  heating  stoves  and  ranges.  It  was  called 
the  "Special  Stove  Number."  The  prices  given  for 
each  stove  included  pipe,  mat,  etc.,  delivered  and  set 
up  ready  for  use. 

On  a  circular  illustrating  a  range  and  heating  stove, 
distributed  by  another  dealer,  tempting  offers  were 
made  to  purchasers  for  October  5,  6,  7  and  8  only.  With 
every  range  sold  at  the  regular  price  a  41-piece  blue 
willow  dinner  set,  selling  at  $8  to  $10,  was  given  free. 
A  coal  scuttle,  shovel,  stove  board  or  rug  and  enough 
pipe  to  set  up  the  stove  were  given  free  with  each  base 
burner  sold  during  the  four  days.  The  range  with  the 
set  of  dishes  and  the  base  burner  with  furnishings  were 
displayed  in  the  show  window. 

Still  another  dealer  issued  an  illustrated  post  card, 
on  the  address  side  of  which  appears  the  following: 

Stove  Thoughts 

These  snappy,  nippy  days  now  and  then  make 
thoughts  of  stoves  pertinent  and  comfortable. 
It's  not  a  bit  too  early  to  commence  to  look. 


NOT  HARD  TO  SELL  STOVES 

One  reason  that  the  stove  business  for  many  mer- 
chants is  not  larger  is  because  of  the  fact  that  they  go 
along  under  the  assumption  that  it  is  too  hard  to  sell 
stoves  and  the  profit  they  make  from  the  sale  of  the 
stove  is  not  worth  the  effort  necessary  to  sell  it.  Of 
coiirse  it  takes  effort  to  sell  stoves — it  takes  effort  to 
sell  anything  nowadays — but  it  does  not  take  any  more 
effort  to  sell  a  stove,  provided  the  man  knows  the  sell- 
ing points  of  the  stove,  than  ii  does  any  other  line  of 
goods.  In  faet,  it  is  a  very  easy  matter  to  sell  a  high- 
grade  stove,  provided  the  mei'chant  knows  the  talking 
points  that  will  appeal  to  the  prospective  buyer. 

In  selling  a  stove  argumr-nts  should  be  made  that 
will  appeal  to  the  customer.  The  salesman  should 
place  himself  in  the  custoTiior's  position,  show  every 
})0ssible  feature  of  the  stove,  and  explain  these  facts  so 
the  customer  will  thoroughly  raiderstand  them. 
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Promising  While  we  are  several  weeks  away  from 
Crop  harvest  time,  yet  there  are  at  present  de- 

Conditions  cided  indications  in  favor"  of  Canada 
having  another  good  crop  year. 

True,  the  wheat  acreage  in  Canada  is  about  11% 
per  cent,  below  that  of  last  year,  but  compared  with 
1914,  there  is  an  increase  of  about  11  2-5  per  cent. 

That,  however,  which  is  of  the  greater  importance  is 
that  the  growing  crop  is  in  a  most  promising  and 
healthy  condition.  This  applies  both  to  the  Fall  wheat 
in  Ontario,  and  to  the  Spring  wheat  in  the  Prairie 
Provinces.  In  the  latter  part  of  the  Dominion  the 
climatic  conditions  have  been  particularly  favorable 
ever  since  seeding  began.  A  month  ago  the  plants 
were  from  five  to  seven  iaehes  high,  and  as  healthy  and 
sturdy  as  they  could  be. 

The  West  is  counting  upon  a  crop  of  310,000,000 
bushels,  or  about  32,000,000  bushels  less  than  last  year. 

In  the  West  the  acreage  under  oats  is  estimated  to 
be  414  per  cent.,  and  under  barley  5^2  per  cent,  larger 
than  in  1915.  Taking  Canada  as  a  whole,  there  is, 
however,  to  be  a  decrease  in  both  oats  and  barley. 

Canada's  hay  crop  promises  to  be  the  largest  in  its 
history. 

So  far  the  situation  is  certainly  conducive  to  the 
development  of  confidence. 

Get  ready  for  the  fall  selling  seaso7i. 

Successful  Retailing  What  is  your  object  in  doing 
business?  asks  Hugh  Chalmers, 
and  then  he  answers  himself — To  sell  goods  at  a  profit. 
That  is  what  we  are  all  in  business  for.  Your  business 
is  organized  for  the  purpose  of  selling  something.  And 
unless  we  can  sell  at  a  profit  we  cannot  stay  in  business. 

Now,  in  order  to  sell  goods  at  a  profit,  wha/t  must 
we  do?    In  other  words,  what  is  salesmanship? 

Salesmanship  is  simply  influencing  the  minds  of 
others.  It  is  simply  making  the  other  fellow  feel  as 
you  do  about  what  you  have  to  sell.  You  are  trying  to 
get  the  people  who  come  into  your  store,  or  in  a  larger 
way,  all  the  people  in  your  town,  to  feel  that  they 
should  buy  your  goods. 

You  have  got  to  get  the  people  inside  of  your  store; 
then  you  have  to  sell  them  the  goods  you  have  stocked 
before  you  become  a  merchant.  And  this  is  the  hardest 
part  of  being  a  merchant;  in  my  opinion  about  seven- 
eighths  of  the  problem.  Nearly  anybody  with  a  suffi- 
cient amount  of  capital  can  put  up  a  store  building, 
fill  it  with  goods,  but  not  everyone  can  sell  the  goods 
to  keep  the  store  going.  For  a  great  many  people  do 
not  understand  in  the  first  place  that  salesmanship  is 
simply  influencing  the  human  mind,  and  in  the  second 
place,  do  not  know  how  to  influence  the  mind. 

The  mind  is  influenced  by  many  things  and  in  many 
ways.  The  business  man  who  realizes  these  fundamen- 
tal principles  of  salesmanship  will  have  it  in  mind  from 
the  time  he  first  plans  his  building.  The  building  itself 


influences  the  mind  of  the  customer.  The  windows  and 
the  displays  in  them  influence  the  mind.  The  goods 
and  the  way  they  are  displayed  in  the  store  influence 
the  mind  of  the  possible  buyer.  Also  the  value  and  the 
price ;  and  likewise  the  employes  of  the  store. 

A  little  push  now  means  easier  sales  later  on. 

The  Unanswered  The  accusation  is  frequently 
Letter  made  by  wholesalers,  manufac- 

turers and  others  who  have  occa- 
sion to  correspond  with  retail  merchants  that  the  latter 
are  very  remiss  in  their  duty  of  answering  letters.  A 
large  number  of  merchants  will  have  to  plead  guilty  to 
the  charge,  for  it  cannot  be  denied  that  many  dealers 
are  exceedingly  neglectful  of  their  correspondence. 

Of  course,  they  otfer  the  old  excuse  of  busyness,  but 
that  excuse  is  an  overworked  one  in  the  retail  business 
already.  We  have  seen  merchants  who  were  too  busy 
to  answer  letters,  but  who  could  talk  for  an  hour  about 
the  war,  politics  or  local  gossip  with  some  of  their 
friends.  Even  those  dealers  who  are  really  busy  could 
easily  find  time  to  answer  all  letters  if  they  would  only 
inject  a  little  system  into  their  schedule  of  work  and 
have  certain  times  set  aside  for  looking  after  this,  just 
as  they  have  for  writing  their  ads.  and  caring  for  other 
necessary  work. 

Large  business  houses  have  a  positive  rule  of  answer- 
ing all  letters,  and  the  retailer  should  adopt  a  similar 
policy.  It  is  only  courtesy — and  quite  often  profitable 
courtesy — to  reply  to  anyone  who  has  given  you  suffi- 
cient consideration  to  write  you. 

Try  special  sales  to  get  rid  of  summer  stock. 
It  will  pay  better  than  carrying  through  the 
winter. 

Make  Store  Attrac-  The  dealer  should  attempt  to 
tive  to  Customers  make  shopping  a  pleasure  at  all 
times,  but  especially  during  the 
warm  weather  should  he  do  all  in  his  power  to  make 
the  store  attractive  to  customers.  It  will  mean  that 
people  will  visit  the  store  oftener  and  spend  more  time 
over  their  purchases  when  they  do  visit  it. 

A  woman  will  not  spend  any  longer  than  necessary  in 
a  close  hot  store  that  makes  her  uncomfortable,  nor 
will  she  be  inclined  to  visit  it  oftener  than  she  really 
has  to.  She  will  remember  the  store  where  shopping 
is  a  pleasure.  That  is  the  store  that  will  get  her  trade, 
other  things  being  satisfactory.  The  tired  and  weary 
shopper  will  incline  towards  it  on  a  warm  day,  just  as 
surely  as  the  traveler  on  the  scorching  desert  is  at- 
tracted to  the  oasis. 

Therefore,  consider  ways  of  keeping  yonr  store  in 
comfortable  trim.  What  about  a  container  of  cold 
water  in  a  prominent  position,  a  rest  room  or  chairs 
for  the  tired  shopper,  and  flowers  and  foliage  to  give  a 
cooling  effect  to  the  store? 
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Brief  Editorial  Comment  on  Business  Topics 

=  By  THE  SCRIBE  = 


Time  to  close  out  summer  lines. 

*  *  * 

Attractive  display  is  a  good  bait  to  use. 

*  *  * 

Smile  with  Old  Sol,  for  Old  Sol  helps  business. 

*  *  * 

Keeping  busy  keeps  you  from  getting  that  tired  feel- 
ing on  warm  days. 

*  *  * 

Listlessness  has  no  place  in  the  dealer's  formula  for 
luaintaiiiing  trade. 

*  *  « 

The  business  man's  alphabet  also  starts  with  "A" 
and  "A"  in  his  case  should  stand  for  "aggressiveness." 

*  «  • 

Sonic  dealers  use  a  talking  machine  to  brighten  up 
their  spirits  on  tho  warm  days,  but  there  is  no  music 
that  will  do  this  better  than  that  of  the  little  old  cash 
register. 

*  *  • 

"Mouth-to-Mouth"  advertising  is  the  best  you  can 
get.  Treat  your  customers  so  that  they  will  tell  their 
friends  about  you  and  advise  them  to  deal  with  you. 

*  *  * 

Are  you  making  an  effort  to  keep  summer  trade 
humming,  or  are  you  merely  allowing  things  to  drift 
along?  There  are  many  opportunities  for  business 
just  now  that  are  worth  making  special  efforts  to  cul- 
tivate. 

*  *  * 

A  dollar's  worth  of  encouragement  to  ..he  clerk  may 
be  worth  more  to  you  than  if  you  gave  him  ten  dollars 
in  real  money,  but  don't  forget  that  he  is  also  entitled 
to  more  real  money  just  as  soon  as  he  deserves  it. 

*  *  * 

Don't  let  the  enthusiasm  of  a  few  day's  good  business 
lure  you  into  making  investments  or  taking  chances 
that  you  shouldn't.  The  wind  may  veer  and  the 
dealer  should  always  have  his  business  ship  in  such 
shape  that  there  will  be  no  trouble. 

*  «  * 

Give  attention  to  complaints.  Those  who  make  the 
biggest  kicks  are  generally  those  who  are  the  greatest 
gossips,  and  if  you  wish  to  avoid  undesirable  publicity 
in  the  neighborhood,  it  is  well  to  see  that  complaints 
are  properly  looked  after. 

*  *  • 

One  mistake  makes  a  stronger  impression  on  a  cus- 
tomer than  one  hundred  instances  of  perfection.  For 
instance,  goods  may  be  delivered  to  customers  a  hundred 
times  in  a  satisfactory  manner,  but  that  fact  is  generally 
forgotten  in  the  face  of  one  "fall  down."  Thus,  the 
need  of  guarding  zealously  against  mistakes. 

*  *  * 

When  you  are  inclined  to  allow  a  customer's  account 
to  run  on  over  the  period  when  it  should  be  paid,  bear 
in  mind  that  money  tied  up  on  your  books  could  be 
made  to  produce  a  good  interest  these  days.  If  you 
consider  that  the  customer  is  "good"  for  the  amount, 


then  it  is  probable  that  the  customer  has  the  money  in- 
vested in  some  way  and  is  drawing  interest  that  prop- 
erly belongs  to  you. 

*  *  • 

The  number  of  people  who  pass  a  store  determines  to 
a  large  extent  the  value  of  its  location,  but  it  also  de- 
pends to  a  large  extent  on  the  class  of  people  and  the 
probability  of  them  stopping  to  buy.  For  instance, 
many  people  leaving  a  factory  in  a  rush  to  get  home 
would  not  be  near  as  valuable  to  a  store  as  half  the 
number  passing  the  store  who  are  not  in  a  hurry.  These 
things  should  be  considered  in  selecting  a  location. 

*  *  * 

Cash  in  on  the  publicity  given  to  nationally  advertised 
goods  sold  in  your  store.  Hitch  the  advertising  up  to 
your  own  store  by  using  it  on  show  cards  in  interior 
and  window  displays.  It  gives  the  public  a  good  im- 
pression of  your  store  to  know  that  you  handle  well- 
known  brands.  To  feature  this  fact  one  dealer  pre- 
pared a  book  in  which  he  pasted  advertisement  of  na- 
tionally advertised  goods  clipped  from  newspapers  and 
magazines. 

*  *  * 

Do  not  forget  that  percentage  of  profit  on  cost  is 
vastly  different  from  percentage  on  selling  price.  For 
instance  if  you  added  25  per  cent,  to  cost  and  your  ex- 
penses amounted  to  20  per  cent,  (on  selling  price),  you 
would  just  be  breaking  even.  Too  many  dealers  do 
not  properly  understand  this  (piestion  of  figuring  pro- 
fits. It  is  certainly  worthy  of  study,  because  incorrect 
figuring  is  liable  to  have  disastrous  results.  A  first 
essential  is  to  recognize  the  difference  between  per- 
centage on  cost  and  percentage  on  selling  price,  and  to 
remember  that  expenses  are  always  figured  on  the  sell- 
ing price. 


THE  STORE  GROUCH 


"These  people  sure  do  get  my  goat,"  grumbled  the 
Grouch.  "Every  time  they  read  a  headline  in  the 
paper  in  which  the  Germans  make  some  preposterous 
claims,  they  take  a  death-grapple  on  their  bank  roll, 
and  it  would  take  hold-up  methods  to  pry  a  quarter 
away  from  them  even  for  an  article  that  they  really 
need.  You  woiald  think  that  blue  ruin  was  staring 
them  in  the  face  instead  of  piping  prosperity.  They 
come  in  here  with  a  now-the-jury-will-view-the-remains 
look  upon  their  face,  and  you  have  to  talk  your  head  off 
to  sell  the  poor  fish  what  they  really  need  and  what 
they  have  plenty  of  money  to  pay  for.  There  is  plenty 
of  money  in  the  country,  crops  are  coming  on  fine  and 
things  are  going  to  boom  this  fall." 

"But  you  just  told  me,"  broke  in  the  traveller,  "that 
you  wouldn't  order  anything  because  things  weren't 
looking  very  br'ght." 

"Oh,  Bah!"  returned  the  Grouch. 
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Machine  for  Stocking  and  Measuring  Linoleum 

Invention  of  Canadian,  P.  Quirk,  Cobalt,  Ont.,  brings  cut 
a  sadly  wanted  apparatus  —  Description  of  the  Linometer. 


THERE  have  been  inventions  and  inventions,  but 
it  has  remained  for  a  New  Ontario  man  to  bring 
forward  an  apparatus  for  measuring  linoleum, 
floor-cloth,  oilcloth,  etc.,  without  the  necessity  of  first 
unrolling  the  "roll"  in  extenso,  then  measuring  the  spe- 
cific quantity  required  by  or  perhaps  sold  to  a  pur- 
chaser, and  finally  thereafter  rolling  up  the  part  sold 
and  the  remaining  part  of  the  roller  or  bale  unsold. 
Possibly  many  pieces  have  been  unrolled  to  gratify  the 
desires  or  the  liking  of  customers.  This  operation  re- 
quires at  least  the  three  following  essentials ;  much 
floor  space,  much  labor,  and  much  time ;  and  this  space, 
labor,  and  time  means  expense,  money  and  a  consider- 
able amount  of  energy,  fatigue  and  patience. 

It  is  on  account  of  the  want  of  the  necessary  floor 
space,  the  excessive  labor  involved,  and  the  waste  of 
time  relatively  that  compelled  several  stores  in  Cobalt, 
Ont.,  to  quit  keeping  or  "stocking"  linoleum.  They 
were  unable  to  meet  the  exigencies  of  their  customers 
or  to  do  adequate  justice  to.  this  branch  of  their  busi- 
ness. 

Now  P.  Quirk,  of  Cobalt,  Ont.,  has  invented  an  ap- 
paratus which  he  calls  the  "Linometer,"  a  machine  for 
accurately  measuring  linoleum  with  the  minimum  of 
labor  and  conservation  of  floor  space.  In  conjunction 
with  C.  E.  Cain,  of  C.  E.  Cain  &  Son,  furniture  dealers 
and  house  furnishers.  Cobalt,  Mr.  Quirk  has  had  his 


machine  patented,  and  Mr.  Cain  who  has  one  of  the 
"linometers"  in  operation  in  his  store,  using  it  regul- 
arly since  last  Christmas,  says  it  is  giving  every  satis- 
faction. 

An  illustration  of  this  invention  is  herewith  pro- 
duced by  which  the  machine  at  rest  (Fig.  A)  forms  a 
shop  or  store  fixture  with  rolls  of  linoleum  or  floorcloth 
in  situ.  The  frame  can  be  constructed  for  4  rolls  or 
for  40  or  for  100  or  more.  The  frame  is  made  of  inch 
boards,  about  a  foot  in  width ;  it  may  be  made  to  suit 
any  standard  width  of  linoleum,  but  the  present  one 
stands  6  feet  in  height  and  it  will  measure  any  linoleum 
under  6  feet  which  comes  so  shipped  from  the  factory. 
The  smallest  sized  machine  contains  4  rolls  (Figs.  B 
and  C),  but  the  machine  can  be  easily  extended  so  as 
to  contain  40  or  any  number  of  rolls.  As  indicated  this 
frame  may  be  used  as  a  "linoleum  show  case"  or  a 
"store  fixture,"  solely  for  rolls  of  linoleum,  floorcloth, 
etc.  It  may  stand  against  the  wall  and  would  occupy 
only  14  inches,  but  it  may  be  placed  in  the  middle  of  the 
floor  or  back  to  back,  or  any  other  convenient  location. 
This  of  itself  is  advantageous  inasmuch  as  it  conven- 
iently holds  the  rolls  of  linoleum,  etc.,  so  as  to  allow 
customers,  at  a  glance,  to  inspect  the  several  patterns 
and  thereby  facilitate  their  making  the  choicest  selec- 
tion to  suit  their  specific  purpose — a  matter  sometimes 
of  great  importance.     Further,  as  linoleum  is  in  bulk 


Fig.  A.  The  linometer  as  it  stands  in  C.  K.  Cain  &  Son's  furniture  store  at  Cobalt,  showing  rolls  of  linoleum  in 
place  and  liiiometer  in  position  ready  to  be  let  down  for  use. 
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a  licavy  material  to  handle,  when  it  arrives  the  man 
wiio  brings  it  can  place  it  right  away  in  its  place  in  this 
frame,  as  easily  as  in  any  other  place,  and  when  once 
on  its  stand  it  is  as  easily  moved  round  that  a  child  may 
rotate  it — as  it  is  perpendicular  and  rests  on  a  revolving 
disc. 

Pig  B.  represents  tlie  completed  machine,  empty  and 
closed  or  when  not  in  use;  while  Fig.  C.  illustrates  the 
same  machine  open  and  ready  for  use.  It  is  composed 
if  a  number  of  parts — everyone  of  them  to  serve  a  par- 
ticular purpose.     There  is  no  nail  or  screw  to  be  seen. 


L 


Fig.  B.—Linoineter  folded  up. 

but  of  course  to  the  observer  some  parts  are  more  im- 
portant than  others.  Thus,  in  Fig.  C  will  be  seen  the 
measuring  apparatus  which  is  performed  by  a  simple 
clockwork  arrangement,  which,  being  first  placed  at 
zero  is  set  in  motion  so  soon  as  the  linoleum,  etc.,  passes 
through  its  proper  channel  by  which  it  comes  in  con- 
tact with  the  measurer  and  the  margin  or  edge  goes  to 
be  fastened  by  an  ingenious  eliitch  in  the  winding  pole. 
Thus  adjusted,  any  recpiired  length  can  be  wound  round 
that  pole  by  turning  the  handle.  When  the  index 
marks  off  the  required  length,  then  there  is  a  "straight 
edge"  easily  adjusted  which  dexterously  fixes  the  lin- 
oleum so  that  the  requisite  length  can  be  accurately 
cut  with  a  precision,  facility  and  speed  that  not  only 
far  excels  and  exceeds  the  cutting  in  the  old  style  when 
the  roll  has  to  be  extended  on  the  ground,  and  even 
when  cut  by  an  experiezieed  hand. 

But,  with  this  machine,  with  this  "straight  edge," 
the  merest  tyro,  the  most  inexperienced,  cannot  fail  to 
do  good  work — such  is  the  perfectness  of  the  machine. 
Then,  when  the  requisite  length  is  cut,  the  centre  pole 
(round  which  the  measured  linoleum  had  been  wound) 
is  removed,  the  clutch  of  the  pole  is  unlocked,  and  the 
pole  is  then  easily  drawn  out  of  the  centre  of  the  cut 
portion  which  is  already  rolled,  prepared  to  be  tied 
and  now  given  to  the  purchaser,  while  the  remaining 
l)art  of  the  roll  stands  in  the  frame  or  machine  ready 
until  the  next  customer  comes  along.  The  measuring 
part  of  the  machine  is  then  raised  or  closed,  as  in  Fig. 
!').  ii<iain  i-e(iuired.  The  standard  breadth  is  at 
pi-esciit  two  yards  (6  feet)  butithe  machine  can  he  so 
adapted  as  to  suit  exceptional  lengths  up  to  3  or  4 
yards,  any  length. 


You  might  about  as  well  give  the  customer  counter- 
feit moiu^y  as  to  hand  out  counterfeit  talk  about  your 
goods. 


Furniture  Travellers  Spin  Yarns 

B\)  xeveral  of  them 


The  furniture  travellers  have  returned  from  their 
holidays  and  are  telling  their  friends  some  of  their 
exj)eriences.  As  to  be  expected,  most  of  these  are 
bright  tales,  and  while  some  of  them  are  on  the  "other 
Fellow."  some,  too,  are  about  themselves. 

#  »  * 

We  mentioned  recently  that  Percy  Brown  had  turned 
eliureli  worker,  but  last  Sunday  was  his  first  as  usher 
in  church,  and  he  was  a  bit  flustrated.  Turning  to  a 
lady  who  entered,  he  said:  "This  way.  madam  and  I'll 
sew  you  into  a  sheet." 

•  *  * 

Eddie  Bagshaw  went  out  to  the  farm  for  his  vaca- 
tion, and  he  tells  that  one  night  while  conversing  with 
his  Uncle  Josh,  his  Aunt  Maria  glanced  up  from  her 
knitting. 

"Josh,"  she  remarked,  "do  you  know  that  next 
Sunday  will  be  the  twenty-fifth  anniversary  of  our 
wedding?" 

"You  don't  say  so,  Maria!"  responded  Uncle  Josh. 
l)ulling  vigorously  on  his  corncob  pipe.  "What  about 
it?" 

"Nothing,"  answered  Aunt  Maria,  "only  I  thought 
mayhe  we  ought  to  kill  them  two  Rhode  Island  Red 
chickens. " 

"But  Maria,"  denumded  Uncle  Josh,  "how  can  you 
blame  them  two  Rhode  Island  Reds  for  what  happened 
twenty-five  years  ago?" 

*  *  * 

Will  Pearson  accompanied  a  party  of  American 
tourists  to  the  Royal  Muskoka.     While  seated  on  the 


Fig.  C— Linometer  "  it  h  spindle  in  place 
ready  for  use. 


verandah  one  day  one  of  the  party  questioned  a  gillie 
as  to  the  prospect  of  securing  game. 

"Are  there  ever  any  deer  about  here?"  one  of  the 
party  questioned. 

"Well,"  replied  the  gillie,'  ponderously,  "there  was 
yiu,  but  the  gentlemen  were  aye  shooting  and  shooting 
at  it,  and  I'm  o'  the  opinion  that  it  left  the  deestric." 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 


Sugges  tions 
from  the 
Canadian 
Factories 


Two  of  the  newest  additions 
to  the  line  of  Baetz  Bios. 
Furniture  Co.,  Ltd.  — ped- 
etitals  which  may  be  put  to 
a  variety  of  uses. 


II 


No.  900-2,  new  cane-seated  diner, 
made  hy  The  Stratford  Chair 
Co.,  i^td.,  Stratford,  Ont. 


Entirely  new  thins  in  Canada— hand-decorated  dresser, 
a  new  line  made  by  The  Gibbard  Furniture  Co., 
Ltd.,  Napanee,  Ont. 
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Some  of  tlie  new  season's  goods  from  catalogue 
"K"  of  The  Phillips  Mfg.  Co.,  Ltd.,  Toronto. 
No.  16/2578,  framed  oil  picture  :  No.  16/2796,  photo 
frame  :  No.  16/2768,  photo  frame  ;  No.  331,  Colo- 
nial mirror. 


September,  1916. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKllR 


45 


New  design  tilt  top 
"twin"  dining  table 
made  by  the  Chesley 
Furniture  Co.,  Ltd., 
Chesley.Ont.  Top  may 
be  tilted  for  dusting 
or  moving  through  a 
doorway. 
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New  designs  of  chiftoiiiei-  and  dressing  table  made  by  The  Knechtel  Furniture  Co.,  Ltd.,  Hanover,  Ont. 


Two  new  butfets  from  The  George  McLagan  Furniture  Co. 's  line.   Note  the  little  floral  effects,  giving  a 

period  touch  to  the  furniture. 


3829 
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ture  Co.,  Ltd.,  Milverton,  Ont.  ^^.^  designs  in  library  tables  made  by  the  Ber- 

lin Office  &  rixture  Co.,  Kitcbener,  Ont. 


A  Beed  Settee  from  a  neAv  suite  made  by  Canadian  Rattan  Chair  Co.  Ltd.,  Victoriaville,  Que. 


50 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


September,  1916 


REORGANIZATION  AT  TORONTO  FURNITURE  CO. 

With  the  iiilusioii  of  new  ca|)it;il  a  eluinge  lias  been 
made  in  flic  niaiiagement  of  the  Toronto  Furniture  Co. 
H.  I).  Ijan/,,  vi('('-[)residont  and  general  manager  has 
retircti  and  is  sueceeded  by  Franl<  Grecnough,  of  New 
York,  as  general  manager.  Mr.  Greenongh  has  for  the 
past  three  years  represented  the  company  in  the  United 
States,  having  showrooms  in  New  York  City  and  Grand 
Ra{)ids,  Mich. 

In  a  recent  interview  with  Canadian  Furnitiiri'  World 
Mr.  Grecnough  spoke  of  the  splendid  exhibit  made  by 
his  comjiany  at  the  recent  furniture  show  at  Grand 
Rapids,  which  resulted  in  more  orders  takt  n  than  in  the 
two  previous  years.  He  spoke  encouragingly,  too,  of 
the  prosi)eets  of  Canadian  trade.  Mr.  Grecnough 
comes  with  a  furniture  experience  covering  the  past  30 
years.  He  has  inspected  all  the  big  plants  in  the 
United  States,  but  he  says  he  has  yet  to  see  a  finer  i)lant 
than  that  of  the  Toronto  Furniture  Co. 

Having  their  own  special  designer  and  designs,  his 
company  intend  bringing  along  new  lines  all  the  while, 


Kka.MK  GKEIiNOUCiH 

General  Manager  Toronto  Furniture  Co. 

dropping  from  time  to  time  those  designs  which  have 
been  on  the  market  more  than  a  couple  of  years.  He 
is  bringing  out,  too,  a  new  line  of  popular  selling  furni- 
ture, built  in  period  style  along  the  lines  of  their 
highest  grade  productions.  A  new  showroom  is  being 
laid  out  and  constructed  above  the  office  floor,  which 
is  expected  to  be  ready  in  a  couple  of  weeks'  time. 


Emancipated — "Why  didn't  you  laugh  at  the  boss' 
joke,  Bill?" 

"Don't  have  to;  I  quit  Satitrday." 


TOYS  MADE  IN  CANADA 

A  furniture  plant  that  has  developed  "growing 
pains"  to  an  abnormal  degree  of  late  is  the  Vietoria- 
ville  Furniture  Co.,  Ltd.,  of  Victoriaville,  Que.,  of 
which  Mr.  Alain  is  looking  after  the  management.  The 
regular  furniture  department  is  running  full  blast  at 
full  time,  and  has  a  staf?  of  165  men  actively  employed. 

A  new  wing  has  been  added  to  the  varnish  dei)art- 
iiicnt.  It  is  a  modern  building.  125x45  feet,  light  and 
airy,  and  with  a  wall-board  lining  to  give  an  artistic 
finish.  This  touch  gives  a  clean  and  bright  appear- 
ance to  the  work-room,  and  is  appreciated  by  the  men. 

This  year  the  company  are  putting  out  some  new 
bedroom  lines  in  satin  walnut  in  Jacobean  and  William 
and  Mary  designs,  which  are  very  pretty.  Making  all 
kinds  of  furniture,  great  care  is  given  to  the  various 
processes  of  manufacture.  There  are  separate  de- 
partments for  carving,  veneering,  etc.,  the  latter  de- 
partment equipped  with  a  large  Lindermann  machine. 

Of  late  the  factory  has  been  running  on  a  large  order 
making  centres  for  munition  boxes,  but  this  has  not 
interfered  with  their  regular  furniture  making.  Among 
other  new  lines  this  season  are  some  satin  finished  wal- 
nut dining  tables,  and  also  some  in  natural  mahogany 
and  walnut. 

A  new  branch  of  the  company's  business  is  that  of 
the  Victoriaville  Toy  Co.,  where  are  made  papier- 
mache  horses  and  other  toys  for  the  first  time  in  Can- 
ada. In  fact  also  it  is  at  present  the  only  factory  in 
America  making  this  class  of  goods.  These  toys 
formerly  came  from  Germany  and  some  sections  of 
France.  The  factory  was  opened  last  November  and 
has  been  running  continuously  full  blast  ever  since.  A 
stafT  of  !)5  men  and  girls  is  employed  in  this  depart- 
ment alone,  where  are  also  made  children's  furniture 
and  similar  lines.  Orders  for  these  goods  keep  the 
plant  running  the  year  round. 


DECORATED  FURNITURE 

The  (libbard  Furniture  Co.,  of  Napajiee,  Ltd.,  are 
nliout  the  first  firm  in  Canada  that  we  know  of  to  in- 
troduce the  latest  feature  that  has  become  very 
popular  in  the  United  States.  This  is  a  line  of  bed 
room  suites  which  are  hand  decorated  with  floral  de- 
signs. The  suite  is  finished  in  a  light  shade  of  brown 
mahogany  and  the  decoration  is  placed  on  the  drawer 
fronts  and  top  of  the  mirror  frame.  They  report  that 
this  new  feature  has  met  with  success  beyond  their  ex- 
pectations. 


NEW  FURNITURE  COMPANY  IN  QUEBEC 

Public  notice  has  been  given  that  under  the  Quebec 
Companies'  Act,  incorporating  Norbert  C.  Gendron. 
Geo.  Rolland,  jr.,  J.  Dorius  Hamel,  Antoine  Stebene, 
Ludger  Fontaine,  of  Magog;  and  G.  H.  Cattou,  manu- 
facturer, of  Waterville,  as  the  Magog  Furniture  Manu- 
facturers, Ltd.,  with  a  capital  of  $75,000,  to  manufac- 
ture, sell,  buy,  trade  and  deal  in  furnitiire  under  all 
forms,  boxes,  metal  and  articles  wholly  or  partly  made 
out  of  wood,  house  furniture,  fixtures  and  all  compon- 
ent parts  of  requisites  for  offices,  schools,  vaults, 
churches,  halls,  theatres,  etc. 


The  Magog  Furniture  Manufacturers,  Limited,  are 
erecting  a  factory  at  Magog,  P.  Q.  Those  interested  in 
the  new  companv  are  N.  C.  Gendron.  G.  Rolland.  Jr., 
J.  D.  Hamel,  L.  Fontaine,  all  of  Magog,  and  G.  H.  Cot- 
ton, of  Waterville,  P.  Q. 
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Ancient  History 

J^AST  FALL  our  supply  of 

Music  Cabinets 
China  Cabinets  and 
Ladies  Desks 

were  over  sold  early.  Send 
us  your  orders  at  once  and 
you  will  make  no  mistake. 


No.  161 — 6% 
Top,  181/2x16  Height,  50  in. 

Mirror,  4x14  plain 
Will  hold  56  Piano  Player  Rolls. 


OUR  CATALOGUE 
illustrating  thete  lines  will  be  sent 
on  request. 

THE 

GIBBARD  FURNITURE  CO. 

LIMITED 

NAPANEE  ONTARIO 


No.  163 — 10 
Top,  211/2x16  Height,  46  ii 

Mirror,  5x18  B.B. 
Ad.iustable  shelves  to  hold  72 
Piano  Player  Rolls. 


No.  12- 
43  in.  high. 


-15  DESK 

30  in.  wide. 
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Dealers  and  Travellers  Play  Ball 

The  annual  outing  of  the  Hainilton  furniture  dealers 
took  place  on  Wednesday  afternoon,  August  30,  at 
Dynes'  Hotel,  Burlington  Beach.  It  being  war  year 
the  function  did  not  partake  of  the  elaborate  arrange- 
ments of  last  summer.  Nevertheless  those  who  at- 
tended made  loads  of  fun  and  enjoyed  themselves  to 
the  limit. 

The  big  feature  of  the  afternoon  was  the  great  base- 
ball game  between-  the  dealers  and  travellers,  the 
former  winning  by  one  run,  the  score  being  22  to  21. 
Ed.  Bagshaw  captained  the  travellers;  he  also  pitched. 
"Ideal"  Mackie  was  catcher,  and  assisting  them  were 


style  is  everything.  How  the  rival  catchers 
pounded  the  air  when  it  came  their  turn  to  whack 
the  ball.  Mackie  was  a  little  afraid,  and  Frank 
Walker  is  waiting  for  a  good  one. 

Matt.  Brown,  Clark  Washburn,  Joe  Shantz,  Hughes, 
Moss  and  Shields. 

Billy  Stern  captained  the  Hamiltonians,  with  Hend- 
erson pitching  and  Frank  Walker  catching.  The  rest 
of  the  team  was  made  up  of  Kirk  Green,  Munn,  Smith, 
Potts  and  Nash.  Bill  Dalby  umpired  on  balls  and 
strikes,  with  Bill  White  looking  after  the  bases.  Guy 
Luke  was  backstop  for  both  sides.  ■  . 

Cantaloupe  was  distributed  to  the  winners,  the  same 
being  stolen  from  Bagshaw 's  Burlington  farm. 

Billy  Stern  and  Ed.  Bagshaw,  captains  of  the  teams, 
ran  a  race  at  the  conclusion  of  the  game,  Bagshaw 
winning.  He  had  an  advantage  over  Stern,  appearing 
in  racing  costume.  The  winner  promptly  challenged 
Frank  Walker,  but  the  latter  declined  as  his  avoirdu- 
pois did  not  permit  of  his  taking  such  violent  exercise. 

Both  outward  and  inward  the  picnickers  motored, 
Fords  being  provided  by  the  dealers  who  made  more 
money  than  the  travellers  last  year. 


KINDEL  BED  CO.  GO  TO  STRATFORD 

At  a  special  meeting  of  the  Stratford  City  Council 
the  members  of  the  board  unanimously  passed  a  by- 
law providing  for  the  sale  of  the  Kemp  factory  to 
the  Kindel  Bed  Company,  Toronto,  for  $17,500,  posses- 
sion to  be  given  September  15.  The  factory,  formerly 
the  property  of  the  Kemp  Manure  Spreader  Company, 
some  time  ago  passed  into  the  city's  hands,  and  during 
last  winter  was  used  as  headquarters  of  the  110th 
(Perth)  Battalion.  The  Dominion  Government  has 
agreed  to  release  the  building  forthwith.  The  city 
agrees  to  $15,000  fixed  assessment  for  ten  years  except 
for  schools  and  local  improvements.     The  company  is 


also  to  pay  the  full  business  tax.  The  firm  will  manu- 
facture dav('ni)ort  beds  and  living-room  furniture. 
While  the  industry  will  begin  with  probably  fifty 
hands,  steady  ('Xi)ansion  is  looked  for. 

Enlarged  Quarters 

The  new  site  at  Stratford  for  the  Kindel  Bed  Co., 
covers  three  and  a  quarter  acres  and  is  in  the  centre  of 
the  fuT'niture  manufacturing  district  of  that  city.  The 
principal  building  has  a  floor  space  of  45.000  square 
feet,  and  adjoining  the  site  is  another  building  100  x 
75  feet.  A  railway  spur  runs  right  through  the  prop- 
erty. The  factory  is  expected  to  be  in  operation  about 
October  1.  When  the  present  alterations  and  improve- 
ments are  completed  the  Kindel  factory  will  be  one  of 
the  finest  woodworking  and  upholstering  plants  in  Can- 
ada. In  addition  to  the  folding  bed  line  the  company 
will  make  upholstered  suites^ — chairs  and  rockers  to 
match  their  beds  and  divanettes. 

The  Kindel  Bed  Co.,  now  at  Toronto,  is  associated 
with  the  Kindel  Bed  Co.  of  Brooklyn  and  Cleveland ; 
these  plants  are  in  turn  controlled  by  P.  E.  Kroehler  of 
the  Kroehler  Mfg.  Co.,  with  large  plants  at  Napicr- 
ville  and  Kankakee,  111.,  Bingliampton.  N.  Y..  and 
Cleveland.  Mr.  Kroehler  takes  personal  sui)ervision  of 
all  these  plants,  and  is  superintending  the  installation 
of  the  machinery  and  equipment  of  the  plant  at  Strat- 
ford. He  is  one  of  the  biggest  furniture  makers  in 
the  world,  his  factories  turning  out  at  present  perhaps 
more  furniture  than  any  other  single  concern.  He 
has  grown  up  with  the  business  from  boyhood,  passing 
through  every  position  from  the  lowest  to  the  highest. 

P.  E.  Kroehler  is  president  of  the  Kindel  Bed  Co.. 
Stratford,  and  F.  W.  Trebell,  who  has  been  managing 
the  Toronto  plant,  is  moving  with  the  factory  to  Strat- 
ford, where  he  will  continue  to  act  as  manager. 

The  enlarged  factory  at  Stratford  will  enable  the 
company  to  give  that  prompt  service  that  tliey  have 
found  so  difficult  in  their  present  cramped  <|uarters. 
and  they  assure  their  customers  that  all  orders  received 
will  have  immediate  attention. 


DISPLAY  OF  SANITARY  MATTRESSES 

The  Marshall  Sanitary  Mattress  Co.,  are  making  in 
the  Process  Building  at  the  Toronto  Exhibition,  a  dis- 
play of  their  complete  line  of  sanitary  mattresses  and 
cushions. 


NEWS  OF  THE  TRADE 

W.  A.  Lowe  &  Son,  Barrie,  Ont..  have  added  a  new 
branch  to  their  furniture  business,  that  of  upholstering. 
W.  Noland,  who  conducted  a  repair  shop  at  Charlotte 
and  Berczy  Sts.,  will  look  after  the  upholstering  work. 

G.  Tobin,  who  has  a  good  connection  with  the  Can- 
adian furniture  trade,  has  secured  the  Fisehman  line  of 
mattresses  and  spring  cushions  for  the  province  of  Que- 
bec. 

A  party  of  Buffalo  undertakers  visited  Toronto  dur- 
ing convention  week,  chaperoned  by  Mr.  Chandler,  of 
the  Central  Casket  Co.  Among  the  number  Avas  Wm. 
B.  Kennedy,  who  is  rapidly  coming  to  the  front  as  one 
of  Buffalo's  leading  undertakers.  The  party  took  in 
the  great  fair  under  the  guidance  of  R.  S.  Flint. 


FOR  SALE — Undertaking  business  for  sale,  one  of  the  best 
in  Ontario;  600  funerals  a  year.  Good  reasons  for  selling. 
Box  .555,  Canadian  Furniture  World  and  The  Undertaker. 
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48  inch  top  38  inches  long— 19  inches  deep 


OUR  NEW  QUEEN  ANNE  SUITE  No.  235 

It's  a  Beauty  A  Real  Trade  Winner 

This  suite  is  one  of  our  latest  productions,  made  in  walnut.  It  shows  good  quality 
in  every  detail  of  design  and  workmanship.  One  of  the  best  lines  we  have  ever 
shown.    The  price  is  right. 

Get  in  touch  with  our  complete  line  of  Dining  Room  and  Bedroom  Furniture, 
Library  and  Parlor  Tables. 

Ask  us  for  particulars  arid  prices.    Watch  for  our  Christmas  goods  line. 

PEPPLER  BROS.,  LIMITED,  HANOVER,  ONTARIO 
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New  Line  of  Novelties 

Novelties,  such  as  illustrated,  appeal  to  those  of  taste 
and  position,  who  make  the  more  desirable  customers. 

While  they  are  not  very  high  in  price,  no  detail  of  con- 
struction that  will  add  to  their  serviceability  has  been 
omitted.  In  the  catalogued  section  of  this  journal  you 
will  find  another  new  novelty  of  ours. 

No.  305,  UtiHty  Box  (below)  $2.65,  36  in.  long, 
15>2  in.  high,  16  in.  wide,  covered  in  assorted  chmtz 
covering ;  wood  in  white  enamel. 


0 

We  are  the  manufacturers  of  the  famous  "  Kitchenaid  "  Kitchen  Cabinets, 
and  the  dealer  who  takes  advant  ge  of  the  opportunity  and  handles  them 
will  reap  a  rich  profit.  The  only  man  who  can  lose  is  the  one  who 
procrastinates. 

THE  H.  E.  FURNITURE  CO.,  Limited 

MILVERTON.  ONTARIO 
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THE  "  HYGIENIC "  LINE 


There's  a  lot  of  satisfaction  in  giving  every 
customer  a  little  more  than  their  money 
buys.  Better  values  in  material  and  work- 
manship. This  IS  made  possible  when  you 
sell  the  Hygienic  Line. 

Exceptional  manufacturing  faciHties  make 
possible  lower  prices  without  in  any  way  in- 
terfering with  the  quality  of  materials  used. 

Try  these  grades.  You'll  find  them  quick  sellers, 
with  a  profitable  turnover  that  will  agreeably 
surprise  you. 


LEE-BURRELL 


REX 


REGENT 


The  Standard  Bedding  Company 


Mattress  Specialists 


27-29  Da  vies  Ave. 


Toronto,  Ontario 


NEW  CATALOGUE 


In  a  few  days  our  new  catalogue  illustrating  our 
complete  line  of  Chairs  and  Rockers  of  all  de- 
scriptions, also  Bedroom,  Parlor,  Sewing,  Card 
and  Den  Tables.  ^  Furniture  dealers  not  receiving 
a  copy  may  have  one  forwarded  on  receipt  of 
a  postcard. 


THE  NORTH  AMERICAN  BENT  CHAIR  COMPANY,  LIMITED 

OWEN  SOUND,  ONTARIO 
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Talking  Machines  and  Records  for  Furniture  Stores 

Speciallies  that  pay — Push  record  sales — MaJ^e  separate  de- 
partment— Selling  among  farmers — Keep  up  on  opportunities. 


NO'^VADAYS,  it's  a  mighty  poor  home  that  doesn't 
manage  to  procure  a  talking  machine  or  musical 
instrument  of  some  kind  and  the  continual  de- 
iKiiid  for  talking  machines,  both  of  the  low  and  high- 
.  liced  varieties  is  continually  increasing.  The  talk- 
ing machine  furnishes  the  family  of  moderate  income 
with  the  choicest  of  music  without  any  education  in 
musical  matters  being  necessary,  and  as  new  records 
can  be  obtained  continually  there  is  never  any  lack  of 
variety  in  the  entertainment. 

Furniture  dealers  are  finding  that  as  a  specialty, 
when  properly  pushed  and  advertised,  the  talking  ma- 
chine will  pay  handsome  returns  for  the  time  expended 
in  selling  it,  and  that  having  sold  a  machine,  there  is  a 
never-ceasing  flow  of  sales  of  records  if  the  deal  is 


of  the  icasons  why  they  have  not  succeeded  better 
when  selling  the  assembled  machines  is  because  of  the 
inability  of  the  average  salesman  or  mechanic  to  put  a 
talking  machine  together  in  a  satisfactory  manner.  It 
is  in  fact  a  job  for  an  expert  and  because  of  the  fine  ad- 
.justments  of  motor  and  other  mechanism  poor  results 
are  almost  certain.  Theile  are  avoided  when  the  com- 
plete machine  is  purchased,  and  installed  all  made  up. 
Cabinets  for  talking  machines  are  now  furnished  in  so 
many  designs  and  colors  that  it  is  easy  to  match  up 
almost  any  suit  of  furniture  or  to  give  a  buyer  almost 
any  design  wanted.  And  while  suggesting  a  suit  for 
a  room  it  is  just  as  easy  to  suggest  a  phonograph  to 
match  the  suit. 

A  letter  written  to  the  manufacturers  of  leading 


A  pleasing  display  of  talking  iiiacliiiies  and  tlie  latest  recoi-ds,  which  attracted  inm  li  atteiuiun,  made 

by  dealer  in  an  Eastern  town. 


properly  handled.  A  window  display  occasionally 
showing  several  styles  of  models  at  different  prices 
with  an  attractive  assortment  of  records  will  do  con- 
siderable towards  increasing  the  interest  in  the  proposi- 
tion in  your  locality.  The  talking  machine  has  come 
to  stay,  and  the  dealer  who  puts  enterprise  and  energy 
into  the  work  of  advertising  and  selling  it  will  reap  a 
nice  reward  now  and  will  continue  to  get  even  better 
results  with  it  in  the  course  of  time. 

The  sale  of  talking  machines,  unlike  that  of  some 
specialties,  does  not  require  any  special  mechanical 
knowledge.  Some  of  the  best  and  most  advertised  lines 
come  to  the  dealer  set  up  and  ready  for  demonstration 
at  once.  A  complete  stock  can  be  installed  at  a  cost 
of  approximately  $500  and  there  is  always  a  demand 
for  the  goods.  Many  dealers  who  in  the  past  claimed 
to  have  installed  a  department  for  the  sale  of  talking 
machines  made  their  experiments  with  machines  of 
doubtful  manufacture,  often  securing  the  parts  which 
they  have  themselves  assembled  into  machines.  One 


types  of  machines  will  bring  catalogues  and  their  terms 
to  dealers,  and  it  will  be  found  that  a  liberal  profit  is 
allowed  on  sales. — Chicago  Furniture  Journal. 


THE  FIRST  TALKING  MACHINE 

It  was  some  mean  bachelor  who  said  that  Eve  was 
the  first  talking  machine.  This  is  not  at  all  correct. 
She  was  the  first  sweet  singer.  Now  in  regard  to  the 
first  talking  machine,  the  recording  of  vibrations  of  a 
membrane  was  first  accomplished  by  Leon  Scott  in 
1857,  by  the  invention  of  Avhat  he  called  a  "phonauto- 
graph."  This  is  regarded  as  the  precursor  of  tlie 
modern  phonograph.  The  actual  reproduction  of 
sound  Avas  first  achieved  by  Thomas  Alva  Edison  in 
1876.  and  first  patented  by  him  in  1877,  the  patent  be- 
ing dated  in  January  of  that  year. 


He- 
She- 


"Do  you  believe  in  preparedness?" 
-"Well,  I  wouldn't  mind  being  in  arms. 
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What  the  Columbia  Graphophone  Company 
Does  for  Columbia  Dealers 

The  sale  of  Columbia  product  to  a  new  dealer  is  only  the  awakening  of  interest  on  our  part. 

Most  concerns  feel  that  their  work  is  done  when  they  unload  the  largest  possible  amount 
of  stock  on  to  the  dealers'  shelves  and  then  leave  him  to  dispose  of  it  the  best  way  he  can. 

We  don't  feel  that  way.  The  first  sale  is  the  signal  for  us  to  take  off  our  coat,  hitch  up 
our  trousers,  bend  our  back,  and  help  the  dealer  move  that  stock  QUICK. 


HOW  DO  WE  DO  IT? 


1st.  We  supply  the  dealer  with  the  goods  the  public 
wants,  at  prices  they  can  afford  to  pay.  Goods  re- 
cognized the  world  over  as  heing  the  standard  of 
excellence. 

2nd.  We  give  the  dealer  a  good,  honest  margin  of  profit, 
a  contract  with  no  strings  to  it  and  protection  of 
his  investment. 

3rd.  We  link  the  dealers  store  up  with  an  enormous  na- 
tional advertising  campaign,  planned  and  written  by 
the  greatest  advertising  experts  In  the  country,  with 
one  aim  only  in  view — to  send  the  public  into  the 
dealer's  store  with  his  mind  already  made  up  to  buy 
Columbia  Grafonolas  and  Columbia  records. 

4th.  We  help  financially  dealers  advertising  over  their 
own  name  in  local  paper. 

5th.  We  supply  dealers  with  the  greatest  variety  of  high- 
grade  catalogues,  circulars  and  advertising  matter; 
all  prepared,  regardless  of  expense,  with  the  sole 
purpose  of  making  sales  for  the  dealer. 

6th.  We  place  at  the  disposal  of  our  dealers  in  all  mat- 
ters pertaining  to  the  success  of  his  business  the 
service  of  an  enormous  organization — the  bra'ns, 
energy  and  helpful  interest  of  big  men,  men  trained 
and  successful  in  merchandising  Columbia  products. 

7th.  We  give  him  practical  assistance  at  all  times  in 

the  building  up  of  his  business.      The  fruit  of  30 

years  experience  in  the  manufacture  and  sales  of 
talking  machines  is  ever  at  his  beck  and  call. 


We  do  all  this  and  more  for  Columbia  dealers,  and  they  wear  a  happy,  prosperous-looking  expression. 
Their  bank  account  is  growing  fatter  and  fatter  everj^  day. 
We  will  gladly  do  as  much  for  you. 

More  about  this  in  "  Music  Money,"  a  book  every  Furniture  Man  ought  to  read.    Your  free  copy  is 
waiting  for  you.    Send  for  it  to-day. 

CANADIAN  HEADQUARTERS  AND  FACTORY 


GRAPHOPHONE  COMPANY 


365  and  367  SORAUREN  AVE.,  TORONTO,  ONT. 
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BEDROOM  FURNITURE 

in  American  Walnut  and  Mahogany 


T 


HIS  Suite  of  seven  pieces,  in  American  Walnut 
and  Mahogany,  will  meet  the  great  popular  de- 
mand for  distmctive  and  attractive  features  which 
appeal  to  every  class  of  customer,  particularly 
those  with  a  desire  for  good  taste  in  design.  Not 
the  extreme  in  period  representation,  but  good 
substantial,  well-made  and  pleasing  bedroom  furni- 
ture at  an  economical  price. 

That  made  under  this  name  amply  qualifies. 


LOVIS 
XVI 


No.  2319 


FACTORIES  : 

WOODSTOCK 
BERLIN 
WATERLOO 
SEAFORTH 


rANADAFuRNITUREM 


ANADA  rURNITURElVlANUFACTURERS 

Limited 

GENERAL  OFFICES  :   WOODSTOCK.  ONT. 
WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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Knobs  of  News 


C.  W.  staples,  furniture  dealer  at  Benito,  Man.,  is 
adding  a  stock  of  hardware. 

The  Department  of  Trade  and  Commerce,  Ottawa, 
have  published  as  a  supplement  to  their  weekly  bulle- 
tin a  pamphlet  on  "Toy  Making  in  Canada."  It  is  an 
official  report  of  the  discussions  which  took  place  at 
the  "Toy  Fair"  in  Toronto,  last  March,  and  which 
have  already  appeared  in  Canadian  Furniture  "World. 

The  Snyder  Desk  and  Table  Co.,  Ltd.,  Waterloo,  Ont., 
has  been  incorporated  with  a  capital  of  $75,000.  The 
incorporators  are  Herbert  M.,  Alfred  H.,  and  Clayton 
H.  Snyder. 

The  fifth  annual  meeting  and  dinner  of  the  National 
Home  Furnishers'  Association,  was  held  recently  at 
New  York  City. 

J.  G.  Henry,  of  Sudbury,  has  incorporated  his  furni- 
ture and  undertaking  business  at  Sudbury,  Copper 
Cliff  and  Creighton  Mine,  under  an  Ontario  charter,  the 
name  being  for  the  future  J.  G.  Henry,  Ltd.  The 
capital  of  the  company  is  set  at  $40,000,  divided  into 
shares  valued  at  $50  each.  Besides  Mr.  Henry  the  pro- 
visional directors  are  A.  A.  Jackson,  W.  E.  Sinden  and 
F.  Z.  Glebe. 


CANADIAN  KITCHEN  CABINETS  IN  AFRICA 

The  Stratford  Mfg.  Co.,  Ltd.,  is  stretching  out  after 
export  business.  Within  the  past  month  the  company 
made  a  shipment  of  kitchen  cabinets  to  South  Africa. 


MATTRESS  EXHIBIT  AT  THE  FAIR 

The  Fischmann  Mattress  Co.,  Toronto,  are  making  an 
exhibit  of  their  mattresses  and  loose  spring  cushions  at 
the  Canadian  National  Exhibition.  Jack  McLaughlin 
is  in  charge  of  the  display. 


CANADIAN  RATTAN  CHAIR  CO.,  ENLARGING 

The  Canadian  Rattan  Chair  Co.,  Ltd.,  Victoriaville, 
Que.,  have  been  so  busy  of  late  that  they  have  increased 
their  production  nearly  a  hundred  per  cent.  They  are 
working  full  blast  every  day  to  double  their  business, 
and  with  this  in  view  have  recently  bought  out  the 
A-^ictoriaville  Mfg.  Co. 


HAMILTON  FURNITURE  MEN  CELEBRATE 

The  Hamilton  furniture  dealers  held  their  second  an- 
nual picnic  on  Wednesday  afternoon,  August  30,  but  as 
we  went  to  press  that  day  we  can  give  no  particulars 
this  issue.  We  were  there  all  right  with  Wallie  Bate- 
man  and  the  others. 

Wallie  complained  that  the  picnic  did  not  come  on 
his  birthday  this  year.  This  meant  that  on  the  18th 
he  had  to  spread  on  a  dinner.  Tom  Chadwiek  pre- 
vailed on  him  having  a  turkey,  so  Wallie  asked  Tom 
how  he  was  to  pick  out  a  young  one. 

"I  kin  always  tell  by  the  teeth,"  said  Chadwiek. 

"By  the  teeth!"  exclaimed  Wallie.  "But  a  turkey 
has  no  teeth." 

"  No, "  admitted  Tom,  "  but  I  have. ' ' 


More  About  Vacuum  Cleaners 

The  following  letter  explains  itself: 

The  Editor,  Canadian  Furniture  World : 

Regarding  the  item  appearing  in  your  August  issue 
under  the  heading  "Vacuum  'Cleaners  Must  be  Lic- 
ensed," this  impression  is  erroneous,  and  should  be  cor- 
rected, as,  according  to  the  opinion  of  the  most  com- 
petent patent  attorneys  in  Canada  there  are  several 
portable  electric  vacuum  cleaners  which  in  no  way  in- 
fringe the  Booth-Kenney  patents  mentioned  in  your 
article. 

As  you  are  no  doubt  aware  we  manufacture  the 
"Cadillac"  electric  vacuum  cleaners,  for  which  we 
were  granted  Canadian  patents  October  8,  1912,  and 
have,  therefore,  had  the  claims  made  by  the  holders  of 
the  Booth-Kenney  patents  very  carefully  examined. 

The  Kenney  patent  granted  in  the  United  States 
(which  is  substantially  the  same  as  the  Canadian  pat- 
ent) has  several  claims,  numbers  1,  3  and  4  of  which 
they  contend  cover  the  infringement  claimed. 

Claim  1,  includes  the  words  "impurity  collecting 
means  between  said  nozzle  and  the  suction  creating 
device." 

Claim  3,  the  clause  "impurity  collecting  means  be- 
tween said  nozzle  and  pump."  An  examination  of  our 
cleaners  will  prove  that  they  contain  no  such  elements 
and  therefore  do  not  infringe. 

Claim  4,  is  as  follows:  "A  cleaner  comprising  a  suc- 
tion chamber  provided  with  a  narrow  inlet  slot,  the  slot 
being  bounded  and  defined  by  lips  which  lie  in  the  con- 
tact surface  of  the  cleaner  with  the  outward  mouth  of 
the  slot  lying  in  the  plane  of  this  contact  surface  sub- 
stantially as  described." 

Now  at  the  time  this  patent  was  granted  there  was 
a  prior  patent  known  as  Westman's  patent  No.  628505, 
and  in  the  file  wrapper.  Kenney  explains  that  his  de- 
vice which  has  a  slot  of  an  inch  wide  does  not  con- 
flict with  the  prior  patent  as  it  is  much  wider  than 
his  and  would  stick  to  the  carpet. 

The  device  patented  by  Westman  has  a  much  nar- 
rower slot  than  that  used  in  the  "Cadillac"  cleaners 
which  is  1  11-16  inches  wide.  It  is  therefore  easily 
seen  that  the  "Cadillac"  cleaners  do  not  infringe,  and 
again  Kenney  explains  that  the  nozzle  must  be  held 
against  the  object  to  be  cleaned,  whereas  the  "Cadil- 
lac" has  rollers  prevetating  the  nozzle  from  touching 
the  surface,  and  is  slotted  transversely  so  that  the 
mouth  is  always  open  and  never  sealed.  For  this  rea- 
son also  it  is  impossible  to  infringe. 

It  is  also  a  well  known  fact  that  the  injunction 
granted  the  patentees  was  practically  never  contested 
on  account  of  the  financial  condition  of  the  defendants, 
and  besides  the  cleaner  which  they  manufactured  was 
not  similar  to  the  "Cadillac"  in  many  respects. 

We  are  prepared  to  protect  our  dealers  in  selling  our 
electric  cleanei-s  in  every  possible  way,  and  trust  that 
any  of  them  who  , are  threatened  in  any  way  Avill  imme- 
diately confer  with  us  so  that  we  can  make  the  neces- 
sary arrangements  for  their  protection. 

Trusting  that  you  will  give  this  as  much  publicity 
as  possible  so  that  there  may  be  no  misunderstanding 
among  dealers  handling  vacuum  cleaners,  we  remain. 
Yours  very  truly 
CLEMENTS  MANUFACTURING  CO.  LTD. 

Per  A.  Sinclair,  Manager. 

Toronto,  Aug.  15,  1916. 
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Undertakers'  Department 


Problem}  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


All  Ready  for  the  Convention 

Executive  Committee  prepare  good  program — Prof.  Dhonau 
to  lecture — Picnic  and  games  certain  success. 

ALL  is  now  ready  for  the  33rd  annual  convention 
of  the  Canadian  Embalmers'  Association,  which 
opens  on  Tuesday  morning,  September  5,  and 
continues  the  following  two  days.  The  meetings  will 
be  .held,  as  last  year,  in  the  Anatomical  Building  of 
Toronto  University. 

Prof.  Chas.  O.  Dhonau,  of  Cincinnati,  will  be  the  lec- 


N.  B.  COBBLEDICK,  President  C,  E.  A., 
who    will    direct    the    energies    of    this  year's 
convention. 


turer  and  demonstrator.  He  has  spent  a  great  deal  of 
his  time  during  his  years  of  experience  in  research 
work ;  he  is  an  able  lecturer  and  demonstrator,  and  he 
comes  with  a  high  reputation  for  doing  first-class  work. 

The  executive  have  spent  considerable  time  in  ar- 
ranging the  program  for  the  convention,  and  it  is  hoped 
that  members  of  the  profession  throughout  Ontario 
will  show  their  appreciation  by  turning  out  in  large 
numbers.  The  first  session  will  begin  at  10  o'clock  on 
opening  day.  A  complete  program  of  the  conven- 
tion is  published  in  this  issue  of  Canadian  Furniture 
World  and  The  Undertaker,  and  a  complete  report  of 
the  convention  will  be  pu^blishod  in  our  next  issue. 

REMEMBER  THE  PICNIC 

On  Wednesday  afternoon,  September  6,  the  conven- 
tion will  adjourn  and  the  members  take  the  steamer 
"Mayflower"  from  foot  of  Bay  street  to  Island  Park, 
where  a  series  of  games  and  races  will  be  held.  Two 
baseball  games  will  take  place,  a  couple  of  old-timers — 


Fred  Coles,  of  London,  and  Jimmie  Evel  of  Hamilton — 
captaining  respective  teams  and  playing  first  base. 
This  game  is  for  blood. 

The  program  of  sports  so  far  arranged  for  the 
Wednesday  afternoon  of  the  Convention  is  as  follows: 

Event  No.  1 — 100  yards,  open  to  members  under  25 
years : 

1st  prize — Silk  Hat,  donated  by  H.  R.  Wansborough, 
Rep.  Dominion  Casket  Co. 

2nd  prize — 1  Case  of  Canicula  Embalming  Fluid. 
-5rd  prize — 1  Box  Cigars. 

Event  No.  2 — 75  yards,  open  to  mcTubers  between  25 
and  35  years : 

1st  prize — Silk  Hat. 

2nd  prize — Silk  Door  Drape  (Central  Casket  Co.) 
3rd  prize — Gent's  Umbrella. 

Event  No.  3 — Fat  Man's  Race,  200  lbs.  or  over,  open 
to  members : 

1st  prize — Cut  Glass  Bowl  (Donated  by  D.  M. 
Andrews)  : 

2nd  prize — Cut  Glass  Bowl  (Donated  by  H.  L.  Godin). 

3rd  prize — ^Cut  Glass  Bowl  (Donated  by  Dominion 
Manufacturers)  : 

Event  No.  4 — 50  yds.  Dash,  Ladies  over  20  years  of 
age : 

1st  prize — Lady's  Umbrella. 
2nd  prize — Box  of  Chocolates. 
3rd  prize — Box  of  Chocolates. 

At  4.30  p.m.  sharp  a  fowl  dinner  will  be  served  and 
short  addresses  will  be  given  by  some  of  the  profession, 
and  the  trade. 

The  Association  expects  every  manufacturer  to  close 
up  show  rooms  and  partake  of  the  enjoyments  of  the 
afternoon  that  day,  and  have  issued  a  general  invitation 
to  all  to  come  along.    They  will  be  welcome. 

Every  member  of  the  association  who  registers  and 
who  is  in  good  standing  will  receive  a  complimentary 
ticket  which  will  entitle  holder  to  all  privileges  of  pic- 
nic, fowl  supper  and  events.  One  of  the  features  is  a 
drawing  contest.  The  first  prize  will  be  a  handsom- 
silver  church  truck,  donated  by  the  Champion  Chem. 
Co.;  second,  a  set  ex.  bar  handles  (Spartan)  by  Dom- 
inion Casket  Co.,  Guelph;  third,  silk  hat,  by  the  asso- 
ciation. 

EMBALMERS'  EXAMINATIONS 

The  government  examining  board  will  be  in  the  same 
building  (Anatomical  Building)  the  day  following  the 
convention,  Friday.  September  8.  for  the  purpose  of 
examining  those  Avho  wish  to  try  the  examinations. 


You  may  not  feel  the  need  of  the  trade  association, 
but  the  association  has  need  of  you — of  your  ability, 
your  business  experience,  your  intluence,  your  whole- 
hcarted  support.     Aren't  you  willing  to  lend  a  hand? 
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THE  MEN  BEHIND 

These  are  the  members  of  the  Executive  who  have 
worked  out  this  year's  convention  program: — N.  B. 
Cobbledick,  president;  "Wm.  Edwards,  past  president; 
Robt.  Nugent,  1st  vice-president;  F.  J.  McArthur,  2nd 
vice-president;  A.  R.  Coltart.  treasurer,  and  P.  W. 
Matthews,  secretary. 

The  secretary  has  prevailed  on  the  manufacturers  and 
supply  houses  to  enclose  in  their  mail  matter  a  little 
card  asking  members  of  the  profession:  "Are  you  com- 


Hotel  Manitou,  Centre  Island,  where  picnic  will  be  held  Wednesday, 
September  6th. 

ing  to  the  Association  meeting  this  year?  It  will  be 
both  instructive  and  entertaining.  We  hope  to  meet 
you." 

The  Association  is  grateful  to  the  Dominion  Manu- 
facturers, Ltd.,  who  are  to  do  tl'e  entertaining  at 
Hotel  Manitou  on  Wednesday  afternoon,  following  the 
games  and  races. 


THE  EMBALMING  SCHOOL  PROGRAM 

The  6th  Annual  School  of  Embalming,  under  the  aus- 
pices of  the  Canadian  Embalmers'  Association,  was  held 
during  the  week  of  August  29,  under  the  direction  of 
Prof.  €.  0.  Dhonau.  The  program  for  the  week 
was  as  follows : 

August  29,  a.m.  Anatomy — Organs,  gross  struc- 
tures; p.m.  Anatomy — Blood  vessels,  arteries,  guides, 
etc. 

AugiTst  30,  a.m.  Anatomy — Blood  vessels,  veins, 
guides,  etc. ;  p.m.,  Anatomy — Review  and  miscellaneous. 

August  31,  a.m.  Embalming — Arterial,  needle,  cav- 
ity, absorption  methods ;  p.m.,  Embalming — Post  morr 
tem  changes,  discolorations,  etc. 

September  1,  a.m.  Sanitary  Science — Miicroorganic 
life,  classification  of  germs,  classification  of  diseases ; 
p.m.,  Sanitary  Science — Disinfection  and  disinfectants. 


MANUFACTURERS  TO  EXHIBIT 

The  manufacturers  of  caskets,  funeral  directors'  sup- 
plies and  embalming  outfits  and  chemicals  will  as  usual 
make  displays  of  their  goods  during  convention  week 
in  Toronto. 

The  Central  Casket  Co.  and  H.  S.  Eckles  &  Co.  will 
not  make  a  display  this  year,  but  will  hold  open  house 
at  the  Prince  George  Hotel  as  usual.  R.  Flint  and 
J.  McLaughlin  will  be  on  hand  to  watch  their  interests. 

The  various  branches  of  Dominion  Manufacturers, 
Ltd.,  will  make  a  joint  showing  in  the  head  offices  of  the 
company  at  Niagara  and  Teeumseh  streets,  where  dur- 


ing the  past  several  weeks  a  new  showroom  is  being 
put  into  shape.  The  floor  above  the  offices  is  being 
turned  into  one  of  the  most  modern  casket  showrooms 
on  the  continent. 


BOB  AND  MAC  TAKE  A  TRIP 

Bob  Flint,  of  the  Central  Casket  Co.,  and  H.  S. 
Eckels  &  Co.,  recently  took  his  side  partner,  Jack  Mc- 
Laughlin to  Washington  and  Baltimore,  to  show  him 
the  sights,  and  their  experiences  would  fill  a  book. 
While  in  Baltimore  they  overheard  a  couple  of  darkies 
discussing  the  war,  and  this  is  how  Flint  tells  it : 

"Dar,  now!"  exclaimed  one  negro,  when  he  had 
finished  expatiating  on  the  hideous  havoc  wrought  by 
a  forty-two-centimeter  shell.  "Jes'  lak  I  bin'  tellin' 
yo'  niggahs  all  de  time!  Don'  les'  have  no  guns  lak 
dem  roun'  heah!  Why,  us  niggahs  could  start  run- 
nin'  eway — run  all  day,  git  almos'  home  free,  an'  den 
git  kilt  jus'  befo'  suppeh!" 

"Dat's  de  trufe,"  assented  his  companion,  "an' 
lemme  tell  yo'  sumpin'  else,  Bo.  All  dem  guns  needs 
is  jus'  you'  ad-dress,  dat's  all;  jes'  giv'  'em  de  ad- 
dress, an'  dey'll  get  you." 


PROGRAM  FOR  33RD  ANNUAL  CONVENTION  OF 
CANADIAN   EMBALMERS'    ASSOCIATION,  ANA- 
TOMICAL BUILDING,  UNIVERSITY  OF  TORONTO, 
QUEEN'S  PARK,  TORONTO. 

School  will  open  Tuesday,  August  29,  at  10  a.m.,  and 
continue  throughout  remainder  of  week  (First  week  of 
Toronto  Exhibition). 

Convention  will  open  Tuesday,  Sept.  5,  and  continue 
the  following  two  days — Wednesday  6,  and  Thursday 
7  (second  week  of  Toronto  Exhibition). 

Ontario  Government  examining  Board  will  sit  for 
examination  of  students  at  school  on  Friday,  Sept.  8. 
TUESDAY,  SEPTEMBER  5 

The  officers  will  receive  meanters  at  9  la.m.  to  10.30 
a.m. 

10.30  a.m. — Professor  Ohas.  O.  Dhonau,  introduction 
and  introductory  remarks  on  the  Composition  of  the 
Blood  and  Lytmphatic,  and  the  Structure  of  the  Skin. 
Afternoon  Session 

Secretary  will  be  present  at  1.30  p.m. 

1.30  to  2.30  p.m. — To  give  members  of  our  association 
an  opportunity  of  addressing  the  Convention  on  any 
subject  beneficial  to  the  profession,  one  hour  has  been 
set  apart  for  that  purpose. 

President 's  address. 

3.00  to  4.30  p.m.— Lecture  by  Prof.  Dhonau,  on  ra- 
cial Imiperf eetions.  (Demonstrations  where  possible). 
WEDNESDAY,  SEPTEMBER  6 

9.00  a.m. — Eeport  by  the  Secretary.  Report  by  the 
Treasurer. 

9.30  a.m. — Lecture  by  Prof.  Charles  O.  Dhonau  on 
Demisurgery.     (Complete  demonstrations).  Vascular 
conditions  affecting  the  circulation  to  the  face.  Com- 
plete demonstrations  (from  original  research  work). 
Afternoon  Session 

No  more  business  for  to-day!  Play  is  the  order. 
Foot  of  Bay  Street  at  1.30  p.m.  sharp,  at  which  time 
we  will  leave  on  the  Steamer  Mayflower  for  Centre 
Island.  Come  along  and  win  some  of  the  beautiful 
trophies  donated  by  some  of  the  manufacturers.  Don 't 
miss  this.  All  welcome.  We  will  have  two  ball  games 
this  year.  Fred  Coles  and  Jimmie  Evel  expect  to  play 
first  base  in  these  events. 

THURSDAY,  SEPTEMBER  7 

9.00  a.m. — Reports  and  Unfinished  Business. 

10.00  a.m.- — Prof.  Chas.  O.  Dhonau.  Demonstration 
in  eadevar,  derma-surgery,  wound  filling  and  blind 
stitching. 

10.00  a.m.. — Election  of  Oflicers.    General  Business. 

Afternoon  Session 
2.00  p.m. — ^Installation  of  oflicers  by  the  retiring  pre- 
sident.     Unfinished  business. 

3.00  p.m. — Lecture  by  Prof.  Dhonau. 
Question  Box. 
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Champion  Fluid 

16  oz. 

100%  Pure  Chemicals 

Richest  and  Purest  compound 
that  will  remain  in  solution,  con- 
sequently the  most  economical 
to  use.      It's  Worth  the  Price. 

Made  in  Canada 
from  Canadian  Chemicals 


CHAMPION  REPUTATION 

gained  by  many  years  of  fair  dealing  and 
honest  goods  is  in  each  bottle  of  Champion 
Fluid.  ^  Nothing  but  the  best  and  purest 
ingredients  are  used,  which,  combined  with 
our  many  years  of  experience  makes  Cham- 
pion most  dependable.. 


Champion  Fluid,  Baker,  Champion  and  Boyd  Steel  Vaults,  Morgue  Furniture,  Church  Trucks, 
Cooling  Boards  and  Couches,  Embalming  Instruments,  Grips,  Cosmetics, 
Hardening  Compound,  Disinfectants,  Demi  Surgery 


LARGEST,  BEST  AND   MOST  COMPLETE  LINE  IN  THE  WORLD 


JAUNDEXO  clears  up  all  discolorations 

The  Champion  Chemical  Co.,  Springfield,  O. 

Dr.  G.  W.  Ferguson,  Canadian  Manager 
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Western  Canada  Directors' 
Convention 

Annual  meeting  at  IVinnipeg — Splendid  program — Officers 
elected — Amendment  to  embalmers'  regulations. 

THE  12th  annual  convention  of  the  Western  Can- 
ada Funeral  Directors'  and  Embalmers'  Associa- 
tion was  formally  called  to  order  at  Manitoba 
Medical  College,  on  Tuesday,  July  18  last,  at  9.30  a.m., 
by  President  W.  D.  Dunbar,  of  Napinka,  who  wel- 
comed the  delegates,  wishing  them  a  most  profitable 
and  enjoyable  convention. 

After  the  invocation  by  Rev.  J.  E.  Colwell,  assistant 
pastor  of  Grace  Methodist  Church,  J.  Thomson,  the 
veteran  funeral  director  and  first  president  of  the 
Association,  delivered  the  address  of  welcome.  In  a 
somewhat  reminiscent  vein  he  spoke  of  the  early  his- 
tory of  the  city,  its  development  from  a  hamlet  of 
prairie  and  willow  to  its  present  splendid  proportions, 
referring  also  to  its  fine  schools,  parks  and  public 
places,  as  compared  with  thirty-seven  years  ago.  He 
invited  the  visitors  to  see  the  various  points  of  interest 
and  extended  to  them  all  a  most  cordial  welcome. 

G.  H.  McKague.  of  Saskatoon,  in  his  usual  hearty 
style,  made  a  most  suitable  repl.y,  acknowledging  the 
warmth  of  the  greeting  and  expressing  the  pleasure 
and  thanks  of  the  visitors. 

Rev.  Mr.  Colwell  then  gave  his  address  on  "The 
Funeral  Director  of  Modern  Times."  He  emphasized 
the  fact  that  the  community  at  large  was  deeply  in- 
terested in  the  fitting  disposition  of  the  bodies  of  the 
dead  and  demanded  that  their  dear  ones  be  sympatheti- 
cally and  carefully  laid  away;  that  high  efficiency  of 
the  funeral  director  was  filling  this  renuirement  and 
was  also  securing  him  a  high  place  in  the  ideals  and 
demands  of  society.  Mr.  Colwell  stated  he  had  no  re- 
gard for  those  who  stated  they  did  not  care  what  dis- 
position was  made  of  their  dead.  The  heathen  were 
the  only  ones  who  held  such  beliefs.  The  ancients  laid 
great  emphasis  on  honorable  burial,  as  was  evidenced 
bv  the  pyramids  and  mausoleums  of  ancient  Egypt.  In 
Scripture  it  is  recorded  that  it  was  a  great  dishonor  to 
be  carelessly  buried.  The  body  of  Christ  was  carefully 
laid  away  in  a  new  tomb  after  much  annointing  with 
ointments  and  costly  spices.  The  first  grave  we  have 
recorded  in  Scripture  was  the  one  Adam  dug  for  Abel. 

Mr.  Colwell  made  a  complimentary  reference  to  the 
high  standards  of  the  code  of  ethics  and  assured  the 
delegates  they  had  a  wide  field  of  opportunity  for  help- 
ful and  sympathetic  endeavor  in  the  various  communi- 
ties which  they  serve. 

On  motion  of  Messrs.  Gardiner  and  Thomson  a  hearty 
vote  of  thanks  was  unanimously  passed  and  tendered 
to  Rev.  Mr.  Colwell  for  his  address  and  continued 
kindly  interest  in  our  Association  work. 

Presidential  Address 

President  Dunbar  then  delivered  his  annual  address 
as  follows : — 

It  again  gives  me  great  pleasure  to  welcome  you  to 
this,  our  12th  convention.  Yearly  we  meet  together 
and  receive  great  benefit  through  the  lectures  and  de- 
monstrations we  have  had,  and  I  am  sure  that  the  pre- 
sent sessions  will  be  no  exception.  May  we  all  receive 
new  ideas  that  will  be  of  much  benefit  to  iis  in  the 
nractice  of  our  profession.  We  have  with  us  this  year 
Professor  George  Smith.  President  of  Barnes'  College 
of  Embalming  and  Sanitary  Service,  Chicago.  He 
comes  to  us  well  recommended  and  I  am  sure,  with 


your  kind  attention  to  the  lectures,  you  will  be  ready 
to  compliment  your  executive  committee  on  being 
successful  in  securing  his  services.  Many  of  you  by 
your  yearly  attendance  and  the  enthusiasm  you  have 
shown  demonstrate  that  you  are  eager  for  knowledge 
that  will  benefit  you  or  tend  to  elevate  our  profession. 

The  past  year,  owing  to  the  terrible  Avar,  has  been 
a  most  anxious  one,  especially  to  those  who  have  near 
relatives  and  friends  at  the  front,  and  it  also  has  to  a 
great  extent  put  a  damper  on  many  other  interests  that 
would  otherwise  have  received  more  attention. 

There  are  many  items  that  may  be  taken  up  with  the 
Board  of  Health.  I  would  suggest  that  the  board  be 
asked  to  have  printed  all  names  of  those  that  have 
taken  out  an  embalmer's  license  and  that  a  copy  of 
the  same  be  posted  in  each  railway  station  in  Manitoba, 
thereby  giving  notice  to  the  station  agents,  as  well  as 
the  public,  who  are  entitled  to  practice  the  art  of  em- 
balming according  to  the  present  law  in  Manitoba.  As 
to  the  amendment  to  the  present  Act  which  we  have 
under  consideration,  and  which  I  have  no  doubt  will  be 
carried  through,  I  will  leave  to  our  secretary  to  report 
upon.  I  may  only  say  that  we  have  received  every 
consideration  at  the  hands  of  the  Board  of  Health  and 
have  their  entire  sympathy,  which  leads  me  to  believe 
that  if  we  patiently  wait  and  remain  in  unison,  that 
our  grievance  will  be  remedied. 

You  will  notice  that,  with  the  approval  of  the  Board 
of  Health,  the  examinations  for  license  to  practice  the 
art  of  embalming  have  been  left  with  us  and  all  thoi^e 
desirous  of  taking  them  will  kindly  hand  in  their 
names  to  secretarv  A.  B.  Gardiner. 

My  business  relations  with  the  officers  and  members 
of  the  Association  have  been  most  cordial,  and  the 
harmonious  spirit  and  the  fraternal  feeling  which  have 
characterized  our  meetings  in  the  past  continue  to  exist. 
May  it  grow,  that  we  may  feel  it  is  good  to  meet  to- 
gether and  have  council  with  each  other  for  our  com- 
mon good. 

I  have  some  suggestions  to  take  up  with  you  at  the 
nroper  time,  and  I  hope  each  one  will  feel  that  if  he 
has  anything  to  offer  that  will  be  to  the  interest  of  the 
Association,  that  it  will  be  thankfully  received. 

I  hope  we  all  will  be  conscious  of  the  fact  that  we 
still  have  much  to  learn  and  that  our  ambition  will  be 
that  our  profession  will  attain  the  proficiency  that  a 
successful  funeral  director  should  possess. 

Progress  always  was  and  always  will  be  retarded 
more  or  less  by  those  who  are  either  unable  to  keep 
pace  with  the  advance  or  are  wedded  to  the  old  ways 
and  conditions  as  to  see  no  good  in  anything  new. 
It  is  impossible  to  please  everyone,  and  to  you  who  are 
working  to  raise  the  standard  of  embalming,  have 
reason  to  be  glad  that  your  opposition  is  confined  to 
very  few,  and  as  we  part  to  go  to  our  several  homes 
may  we  feel  that  our  meeting  together  has  been  the 
means  of  advancement  in  our  chosen  profession. 

Thanking  you  again  for  the  honor  conferred  upon 
me  and  hoping  my  successor  in  office  will  accomplish 
more  than  I  have  done,  and  I  can  assure  him  he  will 
have  my  hearty  co-operation  in  all  matters  that  will 
tend  to  advance  the  Association. 

(Sgd.)  W.  D.  DUNBAR. 

Secretary's  Report 

The  report  of  the  Secretary-Treasurer,  A.  B.  Gard- 
iner, was  presented  as  follows : — 

To  the  Officers  and  Members,  of  the  Western  Can- 
ada Funeral  Directors  and  Embalmers'  Association. 

We  are  about  to  commence  the  deliberations  of  the 
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Maxwell  Vaults  and 
Shipping  Cases 


Paleni  Not.  759727:  759728  :  800929:  800930:  840077 


Among  numerous  unsolicited  testimonials  appears  the  following: 


Schenectady,  N.  Y. 

July  17,  1916. 


MAXWELL  STEEL  VAULT  CO., 
ONEIDA,  N.  Y. 

Genf  lomen : 

In  the  past  two  years  we  have  used  two  hundred  imd  fifteen  of  your  vaults  in  our  business  and  we  think 
it  .-night  be  of  interest  to  you  to  know  the  number,  and  that  we  sell  a  Maxwell  vault  with  nearly  every  good 
burial  that  we  make,  and  at  a  reasonable  profit.  We  fiid,  by  recommending  The  Maxwell  to  our  customers,  we 
have  attained  a  higher  grade  of  excellence  than  ever  before.  We  consider  your  vault  the  be.st  article  of  its 
kind  ever  placed  iipon  the  market.  Having  tried  them  all.  we  have  not  yet  found  its  equal.  We  believe  any 
undertaker  who  pushes  these  vaults  is  on  the  highroad  to  success,  because  they  give  the  greatest  satisfaction  to 
the  relatives  and  friends  of  the  deceased,  and  the  best  advertisement  is  the  satisfied  customer.  It  gives  us 
grea,  pleasure  to  handle  your  goods,  as  there  is  never  any  dissatisfaction  or  "come-back."  Wishing  you  success, 
we  beg  to  remain, 

Very  truly  yours. 

TIMESON  &  FRONK. 

MAXWELL  SANITARY  STEEL  VAULT 
MAXWELL  AMBULANCE  TRANSFER  CASE 
MAXWELL  COPPER  ALLOY  VAULT 

Our  customers  are  assured  of  Superlative  Quality  and  Prompt  Delivery. 
MAXWELL  GOODS  are  carried  in  stock  by  all  leading  jobbers. 

lVh\)  Not  Have  the  Best? 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY   -   Oneida,  N.Y. 
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12th  annual  convention,  having  marked  another  mile- 
stone in  the  history  of  our  Association,  and  I  am  glad 
to  report  that  in  spite  of  the  troublous  times  and  un- 
settled conditions  of  our  fair  province  and  beautiful 
Dominion,  that,  as  far  as  we  have  knowledge.  Provid- 
ence has  dealt  kindly  with  the  members  of  our  Associa- 
tion, and  we  are  again  permitted  to  have  the  pleasure 
of  coming  together  and  exchanging  our  ideas  and 
friendly  greetings,  as  in  times  past. 

At  the  close  of  last  convention  the  usual  stenographic 
report  Avas  duly  forwarded  to  the  trade  papers,  and 
the  publication  of  the  same  placed  in  the  hands  of  the 
printer  after  the  usual  advertising  had  been  secured. 
The  supply  houses  responded  royally  with  advertising 
copy  and  we  were  able  to  place  in  your  hands  the 
eleventh  report  without  expense  to  you.  Copies  of 
the  Furniture  World  and  the  Undertaker  were  for- 
warded to  all  dealers  in  Manitoba  and  also  to  our  old 
friends  in  Saskatchewan.  Diplomas  of  proficiency 
were  also  prepared  and  forwarded  to  successful  candi- 
dates. 

At  this  time  we  would  like  to  express  our  most  heart- 
felt sympathy  to  our  esteemed  president  on  the  news 
lately  received  in  connection  with  his  son  who  was 
Avounded  in  France. 

Your  executive  had  indeed  a  difficult  problem  before 
them  in  fixing  the  date  of  our  present  meeting.  We 
were  informed  hy  Commissioner  Webster  that  there 
would  be  a  special  trade  week  in  Winnipeg,  July  1-8. 
We  had  about  arranged  for  this  period  when  it  was 
postponed  to  July  15-22.  After  much  difficulty  we 
arranged  for  our  dates  to  fall  during  this  period,  dur- 
ing which  time  of  course,  we  were  to  have  had  reduced 
fares  and  special  carnival  attractions.  However,  after 
we  had  made  arrangements  for  this  time  the  idea  was 
abandoned  by  the  Industrial  Bureau,  and  we  were  left 
to  stand  on  our  own  footing.  We  hope  it  will,  after 
all,  work  out  for  the  best  interests  of  all  concerned 
and  that  we  will  have  a  most  helpful  and  enjoyable 
convention. 

On  February  11th  your  secretary  took  up  with  E.  M. 
Wood,  Secretary  of  the  Provincial  Board  of  Health,  a 
few  amendments  that  we  thought  should  be  made  to 
make  the  embalmers'  regulations  more  workable  and 


complete.  These  are  attached  to  this  report  as  exhibit 
"A."  These  suggestions  met  with  the  hearty  ap- 
proval of  Mr.  Wood,  but  owing  to  congested  session  of 
law  amendments  committee  were  side-tracked,  but  we 
feel  confident  that  they  will  be  embodied  in  the  next 
year's  amendments  to  the  Provincial  Health  Act. 

Mr.  Wood  also  authorized  us  to  conduct  the  examina- 
tion for  embalmers'  licenses  for  the  province  at  the 
close  of  our  convention,  the  examiners  to  be  Dr.  G. 
Bell,  W.  D.  Dunbar  and  your  secretary-treasurer. 

Financial  Statement 

The  following  is  a  brief  statement  of  finances  and 


membership : — 

RECEIPTS 

Balance  on  hand  July  1,  1915  $  756.13 

Dues    245.00 

Membership    80.00 

Miscellaneous    94.64 

Total   $1175.77 

EXPENDITURE 

As  per  statement  and  vouchers  $  445.66 

Balance  on  hand   730.11 

Total    $1175.77 


Respeetfully  submitted 

(Sgd.)  A.  B.  GARDINER, 

Secretary-Treasurer 

Exhibit  "A" 

Amendments  to  clauses  of  Public  Health  Act  recom- 
mended by  the  Executive  of  Western  Canada  Funeral 
Directors'  and  Embalmers'  Association: — 

Page  86,  Section  296:  Add  after  word  "disease" — 
"Of  the  kind  referred  to  in  Sections  227  and  230  save 
as  excepted  in  Section  298."  The  section  as  it  stands 
is  too  comprehensive  including  cancer,  pneumonia. 
This  alteration  will  make  it  conform  to  following 
clauses. 

Page  86,  Section  297:  Add  as  Sub-Section  (A)  :  "No 
undertaker  or  other  person  except  a  licensed  embalmer 
shall  conduct  the  funeral,  burial,  or  removal  of  bodies 


W.  D.  DUNBAE  A.   BROADFOOT  A.  B.  GARDINER 

President.  Hon.   President.  Sec.-Treas. 

Three  of  the  1916-17  Officers  of  the  Western  Canada  Funeral  Directors'  and  Embalmers'  Association. 
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of  persons  dying  from  a  contagious  or  infectious  disease 
in  cities,  tOAvns,  or  communities  where  there  are  one 
or  more  licensed  embalmers. " 

Page  86,  Section  300.  Add  as  Sub-Section  (A): 
"The  bodies  of  persons  dying  of  diseases  above  re- 
ferred to  in  this  clause  shall  not  be  removed  for  burial 
in  a  cab,  hack,  carriage  or  other  like  public  convey- 
ance." 

Page  87,  Section  301.  Add  after  word  "disease"— 
"Of  the  kind  referred  to  in  Sections  227  and  230,  save 
as  excepted  in  Section  298."  Same  reasons  for  change 
as  Section  296. 

Page  87,  Section  305.  Strike  out  in  middle  of  section, 
"or  competent  embalmer  approved  by  the  health  ol¥i- 
cer. "  This  is  a  useless  and  unnecessary  qualification. 
Almost  all  competent  embalmers  are  licensed  or  should 
be  and  the  public  should  be  safeguarded  from  exploits 
of  any  but  properly  fjualified  licensed  embalmers.  It 
is  too  large  a  responsibility  to  be  in  the  hands  of  local 
health  officer. 

Page  88,  Section  306.  Strike  out  in  last  line— "or 
a  competent  embalmer  approved  of  by  the  health 
officer." 

Page  88,  Section  307.  Middle  of  section — change 
word  "thirty"  to  "ten."  This  regulation  is  only  in- 
tended to  provide  for  transfer  of  body  to  nearest 
licensed  embalmer  or  to  bring  bodies  short  distances. 
Thirty  hours  is  too  long  and  regulation  too  slack.  A 
body  may  become  very  offensive  after  ten  hours,  and 
its  transportation  a  menace  to  public  health  and  con- 
venience. 

Page  89,  Section  309.  "But  when  undertaker  is 
licensed  embalmer  no  affidavit  is  required."  It 
should  not  be  necessary  for  licensed  embalmer  to  have 
to  swear  body  is  prepared.  This  is  an  antiquated 
regulation  and  all  right  where  undertaker  is  not  a 
qualified  embalmer. 

Page  89,  Section  309.  Add  as  Sub-Section  (A).  "A 
copy  of  the  record  of  names  and  residences  of  persons 
to  whom  licenses  have  been  granted  shall  be  forwarded 
annually  on  the  first  day  of  February  to  the  various 
transportation  companies  in  the  province,  and  bag- 
gage agents  shall  not  receive  for  shipment  dead  bodies 
prepared  by  other  than  those  whose  names  appear  on 
said  list  except  as  permitted  in  Clause  307."  This  is 
only  compelling  baggagemen  to  assist  in  carrying  out 
the  provisions  already  stipulated  in  tlae  Act,  and  will 
assist  in  keeping  the  embalmers  registered  up-to-date. 

Page  90,  Section  313.  Strike  out  remainder  of  sec- 
tion after  word  "years"  and  add:  "And  together  with 
evidence  that  he  has  had  twelve  consecutive  months 
training  and  experience  under  a  licensed  embalmer  in 
the  province,  the  same  to  be  made  on  forms  provided 
by  the  board  for  the  purpose."  There  now  should  be 
no  embalmer  eligible  to  register  under  above  clause  to 
be  struck  out.  The  above  suggestion  re  practical 
training  is  veiy  necessary  and  should  be  the  swoi'n 
evidence  of  a  licensed  embalmer. 

It  has  been  suggested  that  this  clause  read: — 

"And  together  with  evidence  that  he  has  embalmed 
twenty-five  bodies,  five  of  whom  shall  have  died  of  a 
contagious  disease,  the  same  to  be  made  on  forms  pro- 
vided by  the  board  for  the  purpose." 

Committees  Appointed 

On  motion  of  Messrs.  McKague  and  Kei-r  the  reports 
of  secretary-trefisurer  and  president's  address  were 
referred  to  the  Resolutions  Committee. 

President  Dunbar  appointed  a  striking  committee 
who  reported  as  follows: — 


We.  your  committee  appointed  to  draft  sessional 
committees  recommend  the  following  names  for  several 
committees : — • 

Examination  Committee — W.  D.  Durdjar,  Xapinka  : 
A.  P).  Gardiner,  Winnipeg. 

Membership — S.  R.  Rott,  Emerson  ;  J.  Kerr,  Winni- 
peg; W.  R.  Orr,  Portage  la  Prairie;  F.  Blankstein,  Min- 
nedosa. 

Resolution — G.  TI.  McKague,  Saskatoon;  A.  J.  Tay- 
lor, Kenora  ;  A.  S.  P>ardal.  Winnipeg;  deo.  Paull,  Swan 
River;  J.  Thomson.  Winnipeg. 

Respectfullv  submitted. 

'fSgd.)  J.  THOMSON, 
A.  S.  BARDAL. 

On  motion  of  Messrs  Blankstein,  J.  Kerr  and  Gard- 
iner, the  report  was  adopted. 

Professor  Smith  then  gave  his  opening  address.  He 
referred  to  the  obligation  on  the  shoulders  of  the  fun- 
eral director  to  safeguard  the  health  of  the  commun- 
ity, that  his  labors  in  this  direction  should  be  as  well 
carried  out  and  as  efficient  as  the  burial  of  the  dead 
and  that  the  "protection  of  the  public"  should  con- 
stantly be  his  watchword. 

AFTERNOON  SESSION 

Professor  Smith  opened  with  a  lecture  on  "Accident 
Cases,"  and  J.  Kerr  gave  a  most  interesting  paper  on 
"The  Requirements  of  the  Modern  Funeral  Establish- 
ment," dwelling  at  some  length  on  the  accommodation 
and  details  to  be  considered  in  the  proper  conduct  of 
the  premises  of  the  present  time  undertaker's  estab- 
lishment. 

On  motion  of  Messrs.  McKague  ami  Doyle  a  vote  of 
thanks  was  immediately  tendered  Mr.  Kerr. 

Professor  Smith  continued  with  his  lecture  on  "Em- 
balming Fluids  and  their  Use."  This  was  followed 
by  general  discussion  and  adjournment. 

SECOND  DAY 

Professor  Smith  ()i)ened  Wednesday  with  demonstra- 
tions on  cadaver  of  raising  of  various  arteries. 

S.  R.  Rott  gave  an  interesting  paner  on  "4  Chapter 
of  Experiences,"  (published  elsewhere  in  this  issue), 
and  on  motion  of  Messrs.  Kerr  and  McKague  a  vote  of 
thanks  was  tendered  him.  Professor  Smith  filled  out 
the  morning  programme  with  the  conclusion  of  his  lec- 
ture. 

WEDNESDAY  AFTERNOON 

Professor  Smith  jrave  a  most  interesting  lectiire  on 
"Tflkinsr  a  Death  ^lask." 

The  Resolutions  Committee  reported  as  follows: — 

We,  after  due  consideration  do  apnrove  of  the  clause 
in  the  president's  address,  viz.:  "That  the  Board  of 
Health  be  asked  to  have  printed  all  names  of  those 
who  have  taken  out  a  license,  and  that  a  copy  of  the 
same  be  posted  in  all  railway  stations  and  post  offices 
in  Manitoba." 

That  we,  the  Association,  extend  a  resolution  of  sym- 
pathy to  our  nresideiit,  regarding  his  son  who  was 
wounded  at  the  Fi'ont.  with  hopes  for  his  speedy  re- 
covery. 

That  the  Association  thank  the  executive  for  the 
;)b]e  manner  in  which  they  arranged  the  convention  of 
1916.  We  strongly  recommend  that  the  convention 
be  held  once  a  year. 

That  a  hearty  vote  of  thanks  be  extended  to  our 
president  for  the  able  and  entliusiastic  manner  in  which 
he  has  conducted  the  aft'airs  of  the  Association  during 
the  past  year. 

That  the  Association  extend  to  our  worthy  secretary, 


September,  1916.  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


59 


Dominion  Manufacturers 

LIMITED 


Honest  Service 

Our  organization,  in  unity  and  accords, 
strives  loyally  to  live  up  to  a  policy 
founded  upon  the  realization  that  honest 
service  is  the  first  law  of  success. 

In  the  past  you  have  demonstrated  your  appreciation 
of  our  efforts  through  substantial  recognition. 

Our  future  depends  upon  such  recognition,  and  we 
will  continually  strive  to  serve,  reaping  our  just 
reward  by  receiving  your  appreciation. 


LIST  OF  BRANCHES 

The  National  Casket  Co.,  Limited,  Toronto,  Ont. 
The  D.  W.  Thompson  Co.,  Limited,  Toronto,  Ont. 
The  Semmens  &  Evel  Casket  Co.,  Ltd.,  Hamilton 
The  Globe  Casket  Co.,  Limited,  -  London,  Ont. 
Jas.  Elliott  &  Son,  ...  Prescott,  Ont. 
Girard  &  Godin,  Limited,  .  Three  Rivers,  Que. 
Christie  Bros.  &  Co.  Limited,  Amherst,  N.S. 

The  Semmens  &  Evel  Casket  Co.,  Ltd.,  Winnipeg 
Vancouver  Casket  Co.,     -       -     Vancouver,  B.C. 


Head  Office 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO  CANADA 
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Dominion  Manufacturers 

LIMITED 


The  Betterment  of  Business 

has  not  the  same  opportunities  for  application  to  the  pro- 
fession of  Funeral  Directing  as  to  any  other  business. 

It  must  be  applied  chiefly  through  the  mediums  of  Higher 
Quality  and  Better  and  More  Complete  Service.  The 
general  trend  to-day  is  toward  the  extension  of  a  consider- 
ably higher  grade  of  service  to  the  general  public  on  the 
part  of  the  Funeral  Director. 

This  IS  due  to  the  realization  that  it  is  by  this  method 
greater  volume  of  business  and  larger  profits  are  obtainable. 

Continually  bearing  this  important  fact  in  mind,  w^e  are 
paying  particular  attention  to  our  better  lines,  striving  to 
reach  a  degree  of  perfection  in  appearance  and  construction 
heretofore  beyond  conception  ;  a  degree  that  will  be  of 
the  greatest  assistance  to  the  Funeral  Directors  in  their 
efforts  to  raise  the  standard  of  their  profession. 

That  we  are  following  the  correct  course  is  evidenced  by 
the  steadily  increasing  business  in  our  better  goods. 


Head  Office: 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO  CANADA 
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A.  B.  Gardiner,  a  hearty  vote  of  thanks  for  his  excellent 
services  rendered  during  the  year. 

That  a  vote  of  thanks  be  extended  to  Professor 
George  Smith  for  his  able,  instructive  course  of  lec- 
tures. We  feel  that  those  who  have  heard  him  will 
carry  away  with  them  instructions  that  will  be  of  great 
assistance  to  them.  That  a  vote  of  thanks  be  extended 
to  the  several  casket  companies  who  have  royally  en- 
tertained our  delegates. 

That,  we  would  suggest  that  conventions  in  future 
be  held  in  Winnipeg. 

That  we  thank  the  Medical  Association  for  the  use  of 
the  Medical  College  for  the  convention,  and  recommend 
the  usual  fee  for  the  caretaker  for  his  services. 

(Sgd.)  G.  H.  McKague,  chairman;  A.  J.  Taylor,  sec- 
retary ;  A.  S.  Bardal,  Geo.  Paull,  John  Thomson. 

On  motion  of  Messrs.  Doyle  and  Thomson  the  Reso- 
lutions Committee's  report  was  adopted. 

Auditor's  Report 

The  Auditors  presented  their  report  as  follows : 
Winnipeg,  July  19,  1916. 

We,  your  committee  appointed  to  audit  the  books  and 
vouchers  of  the  secretary-treasurer,  beg  to  report  that 
we  have  examined  them  and  find  them  correct. 

Balance  from  1915   $  776.13 

Receipts  since  to  June  30,  1916    399.64 

$1175.77 

Expenditure   $  445.66 

Balance  in  Bank    730.11 


$1175.77 

and  wish  to  compliment  our  secretary-treasurer  for  the 
business-like  way  in  which  he  conducts  the  finances  of 
this  Association. 

(Sgd.)  Joseph  Kerr  and  Jno.  W.  Neill,  auditors  for 
truly  19,  1916. 

On  motion  of  Messrs.  MeKague  and  Bardal  the  re- 
port was  adopted. 

Membership  Report 

The  Membership  Committee  then  reported  as  foUoAvs- 
We,  your  Membership  Committee,  having  ?^xamined 
the  applications  for  membership  recommend  as  follow": 
For  associate  membership,  R.  H.  Beattv.  of  Brandon  .- 
for  active  membership,  F.  J.  Nordquist  of  Miami. 
These  are  all  the  applicants  for  merabershin  this  year. 

(Sgd.)  Joseph  Kerr,  Fred  Blankstein,  S.  R.  Rott, 
committee. 

On  motion  of  Messrs.  Kerr  and  D.  J.  Clark,  the  re- 
port Avas  adopted,  and  President  Dunbar  welcomed  the 
new  members  into  the  Association. 

Election  of  Officers 

The  nomination  and  election  of  officers  resulted  as 
follows: — 

Hon.  Pres. — Alex.  Broadfoot,  Moose  Jaw. 

President — D.  D.  Dunbar,  Napinka. 

1st  Vice-Pres. — S.  R.  Rott,  Emerson. 

2nd  Vice-Pres. — D.  J.  Clark,  Winnipeg. 

Sec3^-Treas. — A.  B.  Gardiner,  Winnipeg. 

Executive  member — ^G.  H.  McKague,  Saskatoon. 

Professor  Smith  then  concluded  with  a  lecture  on 
"Communicable  Diseases  and  Disinfectants." 

The  convention  discussed  clause  by  clause  and 
adopted  the  recommendations  of  the  executive  to  the 
board  of  health  re  amendments  to  embalmers'  regula- 
tions. 


THIRD  DAY'S  SESSION 

Professor  Smith  devoted  the  morning  to  derma  surg- 
ery and  final  preparation  of  the  body,  and  at  its  con- 
clusion Professor  Smith  was  accorded  a  hearty  vote  of 
thanks  for  his  interesting  and  instructive  course  of 
lectures. 

During  the  afternoon  the  delegates  and  their  friends 
were  entertained  to  a  ride  through  the  city  to  the  City 
Park,  where  luncheon  was  served  and  as  guests  of  the 
Winnipeg  Casket  Co.,  and  the  Semmens  Evel  Casket 
Co.  A  baseball  match  was  also  arranged  between  the 
city  delegates  versus  the  country  delegates,  resulting 
in  a  draw.   

Popular  Maritime  Funeral  Directors 

{Appreciation  b\f  a  traveller) 

The  management  of  Snow  &  Co.,  of  Halifax,  N.  S., 
has  recently  passed  froiri  Judge  John  Snow  to  his  son, 
John  Snow,  Jr.,  but  up  to  date  the  Judge  or  as  he  is 
better  known  in  these  parts,  "Father  Snow"  is  seen 
as  usual  upon  the  job  every  day  since  his  return  lately 
from  his  visit  to  his  native  country,  Newfoundland. 

"Father"  Snow,  in  responding  to  incpiiry,  says, 
"Yes,  I  have  had  31  years  of  the  work  and  some  say 
that  I  have  done  my  due,  but  just  because  Son  Johnny 
is  managing  the  business,  and  because  I  have  given  up 
to  the  'young  blood,'  is  no  reason  why  I  must  stay 
away  from  the  'shop' — if  you  want  to  finish  me  keep 
me  from  Avork."  And  it  is  true.  John  Snow,  Jr.,  is  a 
first-class  undertaker  in  every  respect,  and  with  the 
assistance  he  has  can  very  nicely  handle  the  75  funerals 
this  firm  has  each  month.     But  "Father"  SnoAv,  must 


JOHN  SNOAV.  Sr., 
the    "Father"    of  the   profession  in 
Nova  Scotia. 

be  around  on  the  job  Avhenever  he  is  able  to  do  so. 
And  in  this  resj^ect  it  is  not  an  uncommon  thing  to  see 
him  attend  tAA^o  funerals  himself  every  day,  and  when 
seen  by  the  writer  he  was  on  such  a  mission  with  a 
doAvnpour  of  rain  to  contend  Avith,  Avhich  is  an  unusual 
thing  for  an  undertaker  Avho  has  passed  his  three  score 
years  and  ten,  as  has  Father  Snow.  But  the  people  all 
ask  for  him  to  come  in  person,  and  so  he  goes  when  pos- 
sible for  him  to  do  so.  notwithstanding  the  fact  that 
the  ncAV  "boss"  is  very  much  liked  by  all  who  know 
him,  Avhich  only  adds  to  the  popularity  of  the  name  in 
the  people's  shown  admiration  for  both  generations. 

The  firm  of  SnoAV  &  Co.,  consists  of  Judge  John  Snow, 
Sr.,  president;  John  R.  SnoAv,  Jr.,  vice-pres. ;  Miss  Mary 
Murdoch,  secretary ;  Wallace  W.  Foster  and  Albert 
Burns,  assistants. 
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Dead  in  Northern  Ontario  Fire 

Great  conflagration  destroyed  many  settlements —  Work,  of  undertakers 
— Official  list  of  dead    Incidents  of  the  fire. 

The  recent  terrible  bush  conflasration  in  Northern 
Ontario  which  started  around  Bomkes,  on  the  T.  &  N. 
0.  line  and  swept  north  to  Cochrane,  115  miles  and 
then  east  and  west  some  l.'}5  miles  and  destroyed  towns, 
villages  and  settlements  in  its  swath,  was  a  calamity 
as  great  and  as  horrifying  as  some  incidents  in  the 
great  world  war  now  raging  in  Europe.  Heartrend- 
ing are  some  of  the  stories  coming  from  the  scene  of 
the  catastrophe. 

One  of  those  first  on  the  ground  after  news  of  the 
fire  reached  the  outside  world,  was  N.  G.  M.  Hendrikz, 
of  the  National  Casket  Co.,  Toronto.  He  got  a 
phone  message  at  his  home  on  the  night  of  the  fire  and 
started  north  next  day.  This  was  Sunday,  and  a  [)ro- 
vidential  rainstorm  did  much  to  subdue  the  fire.  The 
daily  newspapers  have  given  many  details,  but  Mr. 
Hendrikz  described  to  the  Furniture  World  and 
The  Undertaker  a  few  incidents  that  will  live  forever 
in  his  memory.  One  of  these  was  the  finding  of  a 
mother  and  five  little  children  who  were  huddled 
around  her  for  protection,  biirned  into  a  single  mass, 
the  bodies  of  another  family  of  ten  were  picked  up  a 
few  feet  from  each  other  near  where  their  home  had 
])een  located.  Evidently  the  children  Avere  in  the 
house  and  when  the  fire  reached  it  they  had  run  out 
the  rear  door  and  di'opped  dead  one  b.v  one  fi'otn  the 
terrific  heat. 

The  bodies  of  the  parish  {)riest  of  Nushka  and  65  of 
his  townspeople  were  found  in  a  railwa.v  cutting  where 
they  had  run  for  protection,  and  a  watch  and  some 
shirt  buttons  were  all  that  were  found  of  a  driver  who 
had  left  one  of  the  settlements  a  little  time  before  the 
fire  came  along.5  Even  the  horses  and  the  wagon  he 
was  driving  were  consumed,  only  the  metal  parts  of  the 
wagon,  the  horses'  shoes  and  some  buckles  being 
found. 

Mr.  Hendrikz,  who  went  to  help  the  undertakei-s, 
had  the  highest  praise  for  the  two  priests  and  the 
minister  who  read  the  burial  services  at  the  gravesides 
of  the  victims.  The  Ontario  Government  appointed 
F.  J.  Martin,  North  Ray,  to  look  after  the  interments, 
and  he  was  assisted  by  J.  C.  McNabb,  Cobalt,  and  0.  J. 
Thorpe,  New  Liskeard  and  Haileybury.  In  all,  178 
burials  were  made.  Doubtless  there  are  other  bodies 
somewhere  in  the  woods,  but  the  undertakers  investi- 
gated every  rumor  that  reached  them,  went  up  and 
down  the  railway  and  gave  proper  burial  to  all  bodies 
found.  Three  cars  of  coffins  and  cases  were  sent 
north  immediately  following  the  news  of  the  deaths 
from  fire. 

So  fierce  and  fast  was  tbe  fire  that  Cochrane  was 
burned  out  in  25  minutes.  It  seemed  like  a  wall  of 
flames  some  75  miles  wide,  the  heat  from  which  dried 
and  blistered  in  advance,  the  trees  and  all  vegetation. 
One  of  those  who  came  through  said  he  took  to  the 
river  and  kept  his  mouth  just  at  the  surface  of  tbe 
water.  There  was.  he  said,  an  air  space  of  six  inches 
above  water,  and  that  blisteringly  hot.  His  hair  was 
all  scorched  off  and  his  face  burned.  Even  wild 
animals  were  unable  to  escape  the  blaze. 

The  following  is  an  official  list  of  the  dead  buried  by 
tbe  undertakers  appointed  to  look  after  the  interments: 

At  Matheson  17  bodies  were  found  and  buric?!  there. 
These  were  James  Stack,  Mr.  Bannerman,  Pearl 
Rumble,  Laura  McKnight,  Mrs.  McKnigbt,  Elizabeth 
Andrews,  Joseph  Wildman,  Ray  Wildman^  Alside  Mar- 


'|ii"ise,  a  little  child  named  McWharter;  Mrs.  Ben  Por- 
ier  and  her  five  children.  Lily,  Harry,  Leo,  Delina,  Em- 
ilda ;  Ilarrv  Young. 

At  Nushka  76  bodies  were  found.  Of  these  the  fol- 
lowing were  buried  at  Haileybury: — Mr.  and  Mrs. 
Oliver  Dupuis  and  three  children;  Madam  Arthur  Gui- 
nard  and  four  children,  Mr.  and  Mrs.  Joseph  Houle  and 
child,  Mrs.  Arthur  Auraont  and  nine  children,  Max 
Jolie,  Silvio  Hortie  and  child,  Mr.  and  Mrs.  Joseph 
Perrault  and  six  children,  G.  Deschenes,  Mrs.  Edmund 
Desebenes  and  four  children.  Madam  A.  Chalifoux  and 
three  children.  Mrs.  Isaac  Hortie  was  buried  at 
Chelmsford;  Alfred  Guillemette  and  Annie  Boisvert 
were  interred  at  Nushka,  and  Philias  Caouette  at  Ville 
Marie.  At  Matheson  were  buried  Delda  La  Belle, 
Clara  LaPorte,  Wm.  Bertrand,  Roderick  MeDougal, 
Mrs.  and  Miss  McClinchey,  Mr.  and  Mrs.  Arthur  Rey- 
nolds and  son,  Mrs.  Geo.  Green  and  two  cliildren,  Mr. 
and  Mrs.  Harry  Campbell,  Mr.  and  Mrs.  McMillan  and 
six  children,  Mr.  Lebarge,  Mrs.  Green  and  one  un- 
known. Mrs.  Wm.  Coleman's  body  was  taken  to  her 
old  home  at  Alliston.' 

In  Munroe  township  these  bodies  were  found  and 
burials  made  of  John  Oudekirk  at  Berwick;  J.  Mc- 
Laughlin, Morris  St.  Cyr,  W.  A.  Robertson,  Mr.  and 
Mrs.  Dupont  and  two  children,  J.  L.  Charles.  Duncan 
McAuley,  Louis  Martel  and  one  unknown,  at  Mathe- 
son; Mrs.  0.  Leblane  at  Chelmsford;  Arthur  Hill  sent  to 
Markdale  and  Jack  Chisholm  shipped  to  New  Bruns- 
wick; B.  Jeanette.  Clifi'ord  Cox  and  —  McNicol.  Co- 
balt; Mr.  and  Mrs.  Norman  Throop,  Cyril  Walsh  and  a 
Chinese  named  Eng  Fay.  at  Haileybury. 

At  Kelso  only  two  bodies  were  found.  Dr.  Reid 
buried  at  St.  George,  and  Thos.  Walsh,  at  St.  Julien. 

At  Porquois  Junction  Mr.  and  Mrs.  Saunders  and 
two  children  and  Andrew  McTnnis  were  buried  at  New 
Liskeard. 

In  the  township  of  Carr  Mr.  and  Mrs.  L.  S.  Soubitez, 
Lionel  and  grandmother  Soubitez  and  Mr.  and  Mrs? 
Ehvell  were  interred  at  Matheson. 

At  Iroquois  Falls  Olivine,  Dennis  and  Alex.  Laporte 
and  Mrs.  Clusio  were  buried  at  Haileybury,  and  the 
following  were  buried  at  the  Falls :  Annie  W.  Marion. 
Alex.  Filion,  John  Vigneaii.  Joe  Cavonette.  Antoinette 
Veilleux,  Mrs.  Mary  Beilleux  and  three  children. 

At  Raymore  Ed.  Pion,  Mr.  and  Mrs.  Euclid  Pion  and 
three  children  were  sent  for  burial  to  Montreal.  The 
others  were  buried  at  Matheson — Mrs.  Albert  Pepier 
and  three  children,  Mrs.  Xavier  Clement  and  three 
children. 

All  of  the  dead  found  at  Beatty  were  buried  at 
Matheson.  They  were  J.  J.,  Edward,  Minnie  and  May 
Schmidt,  Mrs.  A.  Bo.vd  and  three  children,  Mrs.  Robin- 
son and  four  children,  Mrs.  Hannah  Taylor  and  two 
children,  little  Tommy  Lytle.  Mrs.  Elvin  and  three 
children,  Mrs.  Small  and  two  children. 


FIRE  IN  CASKET  FACTORY 

The  warehouse  of  the  Gibson  Casket  Co..  at  Mount 
Forest,  Ont.,  was  badly  damaged  by  fire  recently,  and 
a  large  stock  of  lumber  was  destroyed.  Tbe  firemen 
poured  four  streams  of  water  into  the  building  and 
saved  the  factory  and  a  number  of  other  buildings 
nearby.  Bert  Gibson,  in  running  his  private  hose 
through  the  window  of  the  factory,  bad  bis  hand  seri- 
ously cut.  requiring  fifteen  stitches,  and  would  have 
died  from  loss  of  blood  but  for  prompt  medical  attend- 
ance. Wm.  Gibson  &  Sons  Company  loss  is  placed  at 
$2,000,  with  no  insurance. 


September,  1916. 
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An  Invitation 


We  cordially  invite  the  Undertaking  Trade  to  visit  our 
headquarters  at  the  Prince  George  Hotel,  Toronto. 
Take  elevator  to  third  floor,  suite  59,  60.  Friends  may 
have  long  distance  telephone  calls,  mail  or  telegrams 
sent  in  care  of  us  either  day  or  night  during  the  Con- 
vention of  the  Embalmers'  Association. 


CENTRAL  CASKET  COMPANY,  LIMITED 


BRIDGEBURG,  ONT. 
Telephone  1 26. 


R.  S.  FLINT,  241  Fern  Ave. 
Telephone  Parkdale  3257,  Toronto,  Ont. 


Embalming  by  a  New  Principle 
and  a  New  Method 

OSMOTONE 


OSMOTONE  may  be  briefly  described 
as  a  capillary  wash  and  blood  solvent  that 
supplies  purifying  and  lightening  oxygen 
to  the  venous  blood  which  remains — much 
the  same  as  the  lungs  supply  oxygen  to 
the  venous  blood  in  life  to  convert  it  into 
arterial  blood. 

It  thus  has  two  distinct  functions. 

One  of  these  functions  is  to  wash  out 
the  capillaries  so  that  as  little  as  possible 
of  the  discolored  blood  shall  remain  in 
them  to  further  darken,  show  through 
the  skin  and  make  that  objectionable 
putty  color  which  is  sure  to  result  in 
full-blooded  cases  on  which  raw  formalde- 
hyde fluids  are  used. 

All  embalming  fluids  are  more  or  less 
astringent  in  their  action.  OSMOTONE 
is  laxative  in  its  effects,  and  for  this 
reason  is  injected  ahead  of  the  fluid  for 
the  purpose  of  clearing  out  the  capil- 
laries, building  up  their  walls,  and  hold- 
ing them  open  for  the  passage  of  that 
fluid  which  is  injected  afterward. 

Being  blood  lightening,  its  action,  from 
thirty  to  fifty  per  cent,  more  blood  can 
be  drained  if  OSMOTONE  is  injected 
ahead  of  the  fluid.  This  is  a  practically 
sure  preventive  of  putty  color. 

Moreover,  a  far  better  circulation  can 
be   obtained   where  the   capillaries  have 


first  been  opened  up  and  cleaned  by 
OSMOTONE  than  where  fluid  only  is  in- 
jected. 

As  a  capillary  wash  OSMOTONE  is 
invaluable  in  sudden  death  cases,  and  in 
cases  in  which  the  patient  died  in  fever, 
as  in  Peritonitis,  Blood  Poisoning,  Pneu- 
monia, etc. 

Being  blood  lightening  in  its  effects, 
OSMOTONE  has  a  second  and  most  im- 
portant function: 

It  will  restore  to  the  face  the  colors 
of  life,  and  bring  to  the  ears  and  cheeks 
of  the  young  and  fair-skinned  the  peachy 
lustre  and  clear  pink  tints  which  have  so 
long  been  the  embalmer's  ideal. 

On  the  young  as  well  as  on  the  ruddy- 
faced  elders,  OSMOTONE  will  give  a  com- 
plexion which  no  other  method  and  no 
other  preparation  possibly  can. 

It  is  impossible  for  us  to  go  fully  into 
details  here,  but  the  whole  story  is  told 
1)1  the  130-page,  cloth-bound  book,  men- 
tioned on  this  page.  This  book  will  be 
sent — free  of  charge — to  any  responsible 


Cut  off  this  COUPON  and  Mail  to-day! 


ORDER  COUPON 

H.  S.  Eckels  &  Co., 

241  Fern  Ave.,  Toronto,  Can. 

Send  ....  dozen  bottles  OSMO- 
TONE at  $7.50  per  dozen  under 
your  guarantee  that  it  will  please 
us. 

Also  send,  without  charge,  a 
copy  of  Prof.  Eckels'  130-page 
cloth-bound  book,  "Embalming  by 
a  New  Principle  and  a  New 
Method." 


C.F. 


undertaker  who  will  fill  out  the  attached 
coupon  and  mail  it  to  us. 

OSMOTONE  is  shipped  under  the  most 
complete  guarantee  that  it  will  satisfy 
you,  and  that  it  will  produce  results  bet- 
ter than  you  expect. 

Fill  out  the  coupon  to-day  and  put  it 
to  the  test.  Read  the  book — try  OSMO- 
TONE— and  be  the  first  in  your  neighbor- 
hood to  profit  by  this  new  discovery. 

You  don't  have  to  change  your  fluids. 
Use  the  fluid  to  which  you  are  most  ac- 
customed. OSMOTONE  will  do  wonder- 
ful work  when  used  in  conjunction  with 
any  of  the  standard  fluids,  although  natur- 
ally the  very  best  results  can  be  obtained 
by  using  it  in  conjunction  with  DIOXIN, 
-with  which  it  is  in  perfect  harmony. 


H.  S.  Eckels  &  Co.  - 


241  FERN  AVENUE 
TORONTO,  CAN. 
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A  Chapter  of  Experiences 

Address  delioered  by  S.  R.  Roll,  vice-presideni  W.C.F.D.  &  E. 
Assn. ,  before  late  convention  at  Winnipeg. 

Tliis  might  well  l)c'  called — "Anxious  moments  of  the 
uiulertakcr " — foi-  when  everything  goes  ofip  well  we 
do  not  say  tliat  it  is  an  exi)erieiu'e  to  be  remeiid)ered 
to  gnai'd  us  oft'  the  slioals  in  future. 

One  of  my  first  experiences  in  undertaking  occurred 
about  28  years  ago  last  winter,  when  a  man  came  into 
town  about  18  miles  to  get  a  coffin  for  his  little  girl  ten 
or  twelve  years  of  age.  J  think  he  came  on  a  Satur- 
day and  wanted  the  coffin  taken  out  on  Monday.  On 
Sunday  a  blizzard  began  which  lasted  for'  three  days 
and  the  weather  went  to  forty  below  zero.  On  Wed- 
nesday morning  T  started  out  to  deliver  that  cof¥in 
across  the  ])i'airie  with  scarcely  a  trace  of  road.  On 
arriving  at  the  home  the  friends  were  gathering  For 
the  funeral,  and  as  they  wished  to  conduct  it  themselves 
after  placing  the  remains  in  the  coffin  I  started  the  re- 
turn trip  and  after  seven  miles  stopped  at  my  uncle's 
and  fed  ray  team  and  myself  and  got  thawed  out  and 
arrived  home  about  sundown. 

Did  you  ever  have  tln^  misfortune  to  upset  a  coffiji  in 


S.  K.  IJOT'i', 
Vice-Prt'sicleiit    Western    Canaila  I-'uiieral 
Directors'  Association. 

a  procession?  1  did.  A  family  living  in  town  lost  a 
little  boy  about  three  years  old  and  decided  to  bury  in 
a  cemetery  about  four  miles  out.  It  was  a  stormy  day 
in  midwinter  and  only  the  father  and  a  friend  were  in 
the  procession,  for  which  1  was  truly  thankful.  I  bad 
a  light  sleigb  and  as  the  remains  were  very  light  it  did 
not  take  much  to  roll  it  over  as  we  went  over  a  big 
drift.  The  father  cautioned  me  to  say  nothing  about 
it  so  the  mother  would  not  know;  needless  to  say  I  did 
not  wish  to  advertise  the  mishap. 

T  had  an  experience  once  with  a  pallbearers'  team 
that  will  not  soon  be  forgotten.  A  young  wife  died 
in  the  spring,  about  the  last  of  April,  and  the  friemls 
wished  to  have  her  Sunday  school  classmates  for  hon- 
orary bearers,  so  ;t  was  arranged  that  a  bus  team  from 
town  should  bring  them  out  and  join  in  the  procession. 
Things  went  well  at  the  start,  but  before  we  had  cov- 
ered a  mile,  one  of  this  team  took  a  notion  to  put  her 
head  over  her  mate's  neck,  and  when  the  driver — he 
was  a  good  horsenum — succeeded  in  getting  her  out  of 
that  position,  she  reversed  the  order  of  things  and  got 


lier  head  as  far  as  p()ssil)le  from  the  other  one  ;ind  tried 
to  sit  on  the  tongue,  only  to  rijturn  to  the  first  position 
as  soon  as  this  latter  one  could  be  stopped,  and  this 
continued  th(!  whole  five  nnles,  but  not  fpiite  so  bad 
after  reaching  town;  the  driver  did  not  wait  to  take 
his  loiid  back  from  the  cemetery;  he  told  me  she  never 
had  lieiMi  ugly  befor'e,  but  that  he  would  have  liked  to 
kill  lirr'  there  and  then. 

Diplitheria  visited  our  town  a  good  many  years  ago 
and  one  of  the  fatal  cases  was  an  ordy  daughter  about 
eight  years  old.  Ilei'  father  nursed  her  in  an  isolated 
room  using  disinfectant  precautions  so  that  none  of  the 
rest  of  tlh>  fairiily  contracted  the  disease,  but  this  little 
girl  died.  I  took  up  the  coffin  and  left  it  on  the  door 
steji,  iind  as  there  could  be  no  funeral  srrvice  at  the 
house  it  was  arranged  that  the  minister  aiul  two  or 
three  liicnds  were  to  conduct  the  reinains  to  the  ceme- 
tei'y  and  there  hold  the  usual  grave-side  service.  So. 
at  the  aitpointed  time  I  went  to  the  house,  expecting  to 
have  tlu'  cotfin  ])ut  outside  the  door.  After  waiting  a 
short  time  the  father  put  his  head  out  of  the  upstairs 
window  to  say  that  I  would  have  to  come  and  help  him 
[nit  her  in  the  coffin,  as  he  could  not  bear  to  do  it  him- 
self;  the  froth  was  running  from  her  mouth  when  we 
put  her  in  but  it  had  to  be  done,  and  then  we  proceeded 
to  the  cemetery  and  laid  her  away  in  the  place  ap- 
pointed for  all  the  dead.  I  used  disinfectant  tablets -in 
my  mouth  before  going  into  the  house  and  fumigated 
my  clothing  well  before  going  home  and  no  further 
cases  developed. 

One  of  my  first  attempts  at  eiid)alming  was  about 
eleven  years  ago.  A  family  came  to  the  neighborhood 
shortly  before,  the  husband  worked  on  the  section. 
Following  a  ronfinement  the  wife  died  of  peritonitis, 
lie  eaiiie  and  got  a  coffin  and  wanted  to  have  her  em- 
balmed. My  father  usually  assisted,  but  at  this  time 
he  was  sick  and  could  not,  so  finally  1  asked  a  young 
veterinary  surgeon,  and  be  promised  to  help  me,  but 
we  had  hardly  commenced  before  he  informed  ire  that 
he  could  not  stand  it  and  promptly  left,  so  T  had  to 
proceed  alone;  T  met  with  fair  success  but  wished  1 
had  chosen  some  other  vocation. 

My  next  was  in  midsummer  when  an  old  man  died 
of  inflammation  of  the  bladder  and  dropsy.  He  had 
been  an  old  hotelkeeper  and  the  family  were  no  better 
than  himself — they  did  not  want  any  disinfectant  nor 
|)reservation  work  done  till  he  began  to  go  to  pieces, 
and  then  they  decided  they  did — told  them  I  would  do 
my  best  but  could  not  guarantee  to  arrest  decomposi- 
tion. We  left  the  body  tbat  night  looking  not  too  bad. 
he  had  been  very  thin — but  when  we  went  next  morn- 
ing to  bring  him  down  stairs  and  put  him  in  the  casket 
he  was  about  as  plump  as  his  skin  would  contain,  but 
not  discharging.  The  funeral  was  to  be  that  after- 
noon, so  we  closed  down  the  lid  and  advised  the  family 
that  they  had  better  not  see  him,  as  he  did  not  look 
natural,  and  that  they  would  best  remembei'  hiui  as 
they  last  saw  him.  They  had  flowers  on  the  casket, 
and  at  the  grave  I  decided  to  drop  a  flower  instead  of 
the  usual  earth  and  dust  and  ashes  on  the  casket.  That 
passed  off'  alright,  but  afterward  the  oldest  daughter 
took  me  to  task  for  being  unscriptural  saying  the  Bible 
says  "dust  to  dust  ami  ashes  to  ashes"  but  where  does 
it  say  "flower  to  flower"?  Really  tlie  funeral  director 
cannot  pb-ase  everybody. 


'I'lie  Semmons  &  Evel  Casket  Co.,  Ltd..  have  opened 
a  branch  at  (,'algary,  Alta. 

I),  ('yr  &  Frere,  undertakers,  etc.,  St.  Rose.  Que., 
have  registered  their  business. 
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Embalmers'  Question  Box 

By  Dr.  Carl  L.  Barnes 

What  is  formaldehyde?  (a)  What  is  formalin?  (b) 
For  what  purposes  and  how  do  you  use  these  prepara- 
tions ? 

Answer — ^Formaldehyde  is  the  oxidized  vapors  of 
wood  alcohol. 

(a)  Formalin  is  a  40  per  cent,  solution  of  gaseous 
formaldehyde. 

(b)  For  disinfection  or  fumigation.  It  is  used  as  a 
liquid  and  gaseous  disinfectant. 

Would  burning  of  the  proper  amount  of  sulphur  or 
the  proper  size  formaldehyde  candle  in  a  given  room 
on  a  dry  day  result  in  disinfection?    If  not,  why? 

Answer — Sulphur  must  have  abundant  moisture,  so 
that  sulphurous  acid  gas  may  be  formed,  as  sulphiir 
dioxide  is  not  a  disinfectant. 

In  formaldehyde  fumigation  there  must  be  moisture 
in  the  room  so  as  to  cause  greater  penetration. 

Describe  in  detail  just  how  you  would  disinfect  a 
bedroom  15x26x10  feet  in  dimensions,  with  six  win- 
dows, a  fireplace  and  four  doors,  two  of  which  open  into 
closets  which  are  3x9x10  feet  each,  assuming  that  the 
room  had  been  occupied  by  a  child  who  had  died  from 
scarlet  fever  and  the  closets  had  been  in  constant  use. 
(a)  What  chemicals  would  you  use?  (b)  How  much? 
(c)  What  method  of  application?  (d)  How  soon  would 
you  open  the  room  thereafter?  (e)  What  would  you 
order  done  with  the  clothing  in  the  closet?  (f)  What 
would  you  do  with  books  in  a  bookcase  in  this  room? 
fg)  What  would  you  do  with  the  mattress  on  the  bed? 
(h)  What  would  you  order  done  with  the  carpet?  (i) 
If  there  is  special  need  to  occupy  the  room  as  soon  as 
possible,  what  would  you  advise  to  be  used  after  room 
is  reopened  to  neutralize  disagreeable  odors? 

Answer— 15x26x10  e(iuals  3,900  cubic  feet;  2 
(3x9x10)  equals  540  cubic  feet,  making  a  total  of  4,440 
cubic  feet  of  air  space  in  room  and  closets.  Use  one 
pound  of  formaldehyde  and  seven  ounces  of  perman- 
ganate for  one  thousand  cubic  feet.  This  room  would 
require  four  and. one-half  pounds  of  formaldehyde  and 
thirty-two  ounces  of  permanganate  of  potassium. 

For  thorough  disinfection  the  essentials  are :  1.  Seal- 
ing all  crevices  around  doors  aiicl  windows  with  gum- 
med paper.  2.  Temperature  70  to  90  degrees  F.  (if  low 
temperature,  double  amoiint  of  chemical).  3.  Have 
plenty  of  moisture.  4.  Distribute  articles  from  closets 
and  dressers  on  line  in  room.  5.  Time  of  closure,  8  to 
24  hours. 

(a)  Formaldehyde  and  permanganate  of  potassium. 

(b)  Formaldehyde,  4I/2  pounds;  permanganate  of 
potassium,  32  ounces. 

(e)  Permanganate  method. 

(d)  Twenty-four  hours. 

(e)  Have  them  thoroughly  distributed  on  a  line  hung 
in  the  room. 

(f)  Stand  them  on  end  and  open  the  pages.  If  al- 
lowed, btirn  those  that  have  been  used  during  the  sick- 
ness. 

(g)  Tie  up  in  a  sheet  that  had  been  immersed  in  a  5 
per  cent,  solution  of  carbolic  acid  and  burn. 

(h)  Saturate  sawdust  with  formaldehyde  and 
sprinkle  over  the  carpet;  leave  on  the  floor  until  after 
fumigation ;  then  if  badly  soiled  send  to  be  steamed, 
and  afterwards  to  the  cleaners. 

(i)  Deodorize  with  ammonia. 


How  would  you  disinfect  yourself  after  earing  for  a 
case  dead  from  smallpox? 

Answer — Wash  body  and  hair  with  a  1/1000  solu- 
tion of  bichloride  of  mercury. 

What  is  the  infection  in  consumption?  (a)  Where 
found  and  how  is  it  dangerous? 

Ajiswer — Bacillus  of  Koch  (Bacillus  tuberculosis), 
and  its  source. is  from  sputum,  exudates  and  excreta. 

(a)  Found  in  the  dust,  milk,  food,  house  fly.  It  is 
dangerous  to  the  embalmer  if  he  inoculates  himself,  as 
he  will  contract  tubercular  infection,  which  may  cause 
necrosis  of  bone. 

What  is  the  infection  in  typhoid  fever?  (a)  Where 
is  it  found  and  how  is  it  disseminated? 

Answer — ^Bacillus  typhosus,  (a)  In  the  small  intes- 
tines (jejunum)  and  spleen.  By  contact,  carrier,  water, 
milk,  house  fly. 


MARITIME  CASKET  MAKERS  ENLARGE 

Tuttle  Brothers,  Moncton,  N.B.,  are  building  a  new 
$40,000  addition  to  their  casket  manufactory.  Their 
plant  is  one  of  the  most  up-to-date  in  the  country.  The 
machinery  is  run  by  electricity  and  the  plant  is  heated 
by  natural  gas,  which  is  also  used  for  many  factory 
commodities.  This  not  only  adds  to  the  worth  of  the 
equipment,  but  also  makes  the  plant  one  of  the  cleanest 
and  most  sanitary  factories  of  its  kind  in  Canada.  There 
is  no  smoke  or  dirt,  and  many  of  the  skilled  mechanics 
wear  white,  unsoiled  suits  while  they  work. 

The  brothers  Tuttle  are  two  fine  young  fellows  who 
succeeded  their  father,  A.  A.  Tuttle,  a  few  years  ago. 
They  supply  many  caskets  to  the  trade  in  the  Maritime 
Provinces.  Besides  making  coffins  and  caskets,  Tuttle 
Brothers  carry  a  full  line  of  undertakers'  furnishings 
and  supplies,  and  handle  also  ceil  boards  and  roofing 
papers.  They  are  as  well  practical  embalmers,  and  the 
leading  funeral  directors  of  Moncton. 


CHAMPION  CHEMICAL  CO  S  DISPLAY 

Dr.  and  Mrs.  Ferguson  of  the  Champion  Chemical 
Co.,  have  returned  to  Toronto  from  '  their  holidays, 
which  Avere  spent  down  east  visiting  in  the  Maritiine 
Provinces  and  Newfoundland.  Dr.  Ferguson,  who  is 
the  Canadian  manager  for  the  above  firm,  announces, 
their  location  during  the  meeting  of  the  Canadian  Em- 
balmers' Association,  on  the  ground  floor  of  the  North 
American  Life  Building  at  116  King  St.  W.,  where  they 
will  display  a  beautiful  line  of  couches,  covers,  boards, 
grips,  instriTments,  fluid  and  "jaundexo,"  together 
with  a  full  line  of  undertaking  accessories  of  their  own 
manufacture  which  they  say  is  the  largest  of  its  kind  in 
the  world.  An  invitation  is  extended  to  all  local  and 
visiting  funeral  directors,  to  call  at  the  "Champion 
Cozy  Corner,"  where  there  will  be  souvenirs  for  the 
ladies  and  children,  smokes  for  the  men  and  comfort 
for  everybody.  It  is  being  whispered  around  that  by 
getting  "next"  to  Doc  one  might  be  able  to  talk  him 
out  of  a  pleasant  spin  around  the  city,  especially  as  he 
has  just  sold  his  Buick  Six  and  has  bought  a  new 
Scripps-Booth  Eight,  and  it  is  some  car. 


L.  V.  Disney,  Oshawa,  Ont.,  is  opening  a  furniture 
store  in  connection  with  his  undertaking  and  em- 
balming biTsiness,  on  October  1. 

R.  U.  Stone,  of  Toronto,  was  this  year's  lecturer  and 
demonstrator  at  the  Saskatchewan  and  Maritime  fun- 
eral directors'  conventions. 
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Canadian  Embalmers' 
Association 


Convention  Dates: 

September  5-6-7,  1916 


The  executive  of  the  Association  is  putting 
forth  every  effort  to  make  this  year's  con- 
vention a  record  in  every  respect.  The 
idea  of  the  annual  gathering  is  to  raise  the 
standards  of  the  profession  in  Canada.  We 
beheve  it  is  the  duty  of  every  member  to 
attend  and  do  his  part  in  the  general  uplift. 


The  official  program  appears  on  another 
pag^e  of  this  issue.  Make  up  your  mind 
rig-ht  now  to  be  present. 


Canadian  Furniture  World  and  The  Undertaker 
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Have  You  to  Conduct  a  Funeral  in  some  other  town  with 
which  you  are  not  familiar  and  want  the  assistance  of  an- 
other Undertaker  and  the  use  of  his  horses,  hearse  or  car- 
riages, etc  ?  If  so  consult  this  Directory  for  the  names 
of  the  Undertakers  in  that  town,  as  you  can  depend  upon 
it  they  are  the  most  reliable  men  in  their  locality,  and 
the  best  to  assist  you. 

Does  Your  Name  appear  in  Our  Directory?  You  never 
know  who  may  require  your  assistance  and  conveyances. 
The  cost  is  only  $2  per  year,  including  subscription. 


OlSTTARIO 

Berlin — 

A.  G.  Schreiters 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.   'Phone  10. 

Brampton,  Ont. — 

McKiUop  &  Melntyre. 

Brooklin — 
Disney,  R.  S. 

Burks  Falls — 

Hilliiar,  Josepih.    Box  213. 

Chatham,  Ont.  

Coltart  &  Son. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 

Logan,  E.  A.    'Phone  2107. 

Dungannon — 

Sproul,  William 

Dunnville — 

D.  P.  Fry.    'Pione  68. 

Elmira — 

Dreisinger,  Ohris. 

Glencoe — 

GoTigli,  J.  B.,  &  Son. 

Hamilton,  Ont. — 

Blachford  &  Sons, 

57  King  Street  Werit. 
Dodsworth,  A.  H. 

59  King  St.  W. 
Dwyer,  James, 

16  Cajinon  E. 
Robinson,  J.  H.  &  Co.,  19-21 

John  St.  N 

Harrow,  Ont. — 

Madill,  J.  H.,  &  Co. 

Huntsville — 

Hilliar,  Joseph, 

IngersoU — 

Mclntyres,  F.  W.  Seieler 
and  R.  A  Skinner,  jjrops. 

Kemptville — 

McOaugiey,  Geo.  A. 


Kingston — 
Corbett,  S.  S. 

Eeid,  Jas.,  254  Princess  St. 

London,  Ont. — 

Smith,  Son,  &  Clarke, 
115  Dundas  St. 

Orillia — 

Binigfhiam,  H.  A. 

W.  A.  Stracihan,  Migr. 

'Phone  453. 
D.  Clark.    Tel.  159. 

Oshawa — 
Disney  Bros. 
Luke  Burial  Co. 

Parry  Sound,  Ont. — 

Logan,  Alexander. 

Rodney — 

Liebner  &  Wlalker. 

Schomberg,  Ont. 
P.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St. 

St.  Thomas — 

Williams,  P.  E.,  &  Sons,  519 
Talbot  St. 

Stirling — 

Ralph,  Jas.   'Phone  102. 

Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 

Toronto — 

Cobbledick,    N.    B.,  2068 

Queen  St.  East  and  1508 

Danforth     Ave.  Private 

Ambulance. 
.J.  A.  Humphrey  &  Son, 

463  Church  St. 
Raper,  Washington,  Fleury 

Burial  Co.,  685  Queen  St. 

East. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  .Johnston. 

707  Queen  St.  E. 

Corner  of  Broadview, 

Thedford,  Ont.— 
Woodhall,  J.  B. 

Wallacebiirg,  Ont. — 
Heath,  W.  H.,  &  Son. 
Saint,  J.  T. 


WeUand— 

Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — 
Mack,  Paul. 

Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 


MANITOBA 

Brandon — 

Campbell  &  Campbell. 

Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Thomipson  Co.,  J.,  501  Maan. 

SASKATCHEWAN 

Moose  Jaw — 

Broadfo'ot  Bros. 
Saskatoon — 

Young,  A.  E. 

ALBERTA 
Edmonton,  Alta. — 

Wainwri.srht  &  Jackson. 


Canadian  School  of  Embalming 

Instruction  in   Practical   Embalming-  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 


Concentrated 

CARANAC 
FLUID. 


COMETIC-EFFECT 


t 


In  many  cases,  the  injection  of  Caranac  fluid 
alone,  will  produce  the  natural  appearance, 
but  quite  occasionally,  where  the  subject 
in  life  is  of  a  ruddy  complexion,  something 
more  is  required. 

Concentrated 

Caranac  Fluid 

applied  externally,  full  strength,  to  the  face 
and  hands  will  produce  any  effect  desired. 
Try  this  and  compare  the  result  with  any 
other  fluid  you  have  ever  used. 

CARANAC  LABORATORY 

PETERBOROUGH,  ONT..  CAN. 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GiRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  iilled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 


For  Sale 
Wanted 


TERMS  OF  INSERTION 


50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
no  accounts  booked. 


FOR  SALE — (Jooil  hearse  for  town  ami  (•ouutr.y  u.se.  For 
ijihoto  and  particulars  ai>]ily  to  F.  Robertson  &  Son,  Redeliff, 
Alta.  s.o.n. 


FOR  SALE — Good  rublier  tired  lead  buggy  in  first-elass  condi- 
tion, at  your  own  price.  Ajiply  .7.  A.  Humphrey  &  Son,  463 
(!hurch  St.,  Toi'onto. 


WANTED — By  experienced  traveller,  Case  Goods  and  I'phol- 
stered  Furniture  on  commission,  for  Province  of  Quebec  and 
Ontario.  Have  good  connection  and  can  furnish  best  refer- 
ences.    Write  box  788  Canadian  Furniture  World.  s 


WANTED — Furniture  line  to  handle  on  commission  for  Toronto 
and  Hamilton.  Good  connection.  Territory  covered  once  a 
week.  Box  142  Canadian  Furniture  World,  32  Colborne 
Street,  Toronto.  tf. 


Send  your 


WANT  ADS. 


To  "CANADIAN 
FURNITURE 
WORLD" 


September,  1916. 
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CANADIAN  EMBALMERS 

HAVE  YOUR  NAME  LISTED  IN  OUR 
"UNDERTAKER'S  SHIPPING  DIRECTORY" 


The  value  o{  this  directory  consists  in 
a  service  that  works  both  ways,  which 
provides  necessary  information  for  read- 
ers wishing  to  send  a  body  from  one 
town  for  burial  in  another. 

This  very  fact  would  make  it  good  ad- 
vertising on  your  part  to  have  your  name 
there  because  you  never  know  who  may 
require  to  ship  to  your  locality  and  use 
your  conveyances. 


The  cost  is  small,  only 


per  year 


$2.00  including 
subscription. 


Canadian  Furniture  World  and  the  Undertaker 

32  COLBORNE  STREET.  TORONTO 
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CANADIAN 

STORAGE  AND  TRANSFER 

DIRECTORY 

A  Directory  of  the  Warehousing  and  Cartage 
firms  in  Canada,  the  United  States  and  Great 
Britain,  showing  all  storage  and  distributing 
facilities,  also  manufacturers  and  importers 
of  merchandise  suitable  for  warehousing. 


STORAGE  RATE  GUIDE 


CANADIAN  CUSTOMS  REGULATfONS 


Manufacturers  and  Shippers  will  find  this  work  of  great 
service.  Handsomely  bound  in  Brown  Buckram, 

with  titles  die-stamped  in  gold. 

THE  COMMERCIAL  PRESS,  LIMITED 

32  COLBORNE  STREET,  TORONTO 


This  is 


Our  New 
"NO-SWAY" 

(Patented  March  28th,  1916) 

Coil  Spring 


This  Spring  has  all  the  features  of  our  famous  BANNER  Coil  Spring,  I 

(Patented  July,  1908)  i 

plus  others  that  will  make  quick  and  easy  sales  to  those  of  your  customers  j 
who  demand  comfort  and  quality  before  price.  And  you  can  readily  show  the  ; 
buyer  looking  for  a  cheap  spring  why  the  "NO-SWAY"  is  the  cheapest  in  the  ! 
end. 

Note  Carefully  Adjustable  Corner  Castings 

These,  with  the  strong  spring  tension  on  the  heavy  edge  wires,  entirely 
prevent  the  objectionable  swaying  motion  that  frequently  causes  dissatisfaction 
to  users  of  other  coil  springs.    They  also  do  away  with  all  noise  when  in  use. 

Note  the  heavy  edge  wires. — These  are  suspended  on  patented  flexible 

corners.    A  person  of  average  weight  can  sit  or  lie  on  the  edge  of  this  spring  , 

without  sliding  off;  a  heavy  person  sitting  on  the  edge  cannot  compress  the  ^ 

spring  to  the  side  rail  as  usual  with  other  springs.  j 

When  used  with  a  good  felt  mattress  (preferably  an  Ostermoor),  the 
"NO-SWAY"  spring  has  all  the  comfort  of  an  upholstered  box  spring. 

Ask  Our  Salesman  or  Write  Us  for  Further  Information 

■  ! 

The  Parkhill  Manufacturing  Co.,  Limited 

Successors  to 

The  Alaska  Feather  and  Down  Co.,  Limited 

Makers  of  Bedsteads  and  Bedding 
Winnipeg         MONTREAL  Vancouver 


Sole  Canadian  Manufacturers  of  the  Famous  Ostermoor  Mattress 
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QUEEN  ANNE  DINING  SUITE  IN  WALNUT 

'^his  suite  gives  you  an  idea  of  our  resources  as 
builders  of  T)ining  ^oom  pieces.  Every 
piece  is  perfectly  matched 

It  is  one  of  our  latest  productions — high  grade  throughout 
and  is  correct  in  detail  and  finish. 

The  suite  is  characteristic  of  McLagan  quality,  and  will 
be  recognized  by  your  customers  as  the  criterion  of  all 
that  is  new  and  desirable. 

The  George  McLagan  Furniture  Company,  Limited 

Stratford  Ontario 


CANADIAN  FURNITURE  WORLD  AND  Till';  I'XDERTAKER 


October.  191  fi. 


Mundell-Made 
Furniture  .  .  . 


Library  and  Den  Suites,  Tables, 
Settees,  Wood  Seat  and  Uphol- 
stered Rockers,  Morris  Chairs, 
Bedroom  Chairs,  Smokers,  Cellar- 
ettes.  Jardiniere  Stands,  Sewing 
Tables,  Telephone  Stands,  Desks, 
Tabourettes,  Couches,  Magazine 
Stands,  Fireside  Chairs. 


*  *  * 


JOHN  C.  MUNDELL  &  COMPANY 

LI.VI  I  TED 

ELORA.  ONTARIO 


No.  :^2'A 


Diner 


Black  Walnut  or  Quartei  ed 
White  Oak 


New  Period  Chair 

To  go  with  any 
William  and  Mary  Suite 
on  the  market 

This  is  made  in  Black  Walnut 
or  Jacobean  Oak.  Also  same 
design  in  Pad  Seat. 


See  the  other  period  desig-ns 
contained  in  the  "  ELMIRA 
LINE  "  Get  your  orders  in 
early. 


No.  32.  Diner 

Black  Walnut  or  Ouartered 
White  Oak 


THE  ELMIRA  FURNITURE  COMPANY,  Limited 


ELMIRA,  ONTARIO 


October,  1916. 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

Globe- Wernicke  Co.,  Limited 

Globe -Wernicke  Sectional  Bookcases. 
Globe  -  Wernicke  Filing  Cabinets,  Filing 
Cabin' t  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any ,  American  Walnut  and  Quartered  Oak. 

The  Kindel  Bed  Co.  Limited 

Davenport  Beds. 
Living  Room  Furniture. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  honing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


Suggestions 
for  Fall  Trade 

We  are  busy — very  busy — which 
means  that  furniture  dealers  are  pre- 
paring for  big  business,  and  have 
recognized  the  merits  of  Stratford 
hnes  as  business  getters. 

You  can  put  "Stratford  Lines" 
in  ei^erp  class  of  homes  in  your 
town  at  a  better  profit. 

Because  Stratford  Lines  are  the 
product  of  real,  earnest  study  of 
what  folks  want  and  need. 

Because  Stratford  Lines  are  var- 
ied enough  to  attract  the  attention 
of  all  classes  at  prices  that  appeal 
to  the  pocketbook. 

There's  a  lot  of  satisfaction  in 
giving  every  customer  a  little  more 
than  their  money's  worth  in  work- 
manship, materials  and  finish. 

This  is  true  of  Stratford  Goods. 

Anticipate  your  requirements  now 
and  order  well  ahead. 

Stratford 
Furniture 
Manufacturers 
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CRAFTSMAN  QUALITY 

Makes  Distinctive  Furniture 


It  is  the  choice  ot  the  lending  makers  of  uphol- 
stered furniture. 

For  over  stiifTefi  pieces  and  upholstered  styles  of 
whatever  period  or  design,  Craftsmaii  Quality 
ranks  with  the  expensive  grain  leather  in  elegance 
and  service. 

Make  Craftsman  Quality  your  standard  uphol- 
stery material.  Secure  "Quality"  at  a  reasonable 
cost  to  yourself  and  your  trade. 

Samples  in  all  grains  and  colors  sent  on  request. 

Du  Pont  Fabrikoid  Company 

TORONTO,  ONTARIO 


Perfection  School  Desk  and  Chair 

Most  ichools  are  well  lighted,  ventilated  and  heated,  but 
one  important  point  often  overlooked  is  the  lupplying  of 
proper  seats  and  desks  at  which  pupils  can  work  in  com- 
fort. Be  sure  and  get  a  sample.  1  here's  real  money  in 
handling  the  Perfection  line  of  school  desks. 

IV rile  for  literature — free. 

The  Bruce  Agricultural  Works 

Teeswater,  Ontario 


By  reputation 


one  of  the  leading 
furniture  firms 
of  the  continent 


The  finest  of  all  fine  goods 

Correct  Period  Suites 

for  Bed  Room  and 
Dining  Room 

OUR  NEW  FALL  LINE 

POPULARLY  PRICED 


TORONTO  FURNITURE  COMPANY  -  LIMITED 

SHOWROOMS    &    CABINET    SHOPS    -  TORONTO   -  CANADA 

Our  New  and  A  ttr active  Showroom 
will  be  thrown  open  to  visitors 
Monday),  October  2nd 


IB 


Is  Yours  a  Growing  Store? 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

Publishers  of  The  Canadian  Furniture  World  and  The  Undertaker 


October,  1916. 
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Have  Strength  With  Their  Beauty 


You'll  be  charmed  as  your  customers  will  be,  by  the  exceptionally 
pleasing  designs  of  Stratford  Chairs,  but  you'll  be  doubly  pleased  with 
their  rigidity  and  strength.  They  are  built  for  service,  will  last  long, 
and  will  look  good  always. 

Try  these  ciairs  out,  for  if  one  customer  does  not  want  them  the  next 
will.  They  are  very  fashionable,  along  lines  that  have  proved  very 
popular  at  all  times.     They  are  regular  "Stratford"  value 


The  Stratford  Chair  Company,  Limited 

Stratford,  Ontario 
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AN   .    .  . 
ATTRACTIVE 


Bedroom  Box 


<I  Madeof;  ;  in.  B.C.  Red  Cedar 
covered  with  Japanese  matting  and 
trimmed  with  rattan.  Bent  brass 
hinges  and  casters.  Top  panelled 
and  nicely  padded.  Made  in 
three  sizes. 

Catalog  of  other  attractive  designs  sent 
on  request. 

D.   L.  Shafer  &  Co. 


ST.  THOMAS 


ONTARIO 


THE  WABASH  SLIDE 


MADE  BY 


B.  WALTER  &  CO.,  WABASH.  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    m  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Becauie  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articlet. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining-  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


COMMERCIAL  PRINTING 


Catalogues 

Booklets 

Circulars 


Letter  heads 
Bill  heads 
Note  heads 


WE  HAVE  THE  FACILITIES  FOR  HANDUNG  ALL  COMMER- 
CIAL WORK  NEATLY.  PROMPTLY.  AND  AT  MODERATE  COST. 


THE  COMMERCIAL  PRESS  LIMITED 


32  COLBORNE  ST. 


TORONTO.  CAN. 
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Our  Factory  is  working  overtime  to  fill  orders.    To  be  sure  of  delivery 
place  yours  now.    Our  special  proposition  to  buyers, 
in  gross  lots,  will  interest  you. 


"A  SELLING  HINT" 

Hundreds  I'f  Lodsr  Halls  are  equipped  with  Elite  Fiild- 
iiit;  Tallies  because  tlie.v  liave  proved  to  be  so  convenient 
and  economical.  A  large  number  of  these  tables  can  be 
stored  avva.v   in   a  cupboard  and   they  are  so  easy  to  set 


■r  take  down 


Then.  too.  the  cost  of  the 


m  ELITE 


FOLDING  TABLE 

is  so  reasonable  that  it  is  a  general  favorite.  If  there 
is  a  hall  in  your  ueighliorhood  which  is  not  equiiiped  with 
these  tables  it  should  be  an  easy  matter  for  you  to  show 
the  committee  in  charge  that  they  could  save  money  by 
getting  rid  of  their  ordinary  tables  and  buying  Elites. 
Don't  overlook  this  field  as  it  is  a  very  profitable  one  and 
this  is  the  best  time  of  the  year  to  sell  it. 

"W" 
)NDON 


Hnnfll   Rr   Cn       I  imitA/1   "^"'^  Ltccmeeaand  Dept 
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We  've  Moved  to  Stratford 

The  Offices  and  Factory  of  the  I£lndel  Bed 
Company  are  now  located  in  Stratford. 

Stratford  is  one  of  the  best  furniture  cities  on 
the  map  {the  finest  there  is,  just  between  us), 
and  as  Klnd^t  must  be  in  the  centre  of  the 
furniture  manufacturing  district,  oui  removal  to 
Stratford  was  a  logical  step. 

Our  new  factory  will  be  one  of  the  finest  upholstering 
and  woodworking  plants  in  Canada. 

We  are  prepared  to  serve  the  furniture  trade  better 
than  ever  before  and  are  going  to  give 

Real  Prompt  Service 

in  addition  to  our  folding  bed  hne  we  are  now  manu- 
facturing Upholstered  Suites,  Chairs  and  Rockers  to 
match  our  Davenports  and  Folding  Beds. 

The  Ktn^^t   Bed  Company 

Stratford  Ontario 
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Proclaiming 

The  New  Catalogue 

of  the 

NORTH  AMERICAN  BENT  CHAIR  CO. 


LIMITED 
OWEN  SOUND.  ONTARIO 


With  this  catalogue  in  your  store,  you'll  get  the  individual 
expression  of  your  own  ideas  about  good  furniture — the  right 
combination  of  style  and  quality — with  all  the  advantages  of 
our  high  grade  manufacture.  These  new  catalogues  have 
just  come  from  the  printers,  and  we  will  be  in  a  position  to 
mail  them  to  our  customers  in  a  few  days  time.  Drop  us  a 
line,  and  get  mterested. 


THE    ONLY    COMPREHENSIVE    AND    PRACTICAL    WORK    AT   A    REASONABLE  PRICE 


THE  PRACTICAL  BOOK  OF 

Period  Furniture 


By, 

HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  iAn- 
iique  or  Reproduced),  and  those 
who  wish  to  buy  it.  and  by  all 
makers  of  Correct  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concise 
furniture  information. 


Whether  you  are  a 

Salesman  Manufacturer 
Dealer  Designer 
or  Connoisseur 


you  shouldbuy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  fact  is  becoming  more  and  more  mporlant  every  day,  that  thedemand  for  "  Period  "  furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.^  r>  fonder  how  many  of  the  dealeis,  in  smaller  cities  and  towns,  or  their  clerkscould  go  into  one  of  the  large  city  showrooms  w^ere 
a  line  of  Period  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  aboi  t  furniture, 
and  here  at  last  is  a  book,  practically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $5.30 


CANADIAN  FURNITURE  WORLD,  32  Colhorne  St.,  Toronto,  Canada 


October,  1916. 
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A  PROFIT  PRODUCING  LINE 


Attractive  designi  that  are 

entirely  original. 

Our  deiignj  may  be  copied, 

but  our  quality  is  all  our 

own. 


The  many  beautiful  designs  make 
it  easy  to  select  pieces  that  har- 
monize with  any  furnishing  or  color 
scheme. 


You  must  meet  the  people's  requirements. 
The  "Imperial  Rattan'  Line  has  proven 
its  durability  and  salabilitv  under  present 
conditions.  Make  your  holiday  trade  a 
"good  times  success  by  featuring  Imperial 
Rattan  Goods. 


IMPERIAL  RATTAN  CO.,  LIMITED,  STRATFORD,  ONTARIO 


Mr.  Furniture  Dealer: 

Are  you  getting  and  reading  The  Canadian 
Furniture  World  and  Undertaker  regularly  ? 
If  not  send  $  ]  .00  to  address  below,  and  the 
paper  will  come  to  you,  postpaid,  each  month. 

The  Commercial  Press,  Limited 

32  Colborne  St.,  Toronto 
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Another  Period  Pattern  at 
a  Popular  Price 


No.       — Dining  Suite  — 9  pieces— 2.Sfi. 70  (List) 


In  this  ojik  (lining  room  suite  our  de.signer  has  made  a  real 

hit.  William  and  Mary  designs  are  increasing  in  popularity,  and 
our  No.  189  is  a  good  example  of  that  period.  The  buffet  measures 
54  inches  in  width  and  the  extension  table  has  a  45  in.  top,  6,  8  or 
10  feet  extension.  Chairs  have  genuine  leather  covered  seats. 
Our  No.  188  suite  consists  of  a  48  inch  buffet  of  similar  design  and 
with  the  same  table,  china  cabinet  and  chairs  as  are  shown  here. 
This  suite  can  be  sold  at  a  reasonable  p"rice  with  a  good  margin  of 
pi'ofit  for  yon. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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For  Real  Values 

The  Meaf ord  Line 


The  Fall  and  Holiday 
Trade  m  Furniture  this 
season  will  be  excep- 
tionally good  in  the 
lower  priced  lines. 

People  generally,  will  be  more 
economical  than  usual,  and  then 
attention  will  turn  to  goods  like  the 
"  Meaford  "  Lme. 

Order  early  and  have  the  goods 
to  show. 

LARGE  VARIETY 
TO  SELECT  FROM 

Our  line  includes  Desks,  Bookcases, 
Library  Tables,  Centre  Tables, 
Jardiniere  Stands,  Music  Cabinets 
and  Hall  Furniture  that  will  please 
anyone. 

Let  us  get  together  at  once.  You 
should  prepare  your  displays  well  m 
advance. 

The  Meaford 

Manufacturing  Company 

Limited 

Meaford,  Ontario 
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The  Gold  Medal  Line 


Hercules  Bed  Springs 

(Registered) 

do  not  require  any  introduction  to  the  furniture  trade.  "Hercules"  dealers 
everywhere  testify  to  the  superior  qualities  of  "Hercules"  Woven  Wire  Fabric. 
But :  we  call  attention  to  our  new  designs  which  are  finding  great  favor  with 
our  customers,  as  they  are  just  something  different  and  better  than  the  ordinary. 


No.  11 — Steel  Tube  Frame — High  Corner 
Castings 

Wishbone  shaped  link  which  has  resiliency  of 
woven  wire  and  strength  of  steel  wire. 

This  is  our  new  "Herculink"  (registered) 
wishbone  link  fabric.  The  peculiar  shape  of 
the  link  makes  it  highly  resilient.  Nothing  bet- 
ter in  link  spring  made.  Ends  are  closely  at- 
tached to  best  quality  helicals.  Comfortable, 
resilient,  strong,  unsagable,  sanitary. 


No.  20 — Wood  Frame  Spring 

Double  Weave  Rope  Cable  interlaced,  3  inches 
apart. 

This  is  a  very  excellent  type  of  double  woven 
wire  with  heavy  rope  edge.  The  interlacing 
cables  are  solidly  woven  on  our  new  machines 
and  run  all  through  the  bed  at  a  distance  of 
only  three  inches  apart,  making  it  the  best  pos- 
sible value  for  a  medium  price  bed. 


Buy  Gold  Medal  Guaranteed  Bedding  and  Upholstered  Furniture 


The  Gold  Medal  Furniture  Mfg.  Co. 

Limited 

Head  Office:  Van  Horne  St.,  Toronto  Factorie*  at  Toronto,  Montreal,  Winnipeg  and  Uxbridge 
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To  the 

Retail  Furniture  Trade 

Having  made  arrangements  with  the  leading  manufacturers 
of  upholstered  furniture  to  use  our  patent  cushion  fillmgs, 
which  will  be  handled  by  the  Retail  Furniture  Trade  gen- 
erally, it  seems  to  us  no  longer  reasonable  to  confine  the 
sale  of  our  mattress  to  special  agents  when  furniture 
upholstered  with  our  construction  is  for  sale  on  the  open 
market.  We  therefore  desire  to  announce  that  after  the 
first  of  October  we  will  be  prepared  to  sell  the  Marshall 
Ventilated  Mattress  to  the  Retail  Dealers  generally. 


We  have  recently  improved  the  mattress  by  discarding 
tufts,  using  a  special  tape  in  their  place,  so  that  now 
there  are  no  tufts  to  come  out.  This  is  the  only  mattress 
so  made.    {Patent  applied  for). 


We  will  he  pleased  to  send  Catalogue  and  wholesale 
price  list  on  application 

Marshall  Sanitary  Mattress  Co. 

Limited 

173  King  St.  East,  Toronto,  Ont. 

Chicago,  ill.  London,  Eng. 
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I  Queen  Anne  Dining  Room  Suite  I 


No.  850 


No.  8503 


iiiK  innii  I  iiinaiiiiiiniiuonii  1 1 


The  furniture  of  the  home  is  the 
one  infallible  index  to  the  char- 
acter of  its  people.  The  dining 
room  is  the  one  room  intimately 
associated  with  the  daily  life  of 
the  family,  hence  how  necessary 
its  furnishings  be  in  good  taste. 

This  illustrates  three  pieces  of  our 
Queen  Anne  Dining  Room  Suite. 
It  is  made  in  Quartered  Oak, 
Fumed,  Old  English  or  Golden 
Finish.  This  buffet  also  supplied 
with  low  back. 


FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 


Panada  FurnitureM 


ANADA  TURNITUREMANUFACTURERS 

Limited 

GENERAL  OFFICES  :    WOODSTOCK,  ONT. 
WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 


illlllllllllillillllllllllllllliiliiillliiiiiillliiilljiilllil^ 
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"Quality 
First" 

i»  Our  Motto  in 

Mersereau 
Beds 


You  can  sell  a  large 
quantity  of  these  beds. 
Display  them  —  the 
call  will  come  when 
you  show  the  people 
you  have  the  goods. 

□ 


The  supremacy  of  C-M  Brass  Beds  has  been  won  by  keen  judgment  shown  in  the  buying 
of  raw  materials,  fine  sensing  of  what  the  public  demand  in  originating  new  designs, 
splendid  organization  of  factory  forces,  and  employing  most  up-to-date  methods  and 
machinery.  And—  last,  but  not  least,  sincere  regard  for  the  dealer's  profit  in  handling 
the  line.    To-da^,  quality  for  price  considered,  we  believe 

C-M  BRASS  BEDS  ARE  SUPREME 


CM.  Products 
are 

Made  in  Canada 


All  our  beds  fitted  with 
the  non-breakable  Seng 
corner  lock. 


Canadian 
Mersereau 
Company 

81  Florence  St. 
Toronto 
Ont. 


October,  1916. 
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Features  in  Canada's  External  Furniture  Trade 


A  striding  decrease  in  imports  and  an  increase  of  nearly  24  per  cent, 
in  exports.    Substantial  gain  in  the  proportion  of  exports  to  imports. 


By  WILLIAM  LEWIS  EDMONDS 


CANADA'S  external  trade  in  furniture  during  the 
fiscal  year  1916,  which  ended  in  March  last,  is 
characterized  by  one  or  two  striking  things. 
The  most  striking  is  the  decline  in  the  imports  of 
furniture.  In  1913  and  1914  they  were  running  over 
three  million  dollars  a  year.  And  we  seemed  to  think 
that  this  would  be  about  the  normal  average  for  the 
future,  for  we  counted  that  while  the  home  manufac- 
turers, particularly  in  view  of  the  high  grades  of  furni- 
ture which  they  were  making,  would  gradually  secure 
a  larger  share  of  the  home  trade,  yet  it  seemed  prob- 
able, in  view  of  the  growth  in  population,  that  even  if 
the  import  trade  did  not  maintain  its  ratio  that  it  would 
at  least  maintain  its  quantity. 

But  the  trade  depression  and  the  war  created  a  con- 
comitant of  circumstances  which  knocked  "galley 
west"  all  preconceived  notions  regarding  the  furniture 
trade  as  well  as  in  i-egard  to  nearly  everything  else. 
The  trade  depression  naturally  caused,  a  curtailment  in 
the  purchasing  power  of  the  Canadian  jieople  while  the 
outbreak  of  the  war  cut  immigration  down  almost  to 
the  vanishing  point. 

When  in  1915  the  imports  of  furniture  sank  to  about 
•tl. 1^00, 000  that  was  considered  a  pretty  sharp  decline. 
But  when  it  declined  to  $778,000,  as  it  did  during  the 
last  fiscal  year,  it  was  decidedly  the  unexpected  that 
had  happened,  particularly  when  the  fact  is  taken  into 
consideration,  that  it  is  the  lowest  in  seven  years  by 
about  a"  hundred  thousand  dollars. 

By  way  of  comparison  we  give  the  imports  for  1916 
and  1914,  together  with  the  principal  countries  from 
which  we  imported  furniture : 

Two  Years  of  Imports 

1916  1914 

United  Kingdom                                         $  32,170  $  266,787 

United  States                                                699,859  2  660,071 

France                                                                11,292  "  27,653 

Hong  Kong                                                      23,954  41,041 

Other  countries                                                  11,112  54,322 

Total   $778,387  $3,049,874 

While  the  decline  of  two  million  dollars  in  the  im- 
ports from  the  United  States  was  by  far  the  largest, 
yet,  relatively,  those  from  the  United  Kingdom  were 
greater,  the  decrease  being  75  per  cent,  in  the  one  and 
88  per  cent,  in  the  other. 

Increase  in  Furniture  Exports 

In  the  export  furniture  trade  of  the  Dominion  there 
is  an  increase  to  chronicle.  This,  while  not  very 
marked,  yet,  in  view  of  the  difificulties  of  securing  ocean 
tonnage,  it  is  rather  surprising. 

The  total  value  of  the  furniture  exported  during  the 
fiscal  year  was  $404,263,  an  increase  of  $74,957,  or  23.82 
per  cent.,  over  the  previous  year.  While  this  is  less 
than  two  years  ago,  when  the  total  was  $437,775,  yet  it 
is  the  second  largest  on  record,  and  larger  than  it  was 
ten  years  ago  by  over  55  per  cent. 

The  principal  countries  to  which  Canada  exported 
furniture  during  1916,  1915  and  1914  respectively,  were 
as  follows : 


1916  1915  1914 

United  Kingdom   $161,720  $  31,645  $  35,861 

United  States                                     74,804  107,245  85,694 

Australia                                             5,942  58,787  108,592 

Soutih  Africa                                      79,051  45,995  67,902 

Other  countries                                    92,746  80,634  139,696 

Total   $404,263    $324,306  $437,775 

Features  in  Increases  and  Decreases 

The  most  gratifying  features  in  connection  with  the 
export  trade  as  revealed  in  the  above  table,  are  the 
increases  on  British  and  South  African  account.  The 
most  disappointing  is  the  decrease  in  the  trade  with 
Australia.  From  being  our  best  it  has  during  the  year 
under  review  become  one  of  our  worst.  That  it  will 
remain  so,  however,  we  have  no  reason  to  believe.  With 
better  ocean  shipping  facilities,  we  may  confidently 
hope  to  see  our  furniture  trade  with  Australia  again 
return  to  more  normal  conditions. 

Trade  With  South  Africa 

Probably  one  of  .our  most  promising  markets  is  South 
Africa.  A  great  deal  of  furniture  is  imported  into 
that  country,  and  the  trade  returns  show  that  we  are 
gradually  getting  a  larger  share  of  the  business.  One 
strong  point  in  our  favor  is  the  sympathetic  attitude 
the  people  of  South  Africa  have  toward  Canadian  mer- 
chandise in  general.  The  Canadian  trade  commis- 
sionei-s  in  South  Africa  are  doing  excellent  service  in 
the  information  they  are  from  time  to  time  gathering 
regarding  the  furniture  requirements  of  that  country. 

Proportion  of  Exports  to  Imports 

Still  another  interesting  feature  in  connection  with 
the  export  furniture  trade  of  the  last  fiscal  year  is  the 
relative  improvement  that  has  taken  place  in  the  pro- 
portion of  the  exports  as  compared  with  the  aggregate 
external  trade,  that  is,  exports  and  imports  combined. 

Two  years  ago  the  proportion  of  the  exports  to  the 
aggregate  was  only  12.55  per  cent.  During  the  last 
fiscal  year  it  swelled  to  32  per  cent.,  the  highest  on  re- 
cord. 

When  everything  is  taken  into  consideration  it  is 
rather  surprising  that  the  export  trade  in  furniture 
turned  out  as  well  as  it  did  during  the  last  fiscal  year. 
General  conditions  were  certainly  not  favorable  to  it. 
Labor  conditions  certainly  were  not  favorable  to  its 
development,  both  in  regard  to  supply  and  cost,  while 
the  scarcity  of  ocean  tonnage  owing  to  so  many  steam- 
ers being  commandeered  by  the  Admiralty,  was  prob- 
ably a  still  greater  deterrent. 

Future  of  the  Export  Trade 

After  the  war,  particularly  when  preferential  tariffs 
become  more  general,  we  may  confidently  expect  to  wit- 
ness a  very  marked  improvement  in  the  furniture  ex- 
port trade  of  the  country,  in  spite  of  the  fact  that  there 
are  but  a  comparatively  few  of  the  manufacturers  who 
are  at  present  evincing  much  interest  in  it.  The  mat- 
ter is  well  worth  more  general  consideration. 
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Bringing  the  Farmer  Closer  as  a  Customer 

Selling  furniture  to  farmers  —  The  "Trenton  Idea" — Educating 
the  country  people — Making  the  furniture  store  have  a  reputation. 


A MOVEMENT  among  the  dealers  in  the  small 
towns  of  Canada,  similar  to  the  "Trenton  Idea" 
and  other  movements  which  developed  across 
the  border  shonld  be  productive  of  good  to  the  towns 
and  to  the  business  of  merchants  of  those  towns  which 
take  up  these  schemes  and  plans  and  the  furniture 
dealers,  being  always  regarded  as  leaders  in  their  com- 
munities, should  lead  of¥  in  these  movements. 

But  what  is  the  "Trenton  Idea"?  A  couple  of  years 
ago  40  business  men  of  Trenton,  a  small  town  in  Mis- 
sonr'i,  got  together  to  discuss  methods  of  improving 
their  town  and  of  building  up  a  bigger  and  a  better 
business  for  themselves.  The  conclusion  they  came  to 
was  to  "Get  ac(iuainted  with  your  neighbor;  you  may 
like  him." 

Adopting  this  phrase  as  a  slogan  pennants  were  put 
out  and  put  up  in  every  home  in  the  town,  and  the 
lieople  came  to  realize  that  this  was  a  general  move- 
ment for  the  good  of  the  community.  Instead  of 
spending  large  sums  to  bring  new  factories  to  their 
town,  they  started  in  to  help  develop  the  business  of 
the  factories  already  there;  instead  of  sending  money 
1o  far-away  mail  order  houses,  they  spent  their  money 
in  the  stores  in  town;  and  instead  of  putting  a  barrier 
between  the  farmers  of  the  vicinity  and  the  towns- 
pFople  and  mercliants  they  made  the  countryfolk  cit- 
izens and  treated  them  as  such. 

The  fii'st  big  boost  to  the  "Idea"  was  a  batuiuet 
given  by  the  Commercial  Club  to  the  merchants  and 
fanners  of  the  town  and  vicinity.  They  Avere  made 
friends;  they  got  to  know  each  other  better.  Out  of 
this  grew  a  campaign  for  good  roads.  On  one  certain 
day  all  the  business  houses  of  Trenton  closed  their 
doors,  and  all  the  male  population  able  to  work  went 
out  to  help  the  fanners  to  cure  the  bad  stretches,  and 
they  used  picks  and  shovels,  too.  The  Club  helped 
finance  some  new  bridges  on  the  roads  leading  to  town; 
they  cut  out  the  "T"  and  made  it  "we;"  and  they  gave 
co-operation  wherever  possible. 

The  dealers  did  not  broach  the  trade  f|uestioii,  but 
it  came  round  to  them  all  right.  The  freight  agent 
said  deliveries  from  mail  order  houses  dropped  off  in 
three  weeks  25  per  cent.,  and  town  dealers  said  their 
business  had  certainly  increased  that  much. 

Would  it  not  be  worth  while  for  Canadian  furniture 
dealers  in  the  smaller  centres  joining  with  other  mer- 
chants and  seeing  if  some  community  interest  could  not 
be  aroused?  At  least  in  the  furniture  field  the  dealer 
himself  might  get  closer  to  his  farmer  customer  and 
make  a  friend  of  him. 


SELLING  FURNITURE  TO  FARMERS 

In  addressing  fui'niture  dealers  at  a  Western  Ameri- 
can convention  reeently,  Hugh  McVey,  advertising 
counsellor  of  a  successful  farming  paper  directed  at- 
tention to  the  farmers  of  to-day  having  money  and  are 
not  necessarily  buyers  of  cheap  goods.  .,He  said: 

"The  other  day  as  I  stood  in  a  furniture  store  in  a 
town  that  is  the  centre  of  a  rich  agricultural  commun- 
ity, a  farmei'  and  his  wife  came  in  and  asked  to  see  a 
mattress.     The  proprietor  waited  on  them  personally, 


asking:  'What  sort  of  a  mattress  do  you  wish?  We 
have  them  at  $4,  $6,  $8  or  $10  and  higher  up'- — imply- 
ing that  it  wasn't  necessary  to  mention  the  higher 
prices.  'I'he  farmer  said:  'Let  us  see  the  $4  mattress.' 
Now,  1  thought  that  showed  a  great  amount  of  ineffi- 
ciency on  the  part  of  the  dealer.  The  farmer  could 
afford  to  buy,  and  would  buy,  a  better  mattress  if  the 
merit  of  the  better  mattress  was  explained  to  him.  I 
am  not  a  furniture  salesman,  but  T  believe — although 
mattresses  are  hard  to  show — that  I  would  not  have 
made  any  price,  but  have  .shown  him  some  good  mer- 
chandise and  tried  to  raise  the  farmer's  appreciation 
of  a  good  mattress.  He  probably  doesn't  know  that 
tliei'e  is  any  more  comfort  in  a  ten  or  fifteen  dollar  mat- 
tress than  a  four  dollar  mattress.  He  probably  thinks 
that  fancy  trimmings  add  to  the  price  and  the  utility 
of  the  two  are  about  the  same.  It  is  natural  that  the 
tai'mer  should  ask  for  the  four  dollar  mattress,  because 
he  is  necessarily  an  economical  buyer;  he  has  built  up 
his  business  by  practicing  thrift  and  economy;  he  is  the 
guardian  of  his  'own  cattle'  against  the  whole  world  : 
the  money  he  has  to  spend  is  his  own  money  which  he 
has  wrested  from  the  soil,  but  he  will  pay  exceedingly 
high  prices  for  better  things  when  he  knows  their  value. 
He  will  buy  a  thoroughbred  animal  at  a  considerable 
higher  price  than  the  ordinary  run  of  live  stock,  be- 
cause he  knows  its  value,  he  will  pay  $2  a  bushel  for' 
seed  corn  when  he  has  corn  in  his  crib  that  has  not 
cost  him  30  cents  to  produce ;  therefore,  the  furniture 
industry  has  an  opportunity  to  educate  him  to  the  mei'- 
its  of  good  furniture. 

"Some  dealers  are  doing  this.  A  few  days  ago  I 
visited  a  dealer  in  a  town  of  only  800  people,  wlio  has 
made  a  remarkable  success  in  selling  furniture  to 
farmers.  He  has  established  in  the  minds  of  the  farm- 
ers in  his  community  a  reputation  for  knowing  furni- 
ture. His  store  is  the  recognized  centre  of  the  furni- 
ture business  in  his  part  of  the  country.  He  sells 
fui'niture  on  approval,  furnishing  a  room  or  a  house 
complete,  with  the  understanding  that  the  customer 
can  return  any  or  all  of  it  if  not  satisfactory.  He  told 
me  that  in  the  last  year  he  has  furnished  practically 
nineteen  homes  on  approval  and  that  only  20  per  cent., 
of  the  goods  had  been  returned  or  exchanged  and  that 
the  pieces  exchanged  represented  largely  novelties.  Any 
furniture  man  ought  to  be  able  to  establish  a  reputation 
like  this  man  in  his  own  community." 


ENLARGING  BUSINESS  AT  TILLSONBURG 

A.  J.  Oatman  lias  taken  over  the  furniture  business 
of  H.  Ct.  Coombes.  at  Tillsonburg,  and  added  it  to  his 
already  large  establishment.  It  is  ^Ir.  Oatman's  in- 
ti'ution  to  very  much  enlarge  his  store  by  the  addition 
of  an  up-stairs  flat.  His  present  showroom  although 
160  feet  in  length  with  25  feet  width  is  too  much 
crowded. 

Mr.  Oatiiiaii  also  intends  adding  a  motor  hearse  to 
his  uiulertaking  business  in  the  near  future.  This  is 
now  the  only  exclusive  furniture  and  undertaking  busi- 
ness in  Tillsonburg. 
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Dressing  the  Window  for  Furniture  Displays 

Principal  thought  is  to  sell  goods —  IV indows,  small 
or  large,  need  attention —  Some  advice  by  an  expert. 


wm- 


DRESSTNG  the  window  in  which  furniture  is  to  be 
displayed  is  an  art  that  cannot  be  mastered  in 
a  short  time  and  one  that  takes  considerable 
study  before  the  combination  so  much  desired  is  at- 
tained— the  artistic  and  the  selling  idea  combined. 
There  are  many  clerks  in  furniture  stores  who  can 
dress  a  window,  so  to  speak,  but  who  fail  to  secure  the 
same  effect  that  the  man  who  has  the  artistic  idea  and 
the  selling  knowledge  at  the  same  time  manages  to  at- 
tain. Just  how  much  of  the  artistic  should  be  incor- 
porated in  a  window  display  is  a  subject  that  must  be 
individ^^ally  decided  by  each  window  dresser.  A  win- 
dow can  be  made  beautiful,  and  yet  be  of  little  service 
in  selling  goods.  Landscape  backgrounds  and  artistic 
features  may  be  well  enough  in  their  Avay,  but  they  can 
be  overdone.  Furthermore,  the  artistic  display  that 
may  appeal  to  a  certain  class  of  trade,  in  an  exclusive 
neighborhood,  would  fall  flat  in  another  locality  where 
fifty-eents-a-week  payments  are  the  rule  on  furniture 
accounts. 

Discussing  this  art  feature  in  connection  with 
dow  dressing,  H.  S.  Carroll,  advertising  man- 
ager of  a  large  United  States  stoi"e,  in  an  ad- 
dress  before    the    California   Display  Men's 
Association  recently,  said : 

"In  the  fifteen  years  that  I  have  been  writing 
advertising  copy  and  coming  constantly  in 
touch  with  displaymen,  it  has  always  occurred 
to  me  that  these  men.  as  a  whole,  do  not  give 
sufficient  thought  or  study  to  the  merchandise 
itself,  but  rather  hold  the  artistic  side  of  the 
work  uppermost. 

"You  know  and  I  know  and  every  man  who 
is  connected  with  a  mercantile  institution 
knows  that  merchandise  is  the  fundamental 
basis  of  the  store's  development.  You  may 
have  fine  displaymen,  you  may  have  fine  man- 
agers, you  may  have  fine  advertising  men,  you 
may  have  fine  salespersons,  but  unless  you 
have  merchandise  the  people  want — the  right 
sort  of  merchandise  in  ([uantities  sufficient  to 
supply  the  demand  and  in  assortments  that  are 
constantly  at  par  —  you  cannot  hope  to  hold 
your  patronage.  Isn't  it  essential,  then,  that 
everyone  of  us  study  merchandise? 

"The  windows  are  the  mirror  of  a  store  and 
the  displaymen  have  it  in  their  power  to  shape 
the  destinies  of  a  store,  in  the  very  manner  in 
which  the  merchandise  is  displayed.  The  en- 
thusiastic salesman  sells  his  merchandise  be- 
cause he  knows  it.  He  knows  every  talking 
point.  Isn't  it  doubly  essential  that  the  man 
who  displays  the  merchandise  should  know  the 
best  selling  features  of  that  merchandise,  so 
that  these  features  miglit  be  displayed  to  the 
best  possible  advantage? 

"There  are  many  displaymen  who  do  not 
keep  in  touch  with  the  styles  for  the  moment. 
They  do  not  know  what  the  great  buying  public 
is  demanding,  and  when  they  do  know,  they 
are  indifferent  as  to  whether  that  merchandise 
is  brought  to  the  front.    I  am  dwelling  upon 


tliis  idea  of  merchandise  because  that  is  the  one 
thought  I  wish  to  leave.  What  would  you  think  of 
an  advertising  man  who  wrote  copy  for  a  large  con- 
cern and  yet  knew  nothing  of  the  policies  of  that  con- 
cern; did  not  know  what  merchandise  they  carried,  did 
not  keep  up  with  the  styles  and  did  not  possess  enthus- 
iasm over  the  arrival  of  merchandise  of  merit?  And 
yet  the  displayman  is  a  salesman  every  inch  as  much  as 
an  advertising  man. 

"You  are  selling  merchandise  through  a  medium  that 
has  a  larger  circulation  than  any  newspaper  I  know  of. 
Not  only  is  the  circulation  larger,  but  you  are  able  to 
place  your  merchandise  right  before  your  buyers,  as 
it  were,  which  is  an  advantage  that  the  advertising  man 
cannot  call  to  his  command.  The  display  manager  of 
the  future  will  be  as  much  of  a  merchandise  man  as  the 
merchandise  manager  himself.  He  will  be  as  much  of 
an  advertising  man  as  the  adman.  And  he  will  be 
more  than  all  this,  because  he  possesses  art  in  addition. 
The  advertising  man,  the  department  manager,  the 
merchandise  manager  and  the  displayman  should  be 


Here  is  a  splendid  example  of  window  dress. ng  for  the  small  store.  Mr.  By  water,  at 
650  Yonge  Street,  Toronto,  bas  but  one  window,  and  here  is  how  tastefully  he  has  ar- 
ranged it.  Mr.  By  water  is  an  expert  adviser  on  window  dressing  and  gives  much  time 
to  proper  furnishing.  The  window  cards  are  timely  and  to  the  point.  The  display 
attracted  a  great  deal  of  attention  from  passers-by.  There  was  at  all  times  quite  a, 
group  of  people  looking  at  this  display. 
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closely  Jiffilijitcd.  'I'licro  should  Ix;  absolute  harmony. 
\o  one  inaii  sliould  try  to  dominate  the  situation — all 
should  work  for  the  common  good  of  the  business.  Each 
one  must  keep  a  broad,  open  mind,  ready  to  accept 
suggestions  kindly  and  to  accept  criticisms  in  the  same 
spirit.  T  feel  that  the  study  of  merchandise  is  one 
that  is  not  developed  so  highly  as  it  should  be  by  the 
displaymen." 


Hallowe'en  Window  Display 

HAIjiyOWE'EN  is  a  time  when  people  expect  to 
see  some  clever  and  unusnal  designs  in  store 
windows,  and  the  store  that  can  make  the  most 
attractive  showing  along  theise  lines  is  the  one  that 
will  attraet  attention  and  make  sales. 


Sketch  of  an  excellent  background  for  a  Hallowe'en  window  display.  Read 
how  it  is  constructed  in  accompanying  article. 


The  Butler  Way  gives  a  design  for  a  background 
that  can  be  worked  out  with  no  great  expenditure  oP 
time  and  little  expense. 

As  indicated  in  the  illustration  shown  here  the 
background,  should  be  lined  from  top  to  bottom  with 
black  crepe  paper  or  blaclc  cambric.  A  large  moon 
should  be  cut  out  of  orange-colored  eard'board  and 
several  stars  of  white  cardboard.  Pin  these  to  the 
background. 

Then  build  a  rough  fence  with  an  opening  in  the 
centre.  This  should  be  of  plain  boiards  of  uneven 
design.  Cut  a  witch  out  of  Hallowe'en  crepe  paper 
and  moxmtt  it  on  cardboard,  ►'^usipend  the  witch  on 
the  broom  in  front  of  the  moon.  Use  'black  thread, 
as  this  will  be  practically  invisible. 

Another  way  to  make  the  -witch  would  'be  to  dress  a 
small  doll  with  a  high  pointed  hat  made  out  of  card- 
board with  a  long  bl'ack  dress.  You  can  make  the  doll's 
dress  out  of  black  crepe  paper. 

Make  the  tripod  out  of  three  old  branches  and  ex- 
tend a  kettle  from  a  chain  in  the  centre.  For  the  tire 
efit'ect  use  some  old  chiaired  sticks  with  a  red  electric 
light  globe  buried  under  them.  This  Avill  g^ive  the 
eifect  of  burning  coals.  Oi'  you  can  put  n  small  elec- 
inc  fan  in  a  box  and  have  some  shredfe  of  red  paper 
attac>hed  to  it  and  have  the  paper  fluttering  up  through 
'he  charred  sticks.  If  you  use  this  be  very  careful  to 
cover  up  the  fan  by  boxing  it  around  with  sticks  and 
coals. 

Have  natural  pumpkins  displayed  in  each  comer 
of  the  window  in  front  of  the  fence.  Above  these 
should  be  suspended  a  row  of  ears  of  com.  Tf  you 
want  a  decidedly  creepy  etfect  for  this  window  at  ndig'ht 
use  blue  electric  light  giJobes. 


MAKING  THE  WINDOW  MAGNETIC 

The  display  window  can  be  made  the  storekeeper's 
strongest  selling  argument  if  he  will  but  exercise  a 
little  care  and  judgment  in  properly  dressing  his  win- 
dow and  arranging  his  exhibit  in  a  way  that  will  please 
the  eye  and  attract  the  attention  of  passers-by,  says 
System. 

The  most  powerful  pulling  window  is  the  one  that 
presents  some  unusual,  out-of-the-ordinary  aspect; 
something  that  will  compel  the  passer-by  to  stop  and 
look.  Then,  when  his  attention  is  centered  on  the 
window,  he  can't  help  but  notice  the  goods  displayed, 
and  the  chances  are  good  that  he  will  see  something 
that  he  needs. 

Wide-awake  shopkeepers  realize  that  the  sales  value 
of  an  attractive  window  more  than  warrants  the  small 
extra  exi)ense.  and  many  diflferent  schemes  have  been 
tried. 


THE  SMALL  SHOPS  COMING  AGAIN 

The  .small  shop  is  coming  into  its  own  again.  It  is 
growing  in  ])restige  and  winning  favor  from  all  classes 
of  pef)plc.  Some  years  ago  it  was  on  the  wane  and  the 
])ig  department  store  took  its  place.  But,  gradually, 
{)eople  found  that  the  big  store  did  not  satisfy  their 
personal  needs  as  well  as  the  small  shop  had  done.  And 
a  reversion,  therefore,  to  the  small  shop  took  place. 
p]ven  the  biggest  department  stores  to-day  are  them- 
selves nothing  more  than  a  group  of  small  shops  under 
one  roof.  Each  department  represents  a  shop,  and  the 
buyer  or  manager  in  charge  of  it  stands  in  the  same 
capacity  as  an  individual  proprietor. 

Hut  it  is  not  the  small  shop  as  a  unit  of  the  depart- 


This  is  another  window  in  H.  A.  By  water's  stoie.  It  show.-;  the  comfort  of 
the  By  water  chair.  The  young  man  in  the  chair  added  greatly  to  the  win- 
dow's effectiveness.  There  was  always  some  persons  standing  in  front 
viewing  the  window.    It  emphasized  the  small  store's  ett'ectivenees. 


ment  store  that  is  increa-sing  its  worth,  it  is  the  small 
shop  under  its  own  roof.  The  small  shoj)  is  growing 
in  nuinl)ers.  It  is  winning  favor  on  its  own  merits  and 
it  promises  to  grow  stronger  in  coming  years. 
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Advertising  Pays  When  Judiciously  Done 

Be  seasonable  in  your  advertising — Mal^e  copy  readable — 
Price  cards  bring  quick  sales — Offsetting  mail  order  houses. 


I  want  to  say  a  word  or  two  about  advertising.  Does 
it  pay?  If  judiciously  done,  yes.  Otherwise,  no.  I 
believe  from  observation  that  there  are  vast  sums  of 
money  wasted  every  year  in  poor  advertising.  Every 
time  I  make  a  trip  into  the  country  I  am  astounded  at 
the  expensive  advertisements  adorning  hotel  registers, 
clocks,  writing  tables,  pool  rooms,  and  other  places  not 
frequented  by  the  public  who  read  advertisements.  I 
pick  up  the  local  country  paper  and  I  see  goods  adver- 
tised out  of  season.  You  might  as  well  throw  your 
money  in  the  fire  as  to  buy  and  pay  for  unseasonable 
advertising.  It  is  worse  than  useless.  I  believe  in 
advertising,  and  I  recommend  that  you  not  only  buy  it, 
but  use  it  judiciously  to  advertise  seasonable  lines. 
Change  your  advertisements  in  every  issue  of  the  news- 
paper you  are  using,  and  always  have  something  new 
and  seasonable  to  present  to  the  public.  I  realize  that 
your  copy  must  be  home-made,  but  with  careful 
thought  you  can  make  it  readable  and  attractive  and 
productive  of  results. 

I  recommend  that  in  place  of  spending  money  on 
hotel  and  pool  room  advertising,  that  you  procure  from 
a  good  sign  writer  descriptive  price  cards,  snappy  and 
attractive,  and  attach  them  to  all  displayed  goods, 
thereby  riveting  the  attention  of  the  customer,  and  re- 
sulting not  only  in  more  sales,  but  in  quicker  sales,  as 
they  help  to  expedite  the  customers'  choice.  I  think 
with  judicious  advertising,  coupled  with  the  big  ele- 
ment of  local  ownership  and  tact,  with  well  dressed 
windows,  and  a  cleanly,  well  assorted  stock,  you  can 
make  your  store  the  most  attractive,  hospitable  and 
serviceable  public  place  in  the  community,  and  from 
within  yourselves  create  a  bulwark  of  protection 
against  which  the  assaults  of  the  mail  order  houses  will 
be  impotent  and  futile. 


TRADE  JOURNAL  ADVERTISING  HELPS 
DEALERS 

In  regard  to  trade  journal  advertising,  I  believe  it 
not  only  benefits  the  man;ifacturer,  but  the  dealer  it 
reaches.  The  housewife  reads  the  home  publications 
and  the  fashion  magazines,  getting  points  upon  sub- 
jects in  which  she  is  interested.  So  the  dealer  reads 
his  trade  journals  and  profits  thereby.  He  not  only 
gets  general  news,  but  new  and  profitable  lines  are  thus 
brought  to  his  attention.  The  well-edited  trade  jour- 
nal is  filled  with  selling  helps,  over-the-counter  argu- 
ments and  profit  points  for  the  dealer. 


AN  ADVERTISING  PAY  ENVELOPE 

A  retail  store,  in  a  manufacturing  town,  supplies  all 
the  mills  with  their  pay  envelopes  free  of  charge  for  the 
privilege  of  printing  on  them  this  announcement:  "If 
this  envelope  is  presented  at  our  store  within  twenty- 
four  hours  of  the  date  stamped  thereon,  it  will  be  good 
for  a  five-per-cent.  discount  on  any  purchase."  As  a 
result  of  this  publicity,  the  store  is  crowded  the  even- 
ing of  pay  day. 

No  kind  of  advertising  can  pay  unless  the  appearance 


of  the  store,  and  the  prices  and  quality  of  the  goods,  are' 
attractive  and  suitable  to  the  trade  of  your  locality. 
Advertising  under  the  most  favorable  circumstances 
cannot  be  expected  to  pay  directly ;  the  results  depend 
entirely  upon  the  treatment  the  customer  receives  after 
he  has  been  induced  to  visit  the  store. 


Merle  Sidener  of  Indianapolis,  chairman  of  the  Vig- 
ilance Committee  of  the  Associated  Advertising  Clubs 
of  the  World,  recently  told  an  audience  of  men  and 
women  interested  in  advertising  that  "advertisers  must 
be  washed  of  their  sins"  before  the  full  confidence  of 
the  public  will  be  merited.  The  presence  of  crooked 
advertisements  in  the  same  publications  with  honest 
advertisements  over  a  period  of  many  years  has  re- 
sulted, Mr.  Sidener  said,  in  the  creation  of  a  spirit  of 
distrust  of  advertising  in  the  purchasing  powers.  That 
distrust  is  very  real  and  its  -  effects  are  being  felt 
throughout  the  business  world. 


"Let  the  Crescent  Make  Your  Home  Sweet  Home' 

After  You  Have  Been  at  Work  Ail  Day --and  You  Retire  to  Your  Home- 


Crescent 


179BannatyneAve. 
hST^     r  2400-2401 


Here  is  a  striking  ad.  placed  by  a  Winnipeg  firm  in  the  dailies  of  that 
city.      It  appeared  in  August  and  was  commented  on  as  the  neatest  adv. 
published  in  The  Free  Press  up  to  that  date  during  1916. 
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Make  Use  of  National  Advertising 

THERE  is  one  valuable  asset  to  the  rf '  ailer,  whether 
he  is  in  the  largre  city  or  the  country  town, 
whether  he  is  located  on  "Main  Street"  or  a 
side  street,  whether  with  thousands  or  hundreds  of 
dollars'  worth  of  stocjc — and  that  asset  is  "National 
Advertising."  Many  retail  dealers  do  link  up  with 
the  manufacturers'  advertisings  campaign — they  write 
him  for  selling  helps  and  ideas,  they  follow  his  adver- 
tising schedule^  they  feature  his  goods  in  their  windows 
and  local  advertising.  They  are  the  stores  you  see 
every  day  moving  from  the  side  street  to  Main  Street — 
and  staying  there ! 

In  these  days  of  strong,  relentless  competition  the 
man  who  stays  often  knows  the  outcome  was  the  sur- 
vival "of  the  fittest";  he  may  be  a  better  buyer  than 
his  immediate  competitor;  he  may  be  more  apt  at  train- 
ing his  clerks  in  the  proper  methods  of  merchandising, 
iHit.  all  other  things  equal,  he  has  the  better  knowledge' 
cf  advertising. 

The  word  "advertising"  in  this  sense  does  not  mean 
that  he  must  have  a  large  sum  of  money  to  spend  for 
space  in  the  newspapers^ — rather  that  he  take  advan- 
tage of  the  millions  of  dollars  sp^nt  annually  in  the 
magazines  by  the  "National  Advertisers,"  by  featur- 
ing to  the  limit  the  nationally  advertised  lines  of  goods 
It  would  surely  pay  any  dealer  to  select  the  nation- 
ally advertised  lines  in  his  store,  write  the  manufac- 
turers for  selling  helps,  and  then  feature  them  in  Al 
style.  It  would  be  surprising  how  easily  such  lines 
would  sell. 

Women  throughout  the  country  read  the  ads.,  and 
in  such  cases  as  tbey  see  the  article  in  the  window  or 
notice  it  featured  in  the  dealer's  local  advertising  of 
their  favorite  store,  as  well  do  you  fail  to  realize  how 
valuable  an  asset  it  is  to  the  retailer,  for  the  woman 
steps  confidently  into  the  store  that  she  sees  features 
nationally  advertised  lines. 

To  sum  np,  the  retailer  should  feature  nationally  ad- 
vertised lines  for  these  reasons: 

1.  Because  of  the  vast  amount  of  high-class  publicity 
that  goes  with  them  absolutely  free. 

2.  Because,  by  a  little  extra  effort  and  trouble  the 
dealer  can  link  up  his  windows  and  local  advertising 
and  secure  add"d  strength  and  prestige  for  hi^.  store. 

3.  Because  nationally  advertised  lines  sell  with  far 
less  effort  .^nd  afford  quicker  turnovers  of  stock  for 
the  money  invested. 

4.  Because  of  the  feeling  of  confidence  his  trade  has 
when  they  know  he  features  such  goods. 

5.  Because  it  takes  less  of  his  own  advertising  efforts, 
and  what  he  does  goes  farther  than  trying  to  push  a 
line  that  is  unknown. 

6.  Because  nationally  advertised  goods  have  to  be  the 
best  on  the  m.arketin  order  to  hold  the  place  advertising 
gives  them. 

7.  Because  the  newest  designs,  shapes  or  patterns  are 
always  found  in  such  lines. 

8.  Because  it  is  good  business  ethics  to  keep  what  the 
consumer  wants,  for  if  you  don't  your  competitor  cei- 
tainly  will,  and  if  the  consumer  does  not  find  a  certairi 
standard  article  in  your  store  he  is  apt  to  buy  many 
others  as  well  off  your  competitor. 


RETAIL  ADVERTISING  BADLY  DONE 

"Retail  advertising  at  present  is  done  very  badly," 
said  a  prominent  retail  store  manager  a  few  days  ago, 


"in  spite  of  the  fact  that  we  are  training  ourselves  to 
do  better  work  and  through  the  medium  of  advertis- 
ing clubs  and  similar  organizations  to  know  more  about 
it.  We  educate  the  public  to  expect  s[)ecial  bargains 
at  reduced  prices  when  the  moon  is  in  some  particular 
quarter,  or  at  the  full — and  yet  our  fixed  costs, — our 
expense  of  doing  business,  remains  the  same,  day  in  and 
day  out.  Our  institution  has  done  away  with  special 
sales  and  bargain  inducements  altogether,  and  we  find 
that  it  works,  in  the  long  run,  to  our  very  great  ad- 
vantage. Though  T  believe  that  most  men  are  good  at 
heart,  and  will  do  the  right  thing  if  they  are  intelligent 
enough  to  see  what  it  is,  we  business  men  have  fallen 
into  a  habit  of  conventional  misstatement  in  our  retail 
advertising  which  we  first  endure,  'then  pity,  then  era- 
brace' — and  finally  forget  that  it  is  wrong." 


ADVERTISING  IN  SMALL  TOWNS 

It  is  not  difficult  to  find  the  best  medium  in  which  to 
advertise  a  large  store  in  any  of  our  largest  cities,  for 
there  the  best  mediums  are  ready  and  waiting.  In  the 
country,  however,  it  is  an  entirely  different  story.  The 
one  medium  that  is  generally  established  is  the  country 
weekly.  For  good  quick  returns  this  sort  of  medium 
is,  generally  speaking,  without  a  great  deal  of  value. 
It  remains,  then,  for  the  merchant  to  make  his  own 
medium,  and  it  almost  always  turns  out  that  this  med- 
ium, whatever  it  may  be,  is  expensive  unless  the 
population  is  sufficiently  large  to  return  a  proper 
amount  of  business.  A  handbill  is  expen.sive  because 
its  distribution  is  hardly  ever  effective.  Mailing  cir- 
culars is  practically  out  of  the  question  because  of  their 
cost,  except  in  communities  where  trade  may  be  drawn 
from  nearby  towns,  or  where  the  farm  population  for 
miles  around  makes  its  trading  headquarters  in  the  ad- 
vertising merchant's  town. — Chicago  Furniture  Jour- 
nal. 


HAVE  NAME  FOR  YOUR  STORE 

It  is  a  good  plan  to  have  some  distinctive  name  for 
your  store,  which  will  be  readily  remembered  by  the 
public;  and  the  name  or  the  design  selected  should  be 
carried  out  both  in  the  advertisement  and  on  the  store 
front. 

If  nothing  better  can  be  done,  call  it  "The  Red  Front 
Store,"  and  paint  the  front  a  bright  red  to  distinguish 
it  from  the  other  stores  on  the  block.  If  you  can  use 
a  sign  which  is  particularly  striking,  it  is  a  good  idea 
to  reproduce  in  miniature  your  sign  in  the  newspaper 
space,  in  order  to  identify  your  advertisement  and  your 
store  in  the  public  mind. 


USE  OF  ILLUSTRATIONS  IN  ADVERTISING 

Illustrated  advertisements  are  very  effective  if  the 
cut  is  appropriate,  but  a  good  display  of  type  with 
plenty  of  white  margin  is  usually  more  satisfactory. 
The  dealer  who  keeps  his  eye  open  for  advertising  ideas 
will  soon  fall  into  the  habit  of  producing  good  adver- 
tisements with  little  effort.  A  good  plan  is  to  keep  a 
scrap  book,  and  when  you  run  across  a  particularly 
striking  advertisement  cut  it  out  and  paste  in  the  book. 
In  this  way  a  stock  of  different  styles  will  be  on  hand 
from  which  to  prepare  your  weekly  change  of  announce- 
ments. 
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Plenty  of    '  One  month  after  another  during 

Money  the  better  part  of  a  year  the  de- 

posits of  the  Canadian  people  in 
the  banks  of  the  country  have  been  regularly  breaking 
records.  The  record  established  by  last  month's  returns 
was  a  most  striking  one,  the  total  amount  on  deposit  in 
banks  at  home  and  abroad  being  the  enormous  sum  of 
$1,372,600,000.  This  was  an  increase  of  $227,000,000 
over  the  corresponding  month  of  last  year. 

The  amount  on  deposit  in  the  chartered  banks  of 
Canada  alone  was  $1,195,700,000,  an  increase  of  nearly 
$]  63,000,000  for  the  year. 

The  excellent  showing  of  the  bank  deposits  is  satis- 
factory from  a  two-fold  standpoint.  In  the  first  place 
it  reflects  the  prosperity  of  the  Canadian  people,  and 
in  the  second  place  it  shows  that  the  banks  of  the  coun- 
try are  in  an  exceptionally  strong  position  to  finance 
the  crops  when  they  are  ready  for  the  market. 

To  the  retailers  of  the  country  this  is  a  by  no  means 
unimportant  matter,  for  it  naturally  follows  that  there 
will  be  no  difficulty  in  the  farmers  obtaining  cash  for 
their  products.  That  will  not  only  enable  them  to 
liquidate  their  liabilities,  but  to  readily  purchase  such 
supplies  as  they  may  need. 

The  plentiful  siipply  of  funds  which  are  in  the  hands 
of  the  banks  will  contribute  much  to  the  prosperity  of 
the  Dominion  this  Fall. 


Merchants  Should  At  the  R.  M.  A.  convention  in 
Be  Leaders  Winnipeg  recently,  one  speaker 

'"*^'^^rmade  the  point  that  the  retail 
merchant  should  be  the  leader  in  his  community.  The 
point  is  well  taken.  The  merchant  in  the  small  town 
generally  has  much  at  stake — he  rises  or  falls  with  the 
success  of  the  town — and  it  therefore  behooves  him  to 
do  what  he  can  for  the  advancement  and  development 
of  the  community.  Efforts  put  forth  by  him  in  this 
direction  generally  come  back  to  him  in  the  form  of 
larger  sales  or  a  solider  foundation  for  the  growth  of 
his  business. 

There  are  many  towns  that  could  be  materially  de- 
veloped if  some  real  effort  were  only  made  to  attract 
to  them  some  additional  industries  that  would  draw  a 
larger  population.  There  is  no  one  that  should  be 
more  willing  to  help  in  such  work  than  the  retail 
merchant. 


is  very  necessary  that  their  opportunity  for  repeating 
their  offence  should  be  removed  as  far  as  possible. 

It  is  not  his  creditors  alone  who  suffer  from  the 
practices  of  the  dishonest  retailer.  The  honest  retailer 
suffers  as  well.  It  may  be  that  he  does  not  suffer 
directly,  but  he  suffers  .just  the  same,  though  it  may  be 
only  indirectly.     But  directly  or  indirectly,  he  suffers. 

The  dealer  who  is  crooked  in  dealing  with  his  credit- 
ors does  not  possess  any  qualms  of  conscience  in  regard 
to  the  methods  he  employs  in  meeting  the  competition 
of  his  fellow  retailers.  Ten  chances  to  one  he'll  cut 
prices  without  any  regard  as  to  their  relation  to  cost. 
As  morality  in  business  methods  is  an  unknown  quan- 
tity with  him  his  practices  are  disturbing  to  trade  gen- 
erally. He  is,  in  short,  a  curse  to  the  community  in 
v/hich  he  plies  his  trade. 


Wasting  the  The  store  window  costs  money.  As 
Window  Space  to  whether  it  is  worth  what  it  cost  is 
determined  by  the  use  to  which  it  is 
put.  If  it  is  merely  made  the  receptacle  of  goods 
which  are  placed  there  without  order  or  arrangement 
its  cost  is  greater  than  its  worth. 

There  is  such  a  thing  as  "paying  too  much  for  your 
fiddle."  The  grocer  who  does  not  display  goods  in 
his  window  in  a  way  that  will  bring  customers  into  his 
store,  is  certainly  paying  too  much  for  his  windoW 
space. 

To  use  the  store  window  as  a  store  room  instead  of  as 
a  silent  salesman,  is  about  as  extravagant  as  to  light 
cigars  with  dollar  bills. 


Passing  Thoughts  on  Business 

B-s  W.  L.  E. 

Perseverance  is  a  good  thing  as  long  as  one  per- 
severes in  the  right  direction. 

To  the  wide-awake  retailer  there  is  no  period  in 
the  year  when  to  cultivate  business  is  unseasonable. 

The  clerk  who  attains  success  in  life  is  he  who  is 
zealous  for  the  success  of  his  employer's  bunness. 


Eliminating  the  The  Canadian  Credit  Men's  Trust 
Fraudulent  Retailer  Association  is  endeavoring  to  per- 
suade its  members  not  to  sell  to 
merchants  who  have  been  convicted  of  fraudulent  deal- 
ings, even  if  they  offer  to  pay  cash. 

The  suggestion  will  probably  meet  with  the  approval 
of  every  honest  retailer  in  the  country. 

While  dishonest  dealers  are  few  and  far  between  it 


Advertising  that  is  not  backed  up  by  good  service 
in  the  store,  like  a  battleship  with  an  ineffective 
crew,  loses  much  of  its  effectiveness. 

Those  who  practice  putting  off  till  to-morrow  that 
which  should  be  done  to-day  have  a  weak  spot  in  ^ 
their  will  power.  y 
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Brief  Editorial  Comment  on  Business  Topics 

=  By  THE  SCRIBE  = 


Of  two  evils,  it  isn't  always  necessary  to  choose 
either. 

•  *  * 

Enlarge  your  trade  by  enlarging  the  territory  you 
cater  to. 

•  *  * 

Consult  with  your  clerks  on  your  campaign  for  Fall 
business. 

•  •  • 

"How  are  you  finding  business?"  we  asked  a  dealer 
recently.  "By  going  out  and  digging  it  up."  he 
replied. 

•  *  * 

Bear  in  mind  that  a  receipt  is  unnecessary  when  pay- 
ment is  made  by  cheque.  The  cheque,  in  itself,  is  a 
receipt. 

•  •  • 

It  is  good  business  to  cheek  up  freight  bills,  to  see 
if  they  are  correct  both  in  addition  and  freight  rate 
according  to  classification. 

•  *  « 

Make  a  practice  of  studying  the  goods  you  sell.  They 
will  give  you  a  good  deal  of  information  that  will  help 
you  in  making  sales. 

»    *  * 

Constant  nagging  soon  wears  out  the  spirit  of  a  clerk. 
Don't  bo  afraid  to  make  eh'rks  do  their  work,  but 
don't  burden  them  with  too  many  unimportant  orders. 

•  *  # 

Talk  naturally  in  your  advertising — not  as  if  you 
were  writing  an  essay  to  compete  in  some  literary  con- 
test— but  as  if  you  were  talking  to  a  customer  in  your 
store  on  the  article  you  wish  to  sell. 

•  •  • 

The  store  which  simply  prints  a  list  of  jjriees  day 
after  day  may  win  the  attention  of  people  who  have 
their  minds  made  up  to  buy  eert;iin  things  at  that  time, 
but  such  advertising  has  no  more  influence  in  creating 
desire  for  the  merchandise  than  a  railroad  schedule  has 
in  tempting  people  to  travel. 

•  •  « 

The  writer  heard  a  clerk  in  a  retail  store  approach 
a  customer  the  other  day  and  snap  out:  "What  do 
you  want?"  This  is  a  lovely  way  to  greet  a  customer 
whom  you  wish  to  sell  as  much  goods  as  possible  to. 
The  customer  would  have  been  (|uite  justified  in  an- 
swering him  in  a  similar  manner  by  saying  "nothing." 
That  clerk  must  have  known  that  it  was  wrong  to 
address  a  customer  that  way.  He  was  forgetful,  either 
that  or  ignorant.  If  it  was  forgetfulness.  he  needs  to 
check  himself  up.  Other  clerks  need  to  do  the  same. 
Just  make  a  note  of  how  you  approach  the  next  ten 
customers  you  serve. 

•  •   •  , 

The  loss  of  a  good  regular  customer  is  a  serious  mat- 
ter to  a  dealer,  and  an  investigation  should  be  made  of 
all  cases.    When  a  customer  who  has  been  dealing  at 


your  store  regularly,  suddenly  stops,  you  should  call 
on  him  and  inquire  if  anything  has  occurred  to  cause 
him  to  stop  buying  at  your  store.  If  he  has  a  com- 
plaint, it  should  be  immediately  straightened  out,  and 
the  adjustment  as  well  as  the  fact  that  you  have  shown 
your  appreciation  of  his  trade,  will  generally  bring 
him  back  as  a  patron  of  your  store. 


Why  I  Trade  at  Home 


Because  the  city  is  largely  made  by  trade.  What 
helps  the  city  helps  me. 

Because  I  want  to  see  and  compare  and  personally 
select  the  things  I  buy. 

Because  I  live  in  this  town.  It  supports  me  and  1 
wish  in  every  fair  way  to  help  support  it. 

Because  the  delivery,  credit  and  other  store  service 
given  by  local  concerns  deserve  my  patronage. 

Because  home  trade  is  one  strand  in  the  supporting 
cable  that  joins  this  city  to  progress. 

Because  I  can  really  trade  in  this  city  to  advantage. 
Prices  in  the  larger  city,  with  higher  rents,  salaries  and 
other  costs,  are  in  the  general  run,  necessarily  higher. 

Because  I  believe  in  the  live  and  let  live  principle.  I 
make  my  living  here  and  will  do  my  share  to  help 
others  make  theirs. 

Because  I  want  good  goods,  produced  and  sold  under 
fair  conditions.  I  know  how  goods  made  here  are  pro- 
duced and  I  can  buy  them  safely. 

Because  things  that  I  want  that  our  local  merchants 
do  not  have  in  stock,  they  will  gladly  order  specially 
for  me,  securing  them  more  quickly  than  I  could  and 
meeting  competitive  prices. 

Because  my  great  opportunity  lies  in  the  growth  and 
prosperity  of  this  city,  which  can  come  only  through 
the  general  prosperity  of  my  neighbor  citizens. — The 
Zenith. 


HOME,  SWEET  HOME. 

I've  bought  goods  at  Glasgow,  Belfast,  and  Cork, 
London  and  Liverpool,  and  then  in  New  York. 
I've  purchased  in  Paris,  yes,  been  in  Rome; 
But  say  to  you  truly,  there's  no  place  like  home. 
Have  been  to  Chicago,  T 'm  sorry  to  say, 
I  got  what  I  ordered,  but  first  had  to  pay. 
When  the  boxes  were  opened  I  stood  there  alone 
And  said  to  myself  goods  are  better  at  home. 
The  stove  that  I  sent  for  had  only  three  legs. 
What's  the  use  of  a  stove  if  it  hasn't  its  pegs? 
When  T  looked  in  the  oven  it  was  cracked  to  the 
dome. 

Then  I  wished  to  old  Mike  I  had  bought  it  at  home. 
I'm  now  all  filled  up  with  this  buying  away. 
I'll  buy  where  I  sell  my  good  butter  and  ha.y. 
If  the  Lord  will  forgive  me  no  more  will  I  roam; 
Hereafter  I'll  spend  all  my  dollars  at  home. 
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Furniture  and  Bedding  Displays  at  Toronto  Exhibition 

splendid  exhibits  made  in  Industrial  Building — Beds  and  bedding  a 
strong  line — Manufacturers  show  increasing  number  of  productions. 


MANY  of  the  furniture  and  bedding  manufacturers 
with  factories,  branches  or  offices  in  and  near 
Toronto  made  splendid  comprehensive  displays 
of  their  lines  at  the  recent  Toronto  Exhibition.  The 
bedding  manufacturers,  perhaps,  excelled  themselves 
in  this  regard,  their  booths  being  attractively  dressed 
to  set  off  the  goods  and  to  allow  of  demonstrating  as 
well.  In  fact  the  general  bed  and  furniture  displays 
were  second  to  none' in  the  exhibits  in  Industrial  Build- 
ing. 

Marshall  Sanitary  Mattress  Co. 

This  booth  atti'actively  embellished  with  festoons  of 
the  patent  Marshall  spring  in  strings  of  pockets  around 


discarding  the  tufts  and  using  a  special  tape  in  their 
place.     Patent  has  been  applied  for  this  feature. 

Having  made  arrangements  with  leading  makers  of 
upholstered  fui'niture  to  use  Marshall  patent  cushion 
fillings,  which  furniture  will  be  handled  by  the  retail 
trade,  the  company  are  changing  their  sales  plans  for 
the  disposal  of  their  mattresses.  Instead  of  confining 
sales  to  special  agents,  after  October  1  these  sanitary 
mattresses  will  be  sold  to  and  thi'ough  the  retail  trade 
generally. 

Leggett  &  Piatt  Spring  Bed  Co. 

.  Showing  their  line  of  springs,  (piite  an  array  of  mat- 
tresses was  laid  out  in  this  company's  booth.  Demon- 


One  of  the  striking  displays  at  the  Exhibition.    The  Leggett  &  Piatt  booth. 

Menzie  ready  for  the  demonstration. 


Frank  Piatt  and  Bert 


the  walls,  sides,  and  across  the  front,  set  off  in  fine 
style  the  exhibit  of  the  company,  which  this  year  was 
devoted  more  particularly  to  showing  their  line  of  loose 
cushions  for  upholstered  furniture,  rockers.  Chester- 
fields, etc.  These  cushions  may  also  be  applied  to  or 
used  with  reed  and  rattan  furniture.  One  of  the 
features  of  the  display  was  a  rattan  couch  with  cush- 
ions of  Marshall  sanitary  construction  and  chairs  to 
match,  also  with  cushions.  Novel  exhibits  were  the 
cushions  shown  for  automobiles  and  boats. 

Box  springs  and  pillow  springs  have  been  for  a  long 
time  strong  lines  with  the  company,  and  their  Marshall 
sanitary  mattress  is  at  the  base  of  the  company's  busi- 
ness success.     This  mattress  was  recently  improved  by 


.strations  were  made  on  a  bed  in  the  centre  of  the  ex- 
hibit with  a  300-pound  roll  of  oilcloth  showing  that 
occupants  do  not  roll  to  the  centre,  nor  does  the  heavy 
weight  on  one  side  affect  in  any  way  the  position  of 
the  other. 

Frank  C.  Piatt  demonstrated  nearly  every  afternoon 
in  sleeping  pose.  He  got  the  crowds,  many  of  whom 
were  uncertain  as  to  whether  Prank  was  a  real  man  or 
a  dummy,  but  Frank  is  no  dummy,  as  he  showed  to  his 
audiences  in  his  talks  and  demonstrations  of  Leggett 
&  Piatt's  springs. 

Antiseptic  Bedding  Co. 

This  company  made  displays  and  demonstrations  of 
their  high-class  parlor  beds,  davenports,  bed  springs. 
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iiuittresscs,  pillows  mid  ciisliions.  Tlicii-  "Peerless" 
(livanettes  find  "Peerless"  bed  daveiiporls  came  in  for 
inueb  attention,  but  a  "Peerless"  foldino;  chair  in  a 
I'ancy  wood  finish  and  covering,  with  a  I'cal  mattress 
and  double  (Miii  seat  was  perhaps  the  most  novel  feature 
of  the  display. 

Farquharson  &  Gilford 

This  fii-m  made  a  display  of  a  line  of  Pnllman  daven- 
port beds.  A  feature  of  the  exhibit  was  a  Chester- 
field bed  with  ai-m  chair  and  rocker  to  match.  All 
designs  and  finishes  are  brought  into  play  in  making 
these  beds  by  the  Arm,  and  a  very  large  range  of  cover- 
ings is  used.  A  Jacobean  three-piece  suite  covered  in 
Fi-ench  tapestry  was  another  striking  feature  of  the  ex- 
hibit that  attracted  much  attention,  and  besides  the 
beds  a  line  of  divanettes  was  demonstrated  to 
advantage. 

Du  Pont  Fabrikoid  Co. 

Set  out  on  the  new  display  racks  recently  brought 
out  by  the  company  wei'e  extensive  samples  of  "fabT'i- 
koid"  in  many  colorings.  This  leather  substitute  has 
been  accepted  as  a  standard  u|)holstery  iiuiterial. 
"Craftsman"  is  the  highest  (piality  of  fabrikoid,  and 
is  adaptable  for  upholstered  furniture  of  the  better 
grade.  "Motor"  ((uality  is  for  auto  and  carriage 
work  A  new  line  is  called  "Mural  Art,"  a  hand- 
tooled  design  used  extensively  for  interior  decorating, 
screen  work,  and  high  grade  chairs. 

Fabrikoid  as  adapted  for  cushions  of  all  kinds  were  " 
also  shown,  as  well  as  for  club  bags,  leggings,  shoes, 
slippers,  gauntlets,  etc. 

Canadian  Mersereau  Co. 

All  new  patterns  were  shown  in  the  booth  of  this 
company,  many  of  them  nevei'  shown  before.  Satin 
finish  is  still  a  leader  in  all  brass  beds,  and  these 
samples  alone  made  an  elaborate  display.  One  of  the 
new  features  shown  for  the  first  time  was  the  oval 
trimming  on  some'  of  the  beds.  Brass  costumiers  were 
also  shown  and  with  the  two  made-up  beds  in  the  centre 
of  the  display  attracted  much  attention.  The  floral 
effect  design,  so  much  in  evidence  in  Mersereau  beds, 
is  registered.  It  was  shown  on  manv  of  the  new 
beds.  ■  ~l 

All  Mersereau  beds  are  fitted  with  the  Seng  O.  K. 
rail  lock,  an  effective  and  simple  lock  which  makes 
these  beds  from  10  to  12  pounds  lighter.  Maiuiger 
Newton  and  Percy  Brown  looked  after  the  display. 

Kindel  Bed  Co. 

With  Ab.  Dunke  giving  almost  continuous  demon- 
strations the  Kindel  booth  always  held  a  large  crowd 
of  interested  people.  The  convertible  bed  is  much  in 
evidence  these  days,  and  of  course  the  Kindel  kind  are 
always  at  the  top.  The  strong  points  of  these  beds  are 
their  resiliency  and  room — easily  operated  and  taking 
up  little  space. 

The  divans  and  divanettes  are  popular  lines,  and  the 
Chesterfields  with  beds  in  them  are  strictly  high  class. 
All  of  these  beds  open  and  close  with  a  single  opera- 
tion, which  can  be  done  with  one  finger  of  one  hand. 
j\laiiy  varied  designs  of  tapestries  are  used  as  coverings. 

Toronto  Pad  Company 

The  Fischmann  j)atent  "Komfy"  spring  sanitary 
mattress  was  the  one  big  feature  of  this  display,  and  J. 
McLaughlin  and  R.  J.  Flint,  who  looked  after  the 
booth,  Avere  kept  busy  pointing  out  its  special  features. 
"One-third  a  person's  life  is  spent  in  bed,  so  why  not 


s|)end  that  time  in  coinfort."  is  a  sti'ong  sidling  plirase 
for  this  mattress.  'I'he  feature  of  the  Fischmann  mat- 
tress is  the  little  coil  si)rings  which  are  contained  in 
strong  cotton  pocki'ts.  arranged  in  rows,  each  row 
being  wrapped  in  finest  cotton  felt,  making  it  impos- 
sible for  the  springs  to  touch  one  another  and  tear  the 
pockets  by  friction,  and  ther'e})y  making  it  the  only  . 
noiseless  spring  mattress  built. 

liesides  bed  mattresses  the  company  also  makes 
"Komfy"  spring  cushions  for  furniture,  automobiles, 
l)oats.  churches,  etc. 

Kilgour  Davenport  Co. 

This  company's  display  was  nuich  etdarged  over  last 
year,  which  was  in  keeping  with  the  firm's  growth, 
having  recently  removed  to  their  large  plant  at  West 
Toi'onto.  R.  I).  Kilgour  was  in  charge  of  the  booth, 
and  explained  to  inquirers  the  sf)ecial  features  of  the 
Kilgour  davenport  sofa  bed,  a  davenport  of  Chester- 
fi(dd  construction  and  simplicity  of  operation.  Only 
fii'st-class  mechanics  ai'e  employed  in  the  making  of 
these  davenports,  and  the  best  of  materials  as  well  as 
the  latest  fittings  are  used.  A  child  can  operate  the 
changing  from  bed  to  davenport  and  vice  versa. 

The  Kilgour  davenport  has  four  strong  features — 
wardrobe,  couch,  davenport  and  bed — and  when  closed 
up  as  a  davenport  even  an  expert  could  not  find  the 
bed  appearance  about  it.  These  davenports  are  made 
in  a  number  of  styles,  many  of  them  of  period  design, 
and  a  variety  of  coverings. 

Ideal  Bedding  Co. 

The  display  of  chilless  iron  enamelled  beds  was  the 
big  feature  of  this  exhibit.  Standard  lines  made  up 
most  of  the  display.  Children's  cribs  w-ere  also  shown 
in  the  newest  designs  and  a  wood  end  couch  was  a 
novelty.  The  rail  about  the  booth  showed  examples 
of  the  various  kinds  of  weaves  used  in  Ideal  wire  mat- 
tresses. The  whole  exhibit  was  a  compi'ehensive  one  of 
the  moderate  price  ready  selling  lines  of  enamelled  and 
brass  beds. 

Jeffries  Furnitvire  Co. 

A  splendid  showing  was  made  of  this  company's  up- 
holstered library  and  livingroom  furniture.  Suites, 
club  and  individual  chairs,  rockers,  couches,  daven- 
ports, etc.,  in  tapestry  and  leather  coverings  were  dis- 
|)!ayed  to  advantage,  and  drew  forth  expressions  of 
j)l('asure  from  th^  crowds  of  people  passing  the  booth. 
The  coverings  u.sed  w^ere  varied  and  of  the  latest  pat- 
terns. The  whole  display  was  an  admirable  one  and 
]\fanager  Jeffries  must  have  been  pleased  "with  the  re- 
sult. 

OTHER  EXHIBITS  NOT  AT  GROUNDS 

The  Canada  Furniture  Manufacturers  made  a  display 
of  tlieii'  comijlete  lines  at  their  permanent  showrooms 
on  King  Street  East,  the  four  floors  there  being  covered 
witli  furnitui'e  lines  for  eveiy  room  in  the  house,  from 
the  high  grade  to  medium  and  cheaper  lines.  Baby 
carriages,  too,  were  shown. 

The  Toronto  Furniture  Co.  kept  open  house  for 
dealers  at  their  factory  warerooms  on  Di;ffei*in  Street. 
The  new  showroom  was  in  course  of  construction  at 
the  time.  It  has  since  been  completed  and  is  now 
ready  for  the  ins])ection  of  the  trade. 

The  Gold  Medal  Furniture  Mfg.  Co.  did  not  make  a 
special  display  for  visitors,  but  dealers  who  called  at 
the  Van  Horne  Street  factory  were  enabled  to  see  the 
interesting  process  of  wire  weaving  for  bed  mattre.sses. 
as  well  as  the  making  of  stutfed  sanitary  mattresses. 
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Line-up  of  dealers  and  travellers  at  Hamilton  Furniture  Men's  picnic,  Burlington  Beach,  August  30. 

Canadian  Furniture  World. 


Plioto  taken  specially  for 


Hamilton  Furniture  Dealers  and  Travellers  Form  Association 


Also  make  presentation  to  "Billy"  Steam — Getting 
ready  for  next  year's  picnic  —  507776  celebration. 


ON  Monday  evening,  September  10,  a  combined 
meeting  of  the  retail  furniture  dealers  of  Ham- 
ilton and  travellers  of  the  district,  resulted  in 
the  formation  of  the  Hamilton  Furniture  Dealers  and 
Travellers  Picnic  Association.  The  large  and  en- 
thusiastic attendance  was  a  splendid  omen  for  the  suc- 
cess of  the  next  outing,  which  has  already  been  set  for 
the  second  Wednesday  of  July  next. 

Frank  E.  Walker  was  acting  chairman  and  he  was 
ably  assisted  by  Clarence  Coryell,  temporary  secretary. 
Will  Beney  and  Bert  Menzie  will  represent  the  Toronto 
travellers,  and  P.  A.  Somerville  and  Jack  Montgomery, 
the  Hamilton  travellers,  on  the  general  committee.  All 
of  the  Hamilton  dealers  will  actively  assist,  but  the  fol- 
lowing executive  was  chosen :  Frank  E.  Walker,  Herb. 
W.  Simpson,  Guy  0. .Luke,  Emmet  F.  Kelly,  Wm.  J. 
Nash,  James  Davidson.  Kirke  H.  Green,  see.-treas. 

The  most  j^leasing  feature  of  the  evening  was  the 
presentation  of  a  beautiful  tea  set  to  William  Stearn, 
the  aggressive  sales-manager  of  the  Frank  E.  Walker 
Co.,  and  a  late  addition  to  the  ranks  of  the  benedicts. 
This  from  the  travellers  who  call  on  the  trade  in  Hamil- 
ton may  be  considered  a  sincere  and  worth-while  com- 
pliment, expressing  as  it  does  appreciation  of  consid- 
erate and  courteous  treatment  shown. 

Mr.  Stearn,  altho\igh  somewhat  surprised,  made  a 


suitable  rej^ly,  and  the  hearty  cheers  of  the  gathering 
left  no  doubt  of  the  good  wishes  of  the  furniture  men 
to  Mr.  Stearn  and  his  new  domestic  establishment. 

Among  those  at  the  meeting  were :  Clark  Washbilrn, 
Bert  Menzie,  Jas.  Dore,  Kirk  Green,  Abe  Dunke,  Harry 
Rapp,  Bill  Benny,  Frank  Walker.  Chas.  Croslin,  Mr. 
Moss,  Mr.  Reeves,  Mr.  Coryell,  Mr.  Collins,  Mr.  Epstein, 
Billy  Nash,  Jack  Montgomery,  Thos.  Armstrong.  Ralph 
Smith,  Bill  Dalby,  Guy  Lake,  Pat  Sommerville,  Bill 
Stern,  Mr.  Simpson,  Mr.  Kelly,  Mr.  Davidson,  Mr. 
Mackie,  Mr.  Lamb,  Dick  Stout. 

Besides  those  mentioned  above  the  following  helped 
to  make  the  presentation  a  success:  A.  Edwards,  Geo. 
Davidson,  L.  Morloek,  W.  White.  Tom  Inglis,  Matt 
Brown,  W.  Arrowsmith,  J.  Goodman,  J.  H.  Parsons,  J. 
S.  Shantz,  W.  H.  Pearson,  E.  Bagshaw,  Alf.  Roberts. 

The  Toronto  bunch  hurried  on  the  proceedings  so  as 
to  be  able  to  catch  the  nine  o  'clock  train ;  some,  how- 
ever, did  not  catch  that  train,  or  try  to  reach  the  station 
in  time,  so  we  are  responsible  only  for  the  report  up  to 
nine  o'clock. 

Clarence  Coryell  made  the  presentation,  and  it  was 
some  speech.  The  session  Avas  held  in  the  new  Con- 
naught,  and  concluded  at  4  a.m.,  in  time  to  allow  the 
Hamilton  dealers  to  open  shop. 

"Billy"  Steam's  reply,  for  a  man  taken  entirely  at  a 


Echoe.s  of  Hamilton  Picnic — 
(1)  Frank  Walker  instructing 
tlie  umpires  to  decide  the  base- 
ball game  in  favor  of  the 
dealers.  (2)  Billy  Steam's 
dog  looking  for  his  master. 
"Ideal"  Mackie  and  Eddie 
Bagshaw  singing  "Stop  Kick- 
in'  my  dawg  aroun!" 
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disadvantage,  was  a  masterpiece.  Both  speakers  cov- 
ered the  whole  ground  from  Hamilton  to  the  Wei  I  and 
and  back  again.  "Billy''  sincerely  thanked  the  trav- 
ellers for  tlu'ir  tcstiirionial  and  said  for  the  future  the 
town  was  theirs. 


Knobs  of  News 


George  Peart,  travelling  salesman  for  the  Canada 
Furniture  Manufacturers,  died  recently  at  his  liomc  in 
Shelburne,  Ont.,  after  a  year's  illness. 

F.  C.  Van  Stone,  New  York  City,  a  designer  for  a 
number  of  U.  S.  furniture  factories,  was  a  caller  at 
P'urniture  World  offices  during  the  month. 

Dennis  Wilson  Karn,  at  one  time  president  of  the 
Karn  Organ  &  Piano  Works,  Woodstock,  Ont.,  died  at 
the  age  of  74  at  his  home  in  Toronto  during  the  past 
month.  He  was  also  treasurer  of  the  Linderraan  Co., 
of  Woodstock. 

A  trip  to  the  Pacific  coast  through  the  Northern 
States  with  a  side  trip  to  the  world-famed  Yellowstone 
Park  in  Wyoming  and  a  return  trip  through  the  Can- 
adian West  made  a  very  pleasant  holiday  outing  for 


Look  who's  here!  This  is  how  Bert  Mennie  spent  his  summer  holidays- 
piloting  the  "Cayuga"  from  Toronto  to  Lewiston  and  retnrn  twice  daily, 
and  washing  down  the  ship  at  night.  The  boys  say  the  latter  job  is  all 
right  for  Bert,  bnt  they  draw  the  line  at  the  former.  A»  many  of  them  do 
not  know  that  Bert  is  ,a  first  class  sailor  holding  mate's  papers.  The  Furni- 
ture World  had  Bert's  picture  taken  at  the  wheel  to  vouch  for  the  "piloting" 
job.    ^see  him  smiling! 


James  Garvie  of  the  North  American  Bent  Chair  Fac- 
tory, Owen  Sound,  who  reached  home  last  week.  He 
was  accompanied  by  Mrs.  Garvie. 


FURNITURE  TRADE  GOOD  IN  WEST 

Ti-avellers  returning  from  Western  Canada  say  the 
Prairie  Provinces  are  selling  furniture  like  hot  cakes. 
Norman  Bellamy,  Moose  Jaw,  Sask.,  came  east  a  short 
time  ago  to  get  new  furniture  stock.  He  sent  out  two 
carloads  which  were  sold  immediately  they  got  there. 


ATTRACTIVE  NEW  FURNITURE  SHOWROOMS 

On  October  2nd  the  Toronto  Furniture  Co.  Ltd., 
opened  at  their  furniture  factory  on  Duf¥erin  Street, 
Toronto,  a  new  showroom.  An  early  inspection  of  this 
shows  that  when  finished  and  with  furniture  laid  out 
the  sho'yrroonj  will  be  one  of  the  handsomest  in  Canada, 


and  in  fact  in  all  America.  Manager  Frank  Green- 
oiigh  is  extending  to  the  trade  a  cordial  invitation  to 
visit  tliis  new  showroom  and  inspect  the  new  lines  in 
their  attractive  settings. 


ADVERTISING  MEN  CHANGE  NAME 

Smith,  Dcnne  &  Moore,  Ltd.,  general  advertising 
agents,  Lnmsden  Bldg.,  Toronto,  have  taken  over  and 
are  succeeding  J.  Walter  Thompson  Co.,  Ltd.  The 
new  company  is  making  no  change  in  the  business  ex- 
cept in  name  and  ownership,  the  management,  staff  and 
policies  remain  the  same.  Besides  Toronto,  the  com- 
pany maintains  oflfices  in  New  York,  London  and  Paris. 


PHONOLA  PRICES  INCREASED 

Owing  to  the  enormous  increase  in  the  enst  of  both 
labor  and  material,  the  Pollock  Mfg.  Co..  Ltd.,  of 
Kitchener,  Ont.,  makers  of  "Phonola"  talking  ma- 
chines and  supplies,  are  compelled  to  increase  the 
prices  on  their  different  "Phonola"  models,  the  new 
l)rices  to  take  effect  October  1.  After  that  date  thf» 
prices  will  be  as  follows:  on  model  "G,"  $10;  model 
"C,"  $32.50;  model  "B,"  $4.5;  model  "A,"  $65;  model 
"Duchess,"  $70;  model  "Duke,"  $90;  model  "Prin- 
cess," $135;  "Prince,"  $175;  "Organola,"  $250,  all  net 
prices,  off  which  the  usual  discount  will  be  allowed. 

All  orders  booked  before  Oct.  1st  are  accepted  at  thf 
old  prices.  Customers  have  the  privilege  of  placing 
orders  in  advance  at  the  old  prices  for  delivery  during 
the  months  of  October,  November  and  December,  1016. 


FISH  STORY  SEASON 

J.  McMurtry,  of  Midland,  and  Jack  McLaughlin,  of 
the  Fischmann  Mattress  Co.,  went  on  a  fishing  expedi- 
tion recently.  McMurtry  caught  a  splendid  22-pounder. 
but  neither  of  them  know  what  kind  of  a  fish  it  is.  No. 
brother,  it  was  caught  before  the  16th  and  was  on  dis- 
play for  a  time  at  the  Ex.  We  do  not  know  how  it 
was  weighed,  but  presume  by  its  scales. 


TO  MAKE  PAPER  FURNITURE 

A  new  manufacturing  corporation  to  maniifacture 
fiber  furniture  out  of  twisted  and  hardened  paper  has 
been  organized  at  Sheboygan,  Wis.  The  new  concern 
is  capitalized  at  $25,000.  It  has  already  ordered  the 
machinery  for  its  plant  and  is  now  negotiating  for  a 
building.  This  will  make  the  third  company  in  She- 
boygan engaged  in  making  furniture  out  of  twisted 
paper,  or  fiber  furniture,  as  it  is  known. 


WHERE'S  "MADE-IN-CANADA"  FURNITURE? 

Some  of  the  Winnipeg  daily  papers  have  been  criti- 
cizing the  Manitoba  Government  because  T.  W.  Leslie, 
the  purchasing  commissioner,  bought  a  $5,000  consign- 
ment of  furniture  for  the  Winnipeg  Court  House  in 
Michigan,  instead  of  from  Canadian  furniture  factories. 


NOT  A  FURNITURE  STORE 

Moses^ — Have  you  heard  'nbnut  thr  tire  at  Jacob's 
place? 

Isaac — Yes.  the  police  seem  to  think  it  vos  an  elect i-ic 
light  on  the  first  floor  and  the  insurance  company  think 
it  vos  an  incandescent  light  on  the  ground  flooi-. 

Moses — Veil,  my  opinion  is  that  it  vos  an  Israelite  in 
the  basement. 
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The  Furniture  Manufacturer 

A  Department  of  Ideas  and  News  for  the  Factory  and  the  Office 


Furniture  Industry  There  are  426  factories  in  Anstra- 
in  Australia  lia  devoted  to  the  manufacture  of 

furniture  and  billiard  tables.  The 
total  number  of  employes  is  6,918.  The  total  amount 
of  wage  paid  per  year  is  $3,368,685.  The  approxi- 
mate value  of  the  land  and  buildings  and  the  plants  and 
machinery  of  the  426  factories  is  $3,614,535.  The  cost 
of  the  fuel  used  is  approximately  $60,000.  The  value 
of  the  raw  material  used  is  $3,683,055.  The  total  value 
of  the  finished  output  is  $8,502,535. 

The  total  value  of  furniture  imported  to  Australia 
during  the  year  1911  was  about  $400,000,  under  the 
preferential  tariff,  and  about  $300,000  under  the  non- 
preferential  tariif.  The  preferential  tariff  applies  to 
England  and  countries  belonging  to  the  United  King- 
dom. The  machinery  for  the  furniture  factories  came 
chiefly  from  the  United  States.  It  is  estimated  that 
there  are  about  102,000.000  acres  of  merchantable  tim- 
ber in  Australia,  out  of  a  total  forest  area  of  probably 
500,000,000  acres. 

^  ^  ' 

The  Discovery  Like  the  use  of  a  great  many  of 

of  Mahogany  the  factors  connected  Avith  the  arts 

and  the  sciences,  the  discovery  of 
the  beauty  of  the  grain  of  mahogany  for  furniture  was 
accidental,  says  a  London  contemporary.  The  stoiy 
goes  that  a  certain  West  Indian  captain  who  had 
brought  back  to  England  some  planks  of  mahogany  as 
ballast,  decided  to  give  the  wood  to  his  brother,  a  Dr. 
Gibbons,  then  building  a  house  in  King  Street.  Covent 
Garden.  But  the  planks  were  so  hard  that  the  carpen- 
ters objected,  and  the  plan  for  using  them  fell  through. 

Some  time  later,  Mrs.  Gibbons  wanted  a  small  box 
made,  and  the  doctor  sent  the  mahogany  to  a  cabinet- 
maker. In  his  turn  the  cabinetmaker  objected  to  the 
hardness  of  the  wood,  but  the  doctor  persisted  so  much 
in  his  rerpiest  that  the  order  was  finally  executed. 

The  finished  box  polished  so  nicely  that  the  doctor 
ordered  a  bureau  made  of  the  same  wood.  The  cab- 
inetmaker displayed  that  in  his  shop  window  before 
delivering  it.  The  Duchess  of  Buckingham  saw  it  and 
begged  enough  wood  from  the  doctor  to  have  it  dupli- 
cated, and  mahogany  f\irniture  soon  after  came  into 
favor. 

Planing  vs.  An  experienced  woodworker  will 

Sanding  say  right  off  the  reel,  without  hav- 

ing to  take  a  pencil  and  do  any 
figuring,  that  it  costs  less  to  do  planer  work  than  to  do 
Sander  work.  Some  of  those  ooerating  both  planers 
and  Sanders,  however,  in  finishing  ofP  their  lumber, 
should  take  a  pencil  and  so  some  figui'ing  on  the  exact 
comparative  cost  between  finishing  otf  with  the  planer 
and  finishing  off  with  the  sander.  If  they  will  do  this, 
and  figure  right,  they  will  give  more  attention  to  proper 
finish  at  the  planer,  to  the  end  that  they  may  reduce 
the  amount  of  work  required  of  the  sander. 

There  has  been  wonderful  improvement  in  sanding 
machines.  This  has  lightened  the  burden  of  this  type 
of  finishing  materially  and  all  this  has  helped  out. 


Meantime  there  is  a  neglected  point  where  nearly  every 
man  has  a  chance  to  help  himself  out,  and  that  point  is 
the  planer  work.  Put  the  ideal  finish  on  stock  with 
the  planer,  the  kind  of  finish  that  a  first-class  planer  in 
good  order  should  do,  and  it  only  requires  light  work 
with  the  sander  to  finish  it  off'.  This  not  only  reduces 
the  time  required  in  sanding,  but  it  saves  sandpaper, 
saves  wear  and  tear  on  the  sanding  machines,  and  it 
insures  a  better  finished  surface,  one  that  is  not  bruised 
up  with  excessive  sanding,  or  too  much  pressure  in 
sanding. 

There  is  too  much  disposition  on  the  part  of  the 
planer  end  of  the  business  to  assume  that  the  stock  has 
to  be  finished  on  the  sander  anyway,  so  there  is  no  need 
to  be  very  exacting  about  the  planer  work.  This  is 
one  of  the  little  things  that  constitute  a  big  mistake  in 
cabinet  work.  The  planer  should  be  made  to  do  its 
work  and  do  it  so  smoothly  that  only  a  light  touch  at 
the  sander,  or  at  the  scraper  is  necessary  to  finish  the 
job.  It  doesn't  cost  any  more  to  do  this  smooth  planer 
work  than  to  do  indifferent  work,  once  the  machine  is 
set  up  and  adjusted.  The  only  requirements  are  a 
little  more  time  and  pains  in  setting  knives,  and  ad- 
justing machines,  and  this  adds  a  mighty  small  per- 
centage to  the  cost  of  planer  work.  Moreover  the 
latest  types  of  planers  are  provided  with  appliances  to 
facilitate  just  this  kind  of  work.  Some  have  improved 
setting  devices,  some  have  appliances  for  grinding  the 
knives  right  on  the  eutterhead,  many  have  jointing  de- 
vices to  true  up  the  edge  points  of  the  knives  after 
they  are  set  and  on  all  modern  machines  the  facilities 
ai'e  adequate  for  getting  smooth  planer  work  that  will 
lighten  the  burden  of  sanding.  The  getting  of  this 
kind  of  work  is  simply  a  matter  of  careful  attention  to 
detail.  If  the  man  in  charge  of  the  work  will  take  ^ 
the  trouble  to  figure  out  the  cost  of  the  planer  versus 
the  sander,  take  stock  of  the  difference  in  the  cost  of 
the  work,  he  will  be  impressed  with  the  imoortanee  of 
seeing  that  this  little  detail  of  keeping  planers  doing 
smooth  work  is  looked  after. — Furniture  Manufacturer 
and  Artisan. 

#  * 

Electric  Furniture  The  Scientific  American  says  that 
Rubber  the  human  furniture-rubber  may 

increase  his  labor  output  five  times 
by  the  use  of  an  electric  rubber  which  lias  been  re- 
cently put  on  the  market.  Hand  rubbing,  which  is 
generally  resorted  to  at  the  present  time  in  finishing 
all  good  furniture,  is  hard  work  and  requires  a  rather 
high  class,  of  labor  so  that  it  enters  very  largely  into 
the  cost  considei'ation  of  the  article  being  made.  The 
electrical  rubber  has  but  to  be  intelligently  guided  and 
it  will  perform  the  work  in  a  manner  sometimes  super- 
iojf  to  that  of  the  hand  worker.  It  is  more  rapid  for 
the  reason  that  it  makes  about  400  strokes  per  minute, 
which  is  much  faster  than  it  is  possible  to  move  the 
human  hand. 

The  rubber  consists  of  a  completely  enclosed  motor 
of  one-fourth  horse-power  which  is  mounted  on  a  sub- 
stantial base  and  supplied  with  two  handles  by  which 
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its  movement  over  the  surface  of  the  wood  is  controlled. 
A  flexible  cord  connection  carries  the  power  from  any 
convenient  lighting  socket,  and  mounted  at  a  point 
near  at  hand  is  a  switch  for  controlling  the  motor.  The 
base  of  the  device  is  oblong  in  shape  and  at  each  end 
are  two  felt  pads  which  are  rapidly  oscillated  when  the 
motor  is  in  operation. 

For  rubbing,  the  pads  are  removed  and  covered  with 
emery  cloth  or  sand  paper  of  the  desired  (piality  and 
the  surface  of  the  wood  is  cut  away  as  the  device  is 
passed  over  it.  Because  of  its  shape  it  may  be  worked 
right  up  into  corners,  and  is  said  to  be  particularly  effi- 
cient in  working  over  large,  fiat  surfaces. 

*   *  * 

Some  Workroom  Stains  are  still  popular  in  wood 
Hints  work,  and  will  perhaps  always  be 

used,  but  just  the  same  some  of  the 
prettiest  work  being  shown  in  furniture  now  has  the 
oak  finished  almost  in  its  natural  color. 

No  veneer  user  can  afford  to  pass  carelessly  by  the 
subject  of  glue,  for  it  is  such  an  important  item  in  the 


toward  the  permanence  and  stability  of  the  institution, 
and  the  constantly  increasing  volume  of  business  that 
has  come  to  the  Onward  in  Kitchener,  has  at  last  made 
it  necessary  to  provide  factory  facilities  sufficient  to 
properly  handle  the  work  that  is  being  done. 

The  new  structure  is  100  ft.  long  and  50  ft.  wide, 
and  will  be  two  storeys  and  basement,  electric  lighted, 
steam  heated,  and  with  every  facility  for  the  manufac- 
ture and  shipping  of  fhe  several  lines  in  which  the 
Onward  Manufacturing  Company  are  now  engaged.  In 
this  plant  the  Eureka  Electric  Vacuum  cleaner  will  be 
built,  the  Onward  Company  having  just  secured  the 
license  for  the  manufacture  and  sale  of  the  Eureka  in 
Canada. 

Another  impoi'taiit  line  which  will  form  a  consider- 
able part  of  the  output  of  the  new  factory,  is  the 
"Onward"  sliding  furniture  shoes  and  "Onward" 
slides,  which  are  fast  replacing  the  use  of  the  old  style 
castors  on  all  kinds  of  wood  furniture  and  metal  beds. 
The  excellent  line  of  Eden  electrical  operated  washing 
and  wringing  machines  will  also  be  built  in  this  fac- 


Onward  Mfg.  Company's  new  plant  at  Kitchener. 


trade  that  it  should  be  studied  thoroughly  and  new 
ideas  and  offerings  persistently  kept  up  with. 

Keeping  a  factory  clean  or  letting  it  go  foul  is  more 
a  matter  of  habit  than  anything  else.  Get  the  right 
habit  here  and  you  will  find  that  it  neither  takes  more 
time  nor  costs  more  money  to  keep  things  clean  and  in 
good  order,  than  it  does  to  just  let  them  go. 

When-  you  feel  the  need  of  fresh  air  in  the  glue  room 
on  warm  days  it  is  well  to  bear  in  mind  that  drafts 
often  do  damage  to  freshly-spread  glue,  and  that  there 
is  a  difference  between  drafts  and  proper  ventilation. 
You  can  get  the  ventilation  and  fresh  air  without  the 
damaging  drafts. 

NEW  MODERN  FACTORY  IN  KITCHENER 

But  few  of  those  who  knew  of  the  modest  beginning 
which  characterized  the  start  of  the  enterprise  that  is 
now  known  as  the  Onward  Manufacturing  Company  in 
Kitchener,  Ontario,  thought  that  in  the  short  space  of 
seven  years,  the  business  would  so  far  outgrow  the 
repeatedly  increased  factory  facilities  as  to  make  ne- 
cessary the  building  of  the  new  structure  that  is  now 
in  process  of  erection  on  East  King  Street. 

In  these  strenuous  times,  it  is  the  steady  persistent 
advances  in  the  history  of  a  business  that  goes  farthest 


tory,  and  with  the  increased  space  which  the  new  build- 
ing will  make  available,  the  Onward  Manufacturing 
Company  will  be  able  to  take  care  of  the  increased 
volume  of  business  they  are  receiving. 


FABRIKOID  USES  INCREASING 

Due  to  the  scarcity  and  constantly  increasing  price 
of  leather,  substitutes  are  fast  entering  into  general 
use  everywhere.  Millions  of  yards  are  being  sold. 
Furniture  makers  and  other  manufacturers  who  have 
been  accustomed  to  using  enormous  quantities  of 
leather  are  fast  turning  to  leather  substitues,  not  merely 
because  of  price  nor  necessity,  but  because  in  their  pre- 
sent perfected  stage  of  manufacture  these  same  leather 
substitutes  ai-e  far  outwearing  and  giving  much  greater 
service  and  satisfaction  than  the  average  coated 
"splits." 

Fabrikoid  is  stronger  than  split  leather  because  the 
latter  is  merely  that  is  used  to  coat  leather,  and  em- 
bossed in  the  same  way.  Fabrikoid  is  uniform  in 
thickness  and  comes  to  the  purchaser  in  a  roll,  thus 
eliminating  waste  in  cutting;  it  is  waterproof  and 
washable,  and  in  the  l)etter  grades  is  guaranteed  sup- 
erior to  split  leather. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 


Suggestions 
from  the 
Canadian 
Factories 


Two  new  diners  from  this  season's  line 
of   the   Elmira   Furniture    Co.,  Ltd., 
Elmira.  Ont. 


The  model  ''Duke''  Phonola,  design 
made  for  popular-priced  selling,  by  The 
Pollock   Mfg.    Co.,    Ltd.,   Kitchener,  Ont. 


Higher  class  d<iners,  built  on  Jacobean 
lines,  from  this  fall's  new  lines,  by  The 
Stratford  Chair  Co.,  Ltd.,  Stratford,  Ont. 
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A  new  dining  suitp  made  liy  Tlip  Knochtpl  Furniture  Co.,  Ltd.,  Hanov.T.  Ont. 
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New  models  in  alabastine  statuary,  made  by  G.  L.  Irish,  Toronto. 
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No.  8174- 


I— One  of  the  newest  brass  bed  continuous  rail  designs  from  the  Canadian  Mersereaii  Co.'s  line. 
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Make  a  Distinct  Talking  Machine 
Department 

ff  your  business  is  lar'ge  enough,  it  is  vitjilly  iiiiport- 
ant  to  make  a  distinct  department  of  your  talking 
machiiu'S,  with  a  specialized  man  at  the  head  of  it.  In 
any  case,  there  should  be  one  man  who  knows  all  there 
is  to  know  about  them  in  your  store.  You  sliould 
consider  them  in  your  books  as  a  department. 

This  is  not  theory.  The  experience  of  other  mer- 
chants inevitably  leads  to  the  same  conclusions.  Here 
is  the  experience  of  a  furniture  company  which  was 
related  in  a  recent  number  of  The  Furniture  Record. 

This  furniture  company  is  one  of  the  largest  exclu- 
sive furniture  stores  in  the  country.  Because  we  have 
cbosen  a  large  store  as  an  example,  it  does  not  follow 
that  the  medium  stores  have  not  had  the  same  exper- 
ience.    They  have.     The  writer  says : 

"The  talking  machine  business  witli  us  was  started 
three  yeai's  ago  as  a  soi't  of  a  'side  issue,'  atid  the  inan- 


OTtS  ('.  DoKIAN 

New  manager  of  Pathe  Freres  Fhonograph  Cp. 
of  Canada,  Ltd. 

ager  of  the  house  furnishing  department  had  charge  of 
it.  As  a  side  issue  it  made  good  returns  for  the  in- 
vestment, but  it  did  not  make  any  noteworthy  rise  until 
it  was  made  into  a  sei)arate  department  and  moved  to 
the  mezzanine  floor. 

"The  first  year,  as  an  independent  department,  pro- 
duced about  $50,000  worth  of  business.  The  second 
year,  when  completed,  will  eclipse  these  figures.  In 
the  town  there  was  a  practice  of  charging  interest  at  8 
per  cent,  for  deferred  payments  on  talking  machines. 
This  furniture  company  refused  to  do  this,  advertising 
extensively  'We  do  not  charge  interest.'  This  attracted 
a  great  deal  of  business,  of  course.  Another  novel 
advertising  feture  in  the  store's  talking  machine  de- 
partment was  the  '  Talking  Machine  Club.',  This 

plan  ofi'ered  a  machine  for  a  first  payment  of  only  5 
cents,  the  payments  increasing  5  cents  a  week  until  the 
full  amount  was  paid.  The  advertisements  included 
an  offer  to  exchange  the  machines  thus  sold  for  higher 


priced  machines  at  full  value.  The  sale  lasted  two 
weeks. 

"Here  are  thi;  results:  Three  hundred  and  twenty- 
six  $15  machines  and  45  higher  priced  machines  and 
several  hundred  dollars  worth  of  records.      A  large 
share  of  the  success  of  the  scheme  is  ascribed  to 
season,  the  sale  being  made  just  before  Christmas." 

The  writer  further  ascribes  much  of  the  .success  of 
the  department  to  the  up-to-date  record  stock,  classing 
this  with  liberal  credit  terms  as  vital  factors  in  building 
their  talking  machine  business.  He  encourages  visitors 
and  gladly  plays  any  record  without  even  hinting  that 
they  j)urchase.  "This,"  he  says,  "has  made  hosts  of 
friends  for  our  store,  and  many  new  accounts  have  been 
opened  by  'lookers-on  of  to-day'  coming  back  'to-mor- 
row' as  customers  wishing  to  buy." 

If  you  are  going  after  the  talking  machine  business 
at  all,  go  after  it  right.  If  you  go  after  it  right,  it  will 
be  a  distinctly  profitable  ])art  of  your  business.. 


NOW  MANAGER  FOR  PATHE  FRERES 

Otis  C.  Dorian  has  resigned  as  assistant  manager  of 
the  Canadian  division  of  the  Columbia  Grai)hophone 
Co.,  to  accept  the  post  of  general  manager  of  Pathe 
Fi-eres  Phonograph  Company,  of  Canada,  Ltd.  This 
('omi)any  recentlv  received  Ontai'io  incorporation  with 
a  capital  of  $100,000.  The  directors  are  W.  J.  Craig, 
Toronto;  James  Malcolm,  Kiiii'ardiiu\  and  N.  S.  Vali- 
quette,  Monti'eal. 

Mr.  Dorian  has  heen  assistant  managei-  for  Canada 
of  the  Colnmliia  ( Jrapliophoiie  Co.  since  October,  1912. 
He  practically  grew  up  with  the  Columbia  Co.  His 
father  joined  the  Columbia  statf  wIkmi  Otis  was  five 
yeaj's  old,  as  manager  at  Paris,  France.  Later  on  his 
father  became  assistant  European  general  manager,  and 
yonng  Doi-ian  entered  tlie  Columbia's  service.  He  was 
secictary  foi'  the  general  manager  in  London,  Eng.,  for 
'wo  yeai's,  aftei'wards  spending  a  couple  of  years  in  the 
English  factory.  He  next  went  to  the  head  office  of 
the  company  in  the  United  States,  being  private  secre- 
tary to  E.  D.  Easton,  president  of  the  comnany.  He 
was  then  in  succession  promoted  to  the  assistant  man- 
agement at  Paterson,  N.  J. ;  transferred  to  the  financial 
department  at  New  York;  made  manager  at  Philadel- 
phia, and  four  years  ago  assistant  manager  at  Toronto, 
of  the  Columbia  Co's  Canadian  business.  All  told.  Mr. 
Dorian  was  with  that  company  tAvelve  years,  and  he 
saw  the  phonograph  grow  from  a  little  toy  to  the 
splendid  musical  instrument  it  is  to-day. 

Pathe  Freres  have  taken  over  the  building  on  Clif- 
ford Street,  Toronto,  until  recently  occupied  by  the 
Kin  del  P>ed  Co..  where  they  will  make  records,  phono- 
grai)hs,  pathephones,  and  all  accessories  for  the 
Canadian  trade. 


NEGLECTED  BUSINESS  IS  LOST 

P>usiness  that  should  be  booked  this  month  and  is 
not  because  of  inertia,  indifference,  or  neglect,  never 
will  be  booked.  The  opportunity  is  gone  with  the 
month.  That  is  to  say,  if  the  sales  could  be  and  should 
be  five  thousand  dollars  for  each  of  two  .succeeding 
mouths  and  by  reason  of  neglect  are  only  twenty-five 
hundred  dollars  for  the  one  month  they  are  not  likely 
to  be  seventy-five  hundred  dollars  for  the  second  month. 
The  retailer  and  his  staff  will  be  so  busy  getting  the 
normal  quota  that  there  will  be  neither  time  nor  energy 
for  the  extra  effort.  Each  month  has  its  own  possi- 
bilities and  so  has  each  season. 
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Columbia  Record  Prestige 
Columbia  Record  Demand 


ONCE  in  a  while  it  is  profitable  to  take  a  sort  of  inventory  of  the  reasons  that 
justify  the  prestige  that  everybody  recognizes. 

We  have  reason  to  be  well  satisfied  that  the  one  word  "tone"  explains  it  all— coupled 
with  our  very  successful  policy  of  issuing  "All  the  hits  while  they  are  hits." 

Take  our  dance  records :     You  as  a  dealer  know  better  than  anyone  else 
that  in  tone,  as  well  as  in  tim:D  and  rhythm,  they  are  unsurpassed. 

Take  any  one  of  our  instrumental  trios:     What  but  pure,  perfect  tone 
made  this  instant  and  permanent  success? 

Take  our  unmatchable  talking  records:  "Cohen  at  the  Telephone,"  or 
any  of  the  others.  Had  you  any  idea  that  talking  records  could  take  hold 
in  such  extraordinary  fashion? 

Take  our  recordings  of  the  violin :    Has  the  violin  ever  before  been  any- 
thing like  so  faithfully  reflected  ? 

And  in  musical  novrlties :    What  a  hit  was  made  by  our  Hawaiian  music, 
and  how  the  Marimba  records  sold  and  resold! 

It's  the  tone  of  such  records  as  these  that  has  made  the  prestige — and  prestige  is  demand. 

And  the  demand  for  Columbia  Grafonolas  and  Columbia  Double-Disc  Records  has 
been  increasing  so  rapidly  that  the  bare  figures  are  enough  to  convince  any  shrewd 
buyer  and  seller  of  merchandise  that  the  demand  is  healthy,  natural  and  dependable, 
and  growing  even  stronger  every  week. 


Columbia  Graphophone  Company 

365  Sorauren  Ave.,       -  Toronto 
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Modern  Methods  of  Ontario  Dealer 

Ranking  as  one  of  the  leading  establislimetits  in 
Cani|)h('llford,  Ont.,  in  ihv  riirniture  and  undertaking 
line,  is  that  of  James  li-wiii.  His  business  is  located  on 
Front  Street,  opposite  the  Post  Office.  It  is  an  old 
establislied  business  and  was  formerly  known  as  Ely 
and  Irwin,  but  it  has  been  condiu-ted  by  Mr.  Irwin 
alone  for  the  past  five  years. 

There  are  few  concerns  in  the  furniture  trade  in  the 
( -ampbellford  section  of  Ontai'io  that  carry  as  compre- 
hensive and  elegant  a  line  of  furniture  and  it  is  owing 
to  tlie  push  and  activity  of  its  able  management  that 
this  house  enjoys  such  a  splendid  i)atronage. 

The  premises  occupied  for  business  purposes  com- 
prise a  number  of  floors  of  large  dimensions,  which  are 
at  all  times  stocked  with  a  varied  assortment  of  home. 


Most  of  the  guests  went  home  at  a  reasonable  hour, 
but  some  wanted  to  .stay  all  night,  and  Davidson  was 
seen  down  town  about  2  a.m.  asking  some  of  his  friends 
to  return  to  Eddie's,  as  he  could  not  get  hotel  accom- 
modation and  wantefl  to  finish  the  night  with  friends. 


.lames  Irvvin  jusl  Iea\  itig  in  his  auto  delivery  car  with  a  load  of  furniture. 

office  and  cottage  furniture,  baby  carriages,  etc.  The 
trade  extends  all  over  the  town  and  surrounding  coun- 
try. To  keep  in  touch  with  this  latter  Mr.  Irwin  has 
two  telephone  connections.  The  goods  carried  have 
been  selected  with  a  perfectly  comprehensive  knowl- 
edge of  the  business  and  a  nice  discrimination  as  to  the 
exact  requirements  of  his  trade,  and  he  sells  either  for 
cash  or  easy  payments. 

Prompt  and  careful  attention  is  given  to  his  under- 
taking and  embalming  department,  and  calls  are 
answered  day  or  night. 

Mr.  Irwin  has  by  wide  experience  and  practical 
knowledge  brought  his  establishment  to  its  present 
magnitude,  and  is  at  all  times  interested  in  the  welfare 
of  his  many  patrons. 

His  up-to-date  methods  are  shown  by  the  illustration, 
an  auto  delivery  service  being  an  important  ad,iunct  to 
his  business. 


SOME  EUCHRE  PARTY 

During  exhibition  week  some  old  friends  from  out  of 
town  were  invited  by  Ed.  Bagshaw  to  his  house  one 
evening  to  have  a  game  of  euchre.  There  were  Miller, 
of  Kincardine;  Thonuis,  of  St.  Thomas,  and  Billy  Dav- 
idson, of  Lucknow.  A  number  of  others  dropped  in 
during  the  evening  and  a  few  other  games  were  started. 
Geo.  Sutherland,  of  Welland,  acted  as  head  waiter,  but 
was  fired  by  Joe  Saint  because  he  accepted  a  nickel  tip 
from  one  of  the  guests.  Saint,  himself,  later  on  took  a 
copper  from  a  blind  man  who  was  of  the  party. 


EXHIBITION  OF  GERMAN  GOODS 

An  exhibition  of  8.000  diff'ei'ent  articles  of  manufac- 
tured products  of  Oermany  and  Austria,  collected  in 
overseas  markets  by  the  P.oarfl  of  Trade  of  the  United 
Kingdom  and  secui-ed  by  Fiight  Hon.  Sir  George  E. 
Foster,  for  exhibit  in  Canada,  will  be  held  at  Montreal 
and  Toronto. 

The  object  of  this  exhibition  is  to  afford  Canadian 
manufacturers  an  oj)portunity  of  examining  these  art- 
icles and  making  up  their  minds  as  to  the  possibility  of 
manufacturing  in  Canada  the  like  or  similar  goods  for 
the  home  and  foreign  markets.  This  is  an  unique  op- 
|)ortunity  for  Canadian  manufacturers.  In  Great  Bri- 
tain manufacturers  have  everywhere  availed  them- 
selves of  the  opportunity  to  examine  these  samples, 
which  will  be  on  exhibition  in  Convocation  Hall,  Tor- 
onto University,  from  Monday,  October  23,  to  Monday. 
-Xovember  6. 

It  will  be  a  business  man's  exhibition,  having  in  view 
both  the  extension  of  the  home  market  for  Canadian 
manufacturers  and  the  capture  of  a  portion  of  the  ex- 
port trade  that  was  formerly  controlled  by  Germany 
and  Austria.  It  will  not  be  open  to  the  general  pub- 
lic, as  a  large  crowd  would  make  it  difficult  for  manu- 
facturers to  examine  samples,  thus  defeating  the  pur- 
pose of  the  exhibition,  but  any  manufacturer  will  be 
welcomed  on  presentation  of  his  business  card  whether 
he  has  a  ticket  of  admission  or  not. 

Manufacturers  who  wish  to  have  the  samples  ex- 
amined by  expert  workmen  whose  advice  is  desired, 
can  secure  admission  for  them  on  application  either  to 
the  Department  of  Trade  and  Commerce  at  Ottawa,  or 
officials  of  the  department  at  the  exhibition. 

Wholesale  merchants  and  other  large  buyers  of  .sup- 
plies will  be  welcomed  and  their  advice  will  be  sought 
regarding  the  demand  in  Canada  for  articles  such  as 
those  exhibited  that  might  be  made  by  Canadian  manu- 
facturers. 


TRADE  NOTES 

The  Lea-Trimble  Mfg.  Co.,  makers  of  the  "Kiddie- 
koop,"  have  located  at  295  King  Street  West,  Toronto. 

The  North  American  Bent  Chair  Co.,  Ltd..  Owen 
Sound,  have  just  published  a  new  catalogue  of  their 
good  furniture  lines,  which  will  be  sent  the  trade  on  re- 
ceipt of  a  request  post  card. 

The  Barcola  Mfg.  Co..  have  opened  permanent  show- 
rooms to  the  trade  only  at  261  King  Street  West,  Tor- 
onto, opposite  the  Alexandra  Theatre.  During  Ex- 
hibition weeks  a  display  was  made  of  brass,  steel  and 
iron  beds,  which  were  highly  commented  on  by  visiting 
furniture  dealers  and  brought  some  orders,  too.  The 
company  have  three  floors  in  their  new  location  with  a 
railway  siding  at  the  back  door. 

The  Kindel  Bed  Co.  are  now  located  at  Stratford.  Ont. 
Their  new  factory  gives  them  plenty  of  room  in  which 
to  take  care  of  their  increasing  orders.  As  well  as 
folding  beds,  the  company  are  making  upholstered 
furniture — chairs,  rockers  and  suites  to  match  their 
beds  and  divanettes.  F.  W.  Trebell  is  manager  and  is 
personally  giving  attention  to  the  Stratford  plant. 
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^  1  

YANk^HONOLAS 

L_J  d 

Phonola-selling  knows  no  season.  It  goes  on  every 
month  of  the  twelve.  But  this  Fall  is  going  to  be  a 
record-breaker  for  Talking  Machine  Sales,  and  the 
different  PHONOLA  models  give  you  the  finest  possi- 
ble line  to  get  the  lion's  share  of  the  trade. 

The  smooth  sweet  tone,  the  noiseless  durable  motor 
and  the  elegance  of  design  and  finish  all  commend  the 
PHONOLA  to  the  musical  public. 

Our  dealers'  terms  make  the  PHONOLA  Agency 
most  attractive  on  the  market.  Every  day's  delay  in 
getting  particulars  means  something  lost.  Write  to-day 

Odeon 

DOUBLE  DISC  RECORDS 

10-inch  11 -inch  12-inch 
90  CENTS  TO  $3.00 

In  Odeon  Records  you  get  the  finest  talent  in  the 
world  at  lower  prices  than  anywhere  else — Emmy 
Destinn,  Leo  Slezak,  Carlo  Albani,  Frieda  Hempel, 
H.M.  Grenadier  Guards  Band,  Paris  Grand  Symphony 
Orchestra  and  others. 

Odeon  popular  records  furnish  a  variety  of  music 
to  suit  all  manner  of  tastes. 

Write  for  our  list  of  Odeon  Records. 

The  Pollock  Mfg.  Company 

Limited 

Kitchener  Canada 


Model  C. 


Model  D. 


Model  ' '  Princess ' 
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Those  Who  Attended  Convention 


David  W.  Waltcii, 

A.  K.  Coltarl, 

Stouffvillc. 

( 'hal  ham. 

Jas.  Hevorlc.y. 

i).  A.  Austin, 

Exeter-. 

Simeoe. 

Win.  Edvvai-ds. 

Chas.  Dreisinger, 

(lananoinic. 

Elmira. 

X.  I'..  (V)l)l)l(«(li(d<. 

(Jeo.  Di'eisinger, 

'I'oi'onto. 

Elmira.  . 

X.  ('.  Rundlf, 

P.  R.  Williams, 

Toronto. 

St.  Thoinas. 

Clias.  R.  I>,olton, 

I(hi  C.  Ronan, 

Toronto. 

Kingston. 

Anderson,  Xu^ent  Co., 

Angus  McNiven, 

Lindsay. 

Guelph. 

Jos.  Bramhand, 

R.  U.  Stone, 

ITaileyl)ury. 

Toronto. 

II.  S.  Anderson, 

C.  II.  Brooks. 

Hamilton. 

Can.  Fur.  World  and 

F.  A.  Windover, 

l^ndertaker,  Toronto. 

Fraid<ford. 

W.  I).  Minnikin, 

Jas.  O'llafi^an, 

liarrie. 

Canadian  Fni-niture 

Ritdiard  Tees. 

World  and  Undertaker, 

Montreal. 

Toronto. 

T.  II.  McKillop. 

John  A.  Robinson, 

P)i'ampton. 

Newbury. 

G.  W.  C.  Graham. 

Fred  Fischer, 

Toronto. 

Elora. 

W.  B.  Hart, 

S.  A.  O'I.eary, 

Can.  Furn.  World  and 

Colgan. 

Undertaker,  Toronto. 

R.  Moffatt, 

Fred  J.  McArthur, 

Toronto. 

Cobourg. 

Ernest  T.  Tlu)m|)son, 

J.  P.  McCammon, 

Belleville. 

Pa  ris. 

W.  N.  Knechtel. 

A.  E.  Uren, 

Toronto. 

FuiMiiture  Journal. 

Ed.  Strasler, 

Toronto. 

Queeiisville. 

K.  Miller, 

Chas.  Dunham, 

Kincardine. 

Aurora. 

W.  G.  Watson, 

Bei-t  Wright, 

Priceville. 

Chesley. 

X.  L.  Brandon, 

Walter  Stenwick. 

St.  Marys. 

Enterprise. 

Colin  McMillan, 

T.  Porter. 

Dromore. 

Toronto. 

F.  F.  Best, 

E.  E.  Cousins, 

Simcoc. 

Wallaceburg. 

Fred  Skinner, 

Geo.  H.  Honsberger, 

Schomberg. 

Canadian  Furniture 

James  Baird, 

World  and  Undertake^, 

Plattvillc. 

Toronto. 

Samuel  Leathersand, 

O.  t.  Burlingham. 

Schomberg. 

Wallaeeburg. 

(  has.  P.  Putter, 

iJ.  J.  iiiacK, 

Norwood. 

Ottawa. 

W.  H.  Hutchinson, 

Fred  Gongh, 

Peterboro. 

Glencoe. 

N.  J.  Davison, 

Keiineth  Burtch, 

Lucknow. 

Lansdowne. 

N.  J.  Boyd, 

A.  R.  Newbiging, 

Mitchell. 

Listowel. 

J.  Thompson  &  Son, 

H.  L.  Martin.  Ripley. 

Fergus. 

H.  G.  Linklater, 

W.  J.  Stoddart. 

Teeswater, 

Woodville. 
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J.  A.  I)oiuddson, 

A.  II.  Crosby. 

Caledon  East. 

Gi'a  venhurst. 

A.  Rutherford. 

Robt.  McMane, 

1  >u  ttord. 

Milve  rton. 

A.  M.  ("am|)l.cll, 

P.  ('.  Lloyd. 

Elgin 

I  >;i  ri'ie. 

Fred  Scott, 

John  Luriipiruin. 

W()0(ll)ridge. 

Wellandport. 

J,  P..  Mclntyre, 

Geo.  Ilethrington. 

St.  (^atha j'ines. 

Langton. 

W.  K.  Murphy. 

L.  .X.  Phippen. 

Toronto. 

Sa  rnia. 

A.  J.  II.  Eckhardt. 

('.  R.  Turner, 

'I'oronto, 

Milton. 

T.  Henderson, 

Jas.  McFar(pihar, 

Dravton. 

Toronto. 

II.  Ell'is. 

W.  G.  Burro wes. 

Toi'onto. 

Chatham. 

Gordon  Jex. 

Alex.  Lang. 

( 'obourg. 

Kirby. 

Krnest  K.  l'>olton. 

J.  L.  Fei'gusoii. 

Toronto. 

Leamington. 

J.  Paul. 

C.  A.  Butter. 

Feveisha  m. 

St.  Catharines. 

Lorne  R,  Barlett. 

I).  W.  Williamson, 

Weston. 

1  Jui'lington. 

A.  W.  Barlett, 

X.  A.  Johnson, 

Toronto. 

Seelv  s  Bav. 

Max  MacPherson. 

A.  M.  Mitchell. 

Delhi. 

Guelph. 

C.  Haskett, 

W.  J.  Ward, 

Luean. 

Weston. 

Roger  Milson, 

R.  A.  Breckonridge, 

Chatsworth. 

Owen  Sound. 

F.  J.  Martyn. 

C.  J.  Ileaslip, 

Xorth  Bay. 

Hagersville. 

Jos.  Henry, 

C.  E.  Johnston, 

Sudbui'y. 

Br'ockville. 

T.  K.  Simj)soru 

0.  C.  Kalbfleiseh. 

Sault  Ste.  Marie. 

Tavistock. 

O.  T.  Ball. 

W.  L.  Brown, 

Sault  Ste.  Marie. 

Dundas. 

F.  W.  Matthews, 

G.  A.  Phelan, 

Toronto. 

Arthur. 

Smeet,  Son  &  Clarke, 

A.  Black. 

London. 

Orillia. 

J.  Conistock, 

Jas.  A.  Taylor. 

Peterboro. 

Sutton  West. 

G.  H.  Swart/, 

J.  L.  Tickell, 

Jerseyville. 

Belleville. 

W.  S.  Beam, 

M.  Morris  &  Son, 

Selkirk. 

Niagara  Falls. 

Neil  A.  Beaton, 

G.  W.  Sutherland, 

Sydney.  C.  B. 

Welland. 

Fred  Boldt, 

J.  T.  Saint. 

Williamsford. 

Wallaceburg. 

S.  F.  L.  McMurtry, 

II.  R.  Ranks. 

Midland. 

Toronto. 

H.  F.  G.  Dreyer, 

C.  Seldan, 

Blind  River. 

Whitby. 

J.  A.  Summerfeldt, 

L.  ^lorris  &  Son, 

Ottawa. 

Bowmanville. 

P.  E.  Cullen. 

W.  J.  Morrion, 

Carleton  Place. 

Kincardine. 

C;  G.  Brandt, 

W.  J.  Osborne, 

Can.  Furn.  World  & 

Wai'kworth. 

Undertaker,  Toronto. 

A.  E.  Wagner. 

G.  J.  Lawrie,  Maple. 

Toronto. 

W.  A.  Britton. 

P.  M.  Howard, 

Grand  Valley. 

Hastings. 
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F.  J.  McAbthuk,  Cobourg-  Robt.  Nugent,  Lindsay  Norman  I;.  Brandon,  St.  Mary's 

Promoted  first  vice-president.  The  new  president.  Elected  second  vice-president. 

THE  THREK  PRESIDING  OFFICERS  OF  THE  CANADIAN  EMBALMERS'  ASSOCIATION  FOR  1916-17. 


Successful  Convention  of  Canadian  Embalmers'  Association 

The  33rd  is  best  of  annual  gatherings — Splendid  lectures 
and  demonstrations  —  Frolic  and  banquet  the  best  yet. 

(Official  report  of  the  convention.) 

ONE  of  the  largest  and  most  successful  conventions 
of  the  funeral  directors  in  the  Dominion  was  the 
•33rd  annual  gathering  of  the  Canadian  Embalm- 
ers'  Association,  held  in  the  Anatomical  Building  of 
Toronto  University,  Queen's  Park,  Toronto,  on  Septem- 
ber 5,  6  and  7.  With  an  attendance  greater  than  last 
year;  an  able  lecturer  and  demonstrator  in  the  person 
of  Prof.  Chas.  Dhonau,  President  of  the  Cincinnati  Col- 
lege of  Embalming ;  and  a  program  filled  up  with  busi- 
ness and  just  the  right  amount  of  social  relaxation,  the 
meetings  went  with  a  swing. 

The  proceedings  of  last  year's  convention,  as  pub- 
lished in  the  October,  1915,  issue  of  Canadian  Furniture 
World  and  The  Undertaker,  were  accepted  as  the 
minutes  for  this  convention  and  taken  as  read,  and  the 
editor  of  that  paper,  James  O'Hagan,  was  appointed 
convention  secretary. 

The  convention  was  called  to  order  at  ten  o'clock  on 
the  first  day  by  Pi^esident  N.  B.  Cobbledick.  It  was 
with  pleasure,  he  said  he  called  this  33rd  annual  gath- 
ering to  order.  He  welcomed  the  members,  and  felt 
sure  the  daily  meetings  would  be  helpful  to  all.  He 
knew  that  the  attendance  would  be  as  large  as  any  pre- 
vious year,  because  of  the  number  of  funeral  directors 
in  town,  and  because  the  number  of  students  were  as 
numerous  as  in  any  recent  year. 

As  to  this  year's  lecturer  and  demonstrator  too,  lu' 
could  say  that  Prof.  C.  0.  Dhonau  was  doing  excellent 
work.  He  welcomed  him  back  to  Toronto  after  five 
years.  In  the  five  years  since  he  had  last  been  here 
Prof.  Dhonau  had  given  much  of  his  time  to  study.  He 
had  given  from  three  to  five  hours  daily  since  that  time 
to  research  work  and  to  perfecting  himself  in  the 
knowledge  of  his  profession.     He  would  say  no  more, 


but  simply  introduce  the  professor  and  hand  over  the 
meeting  to  him. 

The  Professional  Side 

'  Prof.  Chas.  0.  Dhonau  was  pleased  to  be  with  the 
Canadian  Embalmers'  Association  again.  He  remem- 
bered well  his  last  visit  to  Toronto  five  years  ago.  It 
left  a  memory  like  the  taste  of  Nubian  wine.  Since 
that  visit  he  had  given  much  time  to  post  graduate 
work,  and  it  was  that  class  of  work,  he  knew,  in  which 
the  members  of  this  Association  were  interested.  He 
then,  plunged  into  his  subject. 

The  professor's  lecture  which  filled  out  the  whole 


THE  NEW  PRESIDENT 

Robert  Nugent,  the  luau  wlio  v^rdll  direct  the  coming 
year's  destinies  of  the  C.  E.  A.,  was  born  in  Victoria 
County,  Ontario,  long  enough  ago  to  have  gained  sutfi- 
cient  experience  to  climb  to  the  to]i  in  his  chosen  pro- 
fession. He  serveid  his  apprenticeship  in  Lindsay 
with  Joihu.  Anderson.  Later  Mr.  Nug-ent  travelled 
Westeirn  Ontario  and  the  Western  States,  always 
adding  to  his  store  of  knowledge.  In  1885  returning 
to  Lindsay,  Mr.  Nugent_  in  conjunction  with  partners, 
bought  out  John  Anderson,  his  former  employer,  and 
formed  the  firm  of  Anderson  &  Nugent,  which  was  later 
changed  to  Anderson,  Nugent  &  Co. 

Mr.  Nugent  has  been  31  years  as  principal  in  the 
embalming  profession,  and  has  in  conjunction  a  furni- 
ture business.  He  has  been  a  member  of  the  C.  E.  A. 
since  the  second  year  of  its  formation — the  association 
was  formed  in  1884,  and  Mr.  Nugent  going  into  busi- 
ness the  following  year,  he  became  a  member  in  the 
fall  of  1885. 

Here 's  wishing  him  success  as  president  for  1916-17. 
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iiioniiiig,  will  !)('  round  in  Tnll  on  jHiotlici'  pjifjc  of  this 
issue. 

TUESDAY  AFTERNOON  SESSION 

President  ( 'ohhicdick  opened  the  afternoon  meeting 
by  stating  that  the  executive  in  drafting  the  prograip 
had  in  mind  the  giving  of  the  younger  and  newer  men 
in  the  profession  an  opportunity  of  addressing  the  con- 
vention on  any  subject  that  they  miglit  think  beneficial 
to  tlu'  profession.  They  had,  therefoi-e.  decided  to 
allot  the  first  liour  of  this  afternoon's  iriecting  to  those 
men  who  do  not  usually  s])eak  much  at  tlie  c()nventions. 
"We  want  to  have  everybody  present  join  in  tlie  dis- 
cussion," said  the  chairman. 

Secretary  Matthews,  supplementing  the  president's 
remarks,  said  complaint  had  been  made  that  too  much 


F.  W.  Matthews.  Toronto 
The  Association's  encrsretic  secretary,  re-elected 
for  another  year. 


of  tlu'  time  of  the  convention  was  taken  up  by  set 
speakei's  aiul  some  few  of  the  Association  ofHcei-s  to 
give  the  ordinary  member  a  chance  to  air  his  views.  To 
oflfset  that  one  hour  had  been  set  apart  to  allow  mem- 
bers to  fully  express  their  ideas.  "This  is  your  con- 
vention aiu1  we  want  you  to  get  all  the  good  possible 
out  of  it,'"  conchuled  Mr.  Matthews. 

What's  Wrong  With  Ontario  Embalmers? 

W.  K.  ]\Iui'phy — "I  would  like  to  ask  what  i.s  tlie 
matter  with  the  boys  of  Ontai'io  that  the  attendance  is 
not  a  great  deal  larger  than  it  is.  In  all  walks  of  life 
we  find  that  association  and  combinations  ai-e  doing 
wonders  in  keeping  members  togt>ther,  and  in  keeping 
up  prices  where  they  belong.  We  are  here  foi-  the 
purpose  of  education.  Associations  the  woi-ld  over 
are  doing  wonderful  work.  The  brainiest  nu-n  con- 
nected with  them  are  taking  an  active  part.     Why  do 


THE  NEW  1916-17  OFFICERS 

President — Robert  Nugent,  Lindsay. 
First  V.  P. — F.  J.  McArthur,  Cobourg. 
Second  V.  P. — Norman  L.  Brandon,  St.  Mary's. 
Treasurer — A.  R.  Coltart,  Chatham. 
Secretary— F.  W.  Matthews,  Toronto. 


not  we,  as  funeral  directors,  take  the  same  intense  in- 
terest in  our  Association?  We  should  attend  these 
conventions  regularly,  and  learn  all  we  possil)ly  can. 
We  are  never  too  old  to  learn." 

Some  Business  Topics  Wanted 

E.  Best.  Simcoe,  did  not  come  prepared  to  address 
the  convention.  He  fully  appreciated  the  excellent 
work  being  don(>  by  these  conventions,  but  there  was, 
he  thought,  a  dearth  of  business  subjects  up  for  discus- 
sion. One  he  would  like  to  see  taken  up  was  the  col- 
lection of  accounts.  Some  may  think  T  am  a  [)Oor  col- 
lector, because  a  few  of  my  accounts  are  not  paid  until 
three  years  after  a  funeral. 

In  the  making  up  of  accounts  there  should  be  a 
proper  system,  such  as  for  taking  into  consideration  the 
payment  made  by  undertakers  for  flowers,  railway 
fares  and  other  items.  Sometimes  these  extras  run 
into  a  hundred  dollars,  and  unless  properly  entered  at 
the  time  are  apt  to  be  forgotten.  In  speaking  with  a 
lawyer  recently,  he  was  told  by  him  the  undertaker's 
bill  came  fir.st  among  preferred  claims.  He,  there- 
fore, saw  that  his  account  went  in  right  away.  If 
some  attention  was  given  at  the  conventions  to  this 
matter,  he  thought  it  would  interest  the  members. 

Then  hei'c  i.s  the  matter  of  competition.  In  some 
l)arts  of  Ontario  this  competition  leads  to  "undignified 
advertising."  He  had  heard  of  some  undertakers  who 
advertised  funerals  at  a  price;  others  who  made  a 
charge  for  the  casket,  but  gave  embalming  services 
free. 

"Advertising"  is  another  subject  that  could  be  well 
taken  up.  He  had  in  mind  the  American  undei-taker. 
who  advei'tised  "We'll  get  you  yet."  We  could  get 
an  advertising  expert  to  give  us  a  little  talk  on  dignified 
advertising  for  funeral  directors.  It  should  go  well 
at  a  meeting  like  this.  lie  thought  some  way  should 
be  found  of  bringing  the  undertaker  to  the  attention  of 
the  public,  especially  when  a  man  is  opening  up  in  a 
new  locality.  He  knew  of  a  Toronto  undertaker  who 
advertised  in  everything.  It  might  only  be  a  card, 
but  he  seemed  to  hav<'  his  name  before  the  public  all 
the  time. 

"How  should  the  undertaker  be  dressed?"  was  a 
third  topic  that  might  be  discussed.  Several  young 
men  have  already  asked  this  rpiestion.  and  he  thought 
the  subject  would  be  interesting  to  all. 

The  Association's  Collections 

Secretary  Matthews — "Mr.  Best's  remarks  about  col- 
lections brings  to  my  mind  the  thought  of  the  Associa- 
tion's collections,  and  since  there  is  no  time  set  aside 
foi'  this  subject.  T  would  like  to  take  this  opportunity 
of  saying  a  few  words  about  our  collections,  to  tell  the 
membei's  of  the  conditions  that  exist . 

"Your  executive  decided  some  time  ago  to  send  out  a 
circular  letter  in  regard  to  arrears.  This  letter  was 
sent  to  about  300  members.  Some  have  found  fault 
with  us  for  taking  this  course,  and  have  asked  us  why 
this  should  be  done.  It  must  be  remembered  that  we 
have  to  keep  hammering  away  in  order  to  keep  the 
accounts  up.  It  should  be  very  easy  for  every  mem- 
ber to  keep  his  end  up,  and  let  us  have  a  fair  sheet.  If 
we  do  not  do  our  part  and  collect  our  accounts,  we 
might  as  well  close  our  doors.  It  is  the  As.sociation, 
and  not  the  secretary  that  you  must  look  to.  We  want 
to  try  and  make  our  Association  worth  while,  but  we 
cannot  do  this  unless  each  individual  member  does  his 
part.  It  is  very  essential  that  we  collect  our  accounts, 
and  clean  things  up.     If  we  could  do  this  we  could 
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have  800  members  in  good  standing.  Help  your  sec- 
retary accomplish  this  work  of  getting  all  delinquents 
in  line. " 

Pres.  Cobbledick  in  looking  over  the  association 's 
books  had  seen  the  names  of  men  who  had  taken  their 
exams,  in  1910,  and  was  surprised  to  find  there  were 
some  who  thought  they  could  do  without  the  associa- 
tion and  conventions,  especially  now  that  embalming 
legislation  has  passed. 

Good  Advice  from  St.  Kitts 

J.  B.  Mclntyre — "I  always  esteem  it  an  honor  to 
stand  before  my  brother  funeral  directors  of  Ontario. 
I  have  been  a  member  of  the  Association  since  its  in- 
ception." Mr.  Mclntyre  outlined  his  early  days  and 
his  connection  with  the  undertaking  biTsiness  from 
1860,  when  he  first  entered  his  father's  establishment, 
leading  up  to  July,  1884,  when  the  Association  was 
first  established.  He  stated  that  he  had  brought  the 
first  lecturer  and  demonstrator  to  Toronto,  in  the  per- 
son of  Professor  Rencuard.  and  that  he  had  himself 
lectured  and  demonstrated  for  two  years  in  succession. 
He  expressed  the  hope  that  there  would  be  men  present 
at  the  convention  who  would,  when  occasion  arose,  also 
take  their  place  as  lecturers  and  demonstrators. 

"I  have,  since  1882,"  continued  Mr.  Mclntyre,  "at- 
tended most  of  the  convention  meetings  of  the  Na- 
tional Association.  This  body  is  doing  wonderful 
work,  and  I  am  the  only  Canadian  member  to  hold  an 
honorary  position  in  that  Association.  I  believe  the 
Ontario  Association  compares  most  favorably  with  any 
of  the  state  associations. 

"My  ambition  has  always  been  to  sfe  the  funeral 
directors  of  Ontario  reach  the  highest  standard  in  fun- 
eral management.  I  could  see  great  possibilities  by 
the  education  of  those  engaged  in  funeral  management, 
and  I  wish  to  congratulate  this  Association  for  the 
magnificent  work  done  for  and  the  inspiration  and  en- 
couragement given  to  the  rising  young  men  to  exert 
their  best  ability  to  maintain  the  honor  and  exalt  the 
standard  of  our  sacred  calling.  In  no  profession  is 
greater  purity  of  character  and  a  higher  standard  of 
moral  excellence  required.  Rely  on  your  professional 
abilities  and  acquirements  to  merit  confidence  and 
patronage.  Do  not  shirk  your  duty  in  case  of  an 
epidemic  of  contagious  diseases.  Have  higher  and 
nobler  ideas  than  selling  coffins.  Every  funeral  direc- 
tor should  feel  that  his  personal  honor  is  wi'apped  un 
in  the  quality  of  service  he  gives  to  his  patrons.  Good 
appearance  counts  for  much,  so  dress  in  a  becoming 
manner  at  all  times.  Believe  in  yourself  and  you  will 
inspire  your  patrons.  Have  respect  for  theii-  views  as 
to  the  amount  they  desire  to  pay — it  is  not  a  (|uestion 
of  cheap  goods — it  is  a  question  of  good  service.  Re- 
member your  personal  service  has  an  actual  value  in 
excess  of  the  goods  furnished.  Always  try  to  say  the 
right  thing  in  the  very  best  way,  exciting  and  cultivat- 
ing a  taste  in  the  higher  elements  of  one's  nature.  A 
preparation  for  good  work  means  a  preparation  for 
higher  service.  Remember  not  all  conditions  are  fav- 
orable for  best  results,  but  all  are  deserving  of  our  best 
efforts. 

"The  funeral  director  requires  a  temperament  and 
disposition  possessed  by  few ;  cultivate  and  develop  in 
funeral  management;  neglect  no  opportunity  to  im- 
prove one's  self;  have  your  cabinet  instruments  and  all 
appliances  and  equipment,  cooling  board,  door  drapes, 
hearses,  wagon  and  carriages  always  clean  and  bright. 
Your  personal  appearance  and  place  of  business  invit- 
ing always;  use  choice  language;  do  not  say  'job,' 


'rigs,'  'truck.'  Say  rather,  'funeral,'  'conveyance,' 
'church  car.'  Discourage  the  publication  of  cards  of 
thanks  and  lists  of  floral  ofi'erings  in  daily  papers.  Do 
not  undervalue  your  services.  List  items  of  expenditure 
separately.  Have  one  price  only  for  your  goods  and 
services.  Paint  the  outside  cases  you  send  by  train 
and  put  six  good  box  handles  and  slings  to  raise  the 
casket  at  the  end  of  the  jovirney.  These  little  things 
are  what  count  in  the  conduct  of  funerals  and  what 
make  for  good  funeral  management. 

What  About  Charges 

Mr.  Cobbledick  asked  Mr.  Mclntyre  what  detailed 
changes  he  would  make  for  a  complete  fiuieral. 

Mr.  Mclntyre — For  personal  services.  $10 ;  embalm- 
ing, $15 ;  cheapest  casket,  $48 ;  funeral  carriages  to 
cemetery,  two  miles  out.  $2  each;  hearse,  $10.  Then 
there  would  be  charges  for  gloves,  etc..  making  a  com- 
plete charge  for  such  a  funeral  of  $100.  For  a  coffin 
funeral  he  would  charge  from  $50  to  $60.  These  lat- 
ter, of  course,  would  not  re(|uire  embalming  services. 

Workmen's  Compensation  Act 

President  Cobbledick  asked  if  any  member  had 
trouble  with  the  Workmen's  Compensation  Board. 
The  funeral  expenses  of  laboring  men  dying  from  ac- 
cidental in.juries  were  paid  by  the  Government  up  to 
$75.  He  had  a  case  coming  under  this  Board  recently 
where  the  body  was  shipped  in  from  an  outside  point. 


A.  R.  CoLTART,  Chatham 
One  of  the  best  friends  of  the  Association, 
re-elected  to  look  after  the  flnances. 


The  shipping  undertaker  had  been  put  to  considerable 
expense  and  had  put  in  a  bill  for  $75;  the  receiving 
undertaker  also  had  considerable  expense  and  put  in  a 
bill  for  $50.  In  such  eases  the  Government  will  only 
pay  $75.  making  a  ratio  of  the  amount  as  between  the 
two  undertakers.  Mr.  Cobbledick  also  instanced  a 
recent  case  in  which  an  account  for  $81  had  been  made, 
and  the  Board  would  only  pay  $75.  It  is  well  to  remem- 
ber this  in  any  dealings  members  may  have  with  the 
Compensation  Board. 

W.  N.  Kneehtel  instanced  the  case  of  a  man  who 


For  one  dollar  The  Canadian  Furniture  World  and 
The  Undertaker  will  be  sent  for  one  year  to  any  ad- 
dress in  Canada.  Send  in  any  old  dollar  you  may 
have  lying  around  and  get  a  good,  live  trade  paper. 
Address  Canadian  Furniture  World  and  The  Under- 
taker, 32  Colborne  Street,  Toronto. 
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had  been  electrocuted.  Thi.s  case  l)rought  liim  in  toudi 
with  the  Compensation  Board.  The  employer  said  he 
would  stand  all  expenses,  as  he  wanted  the  very  best 
attention  paid.  The  employer  stood  all  the  expenses 
over  and  above  the  $75  received  from  the  Board.  "Thi' 
only  safe  way,"  said  Mr.  Knetchtel,  "is  to  sec  tlic 
parties  themselves  and  have  the  matter  placed  in  black 
and  white,  otherwise  the  Workmen's  Compensation  Acl 
will  not  always  help  out." 

A.  J.  H.  Eekardt  called  on  said  he  had  been  attending 
these  conventions  about  as  long  as  Mr.  Mclntyre.  He 
hadn't  much  to  say,  except  that  in  regard  to  Mr,  Mat- 
thews' remarks  about  collections  he  had  not  in  all  his 
experience  sued  an  undertaker.  Mr.  Eekardt  then  told 
of  his  getting  into  the  casket  manufacturing  business, 
of  his  experience  with  Mr.  Philp,  his  travelling  days 
on  the  road,  and  in  looking  over  the  audience  he  saw 
mi\ny  faces  he  knew  in  those  early  days.  He  also  grew 
I'eminiscent  and  told  a  funny  yarn  about  the  difficul- 
ties of  travelling  up  Lucknow  way. 

Professor  next  continued  his  lecture  of  the  moi  ning. 
dealing  particularly  with  "facial  discoloration.'"  This 
lecture  will  be  j)ublished  in  full  in  next  issue,  as  a  run- 
ning summary  would  not  give  all  the  important  in- 
formation contained  in  that  address. 

Gift  of  Stock  to  Association 

Mr.  Eekardt,  recalled,  said  there  was  a  little  matter 
he  wi.shed  to  mention.  It  was  that  he  had  arranged  bis 
will  so  that  provision  would  be  made  that  some  of  the 
stock  of  the  Dominion  Manufacturers,  Ltd.,  held  by 
him.  would  be  turned  over  to  the  association.  lie 
had  the  best  of  feeling  towards  the  association,  and  in 
fact  toward  all  the  Canadian  associations.  What  he 
was  doing  for  the  C.  E.  A.  he  was  also  doing  for  the 
others.  He  hoped  this  little  gift  would  be  the  nucleus 
of  an  educational  fund  that  would  be  beneficial  to  the 
Association,  its  membei's,  and  the  profession  generally. 


Apropos  of  Mr.  Best's  talk  on  advertising,   here  is  a  sample  of  what 
»n  Ontario  embalmer  is  doing  in  his  local  paper 


If  others  would  do  this  it  would  lead  to  a  better  feeling 
pervading  the  whole  profession. 

President  Cobbledick  thanked  Mr.  Eekardt  for  this 
evidiMiee  of  good  will  and  called  on  J.  C  Henry,  as  a 
past  president  of  the  association,  to  say  something  to 
the  itieiiibers. 

Mr.  •(.  C  Henry — "1  am  very  glad  to  be  present 
after  being  absent  through  unfortunate  circumstances 
during  the  last  two  years.  I  wish  to  express  my 
thanks  and  appreciation  to  the  members  of  the  associa- 
tion for  their  kindness  in  sending  so  beautiful  a  gift  to 
my  wife  and  family.  Were  it  possible  I  would  like  to 
thank  you  all  i)ersonally.  We  all  a|)preciate  very  much 
the  remarks  of  Professor  Dhonau,  whom  we  had  the 
pleasui'e  of  having  five  years  ago." 

Convention  Committees  Appointed 

President  Cobbledick  here  took'  up  the  business  of 
the  convention  by  naming  the  following  committees: — 

P'inance — J.  G.  Ileni'y.  Sudbury  ;  Fred  Fischer.  Elora  : 
James  ilaii-d,  Plattsville;  N.  L.  Brandon,  St.  .Mary's;  K. 
U.  Stone,  Toronto;  F.  Skinner,  Schomberg. 

Seci-etary's  report — Fred  Martyn,  North  Bay;  W.  K. 
Murphy,  Toronto;  H.  Linklater,  Teeswater. 

President's  address— N.  J.  Boyd,  Mitchell;  E.  Best. 
Simcoe ;  P.  R.  Williams,  St.  Thomas. 

Treasurer's  report — R.  U.  Stone,  Toronto;  Wm.  Ed- 
wards, Ganano(|ue;  J.  P.  MeCammon.  Paris. 

WEDNESDAY  MORNING 

The  opening  hour  of  the  second  day's  session  was 
given  over  to  the  presentation  of  reports.  President 
Cobbledick 's  address  was  as  follows: — 

President's  Address 

"Twelve  short  months  ago,  you  honored  me,  by  plac- 
ing me  at  the  head  of  this  association.  This,  to  me. 
was  an  ambition  attained,  and.  to  you  all.  I  express  my 
appreciation. 

"When  looking  over  my  executive  the  thought  im- 
mediately came  before  me,  that  I  was  fully  etjuipi^ed 
with  the  best  men  in  the  Province,  and,  my  conclusion 
is  simply  this,  that  with  the  association  of  such  gentle- 
men, the  work  would  not  only  be  a  pleasure,  but.  easy 
indeed. 

"During  my  tenure  of  office,  only  two  executive 
meetings  were  called.  The  matters  principally  taken 
up,  were  the  financial  end  of  your  association,  and  the 
ari'anging  of  a  professor  for  the  year.  I  am  informed 
by  our  secretary  that  much  of  the  outstanding  fees 
have  been  gathered  in,  but.  still  a  large  amount  remains 
unpaid.  Possibly  the  most  important  part  of  our 
meeting,  was  for  the  engaging  of  a  professor,  who 
would  most  efficiently,  meet  the  requirements  of  the 
school  and  the  association.  Our  unanimous  choice, 
was  that  of  Professoi-  Chas.  O.  Dhonau,  a  gentleman 
coming  to  us.  well  recommended,  and  worthy  of  our 
consideration.  Had  nothing  else  been  accomplished 
during  the  year,  and  having  made  this  choice.  I  would 
feel  that  my  time  in  office  would  not  have  been  in  vain. 

"During  the  year,  we  have  interested  the  manufac- 
turers in  our  banquet  and  sports,  feeling  that  we  need 
them,  even  as  they  require  us. 

"It  seems  that  no  year,  no  matter  how  much  crowned 
with  success  can  pass  without  one  of  our  number  being 
called  away.  This  year  we  were  reminded  of  the 
shortness  of  life,  when,  we  were  called  to  lay  away  two 
of  our  brothers,  Mr.  Chas.  Blachford,  of  Hamilton,  and 
Albert  Dodds.  of  Bolton,  former  officers  of  this  associa- 


EMBALMING 

What  It  Is 

Riiibalming  is  the  disinfection  or  preservation  of  the 
ilead  human  body  against  decom)iosition,  and  the 
beautifying  or  obtaining  the  natural  appearance  of 
same,  for  funeial  purposes,  b.y  the  application  of 
chemical  substances. 

Why  It  Should  be  Done 

1.  For  the  safety  of  all  those  who  come  in  contact 

with  the  remains. 

2.  For  the  disinfection  of  the  body  i+self. 

.!.  For  the  natural  appearance  that  can  be  obtained 
and  the  kev-ping  of  the  body  for  any  length  of 
time. 

This  work  Promptly  and  Scientifically  done  by 

PUFFER  BROS. 

Squire's  Block  -         -  HAVELOCK 

Undertaking  a  Specialty. 

Artistic  Picture  Framing.  Sole  agent  for  Columbia 
Grafonolas  and  Records. 
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tion,  and  much  respected,  and  beloved  associates  of  the 
profession. 

"In  taking  ]ny  seat  as  a  retiring  president,  may  the 
reins  of  office  be  handed  to  my  successor,  Mr.  Nugent, 
first  vice-president,  a  gentleman,  who  you  all  knoAV  and 
respect.  May  he  be  exhorted  to  much  greater  work 
tiian  has  been  done  in  the  past,  and  may  the  co-opera- 
tion of  this  society  be  his. 

"Your  retiring  president. 

"N.  B.  COBBLBDICK." 

In  presenting  his  address  Mr.  Cobbledick  said. there 
was  one  important  point  he  had  omitted  aud  it  was  to 
bring  out  the  fact  that  so  many  of  our  young  men — 
the  yoiinger  embalmers  of  Ontario — were  now  serving 
their  King  and  Country  in  the  front  rank  of  the  battle 
line  in  France.  These  young  men  deserved  our  thanks, 
their  names  should  be  inscribed  on  a  roll  of  honor,  and 
their  deeds  be  inserted  in  the  minutes  of  this  associa- 
tion. 

The  Secretary's  Report 

Secretary  F.  W.  Matthews'  report  read  by  him  as 
follows : — 

"Mr.  President,  Officers  and  Fellow  Funeral  Direc 
tors.     In  submitting  my  report  to  you  as  your  secre- 
tary, I  wish  to  express  thanks  for  your  co-operation  in 
my  part  of  the  work. 

"I  feel  that  it  is  a  difficult  problem  to  satisfy  all  our 
members,  as  hiinian  nature  does  not  permit  (and  rightly 
so)  all  minds  to  think  alike,  nevertheless  I  am  content 
with  the  feeling  that  harmony  exists  throughout  our 
association. 

"I  would  like  to  call  your  attention  to  one  fact  in 
particular,  that  each  individual  forms  a  part  of  this  or 
any  other  association  and  it  might  be  well  for  each  of 
us  in  referring  to  our  body  to  use  the  term  'we'  in- 
stead of  'they,'  the  point  I  wish  to  bring  out  is  that  you 
personally  and  individually  have  the  same  interest  fin- 
ancially and  otherwise  as  every  member  of  the  associa- 
tion. 

"If  this  is  constantly  kept  in  our  minds  it  will 
greatly  strengthen  and  build  up  our  society. 

"The  Canadian  Embalmers'  Association  is  distinctly 
educational  and  is  not  in  any  way  connected  with  the 
Provincial  Government  examining  board,  I  mention 
this  because  there  are  many  of  our  members  to  whom 
it  is  not  quite  clear. 

"The  executive  met  only  once  since  last  convention, 
that  meeting  took  place  June  the  20th,  1916.  at  665 
Spadina  Ave.,  Toronto,  at  which  time  all  arrangements 
were  made  for  this  session,  and  as  the  picnic  seemed  to 
be  appreciated  by  many  last  year,  we  decided  to  have 
another  outing  which  will  take  place  to-day  (Wednes- 
day) afternoon.  Thei'e  has  been  no  time  or  expense 
saved  in  order  to  make  this  frolic  a  success.  The 
manufacturers  and  representatives  as  you  will  note  in 
the  program  are  co-operating  with  us  to  give  you  some 
pleasure  for  the  afternoon,  let  us  hope  that  every  mem- 
ber will  be  there. 

"At  the  executive  meeting  heretofore  mentioned,  the 
question  of  delinquents  was  again  discussed  and  after 
considerable  thought  it  was  arranged  by  them  to  send 
out  a  circular  letter  asking  for  remittance,  and  in  case 
of  the  amount  still  outstanding  at  the  time  of  this 
meeting  it  was  decided  to  read  out  the  names  of  those 
in  arrears  individually  and  ask  the  members  present 
to  take  some  action  that  would  help  us  to  clear  up  the 
very  important  defect  in  the  workings  of  our  organiza- 
tion. 

"We  have  on  our  ledger  546  names  of  which  there 


are  302  in  arrears.  I  would  like  to  say  to  you  that 
through  the  effort  put  forth  in  this  medium  of  the 
circular  letter  it  had  its  good  effects  and  amply  repaid 
us  for  the  time  and  money  expended. 

"Secretary's  cash  book  shows  for  the  year,  receipts, 
$1,152.20;  sundry  expense  account  (paid  out),  $48.10. 

"If  there  are  any  questions  you  would  like  to  ask  me, 
I  will  endeavor  to  answoi'  them.  Again  thanking  you 
for  assistance  rendered  and  your  confidence  in  placing 
me  in  charge  of  your  finances. 

"Respectfullv  yours, 

"F.  W.  "MATTHEWS." 

The  Treasurer's  Report 

A.  R.  Coltart,  of  Chatliam,  presented  his  report — a 
brief  one,  he  said — on  the  state  of  the  finances  of  the 
association.  It  showed  that  the  association  had  on 
hand,  after  paying  all  indebtedness,  $631.26  together 
with  interest  accumulated  of  $25.80,  making  a  total 
balance  on  hand  of  $657.06.  He  stated  that  the  ex- 
penditure during  the  year  had  amounted  to  $962.15. 
The  balance  on  hand  was  a  little  lower  than  at  last  con- 
vention, but  the  $200  given  to  the  Red  Cross  Society 
had  been  largely  responsible  for  the  reduction.  Besides, 


N.  B.  COBBLKUICK,  Toroiltcj. 

Retiring  president,  who  made  an  ideal 
chairman   of  the  meeting 


the  picnic  expenses  last  year  were  paid  from  the  funds 
of  the  association.  The  report  was  received  and  handed 
to  the  committee  for  consideration. 

All  these  reports  being  referred  to  the  convention 
committees.  President  Cobbledick  introduced  an  old 
friend  of  the  association,  in  the  person  of  Richard  Tees, 
of  Montreal.  Mr.  Tees  gave  an  interesting  little  talk 
in  which  he  referred  to  the  conditions  in  the  undertak- 
ing and  embalming  profession  in  Quebec  province,  and 
he  mentioned  particularly  the  practices  of  issuing  in- 
surance at  so  much  per  year  to  individuals  by  under- 
takers, and  also  the  use  of  extensive  drapery  ideas  in 
connection  with  the  mourning  room.  These  he  said, 
were  being  largely  discontinued. 

Vice-President  Nugent,  who  was  chairman  of  this 
day's  proceedings,  now  called  on  Prof.  Dhonau  to  take 
up  his  lecture. 

The  professor  took  for  his  subject  the  circulation  of 
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the  face.  This  lecture,  in  full,  will  be  published  as  one 
address  in  a  post-graduate  course  in  a  future  issue  of 
Canadian  Furniture  World  and  The  Undertaker. 

Visitor  from  the  Atlantic  Coast 

N.  A.  Beaton,  of  A.  J.. Beaton  &  Son,  Sydney,  C.  B.. 
was  introduced  as  a  visitor  from  the  Maritime  funeral 
directors.  It  was.  he  said,  his  first  visit  to  Toronto,  in 
fact,  he  had  missed  his  own  convention  to  come  to  the 
Toronto  convention,  and  he  was  glad  he  had  come,  glad 
to  meet  so  many  of  his  Canadian  fellow  directors  and 
to  learn  something  new  about  association  work.  He 
was  a  member  of  the  Nova  Scotia  Funeral  Directors' 
Association  and  would  be  able  to  carry  back  with  him 
to  the  East  the  testimony  of  good  wishes  he  had  re- 
ceived since  coming  to  Toronto. 

The  meeting  then  adjourned  for  the  day,  the  after- 
noon picnic  being  the  big  feature. 

THURSDAY  MORNING 

Vice-President  Nugent  occupied  the  chair  and  called 
upon  Professor  Dhonau  to  take  up  his  lecture.  Much 
of  this  was  given  with  the  aid  of  the  blackboard  and 
through  the  agency  of  a  body  for  demonstration  pur- 
poses. 

"No  single  fluid"  said  the  professor  among  other 
remarks,  "will  take  care  of  every  post  mortem  change. 
We  have  three  classes  of  cases:  Class  1,  (dry  bodies) 
as  for  example,  bodies  dying  from  cancer  of  the  stom- 
ach;  class  2  (medium  bodies)  example,  accidental  death 
of  a  normal  person;  class  3  (moist  bodies)  example,  an- 
agarca  or  general  dropsy. 

For  treatment  in  class  1,  the  first  bottle  should  be  one 
half  strength  equal  to  per  cent.  form,  gas;  the 
•second  bottle  three  riuarter  strength  equal  to  3^4  per 
cent.  form,  gas,  and  the  third  bottle  three  ouarter 
strength  equal  to  3^4  pcr  cent.  form.  gas.  The  air 
Avould  be  3.33  per  cent,  and  the  dilution  10  per  cent. 

Class  2,  first  bottle,  V>  strength,  efiual  to  2''/.  per 
cent.  form,  gas;  second  bottle,  normal,  f)  ner  cent.  form, 
gas;  third  bottle,  normal.  5  per  cent.  form,  gas;  the 
average  being  4.17  per  cent. 

Class  3,  first  bottle,  normal  5  per  cent.  form,  gas; 
second  bottle,  V_i  strength,  6Vi  per  cent.  form,  gas, 
third  bottle,  11/)  sti'ength,  7i/>  per  cent.  form,  gas; 
average  being  6.2.5  per  cent. 

In  answer  to  a  question  from  the  body  of  the  hall  the 
professor  said,  "A  bottle  of  concentrated.  64-oune(^ 
bottle  of  water,  makes  a  normal  fluid." 

Getting  back  to  his  address  Prof.  Dhonau  said  in  the 
first  case  there  is  a  dilution  of  10  per  cent,  with  air  3 
per  cent.  This  is  sufficient  to  disinfect  and  preserve 
the  body.  In  the  second  case  the  dilution  of  25  per 
cent,  erpials  4.17 — 1.04  or  3.137.  In  the  third  case  the 
dilution  (50  per  cent.)  equals  6.25—3.121/2  or  3.125. 

You  can  manipulate  the  strength  of  your  fluid  by 
the  above  schedule.  It  gives  a  chance  to  economize 
with  your  fluid.  You  can  go  easy  when  necessary  and 
it  is  a  matter  of  saving  dollars  and  cents. 

In  answer  to  a  further  f|uestion  the  professor  said 
that  formaldehyde  and  ammonia  neutralized  each  other. 

"In  an  ordinary  consumptive  case,  what  strength  of 
fluid  would  you  advise  using,"  asked  T.  Porter:  and 
Prof.  Dhonau  replied:  "In  some  eases  there  is  a  de- 
mand for  water  that  is  not  satisfied.  An  excess  of 
formaldyhde  may  dry  up  the  fingers,  or  give  the  nose 
a  pinched  appearance.  It  takes  water  from  the  sys- 
tem, and  there  may  be  nothing  left  in  the  body  to 
counteract  it," 


Auditor's  Report 

The  report  of  the  auditing  committee  on  the  treasur- 
er's books  being  ready  was  read  as  follows: — "We. 
the  auditing  committee,  certify  that  we  have  examined 
the  books  and  vouchers  of  the  treasurer,  and  have 
found  them  correct,  showing  a  balance  of  six  hundred 
and  fifty-seven  dollars  and  eighty-six  cents.  ($657.86). 

FRED  SKTXXER,  Chairman. 
R.  U.  STONE, 
N.  L.  BRANDON. 

On  motion  of  Wm.  Edwards,  seconded  by  R.  U.  Stone, 
the  report  was  adopted. 

Election  of  Officers 

There  being  no  further  reports  ready  the  meeting 
took  up  the  nomination  and  election  of  officers. 

On  motion  of  F.  J.  McArthur.  seconded  by  R.  U. 
Stone,  Robert  Nugent,  Lindsay,  was  nominated  and  un- 
animously elected  president. 

First  Vice-President — F.  J.  McArthur,  Cobourg.  on 
motion  of  R.  U.  Stone. 

Second  Vice-President — Norman  L.  Brandon.  St. 
Mary's,  on  motion  of  N.  J.  Boyd  and  Wm.  Edwards. 

Secretary — F.  W.  Matthews,  Toronto,  re-elected  on 
motion  of  Wm.  Edwards  and  F.  J.  McArthur. 

Treasurer — A.  R.  Coltart,  Chatham,  re-elected  on  mo- 
tion of  Wm.  Edwards  and  R.  U.  Stone. 

The  Committee  on  By-Laws — C.  N.  Greenwood,  Strat- 
ford, and  T.  H.  McKillop,  Brampton;  and  the  Eckardt 
trustees,  C.  N.  Greenwood,  R.  U.  Stone  and  N.  J.  Boyd, 
were  reappointed. 

THURSDAY  AFTERNOON 

When  the  convention  reassembled  in  the  afternoon, 
the  first  business  taken  up  was  the  presentation  of  com- 
mittee reports.  The  report  of  the  committee  on  the 
President's  address  was  read  by  N.  J.  Boyd,  as  follows: 

"We,  your  committee  on  the  president's  address,  beg 
leave  to  report  that  we  are  glad  to  see  the  harmonioiis 
spirit  that  pervades  his  sentiments  in  connection  with 
his  executive  work  and  compliment  the  association  on 
having  had  such  an  efficient  officer.  Your  retiring  pres- 
ident is  to  be  commended  for  interesting  the  Dominion 
'  Manufaeturej-s  in  defraying  the  expenses  of  the  ban- 
quet. We  most  heartily  approve  of  this  suggestion  re 
the  members  of  our  association  doing  service  at  the 
front  for  their  King  and  Country  and  would  recom- 
mend that  an  honor  roll  be  i)repared  and  the  names  in- 
sci'ibed  thereon  and  hung  in  a  conspicuous  place  in  the 
lecture  room  for  next  year.  All  of  which  is  respect- 
ful Iv  submitted. 

"  (Signed)  X.  J.  BOYD,  Chairman. 
"E.  F.  BEST." 

On  motion  the  report  was  accepted  and  the  recom- 
mendations adopted. 

State  of  Finances 

The  finance  committee's  report  was  read  by  R.  U. 
Stone  as  follows  : 

The  committee  on  the  statement  of  our  treasurer  beg 
leave  to  report  the  usual  satisfactory  and  concise  man- 
ner of  the  presentation  of  same  and  to  express  our  ap- 
preciation of  his  services.  • 

While  our  balance  is  not  as  large  as  last  year,  we 
must  bear  in  mind  the  fact  that  as  well  as  individuals, 
we  as  an  association  have  endeavored  to  act  some  little 
part  in  the  events  which  are  now  stirring  the  entire 
world,  and  the  action  of  our  executive  in  making  a  sub- 
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stantial  donation  to  the  Red  Cross,  is  surely  deserving 
of  our  hearty  commendation. 

All  of  which  is  respectfully  submitted. 

(Signed)  R.  U.  STONE.  Chairman. 
WM.  EDWARDS. 
The  report  Avas  accepted  and  on  motion  carried. 

Secretary's  Report  Committee 

This  report  was  read  by  T.  H.  McKillop,  as  follows: 

We,  your  committee  on  secretary's  report,  desire  to 
compliment  Mr.  Matthews,  our  able  secretary,  for  the 
splendid  report  he  has  presented. 

On  behalf  of  this  association  we  desire  to  extend  to 
Mr.  Matthews  our  thanks  and  appreciation  for  the  at- 
tention, and  the  time,  given  to  the  work  of  this  office. 

We  appreciate  the  efforts  of  our  secretary,  in  his  en- 
deavors to  increase  the  membership  and  goodfellowship 
of  the  association,  and  we  would  suggest  that  every 
member  of  this  association  do  a  little  missionary  work, 
and  endeavor  to  bring  in  a  new  member — or  a  delin- 
quent— to  next  year's  convention. 

We  are  sorry  to  note  there  are  so  many  of  our  mem- 
bers in  arrears,  and  hope  that  the  secretary's  circular 
letter,  will  appeal  to  them  in  such  a  way,  that  they  will 
make  good  their  deficit,  and  be  present  with  us  at  our 
next  convention. 

We  move  that  the  report  be  adopted  and  a  hearty 
vote  of  thanks  be  extended  to  Mr.  Matthews. 

(Signed)  T.  H.  McKILLOP, 
J.  COMSTOCK, 

This  report  was  adopted.         JOS.  BEVERLEY. 

Installing-  New  Officers 

The  installation  of  officers  for  the  ensuing  year  was 
conducted  by  Retiring  President  Cobbledick  and  Past 
President  Edwards. 

Mr.  Nugent  when  escorted  to  the  presidential  chair, 
said:  "It  affords  me  much  pleasure  to  come  before  you 
in  my  new  capacity,  and  I  thank  you  for  the  confidence 
placed  in  me.  I  first  came  to  the  association  in  order 
to  get  all  the  good  out  of  it  I  could.  I  had  no  idea  of 
holding  office,  but  now  that  you  have  elected  me,  I 
thank  you  for  the  compliment,  and  will  do  my  best  to 
further  the  interests  of  the  association. 

"We  expect  results  next  year  in  regard  to  the  col- 
lection of  back  accounts.  We  want  all  members  to  do 
their  best  to  help  along  with  this  work." 

First  Vice-President  McArthur — "I  thank  you  for 
extending  your  generosity  in  electing  me  vice-presi- 
dent of  the  association.  I  consider  our  duties  very 
small  in  comparison  with  the  work  that  our  secretary 
has  to  do.  I  will  do  my  best  to  till  the  position  with 
which  you  have  entrusted  me." 

Mr.  Brandon's  remarks  were  short  and  straight.  "I 
hope  we  will  have  a  very  successful  year  and  I  will  do 
my  best  to  help  along  the  good  work,"  said  he. 

In  calling  on  Secretary  Matthews,  Mr.  Edwards 
stated:  "We  all  know  what  Secretary  Matthews  has 
been  doing  for  the  association.  We  hope  it  will  not  be 
necessary  at  any  time  within  the  immediate  future  for 
Mr.  Matthews  to  find  it  necessary  to  withdraw  from  the 
work  which  he  is  so  ably  carrying  on." 

Mr.  Matthews  replied  characteristically:  "I  can  talk 
best  when  I  am  in  fighting  trim,  and  not  after  someone 
has  been  saying  some  flattering  remarks.  '  The  secre- 
tary is  not  without  his  work  and  troubles.  We  have 
some  640  odd  names  on  the  register.  If  all  these  were 
in  good  standing,  what  a  fine  association  we  would 
have.  Unfortunately  nearly  50  per  cent,  of  them  are 
in  arrears.     We  have  got  to  be  persistent  and  keep 


hammering  away,  and  the  circular  letter  which  we  re- 
cently sent  out  brought  in  splendid  returns,  and  a  great 
many  sent  in  their  cheques  to  cover  their  accounts.  No 
one  will  dispute  the  fact  that  those  with  bad  debts  are 
not  an  asset  to  any  organization ;  they  are  like  dead 
wood.  Each  of  you  can  do  a  great  deal  with  those 
about  you,  who  may  not  have  paid  their  dues.  Let 
us  each  try  to  boost  up  our  association  membership  to 
1,000.  See  what  it  would  mean  to  us.  We  could  get 
many  things  that  we  cannot  get  to-day.  I  thank  you 
for  re-electing  me  this  year,  and  I  will  do  my  best  to 
carry  on  the  work  before  me." 

Mr.  Coltart,  the  re-elected  treasurer  thanked  the 
association  for  "the  confidence  reposed  in  me  in  re-elect- 
ing me  to  the  position  of  treasurer  and  I  assure  you  I 
will  do  my  best  to  see  that  all  moneys  are  judiciously 
spent." 

Visitors  from  Afar 

The  new  president  then  introduced  two  visiting  fun- 
eral directors — Robert  R.  Loudan,  F.L.C.B.,  Armagh, 
Ireland,  and  Geo.  J.  Altman,  Buffalo,  N.  Y. 

Mr.  Loudan,  who  is  a  fully  qualified  embalmer,  a 
graduate  of  London  College,  said  it  was  five  years  since 
he  had  the  pleasure  of  meeting  the  members  of  the  Can- 
adian Embalmers  Association.  Since  that  time  matters 
had  been  moving  in  the  old  country,  although  he  was 
yet  the  only  qualified  embalmer  in  all  Ireland.  They 
had  not  an  association  until  a  couple  of  years  ago. 

An  embalming  class  has  been  formed  of  14  students 
in  Belfast  under  the  supervision  of  a  London  professor, 
from  which  much  is  expected.  At  present  there  is  very 
little  embalming  done  in  Ireland,  but  Mr.  Loudan 
hoped  that  as  time  went  on  that  country  would  be  fur- 
ther advanced  in  this  regard.  In  the  old  country  the 
members  of  the  Association  are  seeing  the  importance 
of  raising  the  trade  to  a  profession,  and  efforts  are  be- 
ing made  to  amalgamate  the  English  and  Irish  associa- 
tions. 

Mr.  Loudan  said  he  had  been  directed  to  convey  to 
the  C.  E.  A.  the  fraternal  greetings  of  the  British  Na- 
tional Funeral  Directors'  Association,  and  he  read  the 
following  message  given  him  as  he  stepped  on  the  ship 
at  Liverpool : 

"Mr.  Charles  Porter,  Second  Vice-President  of  the 
British  National  Funeral  Directors'  Association  sends 
fratei-nal  greetings  to  my  Canadian  brothers  and  best 
wishes,  with  hopes  of  meeting  them  all  some  day  either 
in  Canada  or  in  Liverpool.  My  greetings  and  best 
advice  is  'Pi'ogress'  and  your  watchword  should  be 
'  Forward. ' 

"I  send  this  by  my  friend,  Mr.  Loudan  from  Ireland. 

"(Signed)  CHAS.  PORTER. 
"Liverpool,  July  6,  1916." 

Personally,  also,  Mr.  Loudan  conveyed  greetings  and 
best  wishes  from  the  Irish  Association,  and  hoped  at 
some  future  day  to  meet  the  Canadian  funeral  directors 
again. 

President  Nugent  expressed  his  own  and  the  associa- 
tion's thanks  for  the  courteous  greetings  Mr.  Loudan 
had  conveyed  from  the  British  and  Irish  associations, 
and  he  wanted  Mr.  Loudan  to  cai'ry  back  with  him  the 
greetings  of  the  C.  E.  A.  to  both  of  those  organizations. 
The  Canadian  association  reciprocated  their  every  good 
wish. 

Prof.  Dhonau 's  Concluding  Remarks 

Professor  Dhonau  next  took  up  his  concluding  re- 
marks ;  demonstrated  post  mortem  work  on  a  body,  and 
embalmed  and  prepared  the  body  for  burial. 

On  demi-surgery  the  professor  gave  some  hints  re- 
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gai'diiig'  fiiiisliiiig'  touches,  and  said  the  great  desidera- 
tum in  this  regard  was  patience.  Demi-surgeons  are 
born ;  not  made ;  emphasized  the  professor  in  bringing 
out  the  value  of  patience. 

Following  the  conclusion  of  the  professor's  remarks. 
Fred  Skiimer  said  the  association  owed  Professor 
Dhonau  a  vote  of  thanks  for  his  many  courtesies  to  the 
members  and  for  his  help  to  liic  jissdciation  during  the 
convention.  He  moved  this  vote  which  was  heartily 
concurred  in. 

Professor  Dhonau,  in  reply,  said  it  was  a  pleasure 
to  come  back  and  see  his  many  friends  in  Toronto  after 
an  absence  of  five  years.  He  was  glad  to  see  that  the 
association  had  advanced  in  that  time,  and  that  the 
individual  interests  of  the  members  were  lifted  to  a 
higher  plane.  These  conventions  and  annual  gather- 
ings did  good.  The  rubbing  of  shoulders,  the  exchang- 
ing of  views  and  the  little  social  amenities  always 
helped.  We  may  not  yet  be  considered  in  the  profes- 
sional class  with  our  work,  but  we  are  getting  nearer 
that  goal,  and  one  of  the  greatest  helps  to  that  end  is 
the  educational  campaign  conducted  at  these  yearly 
gatherings. 

Presentation  to  Officers 

At  this  stage  of  the  proceedings  Mr.  Edwards  said 
he  had  a  word  to  say  to  the  retiring  president,  and 
calling  Mr.  Cobbledick  he  said  the  members  of  the 
association  wanted  to  show  their  appreciation  of  their 
regard  for  the  work  done  by  him  during  the  year,  and 
in  tendering  him  a  golden  watch  fob  .he  hoped  it  would 
be  a  little  remembrance,  not  perhaps  of  intrinsic  value, 
of  Mr.  Cobbledick 's  association  with  his  fellows  in  the 
profession. 

Mr.  Cobbledick.  with  a  face  illuminated  with  smiles, 
said  he  could  not  adequately  express  his  thanks  to  the 
boys.  It  had  always  been  for  him  a  pleasure  to  work  for 
and  help  the  boys  of  the  association.  "I  will  do  so 
always,"  said  Mr.  Cobbledick.  "From  the  bottom  of  my 
heart  I  wish  yow.  God  speed.  The  help  that  Mr.  Ed- 
wards has  given  me  during  the  past  year,  T  promise  to 
give  my  successor  during  his  term  of  office." 

A  surprise  was  in  store  for  the  representative  of 
Canadian  Furniture  World  and  The  Undertaker,  when 
Mr.  Edwards  called  Mr.  O'Hagan,  who  had  acted  as 
convention  secretary,  to  accept  with  the  best  wishes  of 
the  association,  a  beautiful  cut  glass  water  set  for  help- 
ing out  dui'ing  tlie  i)ast  four  years,  and  particularly 
this  convention,  the  officers  in  their  duties.  "Every- 
body knows  Mr.  O'Hagan,  and  he  knows  everybody, 
which  greatly  helps  him  and  us  in  keeping  the  program 
running  right." 

Mr.  O'Hagan  said  he  was  taken  entirely  by  surprise. 
It  was  an  unexpected  gift,  but  a  welcome  one  neverthe- 
less, and  he  appreciated  both  the  gift  and  the  spirit  of 
the  association's  members  which  had  prompted  the 
testimonial.  He  had  been  attending  these  annual  con- 
ventions for  four  years  now,  and  already  had  come  to 
feel  himself  among  old  friends.  He  enjoyed  the  asso- 
ciation of  the  members,  even  though  his  appearance 
there  meant  that  he  was  present  in  the  capacity  as  re- 
porter for  his  paper. 

Speaking  for  that  paper,  Canadian  Furniture  World 
and  The  Undertaker,  he  hoped  it  had  done  its  part  to 
help  make  these  annual  conventions  successful.  It 
was  always  at  the  service  of  the  officers  and  members, 
and  if  it  could  be  used  to  raise  the  membership  to  the 
thousand  mark,  as  Mr.  Matthews  hoped  was  possible, 
he  would  lend  to  the  utmost  his  personal  endeavors  to 
bring  about  this  happy  result. 

Mr.  O'Hagan  also  put  in  a  plea  of  good  will  for  Mr. 


Uren  wlio  had  helped  report  the  convention.  The  com- 
ing together  of  members  at  these  annual  conventions 
did  a  world  of  good.  It  encouraged  the  officers,  it 
brought  about  a  good  sociable  feeling  among  the  mem- 
bers, it  was  a  splendid  place  for  exchanging  views  and 
opinions  on  their  work,  and  it  was  an  educational  meet- 
ing place  for  the  bettering  of  their  work,  which  it  was 
hoped  would  soon  be  placed  on  a  [)rofessiona]  basis.  For 
this  consummation  it  was  expected  all  would  work.  He 
again  thanked  the  association  for  their  splendid  gift. 

A  few  words  by  Mr.  Coltart  on  uncompleted  business 
brought  the  1916  convention  to  a  close,  all  singing 
God  Save  the  King. 


THANKS  FOR  MANUFACTURERS 

At  a  meeting  of  the  executive  of  the  C.  E.  A.  on  the 
evening  after  the  close  of  the  convention,  a  resolution 
was  passed  thanking  the  casket  manufacturers  and 
supply  houses  for  their  assistance  in  making  the  ar- 
rangements for  the  convention  and  ban(|uet  work  out 
so  smoothly. 


Echoes  of  the  Convention 

J.  G.  Henry's  reply  to  Mr.  Eckardt's  remark  about 
the  beds  being  hard  in  New  York  was  a  funny  one.  Mr. 
Eckardt  had  said  he  would  rather  .sleep  in  one  of  the 
small  coTintry  towns,  where  the  beds  were  soft,  than  in 
the  finest  hotel  in  New  York.  Mr.  Henry  thought  Mr. 
Eckardt  when  he  reached  New  York  did  not  get  to  bed 
at  all — as  he  knew  happened  to  a  number  of  the  On- 
tario embalmers  when  they  came  to  Toronto.  He  had 
heard  that  one  of  these  latter  when  he  got  home  from 
last  year's  convention  entering  his  bedroom  kicked  the 
bed  and  asked  "what  this  darned  old  thing  was  for." 

During  one  of  the  demonstrations  the  question  of 
erystalized  arteries  came  up,  Mr.  Coltart  mentioning  a 
case.  The  deceased  had  been  a  hard  drinker,  but  Mr. 
Coltai-t  could  not  account  for  the  large  crystal  taken 
fi'om  the  arteries.  No  person  else  could,  either.  ^Mr. 
Edwards  suggested  that  it  "might  have  been  due  to 
the  number  of  glasses  taken  by  deceased." 

A.  J.  H.  Eckardt  told  a  story  at  the  convention  about 
driving  out  from  Listowel  to  see  a  customer  one  cold 
winter's  night.  He  drove  the  horse  out.  bvit  had  to 
lead  the  horse  back,  with  his  companion  pulling  the 
sleigh. 

Chas.  Crossland,  Winnipeg,  manager  for  Dominion 
Manufacturers,  Ltd.,  in  Manitoba,  Saskatchewan  and 
Alberta,  was  a  visitor  to  Toronto  during  convention 
week.  He  has  been  connected  with  the  National 
Casket  Co.,  for  about  twelve  years,  and  has  been  in 
charge  of  the  Winnipeg  office  since  October,  1913,  when 
Secretary  Andrews  installed  him  as  manager.  He  is 
reckoned  as  one  of  the  company's  strongest  men;  and 
has  the  happy  faculty  of  not  only  making  friends,  but 
of  keeping  them. 

Mr.  Eckardt  sent  an  invitation  to  visit  the  Forest 
Lawn  Mausoleum  on  Yonge  Street,  to  those  of  the 
delegates  who  could  find  it  convenient  to  go. 

Harry  Ellis  during  convention  week  stopped  a  run- 
away team  and  so  prevented  an  accident  in  front  of  his 
College  street  parlors. 

Among  the  souvenirs  seen  at  the  convention  was  a 
copy  of  the  constitution,  by-laws,  rules  of  order,  etc.. 
of  the  Undertakers  Association  of  Ontario,  as  well  as 
the  proceedings  of  the  second  annual  convention,  held 
at  Toronto  on  September  16,  1885.  Chas.  Bolton  was 
the  })roud  possessor. 
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Composition  of  the  Blood 

By  Prof.  CiiAS.  O.  Dhonau 

Address  delivered  at  recent  convention  of  Canadian  Embalmers' 
Association  at  Toronto 


Mr.  President  and  Members  of  the  Catiadian  Embabners'' 
Association  : 

IT  is  with  the  greatest  of  pleasure  that  I  accepted  the 
opportunity  offered  me  to  be  with  you  this  year.  I 
well  remembered  my  last  visit  to  Toronto  and  es- 
pecially the  very  cordial  reception  I  received  from  the 
members,  arid  their  kind  attention  during  the  hours  set 
aside  for  my  work.  I  am  a  great  admirer  of  the  beau- 
tiful city  of  Toronto,  and  of  its  people  with  whom,  on 
my  last  visit,  I  thoroughly  enjoyed  the  diversions  got- 
ten up  for  my  benefit.  It  has  been  my  good  fortune 
to  have  been  placed  in  such  a  position  where  the  educa- 
tion of  the  embalmer  and  research  work  looking  toward 
placing  the  sciences  of  our  work  on  a  better  ajid  more 
thorough  basis  has  been  made  possible  and  where  I 
spend  all  of  my  time  in  the  work.  It  has  also  been  my 
goad  fortune  to  have  access  to,  as  a  result  of  my  posi- 
tion as  Chief  of  the  Division  of  Pathological  Anatomy 
of  the  Pathologic  Institute  of  the  Cincinnati  General 
Hospital,  moi'e  than  800  individual  eases  i,er  year.  T 
have  been  able  to  spend  from  3  1o  5  houi's  |)er  day  in 
I'esearch  ^\ork  in  matters  pei'taining  to  enibalming. 
along  with  my  othei'  work,  and  it  is  this  post-graduate 
work  that  is  of  most  interest  to  you  as  practising  em- 
balmers without  facilities  foi'  reseai'ch.  In  giving  yon 
this  work  it  will  be  my  aim  to  avoid  a  charge  that  1  am 
speaking  over  .your  heads  and  I  shall  do  my  best  to  so 
direct  my  explanations  that  each  of  you  will  be  able  to 
keep  up  with  them.  This  may  be  a  difficult  task  and  1 
would  ask  that  as  we  go  along  and  before  we  change  to 
a  new  thought  or  subject  that  any  obscure  or  illy  un- 
derstood point  be  raised  so  that  it  may  be  settled  in  a 
satisfactory  manner  before  we  proceed  onward. 

I  have  just  realized,  in  looking  over  the  program  set 
for  my  work  this  morning,  that  Secretary  Matthews 
had  put  me  down  for  a  lecture  on  "The  composition  of" 
the  blood  and  lymph"  and  "The  structure  of  the  skin." 
This  is  much  too  large  a  contract  for  one  lecture  and 
with  the  i^ermission  of  the  president,  I  am  going  to 
confine  myself  to  only  one  section  of  it,  "The  composi- 
tion of  the  blood." 

Before  going  on  with  the  principal  subject  for  dis- 
cussion, I  wish  to  say  that  it  may  not  be  possible  for 
each  one  present  to  learn  and  remember  all  that  is 
taught  during  this  convention.  In  my  opinion,  how- 
ever, just  one  point  of  importance  learned  during  this 
meeting  will  pay  you  for  coming  here.  I  intend  to 
bring  up  many  minor  points,  any  of  which  when  put 
into  practice  at  the  right  time  will  save  your  case.  It 
is  the  fact  that  many  things  are  discussed  which  makes 
the  Association  meeting  the  one  place  where  you,  who 
have  no  way  to  discover  things  for  yourself,  can  add  to 
your  stock  of  knowledge. 

What  is  the  Blood? 

Blood  is  classed,  as  one  of  the  body  tissues.  It  is 
composed  of  liquid  matter  in  which  there  is  suspen4ed 
semi  solid  matter.  According  to  Carl  Schmidt,  orffe 
thoiisand  parts  of  blood  of  a  man  25  years  of  age  con- 
tained 518.02  parts  of  corpuscles  or  semi-solids  and 


486.02  parts  of  liquid  substance  or  plasma.  These 
figures  are  by  weight  and  are  in  grammes.  Figures  on 
the  weight  of  various  parts  of  blood  cannot  be  relied 
upon  excepting  as  a  means  of  comparing  the  approxi- 
mate weights,  since  the  composition  of  blood  varies  in 
the  proportion  of  each  of  its  constituents  in  each  case, 
the  cause  of  varied  results  being  the  difference  in  the 
persons  themselves  from  whom  the  blood  was  taken  for 
the  test.  Blood  is  the  cause  of  much  trouble  to  the 
embalmer.  It  occupies  either  all  or  a  portion  of  the 
blood  vessels  which  he  is  to  use  in  distributing  his  pre- 
servative fluids  to  all  parts  of  the  body.  It  would  be 
well  to  have  a  method  by  which  all  of  the  blood  could 
be  removed  from  the  body,  but  in  the  absence  of  such 
a  method  it  is  necessary  for  the  embalmer  to  understand 
some  of  the  characteristics  of  blood,  especially  its 
ability  to  flow  under  various  conditions.  The  ability 
of  blood  to  flow  varies  with  the  nature  of  the  blood  and 
with  the  conditions  in  the  body.  The  distribution  of 
the  fluid  depends  upon  the  ability  of  the  blood  to  flow, 
so  then,  anyone  can  see  that  we  shoiild  know  more 
about  the  blood  itself. 

Arterial  blood  flows  more  freely  than  venous  blood. 
This  is  due  to  what  is  known  as  the  viscosity  degree 


Prof.  Chas.  O.  Dhonau 


bi'ing  lower  in  arterial  blood  than  in  venous  blood.  To 
understand  Avliat  is  meant  by  the  term  viscosity  we 
must  understand  that  it  is  the  "ability  of  the  various 
constituents  of  the  blood  to  adhere  to  each  other."  For 
instance — a  gas  has  no  viscosity  degree ;  its  molecules 
do  not  adhere  to  each  other — consequently  a  gas  will 
diffuse  or  spread  rapidly  through  the  air;  the  molecules 
of  alcohol  adhere  to  each  other,  differing  in  that  way 
from  the  molecules  of  a  gas,  hence  it  diffuses  less  rap- 
idly than  gas  and  flows  with  greater  difficulty;  the 
molecules  of  water  adhere  to  each  other  to  a  greater 
degree  than  do  the  molecules  of  alcohol,  hence  water 
flows  less  freely  than  alcohol;  the  molecules  of  liquid 
glue  adhere  to  each  other  to  a  greater  degree  than  do 
the  molecules  of  water ;  hence  glue  flows  less  freely 
than  does  water.  The  viscosity  degree  of  glue  may 
thus  be  reduced  by  adding  water  to  it,  or,  the  viscosity 
of  blood  may  be  reduced  by  adding  water  to  it  in  life. 
Thus,  we  find  that  there  is  more  water  in  arterial  blood 
than  there  is  in  venous  blood  and  arterial  blood  flows 
more  freely  than  does  venous  blood.      We  can  esti- 
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mate  that  ordinary  venous  blood  contains  about  80  per 
cent,  of  water  while  arterial  blood  contains  about  86 
per  cent.  The  difference  of  6  per  cent,  causing  to  a 
great  extent  the  difference  in  the  ability  of  arterial 
blood  to  flow  more  freely  than  venous  blood.  The 
amount  of  carbon-dioxide  in  the  blood  also  caii.scs  a 
variation  of  the  viscosity  degree  of  the  blood.  The 
amount  of  this  gas  in  venous  blood  averages  about  4") 
per  cent.,  while  in  arterial  blood  the  amount  is  about 
25  per  cent.  The  presence  of  an  excess  of  carbon- 
dioxide  in  the  blood  moans  that  the  blood  corpuscles 
absorb  water  from  the  litjuid  portion  of  the  blood  and 
bring  about  in  that  way  a  condition  in  which  the  cor- 
puscles swell  in  size  and  the  available  water  in  which 
to  flow  is  reduced,  thus  increasing  the  projjor'tion  of 
solid  matter  and  decreasing  the  proportion  of  li(|iiid 
matter,  or  by  removing  water  from  the  liquid  blood 
and  adding  to  the  si/e  of  the  corpuscles  the  viscosity 
degree  is  made  higher  without  changing  the  total 
amount  of  water  in  the  total  amount  of  blood. 

Venous  blood  is  also  heavily  loaded  with  waste  mat- 
ter from  the  body.  This  also  increases  its  viscosity 
degree  and  I'educes  its  ability  to  flow  through  the  blood 
vessels. 

Viscosity  Degree  Always  Changing 

It  might  be  well  to  state  here  that  the  viscosity  de- 
gree of  the  blood  is  never  constant.  If  the  ability  of 
blood  to  flow  depends  to  a  greater  or  lesser  degree  on 
the  amount  of  water  contained  in  it,  the  factor  of 
evaporation  enters  into  this  discussion.  It  has  been 
estimated  that  32  ounces  of  water  is  taken  from  the 
body  by  evaporation  in  24  hours.  It  appears  from  this 
that  as  most  of  the  water  deposited  throughout  the 
body  comes  directly  from  the  blood,  there  would  be  a 
constantly  decreasing  percentage  of  water  in  any  body 
not  receiving  li(|uids.  Thus  a  dead  human  body,  one 
lying  on  an  embalming  couch,  is  having  its  water  or 
moisture  content  reduced  by  32  ounces  each  24  hours. 
This  is  equal  to  2  lbs.  by  weight  in  each  24  hours  which 
when  taken  by  evaporation  from  the  body  is  taken  from 
the  weight  of  the  body.  To  add  to  what  we  have  al- 
ready mentioned,  it  would  only  be  necessary  to  men- 
tion that  there  is  no  arterial  blood  in  a  dead  body,  and 
that  all  the  blood  in  the  dead  body  is  venous  blood  and 
when  it  is  understood  that  venous  blood  at  best  flows 
with  difficulty  it  will  become  easier  to  understand  that 
the  blood  itself  constitutes  a  circulation  menace  which 
to  reach  at  once  or  as  soon  as  possible  aftei'  death  and 
to  remove  rapidly  is  the  logical  conclusion. 

The  temperature  of  the  Ixxly  also  has  some  in- 
fluence on  the  ability  of  the  blood  to  flow.  All  sub- 
stances that  have  a  viscosity  degree,  i.e.,  water,  glue, 
glycerine,  molasses,  flow  more  readily  and  freely  when 
warm  than  when  cool.  Thus  we  may  see  that  while 
it  is  generally  understood  that  blood  clots  more  rapidly 
in  warm  bodies,  a  condition  where  clotting  is  not  con- 
sidered, i.e.,  in  a  reasonable  time  after  death,  and 
where  it  is  only  the  viscosity  of  the  blood  that  we  are 
interested  in,  it  is  a  matter  of  fact  that  cool  blood 
flows  with  greater  difficulty  than  does  normal  or  warm 
blood.  This  may  be  taken  as  an  argument  in  favor  of 
operating  on  a  body  as  soon  as  possible  after  death. 

When  blood  has  advanced  from  a  state  of  high  vis- 
cosity and  has  become  clotted  it  has  become  changed 
in  such  a  way  that  instead  of  presenting  a  rather  solid 
dark  red  appearance  with  the  color  evenly  disti'ihuted 
throughout  the  substance  it  has  become  a  two-colored 
substance  in  which  we  find  a  dark  red  solid  clot  and  a 
straw  colored  clear  liquid  sulostance.     I  am  speaking 


now  of  the  usual  clot  found  in  the  blood  vessels  of  a 
dead  body.  There  are  other  clots  which  have  not 
the  same  color  as  the  one  I  mentioned,  one  of  which  is 
formed  before  death  in  the  centre  of  the  circulation  in 
a  case  of  lobar  pneunu)nia,  and  then  there  is  another 
so-called  fibrinous  clot  formation  which  is  invariably 
found  in  the  right  side  of  the  heart  after  death.  In 
both  of  these  latter  clots  the  color  that  predominates 
is  the  same  as  that  of  chicken  fat. 

Clotting  of  the  Blood 

111  speaking  of  the  pi'ocess  by  which  blood  is  clotted 
it  will  be  necessary  for  me  to  state  here  that  there  are 
six  diff'erent  theories  that  account  for  the  process. 
These  theories  diff'er  down  to  the  point  where  thrombin 
and  fibi-inogen  combine  to  form  fibrin  and  from  there 
are  alil;e.  To  explain  this  in  a  more  sinij^le  manner, 
we  find  that  it  is  best  to  consider  blood  to  be  composed 
of  licpiid  and  solid  matter,  the  liquid  being  called  the 
plasma  of  the  blood  and  the  solids  the  corpuscles.  When 
thrombin  and  fibrinogen  combine  to  form  fibrin,  the 
fibrin  sun-ounds  a  large  portion  of  blood  and  begins  to 
s((ueeze  the  water  from  the  corpuscles  and  from  around 
them.  When  the  i)rocess  is  complete,  the  corpuscles 
are  liound  together  in  a  more  or  less  solid  formation 
and  are  then  said  to  form  the  clot;  the  straw  colored 
li(|uid  that  remains  is  the  original  blood  plasma  from 
which  has  been  taken  the  thrombin,  fibrinogen  and  fib- 
rin and  with  that  we  also  find  the  original  liquid  con- 
tents of  the  corpuscles  themselves.  In  other  words,  the 
li(|uids  encased  in  the  corpuscles  cell  walls  have  been 
s(|iieezed  out  and  liave  joined  the  blood  plasma,  leav- 
ing fibrin  and  blood  corpuscles  as  the  solid  clot.  For 
a  common  example  of  this  change  we  will  take  an  ord- 
inary cut  into  the  skin  from  which  issues  red  blood; 
sub.se((uently  we  see  a  straw  colored  liquid,  which 
hardens  and  which  gradually  contracts  in  size  and  fin- 
ally we  brush  the  hard  substance  from  the  surface  and 
find  that  the  clot  forrnation  has  extended  into  the  point 
of  injury,  thoroughly  closing  off  the  escape  of  blood. 

It  has  been  discovered  that  a  glass  vessel  lined  with 
an  oil  or  grease  will  hold  blood  without  allowing  the 
clot  formation  for  a  long  time.  The  blood  will  begin 
to  clot  almost  immediately  in  this  same  glass  vessel  if 
the  grease  is  not  used  on  the  sides  and  bottom.  I  find 
that  cold  cream  applied  to  the  bauds  before  an  opera- 
tion prevents  the  adhesion  of  the  blood  to  the  skin  and 
that  by  this  expedient  rubber  gloves  are  nnnecessarv 
excepting  where  infection  is  feared. 

In  a  former  statement  this  morning  it  was  noted  that 
water  added  to  the  blood  would  reduce  its  viscosity  de- 
gree. This  should  not  be  misunderstood.  Water 
alone  acts  as  a  foreign  substance  to  the  blood  and  may 
cause  rapid  coagulation.  In  treating  cases  which  have 
lost  much  blood  through  accidental  cause,  surgeons  use 
what  is  known  as  a  physiological  salt  solution  which 
has  the  same  relative  specific  gravity  as  the  blood  and 
is  taken  up  by  the  blood  without  danger  of  coagula- 
tion. To  reduce  the  viscosity  of  the  blood  and  to  in- 
crease its  power  of  free  flow  through  the  blood  vessels 
it  would  be  possible  to  use  this  physiological  salt  solu- 
tion or  to  use  one  of  the  commercial  capillary  washes 
i-ecommended  for  the  purpose  by  the  compounders  of 
embalming  preparations,  all  of  Avhich  to  be  successful 
must  be  able  to  mix  with  the  blood  without  disturbing 
it  sufficiently  to  induce  the  process  of  clotting.  (Pro- 
fessor here  gave  an  experiment  with  chemicals  to  show 
the  process  of  blood  coagulation). 

(  Con  tin  ued  on  page  58 ) 
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Dominion  Manufacturers 

LIMITED 


The  Aftermath 

"Will  Ye  No  Come  Back  Again?" 

^  Yes,  it's  an  old,  old  one.  Nevertheless  we  know  of 
none  which  better  expresses  our  sentiments. 

^  The  pleasure  we  experience  during  the  convention  is 
something  to  which  we  annually  look  forward,  and  some- 
thing that  leaves  pleasant  remembrances. 

^  This  year  we  thoroughly  enjoyed  the  privilege  of  meeting 
many  of  our  old  friends  and  not  a  few  new  ones.  Our 
only  regret  is  that  there  were  not  more  of  them. 

Needless  to  say,  the  convention  was  a  success,  and  that 
the  delegates  benefited  to  a  degree  that  will  assist  them  in 
doing  bigger  and  better  things  during  the  ensuing  year, 
is  an  undisputed  fact. 

And  now,  we  desire  to  express  our  appreciation  to  our 
many  visitors,  and  repeat — 

"  Will  Ye  No  Come  Back  Again  ?  " 


Head  Office: 

CORNER  NIAGARA  AND  TECUMSETH  STREETS 

TORONTO  CANADA 
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A.  B.  GREER  &  SON 

LONDON,  ONTARIO 

Manufacturers  of  Hearses,  Ambulances,  Casket  Wagons 
and  Motor  Funeral  Equipment. 


Our  exhibit  at  the  Canadian  Embalmers'  Association  Convention  at 
Toronto  gave  the  profession  some  idea  of  the  class  of  bodies  we  are 
building.  We  regret  that  it  was  impossible  to  show  a  larger  variety  of 
styles.  We  build  a  number  of  equally  attractive  designed  motor  bodies 
for  Funeral  and  Ambulance  work,  and  would  be  pleased  to  send  cuts  and 
prices  on  request. 

Our  Ford  combination  is  the  only  thing  of  its  kind  manufactured 
in  Canada, 

We  also  build  and  stock  a  great  variety  of  Horse-driven  Hearses,  Ambu- 
lances, Casket  Wagons,  Pall-bearers'  Coaches,  etc. 

Your  enquiries  will  have  our  prompt  and  courteous  attention. 


A.  B.  GREER  &  SON 

LONDON,  ONTARIO 
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Afternoon  Frolic  and  Banquet 


No  more  business  for  to-day, 
Play  is  the  order  across  the  bay. 

— F.  W.  Matthews. 

WEDNESDAY  afternoon  was  the  day  everybody 
was  looking  forward  to.     It  had  been  kept  in 
mind  by  all  who  attended  last  year's  success- 
ful outing.      But  the  1916  function  outdistanced  and 
outclassed  its  predecessor. 

Taking  the  secretary's  advice  the  biilk  of  the  party 
were  at  the  Bay  Street  dock  at  1.30,  and  by  two  o'clock 
all  were  ready  on  the  Island  Park  grounds  for  the  af- 


F.  W.  Coles,  London. 
One  of  the  old  guard. 


ternoon  games.  The  much-talked  of  baseball  game 
was  the  first  event  pulled  off.  It  had  been  expected 
that  James  Evel,  and  P.  Coles,  would  be  on  deck 
to  hold  down  the  first  sacks  for  their  respective  teams, 
but  Mr.  Evel  went  fishing  (see  illustration)  and  Mr. 
Coles  got  mixed  up  in  an  argument  as  to  whether  The 
Globe  Casket  Co,  or  The  Globe  newspaper  had  done 
most  for  the  country ;  so  they  were  left  alone. 

A  match  was  arranged  eventually  between  the  mem- 
bers of  the  C.  E.  A.  and  the  representatives  of  the 
manufacturers  and  supply  houses,  in  which  the  em- 
balmers  laid  out  the  travellers  by  a  score  of  14  to  11. 
The  victors'  team  was  made  up  of  A.  W.  Barlett,  L.  R. 
Barlett,  Professor  Dhonau,  Wm.  Edwards,  R.  McMane, 
N.  J.  Boyd,  J.  Donaldson,  H.  Theaker  and  N.  C.  Rundle. 
The  losing  Travellers  team  was  made  up  of  Norman 
Craig,  "Doc"  Ferguson,  F.  McLaren,  F.  Elliott,  T. 
Holmes,  G,  Britten,  Bob  Flint,  Jack  McLaughlin,  and 
D.  Raymond. 

Nearly  all  the  members  of  the  teams  took  a  hand  at 
pitching,  but  the  star  player  was  Donaldson.  "Bob" 
Flint,  too,  deserves  some  credit.  He  was  seen  to  chase 
a  player  for  the  first  time  in  his  life. 

Among  many  other  features  of  interest  in  this  game 
were  a  home  run  by  Doc.  Ferguson ;  a  one-handed  catch 
by  Newton  Boyd,  and  some  phenomenal  coaching 
stunts  by  Jack  McLaughlin.  Norman  Craig  kept  his 
team  on  their  toes  all  the  time.  "Doc's"  red  and 
white  striped  shirt  was  much  in  evidence. 

A  series  of  races  followed  the  ball  game.     The  first 


was  a  hundred  yard  race  for  members  under  25,  and 
the  prizes  were  a  silk  hat  given  by  H.  R.  Wansborough, 
representing  the  Dominion  Casket  Co.;  case  of  "Cani- 
cula"  embalming  fluid;  box  of  cigars.  The  winners 
were  L.  R.  Barlett,  Weston;  C.  A.  Butler,  St.  Cathar- 
ines; F.  Gough,  Glencoe. 

Second  race,  75  yards,  members  between  25  and  35. 
Prizes:  silk  hat,  silk  door  drape.  Central  Casket  Co.; 
umbrella.  Winners,  R.  McMane,  Milverton :  A.  Mitchell 
and  E.  Cousins,  Wallaceburg. 

Third  race  for  fat  men,  members  200  pounds  and 
over.  Prizes,  three  cut  glass  bowls  donated  by  D.  M. 
Andrews,  H.  L.  Godin  and  Dominion  Manufacturers, 
Ltd.  Winners,  Norman  Craig,  Toronto;  G.  A.  Phelan, 
Arthur ;  D.  A.  Austin,  Simcoe. 

Fourth  race,  50  yards  dash  for  ladies  over  20  years 
of  age.  Prizes,  ladies  umbrella  and  two  boxes  of 
chocolates.  Winners,  Mrs.  Bolton,  Miss  Kenny  and 
Mrs.  Cobblediek. 

An  extra  special  race  was  put  on  for  the  benefit  of 
those  who  had  not  won  a  prize.  J.  Dent,  of  Rockland, 
was  first  and  so  carried  otf  a  handsome  umbrella. 

A  race  open  to  travellers  and  trade  paper  represen- 
tatives was  won  by  J.  A.  Raymond.  I3is  prize  was  a 
box  of  cigars. 

Some  Speeches  and  a  Little  Recitation 

Following  the  games  a  few  impromptu  speeches  were 
made.  F.  Coles,  sr.,  told  some  of  his  early  expei-iences 
in  connection  with  the  casket  business ;  W.  K.  Murphy 
spoke  of  the  Island's  history;  A.  R.  Coltart  recited  a 
pleasing  little  Scotch  poem  breathing  of  country  life 
and  early  love;  and  W.  H.  Henderson,  (the  "Deacon") 
familiarly  known  to  everybody  in  any  way  connected 


James  Evel,  Hamilton. 
Another  veteran 


with  the  profession  from  the  head  of  the  lakes  to  Cape 
Breton,  gave  one  of  the  finest  little  speeches  of  the 
day.  He  told  of  the  days  when  "pounding  the 
gravel"  was  not  the  easy  work  it  is  to-day,  and  he  in- 
terspersed his  talk  with  just  the  right  admixture  of  wit  • 
and  wisdom  to  carry  home  his  points. 


W.  K.  Murphy  showed  a  full  range  of  his  "Cani- 
cula"  fluid  and  chemicals  at  the  Canicula  Chemical 
Go's  laboratory  on  Bathurst  Street.  This  line  of 
goods  is  rapidly  forging  to  the  front,  and  Mr.  Murphy 
says  sales  are  increasing  rapidly  from  month  to  month. 
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THE  BANQUET 

Adjourning  from  the  park  to  the  supper  room  of 
Hotel  Manitou,  it  did  not  take  long  to  seat  a  hungry 
crowd  and  do  ample  justice  to  a  splendid  menu.  Pat- 
riotic and  topical  songs  sung  with  a  will  left  not  a  dull 
moment  during  the  serving  of  the  various  courses.  From 
soup  to  nuts  it  was  one  glorious  riot  of  music  and  good 
eats. 

When  the  toast  list  was  reached,  which  it  was  even- 
tually to  tlie  great  dread  of  most  of  the  speakers,  Presi- 
dent Cobbledick  called  on  Bob  Flint  to  propose  "The 
King."  Bob  was  very  brief,  but  he  said  how  patriotic 
we  all  were,  whether  some  had  enlisted  or  were  helping 
with  their  contributions  the  cause  of  justice.  Musical 
honors  were  given  the  toast  by  all  standing,  and  Mr. 
Evel,  who  responded,  struck  up  a  strong  patriotic  note. 

He  went  on  to  say  that  he  had  noticed  that  Mr.  Coles 
and  Mr.  Coltart  had  been  talking  about  the  old  days, 
the  early  times,  and  he  supposed  the  reason  Secretary 
Matthews  had  asked  him  to  speak  was  that  he  might 
say  something  of  his  early  days.  Mr.  Coles  had  said 
he  was  selling  caskets  for  40  years.  "I  have  been  mak- 
ing caskets,"  said  Mr.  Evel,  "since  I  was  14.  I  am 
now  67,  am  still  making  caskets,  and  not  thinking  of 
letting  up." 

"Sister  Associations"  was  proposed  by  Dr.  Fergu- 
son, who  on  rising  was  greeted  with  strains  of  "Yankee 
Doodle."  "Doc"  did  not  know  why  the  toast  was 
called  "sister"  associations,  he  considered  the  C.  E.  A. 
the  "mother"  association  and  the  other  Canadian 
bodies  "daughter"  associations.  He  told  a  couple  of 
stories  about  embalming  fluids,  not  his  own  of  course, 
one  of  which  had  been  used  by  a  French  undertaker  to 
keep  the  smell  out  of  the  stable. 

He  was  glad  to  note  the  advance  of  the  calling  from 
"coffin  trade"  to  "undertaker's  profession."  Now 
nearly  all  classes  of  educated  men  were  to  be  found 
within  its  ranks.  In  conclusion  the  doctor  recited 
efPectively  to  a  musical  accompaniment  a  typical  poem 
"Life's  a  very  funny  proposition  after  all."  This 
brought  down  the  house. 

In  the  absence  of  J.  B.  Mclntyre,  who  was  to  have 
responded,  the  chairman  called  on  Philip  Fitzpatrick, 


of  St.  John,  N.  B.,  to  say  sonifthiiig  on  hclialf  of  the 
associations  down  by  the  sea.  "Dr.  Fei'guson  told  me 
I  should  take  in  the  Toronto  Exhibition  and  the  Em- 
balmers'  convention,"  said  Mr.  Fitzpatrick,  so  acting 
on  that  advice  he  was  now  taking  his  first  holiday  in 
fifteen  years.  He  had  brought  his  wife  along  for  bet- 
ter security.  He  was  the  guest  of  Mr.  Cole.s.  who  was 
showing  him  the  sights,  and  he  hoped  some  day  to  re- 
turn the  favors  he  had  received  from  tiit  rids  at  this 
end. 

Mr.  Fitzpatrick  spoke  of  the  great  port  of  St.  John. 
"What  Montreal  does  all  summer,  we  do  all  winter," 
said  he,  "and  in  fact  we  can  do  the  whole  year  round. 
St.  John  is  the  winter  port  of  Canada." 

Speaking  of  association  matters  in  tlu'  East,  IVIr.  Fitz- 
patrick was  sorry  to  say  that  there  had  l)een  a  split  in 


Philip  Fitzpatrick,  St.  John,  N.  B., 
who  .spoke  for  the  Maritime  funeral  directors. 


the  Maritime  Association,  but  he  hoped  to  see  this 
breach  healed  soon  and  a  getting  together  of  under- 
takers in  the  Atlantic  provinces  in  one  organization 
again.  His  firm  was  the  first  in  New  Brunswick  to 
study  embalming,  and  they  had  been  instrumental  in 
bringing  to  the  Maritime  embalmers  such  lecturers  as 
Prof.  Clark  of  Cincinnati,  as  also  Prof.  Renouard,  Mr. 
Simmons  and  Mr.  Dodge. 

Prof.  Dhonau  also  spoke  to  this  toast.  He  said 
much  could  be  accomplished  through  association,  and 
to  illustrate  his  point  instanced  that  association  with 
her  colonies  and  the  rest  of  the  w^orld  had  put  Britain 
where  she  is  to-day.  Association  had  put  civilization 
where  it  is  to-day.  The  professor  believed  he  had  met 
with  every  association  in  Canada,  with  the  exception  of 
Manitoba,  and  he  agreed  with  Dr.  Ferguson  that  this, 
the  C.  E.  A.,  was  the  mother  of  them  all.  In  the  West, 
without  any  disparagement,  he  would  say  that  the 
associations  out  there  were  dependent  almost  entirely 
upon  a  few  prominent  undertakers  in  the  several 
provinces.  These  men  spend  a  lot  of  time  and  en- 
deavor in  trying  to  bring  about  a  higher  standard  in 
their  calling.  Alberta  had  an  association  of  37,  but 
Saskatchewan  had  taken  away  one  half  of  these  when 
it  formed  its  ow^n  association.  British  Columbia  had 
a  paid-up  organization  of  44  or  45,  most  of  whom  re- 
sided in  Vancouver,  Victoria  or  other  large  towns.  All 
the  work  of  these  organizations  devolved  upon  a  few 
men,  like  TI.  G.  Stone,  at  Red  Deer,  Alta. :  :\Ir.  Shaver, 


MENU 


SOUP 

Consomme  a  la  Godin 

FISH 
Baked    White  Fish 

Simp-Son  Style 


Celery 


RELISHES 
Sliced  Tomatoes 


Olives 


ENTREE 


Gananoque  Chicken 

Ed-Wards  Style 

MEATS 
Prime   Ribs   of  Beef 
C  ole  Gravy 

POTATOES 
Nu-Geut  Potatoes 

Corn  on  the  Cob-el  Dick 

DESSERTS 
Green  Apple  Pie 
Ice  Cream  Cole-Tart 
Assorted  Cake.  Fruit 

Tea  Coffee  Milk 

Miisgrave's  Orchestra 


TOASTS 


THE  KING 
Proposed  by  R.  G.  Flint 
Responded  to  by  .J.  .1.  Evel 

*'  IVe  crave  the  right  to  dtink 
your  health. 


SISTER  ASSOCIATIONS 
Proposed  by  Dr.  Ferguson 
Responded    to    by    J.  B. 
Mclntyre 

Salutations  and  greetings 
to  you  all. " 


THE  LADIES 
Proposed  by  W.  K.  Murphy 
Responded  to  by  D.  M. 
Andrews 

Our  arms,  your  defence, 
Your  arms,  our  recompeme.  " 

in  Attendance. 
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Calgary ;  Mr.  Gardiner,  Winnipeg,  and  one  or  two  men 
at  Vancouver. 

All  this  means  sacrifice.  "I  do  not  know  of  any  man 
who  acts  as  an  officer  in  any  association  who  benefits 
personally  by  his  office,"  said  Prof.  Dhonau;  "rather 
these  men  must  sacrifice  much  time  and  not  a  little 
money  to  doing  this  work  for  the  good  of  many." 

He  hoped  those  present  would  go  back  home  from 
the  convention  better  than  when  they  came,  if  not  pro- 
fessionally then  with  a  better  knowledge  of  their  fel- 
low workers.  The  officers  of  the  C.  E.  A.  deserved  a 
lot  of  credit  for  the  nice  afl'air  of  the  afternoon.  "Let 
each  of  us  go  back  to  our  home  town  as  a  committee  of 
one  resolved  to  bring  our  neighbor  to  next  year's  con- 
vention," said  the  professor. 

He  remembered  his  last  visit  to  Toronto  five  years 
ago.  The  "reciprocity"  campaign  was  then  on,  and 
he  nearly  caused  a  riot  by  proposing  a  reciprocity  of 
undertakers.  However,  he  did  not  mean  it  in  a  poli- 
tical sense,  but  in  a  friendly  sense.  It  would  pay  un- 
dertakers to  have  reciprocity  with  their  rival  towns- 
men. 

These  and  similar  things  make  us  better.  "If  there 
Avas  not  this  association,"  said  Prof.  Dhonau  in  con- 
elusion,  "you  would  be  as  far  put  back  as  if  the  rail- 
ways of  this  country  were  to  stop  at  once.  You  have 
in  Ontario  enacted  embalming  laws  for  public  better- 
ment. When  you  have  brought  this  up  to  the  health 
authorities  of  all  Canada  you  will  then  bring  aboiit  re- 
cognition of  your  profession." 

W.  Iv.  Murphy  was  to  have  proposed  the  toast  of 
"The  Ladies'"  and  D.  M.  Andrews  was  to  have  replied, 
but  owing  to  the  hour  these  speeches  were  deferred, 
and  the  audience  Avas  denied  two  oratorical  treats,  for 
Mr.  Murphy  is  strong  on  this  toast  and  Mr.  Andrews 
delights  .jiist  as  much  in  standing  sponsor  for  the 
ladies. 


DRAWING  CONTEST 

At  the  conclusion  of  the  banquet  speeches  little  Miss 
Matthews,  the  secretary's  daughter,  mounted  a  chair 
and  began  drawing  the  numbered  eoiipons  from  the 
box.  As  arranged  previously  the  33rd,  34th  and  35th 
coupons  were  the  winning  tickets.  This  plan  being 
adopted  as  this  convention  was  the  33rd  annual.  The 
winning  numbers  and  their  owners  were :  53,  W.  H. 
Hutchinson.  Peterborough;  36,  Angus  McNevin, 
Guelph ;  30,  A.  R.  Coltart,  Chatham,  and  the  prizes  were 
a  church  car  from  the  Champion  Chemical  Co. 


BANQUET  NOTES 

Mr.  Musgrave  sang  during  the  evening  several  new 
topical  songs  of  a  patriotic  nature,  which  went  well 
with  the  audience. 

The  banquet  was  provided  through  the  courtesy  of 
Dominion  Manufacturers,  Ltd.,  and  it  was  some  ban- 
quet. Everybody  enjoyed  himself  and  herself  thor- 
oughly. 

The  "Jolly  Songs"  sheets  were  much  in  evidence  by 
the  travelling  men.  It  meant  for  them  a  welcome 
change  of  tune. 

When  the  orchestra  Avas  playing  "The  Death  of  Nel- 
son," Jack  McLaughlin  leaned  over  to  Fred  Skinner 
and  asked  the  name  of  the  piece.  On  being  told,  Mae 
said  it  Avas  an  awfiil  death  he  was  given. 

That  Avas  an  awful  "break"  which  Bob  Flint  made 
in  his  introductory  remarks.  The  walls  of  the  ban- 
quet room  were  adorned  with  several  paintings.  In 
the  course  of  Flint's  remarks,  wishing  to  pay  a  compli- 


ment to  the  ladies  present,  and  designating  the  paint- 
ings with  one  of  his  characteristic  gestures,  he  said : 

"What  need  is  there  of  these  painted  beauties,  when 
we  have  so  many  with  us  at  this  tabled' 

Fred  Coles,  in  speaking  of  the  death  of  a  school  chum 
of  his  own  and  J.  Percy's,  said  he  left  nine  children, 
eight  of  Avhom  are  honored  and  respected  citizens  of 
this  city,  and  the  other  lives  in  Hamilton. 


VISITORS  FROM  FAR  AWAY 

Among  the  visitors  from  out-of-the-Province  at  this 
year's  convention  were  Mr.  and  Mrs.  Philip  Fitzpatrick, 
of  St.  John,  N.B.  Mr.  Fitzpatrick  is  a  son  of  the  late 
Patrick  Fitzpatrick,  one  of  the  oldest  and  most  re- 
spected funeral  directors  in  St.  John.  The  elder  Fitz- 
patrick died  nearly  two  years  ago.  The  son  is  conduct- 
ing the  business  along  lines  that  Avhile  up-to-date  are 
yet  in  keeping  Avith  the  respect  AA^hich  his  father  re- 
ceived from  his  fellow  citizens. 

Robei't  R.  Loudan,  F.L.C.E.,  of  Armagh,  Ireland, 
was  the  man  AA^ho  came  from  the  farthest  point  to  be 
present  at  the  convention.  This  was  Mr.  Loudan 's 
second  visit  to  his  fellow  embalmers  in  Canada,  five 
year  ago  he  Avas  also  an  attendant  at  the  annual  gath- 


Robert    R.    Loudan,  F.L.C.E., 
a    welcome    visitor    from  Armagh, 
Ireland. 


ering  of  the  C.  E.  A.  Mr.  Loudan  is  a  fully  qualified 
embalmer — the  only  one  in  all  Ireland — and  is  a 
graduate  of  the  London  (England)  College  of  Embalm- 
ing. He  has  done  much  for  the  profession  in  the 
Green  Isle,  and  at  present  is  pleased  to  see  a  class  of  14 
students  enrolled  under  a  London  professor  at  Belfast, 
studying  the  most  modern  methods  of  embalming.  Mr. 
Loudan  is  up-to-date  in  every  particular  Avith  his  busi- 
ness, and  has  a  motor  equipment  equal  to  anything  this 
side  of  the  Atlantic. 

While  in  Toronto,  Mr.  Loixdan  visited  Avith  his 
brother  who  is  a  bank  manager  in  the  Queen  City. 

Geo.  J.  Altman,  of  Buffalo,  N.  Y.,  was  the  only  visit- 
ing undertaker  from  across  the  line  this  year.  He  is 
a  member  of  both  the  Erie  County  and  New  York 
State  Embalmers'  Associations.  He  has  been  20  years 
in  business  for  himself  in  Buffalo,  and  Financial  Secre- 
tary Baker  of  the  Convention,  is  an  old  employee  and 
friend  of  Mr.  Altman. 

N.  A.  Beaton,  of  A.  J.  Beaton  &  Son,  Sydney,  C.  B., 
passed  up  his  OAvn  Nova  Scotia  association  convention 
to  attend  the  C.  E.  A.  annual  at  Toronto.  It  Avas  his 
first  visit  to  the  Ontario  capital.  His  firm,  established 
by  his  father,  is  Avell-known  in  the  East,  and  Mr.  Bea- 
ton himself  is  held  in  the  highest  respect  throughout 
the  whole  of  Cape  Breton,  AA^here  he  is  best  knoAvn. 
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Wit  and  Wisdom 

from  "The  Deacon 


""t'Y' T'TIEN  my  friend,  Fred  Matthews,  a  man  of  un- 
\\/     dorstanding  and  deep  convictions  said  to  me, 
'Deacon,  the  bancjuet  is    not    yet  spt-ead. 
Gaines  ai'c  over,  and   behold   a   multitude   nuul  with 
hunger.    Come  over  and  help  us.'   This  was  liis  call. 

"Many  days  have  passed  since  T  have  done  such, 
Fred,  old  chap,  and  surely  there  are  many  men,  strong 
of  talk,  on  the  ground,  who  could  hold  the  crowd  by 
sweet  words  delivered  with  powerful  oratoi'ical 
effects,  meaning,  of  course,  Mr.  F.  W.  Coles,  Mr.  J. 
Bvel  and  that  Scotchman  from  Chatham,  the  man  who 
holds  the  cash  for  the  association,  my  friend  Mr.  Col- 
tart.  Mad  with  excitement,  Fred  rushed  to  them  for 
help,  and  glad  was  I  when  like  warriors  bold  they 
stepped  into  the  breach  and  by  words  wise  and  power- 
ful, held  the  line  for  a  time. 

"No  word  as  yet  of  the  feast's  being  spi'end.  Again 
a  call  for  volnnteers.  and  my  name  floating  on  the 


W.  H.  Henderson,  Ottawa, 
familiarly  and  lovingly  known  as 
"The  Deacon." 


breeze;  my  friend.  Waltei-  Evel,  wishing  to  hear  my 
voice  next  to  nature's  heart,  for  when  we  are  together 
1  can  hardly  have  a  word.     So  here  I  am. 

"Well,  friend  Coltart  has  spoken  of  Scotland  and 
some  fine  girl  that  once  had  lived  there,  and  how  his 
heart  often  went  out  after  her,  and  he  a  man  well  up 
in  years,  you  know.  What  a  grand  thing  it  is  to  be 
Scotch.  What  privileges  they  should  have  on  the 
earth  and  what  a  great  thing  it  is  to  have  a  Scotch 
wife,  such  as  mine.  If  you  cannot  have  a  Scotch  one, 
get  a  good  wife  from  some  other  tribe  and  endeavor  to 
build  up  a  strong,  worthy  race  of  people  in  our  splen- 
did land." 

Then  Mr.  Henderson  gave  a  heart  to  heart  talk  about 
the  work  done  in  the  past  by  the  stalwart  men  who  had 
been  the  builders  of  the  association,  of  which  members 
to-day  should  be  proud.  These  men  had  worked  and 
toiled  for  betterment,  foi'  an  improved  movement  that 


would  pl;i.".'  the  pi'ofession  of  uridertaker  in  a  higher 
place  in  the  minds  of  the  public,  and  show  the  men 
in  the  profession  to-day  how  to  do  it,  by  their  care, 
thought  and  attention  given  the  work. 

"This  they  have  left  to  you,'-'  said  Mr.  Henderson. 
"They  did  their  part  well.  The  foundations  are  se- 
curely and  deeply  laid.  It  is  yours  to  see  the  build- 
ing rise  in  strong  and  stately  splendor  to  a  completion. 
Its  corner  stone  was  laid  in  a  solution  of  deep,  kindly 
feeling  for  those  in  sorrow.  The  first  floor  was  given 
over  to  perfect  service  in  every  branch  and  from  a  keen 
desire  for  large  profits  it  was  free.  Service!  That's 
what  counts,  in  the  end. 

"Look  up  the  past.  Many  of  those  first  builders 
have  passed  over,  but  their  work  stands.  Some  are 
left.  Honor  them.  Have  a  care  what  you  do,  and 
how  you  do  it.  Keep  clean.  Your  calling  is  no  mean 
one.  You  are  called  upon  to  perform  a  kindly  and 
loving  work,  a  holy  thing,  in  the  minds  of  those  who 
call  you.  Be  clean  in  thought  and  act.  In  a  word, 
be  Men.  Men  to  follow  whom,  those  in  after  years 
will  l,a\c  a  high  standard." 

SOME  REMINISCENCES 

W.  H.  Henderson,  otherwise  "The  Deacon."  who  has 
been  on  the  road  for  the  Globe  Casket  Co.  for  almost 
25  years,  asked  as  to  the  origin  of  his  striking  title,  re- 
lated to  The  Furniture  World  and  The  Undertaker  this 
little  story : 

"The  name  takes  me  back  so  far  I  wonder  \  am  as 
young  as  T  feel  and  look,  and  the  wife  tells  me  I  am. 
Oh,  well,  once  upon  a  time  when  all  Toronto  was  sick 
(must  have  been  that)  the  meeting  of  the  Ontario  Un- 
dertakers A.ssociation  was  held  in  London,  and  they  de- 
cided to  import  a  little  of  the  knowledge  and  wisdom 
of  the  East  into  the  workings  of  the  West,  and  elected 
Maynard  Rogers  as  president,  and  say.  we  surely  had  a 
great  time. 

"London,  you  know,  is  where  the  great  and  good 
Globe  Casket  Co.  is  and  was  at  that  time,  and  I  was 
the  man  who  sold  that  perfect  line  down  East.  After 
the  wise  men  had  finished  the  work  of  the  association 
we  all  gathered  at  a  feast  of  good  things,  also  a  feast 
of  reason  and  a  flow  of  soul.  We  sat  at  the  feet  of 
such  orators  as  my  friends  J.  B.  Maclntyre.  John  Fer- 
guson, F.  W.  Coles.  Alex.  Millard,  Chas.  Blachford.  Jas. 
Evel.  and  other  great  ones,  and  we  surely  were  well 
filled  with  instruction ;  when,  like  a  bolt  from  the  blue. 
Maynard  Rogers  arose  and  said,  'In  behalf  of  the  trav- 
ellers, we  will  now  listen  to  the  Deacon.'  A  great 
stillness  prevailed  in  the  hall,  for  a  new  being  was 
about  to  be  brought  to  light  and  no  one  knew  him. 

"Once  again  the  chairman  spoke  and  said.  'We  will 
now  hear  from  Deacon  Henderson.'  One  long  silence 
and  then  some  noise,  and  I  stood  up  and  spoke  some — 
at  least  they  said  it  was  some  spoke.  Ever  since  then 
I've  been  trying  to  lead  the  bo.vs  in  the  right  way." 

HOW  "THE  DEACON"  WAS  NAMED 

By  his  daughter  Marjorie 

Father  has  not  really  told  you  the  origin  of  his  title 
"The  Deacon."  so  I  shall.  One  of  the  other  travellers, 
on  being  asked  by  us  why  father  got  the  title  "The 
Deacon,"  said.  "It  is  because  he  is  the  fairest,  squarest 
man  on  the  road ;  always  willing  to  help  another  chap 
and  especially  kind  to  younger  men  starting  out."  Of 
course,  father's  modesty  would  not  permit  him  to  tell 
this,  so  I  .iust  thought  I  would  give  you  the  origin  of 
"The  Deacon." 
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Maxwell  Vaults  and 
Shipping  Cases 

Patent  Nos.  759727;  759728  ;  800929:  800930:  840077 


Among  numerous  unsolicited  testimonials  appears  the  following: 

MAXWELL  STEEL  VAULT  CO.,  Schenectady,  N.  Y. 

ONEIDA,  N.  Y.  '  July  17,  1916. 

Gentlemen: 

In  the  past  two  years  we  have  used  two  hundred  and  fifteen  of  your  vaults  in  our  business  and  we  think 
it  might  be  of  interest  to  you  to  know  the  number,  and  that  we  sell  a  Ma.xwell  vault  with  nearly  every  good 
burial  that  we  make,  and  at  a  reasonable  profit.  We  find,  by  recommending  The  Maxwell  to  our  customers,  we 
have  attained  a  higher  grade  of  excellence  than  ever  before.  We  consider  your  vault  the  best  article  of  its 
kind  ever  placed  upon  the  market.  Having  tried  them  all,  we  have  not  yet  found  its  equal.  We  believe  any 
undertaker  who  pushes  these  vaults  is  on  the  highroad  to  success,  because  they  give  the  greatest  satisfaction  to 
the  relatives  and  friends  of  the  deceased,  and  the  best  advertisement  is  the  satisfied  customer.  It  gives  us 
grea^  pleasure  to  handle  your  goods,  as  there  is  never  any  dissatisfaction  or  "come-back."  Wishing  you  success, 
ne  beg  to  remain. 

Very  truly  yours. 

TIMESON  &  PRONK. 

MAXWELL  SANITARY  STEEL  VAULT 
MAXWELL  AMBULANCE  TRANSFER  CASE 
MAXWELL  COPPER  ALLOY  VAULT 

Our  customers  are  assured  of  Superlative  Quality  and  Prompt  Delivery. 
MAXWELL  GOODS  are  carried  in  stock  by  all  leading  jobbers. 

Wh^  Not  Have  the  Best  ? 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY   -   Oneida,  N.Y. 
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Manufacturers'  Supplies  Exhibits 
at  the  Convention 


Not  all  the  iiiamiffieturers  and  supply  houses  made 
exhibits;  very  few  of  thein  in  fact,  as  com|)ared  with 
last  year. 

The  Central  Casket  Co.,  of  Br'idfreburg,  opened  an 
office  in  the  Prince  George  Hotel  as  usual.  Mr.  Chand- 
ler came  over  for  the  occasion  and  R.  S.  Flint  and  Jno. 
McLaughlin  stayed  in  town  to  welcome  their  customers. 

Champion  Chemical  Co. 

With  the  redoubtable  Dr.  Ferguson  in  charge,  this 
company  made  a  big  display  of  their  fluid,  in  the  North 
American  Life  Building.  This  fluid  has  a  reputation 
of  forty  years  behind  it,  and  the  Doctor  impressed  on 
his  callers  the  fact  that  his  company  is  the  oldest  and 
largest  concern  of  its  kind  in  the  world.  Resides  the 
fluid  the  company  makes  a  complete  line  of  cinbaliners' 
supplies. 

Dominion  Manufacturers 

This  company  madi-  a  combined  showing  of  the  goods 
from  their  various  factories  in  the  showroom  at  the 
head  office.  There  were  shown  caskets  of  solid  carved 
oak,  black  and  Circassian  walnut  and  mahogany,  as  well 
as  cloth  covered.  These  latter  came  in  an  immense 
variety.  To  give  some  idea,  among  the  colorings 
shown  were  .silver  grey  plush,  light  steel,  dark  steel, 
purple,  ashes  of  roses,  lavender,  cream,  pink,  baby  blue, 
heliotrope,  white  and  black.  A  Belgian  grey  covered 
oak  casket  of  early  English  design  was  a  prominent 
feature  of  the  display,  as  also  M-as  an  extension  canopy 
top  shrine  of  silk  and  satin. 

A  whole  wall  was  given  over  to  a  display  of  robes  aiul 
linings  in  all  the  latest  styles  and  colorings  for  men  and 
women.  Combination  pillow  and  lining  sets,  hand  and 
machine  sewn  ;  drapes,  etc.,  were  also  shown.  And  the 
hardware  covered  a  big  range  of  new  designs  in  many 
colored  finishes — silver,  copper,  brass,  oxydized,  bronze, 
French  grey,  old  silver;  antique  brass,  bronze,  copper 
and  silver.  Combination  of  these  finishes  on  the  same 
handles,  plates,  etc..  had  a  beautiful  etTect. 

Splendid  Exhibit  of  Caranac 

Among  the  exhibits  of  the  National  Casket  Company 
considerable  s])ace  Avas  devoted  to  "Caranac"  embalm- 
ing fluid,  manufactured  by  the  Caranac  laboratories  at 
Peterboro,  Out.  The  exhibit  took  the  form  of  a  booth, 
which  emphasized  the  fact  that  the  i)roduct  was 
strictly  "Canadian."  Theii'  I'epr'esentative.  C.  T. 
Millar,  was  in  charge,  and  ably  discoursed  on  the 
merits  of  the  fluid  and  distributed  samples  to  the  pro- 
fession. There  was  evidently  a  considerable  business 
done  at  the  exhibit,  as  several  large  orders  were 
placarded  as  sold  to  H.  Ellis  and  B,  D.  Humphrey,  of 
Toronto ;  James  Reid  Co..  Kingston ;  J.  C.  Wray  & 
Bros.,  Montreal,  and  others  throughout  Ontario. 

During  convention  week  C.  M.  Moncur.  laboratory 
manager  of  the  company,  and  W.  T.  Belleghem,  who  is 
in  charge  of  the  sales  department,  assisted  their  repre- 
sentative. This  progressive  company  is  evidently  on 
the  way  to  "bigger"  business. 


A  TRIPLE  FUNERAL 

NorthrM'ii  Ontai-io  was  visited  by  a  second  disastrous 
foi'cst  fii'c  on  August  22,  and  the  growing  city  of  New 
Liskeard  was  a  sufferer.  The  illustration  herewith 
pnlilislicd  shows  a  funeral  of  a  family  of  three — hus- 
l)and.  wife  and  daughter — which  James  Walker,  of 
Wingham  conducted  in  his  town.  Three  hearses  were 
used.  The  man  was  52,.  the  woman  55,  and  the 
(Uiughter  -U.  The  three  bodies  were  sent  to  Mr. 
Walker  on  the  evening  train  of  Saturday.  August  26. 
four  days  after  death,  and  were  buried  from  his  par- 
lors on  Sunday  August  27.  The  funeral  cortege  went 
to  the  Methodist  church,  where  the  service  was  held. 
The  bodies  were  buried  side  by  side  in  ore  large  grave, 


The  funeral  passing  along  the  street  at  Wingham. 

a  very  large  crowd  witnessing  the  very  impressive  cere- 
mony. The  last  hearse  of  the  three  in  the  procession 
was  of  the  young  lady  and  was  drawn  by  a  team  of 
white  horses. 


WISDOM  FROM  THE  MIGHTY 

"1  may  be  a  trifle  fat.  but  1  have  a  loving  disposi- 
tion!"— Doc.  Ferguson, 


COMPOSITION  OF  THE  BLOOD 

( Continued  from  page  .^0.  ) 

It  is  pci-fectly  natural  for  blood  to  clot,  and  it  is  pos- 
sible to  stay  the  clotting  process  by  the  use  of  the 
proper  solutions.  })ut  it  is  not  possible  for  one  to  re- 
store blood  that  has  already  clotted  to  its  original  li- 
(|uid  condition.  Clotted  blood  in  the  blood  vessels 
cannot  be  dissolved.  To  do  so  would  be  to  reverse 
many  chemical  changes  that  took  place  in  the  produc- 
tion of  the  clot  and  this  we  know  to  be  impossible.  One 
cannot  continuously  do  successful  work  without  the 
guidance  of  this  kind  of  knowledge.  Embalmers  are 
fre(|uently  found  who  will  inject  into  the  circulation  of 
a  body  in  which  there  are  blood  discolorations.  ordinary 
embalming  fluids  and  who  find  that  the  fluid  has  firmly 
fixed  the  discoloration. 

1  have  in  mind  here  a  rather  exti-aordinary  episode 
of  this  kind  where  an  Ohio  embalmer  injected  three 
<iuarts  of  40  per  cent,  formaldehyde  into  the  arteries  of 
a  man  dead  of  heart  failure.  The  face  was  blue-black 
to  begin  with  and  the  formaldehyde  darkened  it  to  a 
greater  degree  and  by  inducing  the  blood  to  become 
set  or  fixed  in  its  positions  in  the  various  vessels  caused 
an  irremovable  discoloration  to  come  on  and  this  dis- 
coloration was  not  disturbed  by  six  of  the  best  em- 
balmers in  the  State,  who  were  called  in  consultation 
after  the  mistake  was  made. 
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Champion  Fluid 

16  oz. 

100%  Pure  Chemicals 

Richest  and  Purest  compound 
that  will  remain  in  solution,  con- 
sequently the  most  economical 
to  use.     It's  worth  the  Price. 

Made  in  Canada 
from  Canadian  Chemicals 

Order  direct  or  from  your  jobber 


CHAMPION  REPUTATION 

gained  by  many  years  of  fair  dealing  and 
honest  goods  is  in  each  bottle  of  Champion 
Fluid.  ^  Nothing  but  the  best  and  purest 
ingredients  are  used,  which,  combined  with 
our  many  years  of  experience  makes  Cham- 
pion most  dependable. 


Champion  Fluid,  Baker,  Champion  and  Boyd  Steel  Vaults,  Morgue  Furniture,  Church  Trucks, 
Cooling  Boards  and  Couches,  Embalming  Instruments,  Grips,  Cosmetics, 
Hardening  Compound,  Disinfectants,  Demi  Surgery 


LARGEST,  BEST  AND  MOST  COMPLETE  LINE  IN  THE  WORLD 


JAUNDEXO  clears  up  all  discolorations 

The  Champion  Chemical  Co.,  Springfield,  O. 

Dr.  G.  W.  Ferguson,  Canadian  Manager 
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Gossip  of  the  Profession 


11.  A.  Hiltz,  vindertaker  at  Chester,  N.S.,  died  recently. 

A.  M.  Buchanan,  of  Buchanan  &  Minaker,  undertak- 
ers, Picton,  Ont.,  is  dead. 

A.  II.  Crosby,  a  new  undertaker  at  Gravenhnrst,  Onl.. 
is  said  to  have  handled  19  out  of  22  funerals  in  his 
vicinity  during  a  recent  month. 

Wm.  Necker,  of  Union  Hill,  N.  J.,  who  figured  prom- 
inently iri  the  United  States  undertaking  papers,  as  the 
"King  of  cut-raters,"  died  on  Sept.  12. 

After  three  years  A.  M.  Shaver  is  back  into  the  un- 
dei-taking  business  at  Calgary,  Alta.,  with  a  new,  mod- 
ern and  np-to-date  establishment  and  equipment. 

R.  U.  Stone  was  the  lecturer  and  demonstrator  at 
both  Moose  Jaw  and  Halifax  this  year.  He  also  had 
nine  students  write  the  Toronto  exams.  Some  of  the 
Ontario  embalmers  hope  to  have  Mr.  Stone  take  the 
Toi'onto  convention  in  the  near  future. 

Prof.  Jos.  H.  Clarke,  the  dean  of  the  embalming 
profession  in  the  United  States,  who  died  lately  at  San 
Diego,  Cal..  founded  in  1882  the  Cincinnati  College  of 
Embalming,  of  which  Chas.  0.  Dhonau,  this  year's  lec- 
turer and  demonstrator,  is  now  president. 

Tlu'  Shaw  Cemetery  Co.  has  been  incorporated  at 
Kent  liridge.  Kent  County,  Ontario,  to  purchase  and 
maintain  the  burial  ground  in  Camden  township,  known 
as  "Sliaw's. "  Tlie  provisional  directors  are  Geo.  Piek- 
ai-d.  C.  W.  Pickard,  Mrs.  A.  E.  Shaw,  Mrs.  S.  B.  Mc- 
Laclilan  and  Mrs.  A.  E.  McConnell. 

The  military  funeral  of  Major-General  Sir  Frederick 
Benson.  K.  C.  B..  chief  of  the  Imperial  Remount  Com- 
mission, who  died  in  Montreal  recently,  took  place  at 
St.  Catharines,  and  was  in  charge  of  J.  B.  Mclntyre, 
of  the  latter  city,  assisted  by  Fred  W.  Wray,  of  Mon- 
treal, who  prepared  the  body  for  burial  and  shipment. 
The  late  Sir  Frederick  and  Mr.  Mclntyre  were  school 
mates. 


PROMINENT  TORONTO  UNDERTAKER  DEAD 

After  a  long  illness,  Jolui  W.  P)ates  died  on  Septem- 
ber 20th  at  his  residence,  124  Avenue  I'oad,  Toronto. 
Mr.  Bates  was  born  at  Flesherton,  Ont.,  sixty-three 
years  ago.  After  being  in  the  undertaking  and  furni- 
ture business  there  for  many  years,  he  came  to  Toronto 
and  was  a  partner  in  the  firm  of  Bates  and  Dodds.  Five 
years  ago  he  established  the  firm  of  the  Bates  Burial 
Co.  For  the  last  three  years  he  had  been  unable  to  en- 
gage in  active  business  life.  He  was  Past  Master  of 
the  Western  District  Orange  Order  of  Toronto.  His 
only  son  predeceased  him  eight  years  ago,  and  Mr. 
Bates  never  fully  recovered  from  the  shock  of  his  tragic 
death. 

Mr.  Bates,  besides  his  widow,  left  one  daughter,  Mrs. 
Richard  Maddocks.  The  funeral  on  September  23,  was 
by  motor  to  Park  Lawn  Cemetery,  and  was  attended 
by  a  large  number  of  Toronto  undertakers. 


FUNERAL  DIRECTING  IN  QUEBEC 

One  of  Quebec  city's  younger,  but  at  the  same  time 
large  undertaking  concerns  is  that  of  Hubert  Moisan, 
Jr.  The  firm  was  founded  by  Mr.  Vezina  in  the  year  of 
1892,  and  later  was  run  under  partnership  connection 
as  Vezina  and  Moisan,  until  recently  when  the  manage- 


ment was  placed  in  the  hands  of  the  present  superin- 
tendent. The  undertaking  department  occujjies  a 
four-story  building  at  297  St.  Joseph  Street,  and  tlie 
stables  and  carriage  piotection  is  in  another  building 
across  the  street  to  the  rear,  where  the  very  finest  of 
rolling  stock  is  kept,  together  with  a  very  good  selec- 
tion of  horses. 

This  firm  claims  tf)  have  had  some  1.400  funerals  in 
the  year  1915.  so  in  respect  of  size  they  are  one  of 
Quebec's  lai'gest.  Their  auditing,  bookkeeping,  and 
FT'ench-English  intei'preting  is  done  l)y  Alfred  Maheux 
who  has  been  the  business  adviser  for  nearly  ten  years. 


HIS  3,000TH  FUNERAL 

P.  R.  Williams,  undertaker,  St.  Thomas,  Ont.,  on 
August  21st  last  officiated  at  his  3,000th  funeral.  Mr. 
Williams  started  in  business  for  himself  in  St.  Thomas 
in  1.S93,  and  a  few  years  later  formed  the  present  part- 
nership with  his  son,  Ernest  C.  Williams.  The  re- 
cords kept  show  that  in  the  23  years  of  its  existence 
tlie  firm  lias  conducted  3,000  funerals  and  that  70  or  80 


p.  R.  Williams 
For  nearly  a  quarter  of  a  century  one  of 
St.  Thomas'  leading  funeral  directors. 


per  cent,  of  these  have  been  to  the  St.  Thomas  cemetery. 

Williams  &  Son  conduct  funerals  with  both  horse- 
drawn  and  motor-driven  vehicles,  and  claim  to  po.ssess 
the  finest  eijuipment  in  Western  Ontario.  Approxi- 
mately half  of  the  funerals  conducted  by  the  firm  this 
year  have  been  by  motor. 


DOC  A  POOR  SAILOR 

Dr.  G.  W.  Ferguson,  of  the  Champion  ("hemical  Co.. 
after  the  convention  left  with  his  wife  in  that  new  auto 
for  a  trip  to  Grand  Rapids,  Mich.  He  is  at  present 
covering  the  West  in  the  interests  of  his  company, 
touching  the  high  spots — Port  Arthur,  Winnipeg.  Ed- 
monton, Calgary  and  Vancouver.  The  doctor  and 
his  wife  took  the  lake  route,  per  steamer  "Ilamonie," 
.and  in  a  letter  to  the  editor  of  Furniture  World  and 
'The  Undertaker,  he  says,  "Lake  Superior  is  rough  to- 
night and  it's  a  hard  matter  to  retain  my  late  dinner." 
Everybody  knows  the  Doe  is  a  bad  sailor:  we  saw  him 
that  night  on  the  ferry  coming  over  from  the  Island 
picnic. 
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CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  24  ]  Fern  Ave.,  Toronto 


Telephone  126 


Telephone  Parkdale  3257 


Embalming  by  a  New  Principle 
and  a  New  Method 

OSMOTONE 


OSMOTONE  may  be  briefly  described 
as  a  capillary  wasli  and  blood  solvent  that 
supplies  purifying  and  lightening  oxygen 
to  the  venous  blood  which  remains — much 
the  same  as  the  lungs  supply  oxygen  to 
the  venous  blood  in  life  to  convert  it  into 
arterial  blood. 

It  thus  has  two  distinct  functions. 

One  of  these  functions  is  to  wash  out 
the  capillaries  so  that  as  little  as  possible 
of  the  discolored  blood  shall  remain  in 
them  to  further  darken,  show  through 
the  skin  and  make  that  objectionable 
putty  color  which  is  sure  to  result  in 
full-blooded  cases  on  which  raw  formalde- 
hyde fluids  are  used. 

All  embalming  fluids  are  more  or  less 
astringent  in  their  action.  OSMOTONE 
is  laxative  in  its  effects,  and  for  this 
reason  is  injected  ahead  of  the  fluid  for 
the  purpose  of  clearing  out  the  capil- 
laries, building  up  their  walls,  and  hold- 
ing them  open  for  the  passage  of  that 
fluid  which  is  injected  afterward. 

Being  blood  lightening,  its  action,  from 
thirty  to  fifty  per  cent,  more  blood  can 
be  drained  if  OSMOTONE  is  injected 
ahead  of  the  fluid.  This  is  a  practically 
sure  preventive  of  putty  color. 

Moreover,  a  far  better  circulation  can 
be   obtained  where  the  capillaries  have 


first  been  opened  up  and  cleaned  by 
OSMOTONE  than  where  fluid  only  is  in- 
jected. 

As  a  capillary  wash  OSMOTONE  is 
invaluable  in  sudden  death  cases,  and  in 
cases  in  which  the  patient  died  in  fever, 
as  in  Peritonitis,  Blood  Poisoning,  Pneu- 
monia, etc. 

Being  blood  lightening  in  its  effects, 
OSMOTONE  has  a  second  and  most  im- 
portant function: 

It  will  restore  to  the  face  the  colors 
of  life,  and  bring  to  the  ears  and  cheeks 
of  the  young  and  fair-skinned  the  peachy 
lustre  and  clear  pink  tints  which  have  so 
long  been  the  embalmer's  ideal. 

On  the  young  as  well  as  on  the  ruddy- 
faced  elders,  OSMOTONE  will  give  a  com- 
plexion which  no  other  method  and  no 
other  preparation  possibly  can. 

It  is  impossible  for  us  to  go  fully  into 
details  here,  but  the  whole  story  is  told 
in  the  130-page,  cloth-bound  book,  men- 
tioned on  tliis  page.  This  book  will  be 
sent — free  of  charge — to  any  responsible 


Cut  off  this  COUPON  and  Mail  to-day! 


ORDER  COUPON 

H.  S.  Eckels  &  Co., 

241  Fern  Ave.,  Toronto,  Can. 

Send  ....  dozen  bottles  OSMO- 
TONE at  $7.50  per  dozen  under 
your  guarantee  that  it  will  please 
us. 

Also  send,  without  charge,  a 
copy  of  Prof.  Eckels'  130-page 
cloth-bound  book,  "Embalming  by 
a  New  Principle  and  a  New 
Method." 


C.F. 


undertaker  who  will  fill  out  the  attached 
coupon  and  mail  it  to  us. 

OSMOTONE  is  shipped  under  the  most 
complete  guarantee  that  it  will  satisfy 
you,  and  that  it  vsrill  produce  results  bet- 
ter than  you  expect. 

Fill  out  the  coupon  to-day  and  put  it 
to  the  test.  Eead  the  book — try  OSMO- 
TONE— and  be  the  first  in  your  neighbor- 
hood to  profit  by  this  new  discovery. 

You  don't  have  to  change  your  fluids. 
Use  the  fluid  to  which  you  are  most  ac- 
customed. OSMOTONE  will  do  wonder- 
ful work  when  used  in  conjunction  with 
any  of  the  standard  fluids,  although  natur- 
ally the  very  best  results  can  be  obtained 
by  using  it  in  conjunction  with  DIOXIN, 
with  which  it  is  in  perfect  harmony. 


H.  S.  Eckels  &  Co.  - 


241  FERN  AVENUE 
TORONTO,  CAN. 
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siicccsst'iil  ill  |)}issinof 
;is  (Miib;i I iiK'fs,  is  as 

Mathers.  Stayner; 


NEW  ONTARIO  QUALIFIED  EMBALMERS 

Tlic  cxarninatioii  of  caiiditlatcs  for  einbaliiici's"  (Jov- 
ernmoiital  cortificatos  took  place  at  the  r'arliament 
Buildings,  Queen's  Park,  Toronto,  oti  Septenil)er  7  and 
8,  following  the  close  of  tlie  convention,  the  examiners 
being  the  members  of  the  Boar<l  appointed  under  tlie 
Act  constituting  that  body. 

The  list  of  candidates  who  wei'c 
the  examination  (pialifying  them 
follows : 

Those  who  took  iionors — John 
Fred  R.  (lOugh.  (Jleneoe;  Kenneth  A.  Burtch,  Lans- 
downe  ;  F.  ('.  Spragge.  Toronto;  John  Lampman.  Wel- 
hindpoi't ;  Jno.  Hood.  (Jreemore;  W.  K.  Murphy. 
Toi'onto;  Orrin  F.  liurlingham,  Wallaeeburg. 

Passed — ^^Chas.  II.  Fulton.  Owen  Sound;  Harvey 
Holmes,  Dresden ;  Daniel  J.  Black,  Ottawa  ;  Wm.  D. 
Minnikin,  Barrie;  Edward  E.  Cousins,  Wallaeeburg: 
John  ('.  Pearson.  Everett;  II.  L.  Mai'tin,  Ki|)ley  ;  D.  A. 
Austin,  Simeoe ;  C.  H.  Boardinan,  Belleville;  Gordon 
Jex.  Cobourg;  W.  A.  15yrnes,  Westj)ort ;  Ernest  T. 
Thompson,  lielleville;  D.  W.  Dalton.  StoufiPville;  M.  P. 
Keyes,  Kingston. 

Twenty-seven  candidates  presented  tlieniselves  for 
exanunation  of  whom  twenty-two  were  successful. 

The  next  examination  by  the  boai'd  will  b(>  held  in 
Toronto,  in  Febi-uary.  Any  information  desired  with 
reference  to  the  operation  of  the  board  can  be  obtained 
by  writing  the  secretai'y-treasui'er.  T.  F.  Simpson,  at 
Sanlt  Ste.  Marie,  Out. 

Licenses  Necessary  for  Embalmers 

The  board  of  examiners  have  been  advised  by  their 
solicitor,  J.  W.  McCuUoch,  Toronto,  that  all  assistants 
who  have  received  certificates  of  qualification  fi'om  the 
board,  must  also  take  out  a  license  each  yeai-  so  long 
as  they  are  engaged  in  any  way  in  the  business  of  em- 
balming. This  is  a  matter  that  has  been  somewhat  in 
dispute  for  some  time,  some  of  the  assistants  clainung 
that  so  long  as  their  employer  was  duly  licensed  that 
they  did  not  recjuire  to  renew  their  license  from  year 
to  year,  but  now  that  the  matter  has  been  definitely 
settled  there  is  no  doubt  that  all  assistants  wdll  be  glad 
to  comply  with  the  Act. 


HOW  ADVERTISING  IS  DONE  DOWN  SOUTH 

Anent  Mr.  Best's  remarks  on  tlie  funeral  director  ad- 
vertising, an  exchange  published  recently  the  follow- 
ing advertisement,  clii)ped  from  a  South  American 
news()aper  as  a  real  advertising  curiosity:  "Dear  de- 
parted iiubby,  you  advised  me  to  buy  your  cofifin  of  the 
National  Funeral  Service  Company,  and  your  wi.sh  was 
sacred  to  me.      You  evidently  knew  their  coffins  were 


G.  H.  McKaouk,  Saskatoon 

Klected  to  tlir  rxor'ut  i  \  f  :i  I  flip  rrcfii  t  fonvpiit  ion  of  the  Western 
Caiia(l;i  Kiiriciul  llircii(ir  ~  A ^--(ic  iat ion.  Mr  McKague  has  been 
in  bii>infs^  siiici-  H  eliniiir  y.  lUii'.l.  wlieri  he  stn i  ted  out  on  a  small 
scale.  A  few  months  later  he  bo\itrht  out  a  hu.siness  in  Outlook, 
Sask.,  commanding  a  rural  district  of  iO  milts  radius.  In  1913  he 
moved  to  Saskatoon,  taking  his  two  sons  into  business  with  him. 
Besides  their  own  firm  they  supply  nearly  twenty  branches  in 
smaller  towns  with  supplies. 

high-class  and  elegant  in  workmanship  and  their  ser- 
vice of  the  very  best,  and  that  they  would  attend  to  all 
matters  with  infinite  care  and  spare  me  these-harrowing 
details. 

"T  shall  order  also  of  them  your  marble  tombstone, 
as  they  offer  me  one  very  reasonable." 

Call  up  No.  2012  and  Senor  Fernando  N.  Koreass, 
general  manager  of  the  com- 
pany, will  attend  to  your  needs 
at  once. 

An  attractive  cut  of  wifie 
looking  into  a  coffin  embellished 
the  advertisement. 


New  motor  hearse  supplied  to  W.  T.  Belleghem,  Peterboro,  by 
A.  B.  Greer.  London,  Ont. 


October,  1916. 
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Have  You  to  Conduct  a  Funeral  in  some  other  town  with 
which  you  are  not  familiar  and  want  the  assistance  of  an- 
other Undertalier  and  the  use  of  his  horses,  hearse  or  car- 
riages, etc?  If  so  consult  this  Directory  for  the  names 
of  the  Undertakers  in  that  town,  as  you  can  depend  upon 
it  they  are  the  most  reliable  men  in  their  locality,  and 
the  best  to  assist  you. 

Does  Your  Name  appear  in  Our  Directory?    You  never 

know  who  may  require  your  assistance  and  conveyances. 
The  cost  is  only  $2  per  year,  including  subscription. 


ONTARIO 

Berlin — 

A.  G.  Schreiters 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont.— 

Morris  &  Son,  L.   'Phone  10. 

Brampton,  Ont. — 

McKiJlop  &  Mclntyre.  s 

Burks  Falls — 

Hilliar,  Jos&pJi.    Box  213. 

Chatham,  Ont.  

Coltart  &  Son. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 

Logan,  E.  A.     'Phone  2107. 

Diingannon — 
Sproul,  William 

Dunnville — 

D.  P.  Fry.    'Phone  68. 

Elmlra — 

Dreisinger,  Ohris. 

Glencoe — 

GoTigh,  J.  B.,  &  Son. 

Hamilton,  Ont. — 

Blachford  &  Sons, 

57  King  Street  We.-jt. 
Dodsworth,  A.  H. 

59  King  St.  W. 
Dwyer,  James, 

16  dajinon  E. 
Eobinson,  J.  H.  &  Co.,  19-21 

John  St.  N 

Harrow,  Ont. — 

Madill,  J.  H.,  &  Co. 

Huntsville — 

Hilliiar,  Joseph. 

IngersoU — 

McTntyires,  F.  W.  Seeler 
and  R.  A  Skiunei,  props. 

Kemptville — 
McOaughey,  Geo.  A. 

Kingston — 
Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 
London,  Ont. — 

Ferguson's  Sons,  John 
174  to  180  King  St.  - 

Smith,  Son,  &  Clarke, 
115  Dunda«  St. 


Orillia — 

Binglham,  H.  A. 

W.  A.  Straohan,  Mgr. 

'Phone  453. 
D.  Clark.    Tel.  159. 

Oshawa — 
Disney  Bros. 
Luke  Burial  Co. 

Parry  Sound,  Ont. — 

Logan,  Alexander. 

Port  Perry 
Disney,  R.  S. 

Rodney — 

Liebner  &  Wlalker. 

Schomberg,  Ont. 
F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St. 

St.  Thomas- 
Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 

Stirling — 

Ralph,  Jas.   'Phone  102. 

Stratford — 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 


Toronto — 

Cobbledick,    N.     B.,  2068 

Queen  St.  East  and  1508 

Danforth     Ave.  Private 

Ambulance. 
J.  A.  Humphrey  &  Son, 

463  Church  St. 
Raper,   Washington,  Flenry 

Burial  Co.,  685  Queen  St. 

East. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston. 

707  Queen  St.  E. 

Corner  of  Broadview, 

Thedford,  Ont.— 
Woodhall,  J.  B. 

Wallaceburg,  Ont. — 
Heath,  W.  H.,  &  Son. 
Saint,  J.  T. 

Welland— 

Patterson  &  Dart 
Sutherland,  G.  W. 


Woodstock — 
Mack,  Paul. 

Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

St.  John,  N.  B. 

Fitzpatrick  Bros. 
100  Waterloo  St. 


MANITOBA 

Brandon — 

Campbell  &  Campbell. 

Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Thomipson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 
Saskatoon — 

Young,  A.  E. 

ALBERTA 

Edmonton,  Alta. — 

Wainwriffht  &  Jackson. 


Canadian  School  of  Embalming 

Instruction  in   Practical   Embalming'  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Addras* 


R.  U.  STONE 

Principal 


525  Sherbourne  St. 

Toronto 


You  can  break  the  shackles 
of  fear  and  assure 
yourself  of 

Perfect —Preservation 
Perfect — Cosmetic  Effect 

which  are  the  two  important 
factors  in  the  art  of  embalming. 

CARANAC 

Embalming  Fluid 

is  a  specially  compounded  fluid  which 
requires  no  pre-injection  of  other 
chemicals  to  assure  perfect  circulation. 

Try  us  for  your  next  order  of  fluid 

CARANAC  LABORATORY 

PETERB  ROUGH,  ONT.,  CAN. 
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Index  to 


B 

Hru(;e  Agricn Itural   Works    4 

C 

('anatia   Kiiiriituio  Mfrs   14 

Canadian  School  of  Kmibaliuiug    63 

Oaranai'  Laboratories    63 

(!hani])ioii  (Jhetnical  Co   59 

Canadian  Mersereau  Co   16 

Central  Casket  ('o   61 

Columbia  fii'aphoplioiic  Co   37 

D 

Dominion  Mfrs.,  Limited    .51 

Du  Pont  Falirikoid  Co   4 

E 

Mi'ki'ls,  IL  S.  \:  Co   CI 

lO^yiitiaii   Chemical   Co   (ij 

Klinira  Furniture  Co  i.f.c. 

a 

Gold  Medal  Furniture  Co   12 

Greer,  A.  B.  &  Son    52 

H 

Hourd  &  Co   6 

I 

lni|)eria]  Rattan  Co   9 


Advertisers 


K 

Kindel  Bed  Co   7 

Kiicchtid  F'urniturc?  Co   10 

M 

Marshall  Sajiitary  Mattress  Co   13 

Maxwell  Mfg.  Co   57 

McLagan  Furniture  Co.,  Geo  o.f.c. 

Meaford  Furniture  Co   n 

Mundell,  J.  C.  &  Co  i.f.c. 

N 

N.  A.  Bent  Chair  (!o   8 

N.  A.  Furniture  Co   6 

P 

I'arkhill  Mfg.  Co.,  Ltd.,  Tlie   o.b.c. 

I'oMock  Mfg.  Co   39 

S 

Shafer  &  Co.,  D.  L   6 

Stratford  Cha.ir  Co   5 

T 

Toronto  Furuituie   Co  .  4 

W 

Walter  &  Co.,  B   6 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

A*k  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS&  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  iilled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
no  accounts  booked. 


FOR  SALE — Cood  hearse  for  town  and  country  use.  For 
|ili(]tii  rni'l  i«irtieulars  apply  to  F.  Eobertson  &  Son,  Eedcliff, 
Alt;i.  s.o.n. 


WANTED — Small  wintei-  hearse. 
Disney  Bros.,  I'oit  I'cri  v. 


Send  jihoto  and  particulars. 

Oct. 


WANTED — An  experienced  furniture  man  would  like  a  live 
line  (or  Toronto  and  Hamilton,  on  commission.  Territory 
(■c)\eri>d  thorouuhlv.      Box  7Si)  (^anadian  Furniture  World. 

Oct 

WANTED — Part.v  wants  to  buy  Fnrniture  and  Undertaking 
business,  (Old  Ontario  ]iieferred).  Box  780  Canadian  Furni- 
ture World.  Oct 


FOR  SALE — We  have  the  following  lines  left  on  our  hands  for 
which  we  have  no  use:  a  quantity  of  upholstering  silks,  sev- 
eral boxes  V.  S.  0.  orange  shellac,  a  quantity  of  40  in.  10 
oz.  Hessian,  3%  in.  webbing,  oxidized  upholstering  nails. 
These  we  want  to  dispose  of  and  will  let  same  go  at  a  bargain. 
For  prices  and  samjiles  write  to  Box  Xo.  781  Canadian 
Furniture  World,  Toronto,  Ont. 

FURNITURE  DEALERS — If  you  need  ready  cash  or  want  to 
sell  out  and  tind  it  hai'd  to  realize  on  your  stock  let  us  show 
you  a  quick  way  out.  No  loss,  new  customers,  indei)endence. 
A  big  furniture  and  rug  auction  will  bring  you  the  cash  now. 
Pcojile  have  money  to  sjiend  and  we  know  how  to  get  them  to 
spend  it  for  your  line  of  goods.  Geo.  W.  Wisnoni  &  Co., 
auctioneers  and  sale  directors.  Care  F'urniture  World  Box 
782,  .■32  Colbonic  St.,  Toronto,  Ont.  — 3mos 


October,  1916. 
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CANADIAN  EMBALMERS 


HAVE  YOUR  NAME  LISTED  IN  OUR 
"UNDERTAKER'S  SHIPPING  DIRECTORY" 


The  value  of  this  directory  consists  in 
a  service  that  works  both  w^ays,  which 
provides  necessary  information  for  read- 
ers wishing  to  send  a  body  from  one 
town  for  burial  in  another. 

This  very  fact  would  make  it  good  ad- 
vertising on  your  part  to  have  your  name 
there  because  you  never  know  who  may 
require  to  ship  to  your  locality  and  use 
your  conveyances. 


The  cost  is  small,  onl^ 


per  year 


$2.00  including 
subscription. 


Canadian  Furniture  World  and  the  Undertaker 

32  COLBORNE  STREET,  TORONTO 


$Q.OO 

^L^^  Express 
Paid 


CANADIAN 

STORAGE  AND  TRANSFER 

DIRECTORY 

A  Directory  of  the  Warehousing"  and  Cartage 
firms  in  Canada,  the  United  States  and  Great 
Britain,  showing  all  storage  and  distributing 
facilities,  also  manufacturers  and  importers 
of  merchandise  suitable  for  warehousing. 


STORAGE  RAT£  GUIDE 


CANADIAN  CUSTOMS  REGULATK)NS 


Manufacturers  and  Shippers  will  find  this  work  of  great 
service.       ^  Handsomely  bound  in  Brown  Buckram, 
with  titles  die-stamped  in  gold. 


THE  COMMERCIAL  PRESS,  LIMITED 

32  COLBORNE  STREET,  TORONTO 


A  Word  With 

Ostermoor  Dealers! 


Thousands  of  prospective  purchasers  of  the  Ostermoor — 
quite  a  few  of  them  right  in  your  own  locahty,  are  being 
influenced  m  favor  of  buymg  this  famous  mattress  by  the 
comprehensive  newspaper  and  magazine  campaign  now 
running  throughout  Canada. 

It  may  not  have  occurred  to  you,  however,  that  other  folks 
may  not  know  that  you  sell  this  mattress.  Unless  you  do 
let  people  know  all  this  educational  work  will  be  lost  as 
far  as  you  are  concerned.  Hang  the  above  sign  sent  every 
Ostermoor  dealer,  up  m  your  window  ;  ask  for  electros  to 
use  in  your  local  paper,  or  for  circulars  to  distribute  locally. 

Remember  that  we  are  creating  a  vast  market  for  you  to 
"  Cash  In  "  on.  Link  up  your  store  to  this  great  market 
to-day. 

Co.,  Limited 

Successors  to 

The  Alaska  Feather  and  Down  Co.,  Limited 

Makers  of  Bedsteads  and  Bedding 

400  St.  Ambroise  St.,  MONTREAL 

Canada  Has  No  Pure  Bedding  Laws:    WE  HAVE 


VoL  6  No.  11  Featuring  Christmas  Furniture  and  Talking  Machines      NOVEMBER,  1916 

FURNITURElffORLD 

M 


ANVT! 

Published  by  the  Commercial  Press,  Limited,  32  Colbome  Street,  Toronto 


NOTHING  MORE  APPRECIATED 

AS  A  GIFT 

And  judging  from  our  ever  increasing  Holiday  Business,  there  is 
nothing  easier  to  sell  than  "STRATFORD  CHAIRS" 
Our  lines  are  replete  with  practical  suggesiions 
for  the  coming  Holiday  season 


Make  the  quality  of 
"Stratford  Chairs" 

boost  your  sales 
this  Fall. 


IVe  also  manufacture 
a  complete  line  of 

BUFFETS 

EXTENSION 

TABLES 

DRESSERS 

CHIFFONIERS 

and 
STANDS 


THE  STRATFORD  CHAIR  COMPANY,  LIMITED 


STRATFORD 


ONTARIO 
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THE 
ONLY 


K TRADE  MARK  W  W 


PATENTS 


Selling  Agents: 

John  C.  Mundell  &  Co.,  Ltd. 

ELORA,  ONTARIO 


This  Kiddie-Kar 

is  the  hit  of  the  yeai-,  and  the  most  popular  toy  on  the 
market.  It  is  absolutely  safe,  almost  indestructible, 
and  for  use  indoors  or  out. 

Sells  on  Sight, 

is  being  very  widely  advertised,  and  in  demand  every- 
where. A  few  on  your  floor  will  convince  you. 
Strongly  made  and  handsomely  finished  in  light  orange 
with  red  wheels.  The  price  is  so  low  that  no 
youngster  need  be  denied  one. 

No.  2.  . .  .two  to  three  years  $1.50 

No.  3.  . .  .three  to  four  years   2.00 

No.  4 .  . .  .  four  to  eight  years   2,50 

PRICES  TO  DEALERS  on  application. 

Prompt  delivery  guaranteed.  Advertising  folders, 
posters  and  newspaper  cuts  supplied. 


Canadian  K.  K.  Company,  Ltd. 

Sole  Canadian  Rights 

ELORA  ONTARIO 


The  Elmira  Line 


This  line  consists  of  Period  Designs,  in  William 
and  Mary — Queen  Ann — Jacobean — Colonial. 
Made  up  in  American  Walnut,  Quartered  White 
Oak  and  Mahogany. 

And  not  only  that — 

But  this  line  contains  a  strong  range  of 
the  every-day  selling  chairs  in  Quartered 
and  Plain  Oak. 

Write  jor  new  Price  Lists 


The  Elmira  Furniture  Company,  Ltd. 


Elmira,  Ontario 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 

Davenport  Beds. 
Living  Room  Furniture. 

Globe- Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs.  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass    Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


It  Pays 

to  Investigate 

Thorough  knowledge  of  a  line  of 
merchandise  is  the  trade  basis  upon 
which  to  reach  a  decision  as  to  its 
possibilities  of  profit  to  you. 

How  thorough  is  your  knowledge 
of  the  lines  manufactured  by  the 
firms  in  the  directory  opposite  ? 

If  any  of  these  lines  offer  you  a 
greater  opportunity  to  increase  your 
volume  of  business,  you,  of  course, . 
need  to  carry  a  few  samples  m  your 
stock. 

If  you  have  so  far  failed  to  stock 
these  lines,  we  feel  confident  that  it 
is  because  you  have  not  fully  inform- 
ed yourself  of  their  exclusive  merits 
and  popularity  among  consumers. 

Investigate  the  "Stratford"  lines 
and  it  will  pay  you  well. 

Stratford 
Furniture 
Manufacturers 
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Copper  Back  Mirror  Plates 

Cost  no  more  than  the  ordinary  kind, 
.  .  and  are  absolutely  damp- proof  .  . 


Ask  for  them  in  your  furniture  and  avoid  re-silvering  troubles. 

Manufactured  by 

PHILLIPS  MANUFACTURING   CO.,  LIMITED 

258  to  326  CARLAW  AVENUE  TORONTO,  ONTARIO 


MR.  FURNITURE  DEALER:- 

There's  money  in  this  line  for  you.  Why  not 
have  it?  Solicit  orders  for  School  Desks. 
Show  a  sample  of  the  "Perfection"  and  it 
means  a  sure  sale. 


L 


Write  for  literature — free. 


The  Bruce  Agricultural  Works 

Teeswater,  Ontario 


Store  Management 
Complete 


16  Full-Page 
Illustrations 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  Book  lo 

Retail  Advertising  Complete 

$1.00  POSTPAID 

"  Store  Management — Complete  " 
tells  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 

Pages  Here  is  a  sample: 

Bound  in  Cloth        CHAPTER  V.— THE  STORE  POUCY 

What  it  should  be  to  hold  trade.  The 
money-backplan.  Taking  back  goods.  Meetingcutrates.  Selling 
remnants.  Delivering  goods.  Substitution.  Handling  telephone 
calls.  CouTtesy.  Rebating  railroad  fare.  Courtesy  to  customers. 


Absolutely  New 


Just  Published 


Commercial  Press,  Limited 

32  Colborne  Street 
Toronto,  Ontario 
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THE  HOLIDAY  SEASON 


Is  drawing  very  close  and  those 
who  have  not  yet  replenished 
their  stock  of  McLagan  Furni- 
ture should  do  so  at  once  if 
they  are  to  get  their  share  of 
the  season's  bounty. 

Only  best  materials  and  work- 
manship used  in  our  lines. 

What  more  practical  gifts 
can  you  offer  ^om 
customers  ? 


The  George  McLagan  Furniture  Company,  Limited 


Stratford,  Ontario 


llllllllllllllllllllllllllllllllllllllllllllllllllllllllli^ 
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AN    .    .  . 
ATTRACTIVE 


Bedroom  Box 


q  Madeof3<  in.  B.C.  Red  Cedar 
covered  with  Japanese  matting  and 
trimmed  with  rattan.  Bent  brass 
hinges  and  casters.  Top  panelled 
and  nicely  padded.  Made  in 
three  sizes. 

Catalog  of  other  attractive  designs  sent 
on  request. 

D.   L.  Shafer  &  Co. 


ST.  THOMAS 


ONTARIO 


THE  WABASH  SLIDE 


MADE  BY 


B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articles. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY?    Because  we  make  a  better  slide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


COMMERCIAL  PRINTING 


Catalogues 

Booklets 

Circulars 


Letter  heads 
Bill  heads 
Note  heads 


WE  HAVE  THE  FACILITIES  FOR  HANDLING  ALL  COMMER- 
CIAL WORK  NEATLY,  PROMPTLY.  AND  AT  MODERATE  COST. 


THE  COMMERCIAL  PRESS  LIMITED 


32  COLBORNE  ST. 


TORONTO.  CAN. 


Our  Factory  is  working  overtime  to  fillorders.    To  be  sure  cf  delivery 
place  yours  now.   Our  special  proposition  to  buyers, 
in  gross  lots,  will  interest  you. 


A  SUGGESTION 

A  very  iifat  and  attractive  displa.v  can  easily  be  arranged 
ill  yoiM-  sliinv  window  witli  the  aid  of  a  few  Peerless  Tables. 
y<tu  will  lie  pleasantly  surprised  with  tbe  resulting  increase 
"f  sales.  The 

WPEERLES5 

'    FOLDING  TABLE- 

needs  only  an  introduction  to  sell  any  of  your  . customers 
who  do  not  own  one.  Our  slogan  '"'Everyone  Who  Sees 
One  Wants  One,"  is  a  literal  truth.  Prove  it  for  your- 
self.     Your  cITortK  will  be  well  repaid  by  your  profits." 

Hourd  &  Co.,(Limited  i>ep..  w. 


Manufacturers  LONDON 
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Illustrating  two  new  chairs  of 
George  McLagan  Furniture  Company 
.  Stratford,  Ontario 

William  and  Mary  design 
made  in  walnut. 


Upholstered  Seats 
Chairs,  Rockers 
Divanettes 


We  now  manufacture  Upholstered  Suites  to 
match  our  Davenports  and  Folding  Beds. 

In  every  particular  of  purpose  accomplished, 
pleasing  appearance  and  value  delivered  the 
Klttdd  Kind  amply  fulfil  the  require- 
ments of  good  furniture. 

Consequently,  they  are  particularly  saleable 
among  that  great  class  of  purchasers  who 
demand,  and  will  be  satisfied  with  nothing 
less  than  goods  of  this  character. 

Get  in  your  showing  now  for  the  Christmas 
Ti'ade.  We  are  prepared  to  give  you 
prompt  and  reliable  service. 

The 

mnMX  Bed  Co. 


Stratford 


Ontario 


iiiiiiiiiiiiiiiiiiiiiiiiiii 
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Popular  Windsor  Rocker 


made  in  nicely  finished  oak,  imitation 
mahogany,  or  imitation  walnut,  with 
solid  seat,  well  braced.  It  is  very 
durable,  yet  surprisingly  low  in  price. 

We  also  manufacture  small  chair  and 
arm  chair  to  match  this  rocker. 

IV  rite  for  price  and  copy  of  our  new  catalogue 
THE 

NORTH  AMERICAN  BENT  CHAIR  CO. 


No.  259.  R. 


LIMITED 


OWEN  SOUND.  ONTARIO 


space  was  reserved  for  an  ad.  from 
^  G.  L.  Irish,  499  Queen  Street  West, 
Toronto,  Ont.,  who  has  several  new  models 
of  statuary  and  framed  pictures,  but  he  is  too 
busy  with  his  new  invention — to  keep  bullets 
from  hittmg  the  soldiers— to  write  copy  of 
advertisement. 

Dealers  can  order  a  $50.00  sample  line  of  his 
new  goods  and  they  will  not  be  disappointed. 
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Imperial  Rattan  Furniture 


for  the 

Christmas 
Trade 

We  manufacture  a  wide 
range  of  upholstered  Reed 
Suites,  Chairs  and  Rockers. 
Get  your  order  in  now  and 
be  prepared  for  the  HoH- 
day  Trade. 


IMPERIAL  RATTAN  CO.,  LIMITED,  STRATFORD,  ONTARIO 


Stratford  Kitchen  Cabinet  No.  63 


Maple  stock.  Finish,  waxed  natural.  Interior 
natural.  White  enamel  extra.  Large  upper 
shelves.  Glass  tea,  coffee,  salt  and  spice  jars. 
Tilting  sugar  bin.  Two  drawers  for  cutlery,  etc. 
Solid  top.  Wide  cutting  board.  Sliding  wire 
shelf  in  bottom  cupboard.  Rack  on  door. 
Pot  and  kettle  cupboard.  Bread  and  flour 
drawers  have  rounded  metal  bottoms.  Wide 
drawer  in  bottom.  Galvanized  sheet  m.etal 
on  back  and  bottom  of  base  and  bottom  of 
cupboard.  Height,  71  ".  Width  of  base,  39". 
Depth  of  base,  26".  Size  of  top,  41  "  x  27>^". 

The  above  features  mak,e  this  cabinet  one  of  the 
most  saleable  on  the  maiket. 

The  Stratford  Manufacturing  Co. 


Limited 


Stratford,  Ontario 


■mil 
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The  Meaford  Line 

suggests  many  real  values  in  gift  pieces  for  the  Fall  and 

Hoi  iday  trade.  The  variety  to  select  from  includes  Desl^s,  Book- 
cases, Library  Tables,  Centre  Tables,  Jardiniere  Stands,  Music 
Cabinets,  Hall,  bedroom  and  T)iningroom  Furniture  in  Enamel, 
Mahogany,  Fumed  Oak  and  Surface  Oak. 


The  Meaford  Manufacturing  Co.,  Limited 

Meaford  Ontario 
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Popular  Period 
Den  and  Living  Room  Suites 

which  reflects  the  highest  art  of  old-time  expert  designers. 


No.  32.       DEN  SUITE.  WILLIAM  AND  MARY 


LIERE  is  another  suite  in  our  series 
"■^  of  Period  Furniture  for  the  homes  of 
the  masses  who  have  longed  for  years  to 
furnish  their  homes  as  artistically  as  the  rich. 

The  T^opular  Price  of  this  suite  will  astonish 
you  as  much  as  they  will  the  workingman  when  he 
sees  it  priced  on  your  floor. 

Big  profits  await  the  dealers  who  are  first  to  seize 
this  opportunity  to  help  the  "Middle  Class"  improve 
their  homes. 

Manufactured  Exclusively  by 

Victoriaville  Furniture  Company 

VICTORIAVILLE,  QUEBEC 


f 
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LET 

TILT  TOP  TWINS 

Build  Up  Your  Trade 

Show  Tilt  Top  "Twins"  on  your  floors  and 
in  your  show  windows.  They  are  an  im- 
provement over  the  old,  better  m  a  dozen 
ways,  and  they  would  certainly  help  start 
some  good  table  business  in  your  community. 

All  "Twins"  have  two  pedestals,  each  com- 
plete in  itself  besides  the  late  addition  of  the 
'Tilt  Top.'' 

Now  that  Fall  trade  is  m  full  swing  it  is  time 
for  you  to  reap  some  of  the  benefits.  The 
sooner  you  order  the  better. 


99 


How  to  set  up  the 
Tilt  Top  Twin 

The  Tilt  Top  Twin  is  a  "ONE- 
MAN  K.D."  Place  the  top  on  the 
base  so  as  to  enter  two  bolts  at  each 
end.  Then  enter  the  other  four  bolts, 
turning  on  the  nuts  with  fingers  as  far 
as  possible.  Now  the  top  can  be 
TILTED,  bringing  the  eight  nuts  be- 
fore you  unobstructed  for  tightening. 
This  can  be  done  at  the  store,  or  in 
the  home  of  the  customer. 


No.  22 


Chesley  Furniture  Co.,  Limited 

Chesley       -  Ontario 

I  CD 
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3rd  Annual  Exhibition 


of  the 


Sidway  Mercantile  Co, 

WILL  BE  HELD  IN  TORONTO  FROM 
NOVEMBER  27  TO  DECEMBER  9TH. 

The  Sidway  Mercantile  Co.  are  removing  from  Goderich,  Ont., 
to  the  W.  J.  Craig  Building,  2 1  5  Victoria  St.,  Toronto,  where 
permanent  show  rooms  and  general  offices  will  always  be  open 
to  the  trade. 

Our  exhibit  will  be  held  this  year  in  this  building,  2nd  floor.  All  of  the  1917  designs  will  be  shown. 
For  beauty  of  design,  excellent  finish,  new  and  exclusive  selling  features,  we  claim  to  be  365  days 
ahead  of  all  competitors. 

The  Craig  Building  is  but  a  few  doori  north  of  Shuter  St.,  on  the  east  side  of  Victoria  St.    Come  and 
look  us  over,  and  any  doubts  you  may  harbor  as  to  our  claims  will  be  expelled  at  first  sight. 
F.  R.  Hodgens,  Manager,  and  C.  A.  Coryell,  Ontario  Representative,  will  be  in  attendance. 

THE  SIDWAY  MERCANTILE  COMPANY 

215-17  VICTORIA  ST.,  TORONTO 


THE  BEST  OF  ALL 

Correct  Period  Suites 

for  Bed  Room  and 
Dining  Room 

OUR  NEW  FALL  LINE 

POPULARLY  PRICED 

On  Sfiow  in  Our  Fine  New 
Stiowrooms 

TORONTO  FURNITURE  CO. 


LIMITED 
Showrooms  &  Cabinet  Shops 

TORONTO 

CANADA 


By  reputation 


one  of  the  leading 
furniture  firme 
of  the  continent 


SPECULATION 

Ver»u8 

SPECIALIZATION 


Craftsman  Quality 

is  a  superior  material  on  which  you  can 
specialize  as  your  standard  for  upholster- 
ing furniture  without  fear  of  speculation. 

Craftsman  Quality  Fabrikoid  has  the 
same  Quality  that  distinguishes  all  Du 
Pont  Products,  and  back  of  its  guarantee 
is  the  assurance  which  makes  your  invest- 
ment as  secure  as  government  bonds- 
Pave  the  way  to  grain  and  keep  the  confidence 
of  your  trade. 

Get  in  line  with  others  whose  experience  with 
Craftsman  Quality  Fabrikoid  has  convinced 
them  of  its  Superiority. 

Specialize  in  Craftsman  Quality  Fabrikoid  by  speci- 
fying this  continuously  advertised  and  guaranteed 
material  for  all  upholstered  and  over-stuffed  furniture. 

Write  for  Samples  and  Full  Information. 

Du  Pont  Fabrikoid  Company 

TORONTO,  ONTARIO 
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The  Gold  Medal  Line 


Living  Room  Furniture  for  Christmas  Trade 

We  have  a  large  variety  of  Upholstered  Living  Room  Chairs,  Rockers, 
and  Chesterfield  Sofas.  If  you  have  not  received  our  September  Cata- 
logue and  Price  List,  our  Toronto  Office  w^ill  mail  one  to  you  on  request. 


No.  761— Rack 


No.  761— Table 

guarter  Cut  Oak.    Top,  26>4"  x  42^^".     Legs,  2>^" 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 


Head  Office:  Van  Home  St.,  Toronto 


Factorie*  at  Toronto,  Montreal,  Winnipeg  and  Uxbridge 
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No.  78 
Mahogany  Finish 
$2.70 


No.  79 
Empire  Mahogany 
$5.55 


No.  89 
Quartered  Oak 
$5.25 


No.  85 
Quartered  Oak 
$9.75 


These  prices 
are  subject  to 
our  old  cata- 
log discount. 
661  per  cent. 


1 


No.  90 
Quartered  Oak 
$6.75 


No.  84 
Quartered  Oak 
$10.50 


No.  82 
Empire  Mahogany 
$9.75 


No.  17 

Empire  Mahogany 
$6.75 


No.  86 
Quartered  Oak 
$12.75 


Stock  up  Now  for  Xmas  Selling 

There  is  a  good  cash  business  waiting  for  every  furniture  dealer  who  will 
put  in  an  assorted  stock  of  our  gift  novelties.  A  reference  to  our  catalog 
No.  47  and  the  supplement  will  reveal  dozens  of  articles  that  will  sell 
readily  from  now  until  Christmas.    Get  your  share  of  this  good  business. 


THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 
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It's  the 

Circulation 

that  counts 

The  Canadian  Furniture  World  and  The  Undertaker  is  the 
dominant  paper  in  its  field — because  it  has  the  paid  circulation 
and  to  an  exceptional  degree  the  confidence  of  its  readers. 

During-  the  past  four  years  this  paper  has  been  giving  the  trade 
what  they  want — information  regarding  developments  in  both 
the  furniture  and  undertaking  fields. 

As  a  consequence  of  this  service,  plus  an  aggressive  campaign  for 
securing  subscriptions,  it  has  won  the  outstanding  position  in  its 
field  in  paid  circulation. 

The  fact  that  its  policy  has  won  out  is  proven  by  its  competition 
having  at  last  come  to  realize  it  must  follow  the  lead  of  The 
Furniture  World,  in  the  matter  of  section  devoted  to  undertaking. 

The  editorial  purpose  of  this  journal,  in  the  future  as  in  the  past, 
will  be  to  give  useful  information  to  its  readers — the  retail  furni- 
ture dealers  and  undertakers.  The  policy  will  not  include 
"write-ups"  of  factories  or  manufacturers,  as  these  contain  no 
helpful  information  for  the  reader  and  have  no  value  for  the  manu- 
facturer, who  is  not  trying  to  sell  himself  or  his  plant,  but  rather 
his  goods. 

In  short,  The  Canadian  Furniture  World  has  "won  out"  by  the 
soundness  of  its  editorial  policy  in  the  past,  and  its  consequent 
national  paid  circulation,  and  intends  continuing  this  policy  in  the 
future. 


The  Commercial  Press,  Limited 

32  Colborne  St.,  Toronto 
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1917  JANUARY  1917 


For  More  Than  Fifteen  Years 
Has  Been  America's 
Greatest  Furniture  Buying  Center 

Manufacturers'  Exhibition  Building  Co. 

1319  Michigan  Avenue,  Chicago 
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Christmas  Suggestions 


3975.  Curate 


6017.    Parlor  Table 


6016.    Parlor  Table 


FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 


The  Christmas  Season  is 
near  at  hand,  and  to-day's 
preparation  is  to-morrow's 
success.  Order  early  to  en- 
sure prompt  dehvery. 

There  is  always  a  big  demand  for 
articles  that  combine  in  appear- 
ance and  pleasure  the  elements  of 
a  gift,  and  in  serviceability  and 
the  practical  demand  of  economy 
and  common  sense. 

Your  Store 


is  judged  by  the  stock  you  have  on  display, 
and  your  business  is  determined  as  the  store  is 
judged.  With  stock  such  as  illustrated  on  this 
page  available,  there  is  no  excuse  for  the  dis- 
play of  poorly  constructed  goods. 

sure  by  ordering  "C.F.M." 


Panada  fuRNIIURE^ANUFACTURERS 


3714.    Smoker's  Stand 


6453.  Pedestal 


6433.  Tray 


Limited 

GENERAL  OFFICES  :    WOODSTOCK,  ONT. 
WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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Ways  and  Means  of  Pushing  the  Gift  Season  Trade 


Arranging  the  gift  department.  Suitable  lines  for  the  season. 
Methods  of  getting  business.  Hints  on  advertising  and  window 
displays.    Suggestions  for  a  rest  room.    Enthusing  the  clerks. 

By  WILLIAM  LEWIS  EDMONDS 


THAT  the  Christmas  holiday  gift  trade  is  well 
worthy  of  the  special  attention  of  furniture 
dealers  there  cannot  be  the  slightest  doubt.  The 
fact  that  dealers  in  ever  increasing  number  are  an- 
nually devoting  special  attention  to  it  leaves  no  doubt 
on  that  score.  Furniture  dealers  are  too  wise  to  give 
increasing  attention  to  that  which,  by  its  results,  does 
not  warrant  its  continuance. 

There  was  a  time,  and  not  so  very  long  ago,  either, 
when  little  or  no  effort  was 


made  by  the  average  furni- 
ture dealer  to  encourage 
trade  to  come  his  way  dur- 
ing the  Christmas  holiday 
season.  In  that  day  to  buy 
anything  that  was  handled 
by  the  average  retail  furni- 
ture dealer  scarcely  seemed 
to  be  the  proper  thing. 
Furniture  was  a  thing  to  be 
purchased  on  ordinary  oc- 
casions and  not  when 
Christmas  gifts  were  being 
made. 

But  we  have  travelled  a 
long  way  in  the  direction  of 
common  sense  since  that 
day.  People  are  now  realiz- 
ing more  than  ever  before 
that  there  is  nothing  more 
suitable  for  a  Christmas 
present  than  one  of  the 
many  articles  which  are  to 
be  found  in  the  store  of 
every  enterprising  furniture 
dealer.  Probably  more 
progress  has  been  made  in 
that  direction  during  the 
past  couple  of  years  than 
during  the  whole  of  the 
previous  decade. 

The  fact  of  the  matter  is 
that  there  is  no  branch  of 
the  retail  trade  which  is  as 
well  equipped  as  that  ap- 
pertaining to  retail  furni- 
ture for  catering  to  the  re- 
quirements of  the  Christ- 
mas holiday  demand,  for 
furniture  of  some  kind  is 
used  by  everyone,  whether  married  or  single,  young 
or  old.  In  this  fact  the  retail  furniture  dealer  has  a 
strong  card. 

But  the  best  of  cards  are  of  no  use  until  they  are 
played.  And  now,  and  not  a  moment  later,  is  the  time 
for  all  dealers  to  mature  such  plans  as  well  suit  the 
peculiar  circumstances  of  their  own  business,  in  order 
that  when  the  season  for  the  buying  of  Christmas 


Suitable  Gift  Pieces 


Ash  Trays 

Music  Cahinets 

Ash  Receivers 

Magazine  Stands 

Baskets 

Mirrors 

Beds 

Match  Stands  and 

Book  Cases 

Smokers'  Trays 

Book  Racks 

Mattresses 

Book  Ends 

Muffin  Stands 

Book  Stands 

Newspaper  Holders 

Bread  Trays 

Night  Lamps 

Breakfast-in-Bed  Trays 

Painted  Furniture  . 

Breakfast  Trays 

Paper  Weights 

Bronze  Novelties 

Pedestals 

Candlesticks 

Phonograph  Cabinets 

Centrepieces 

Pictures  and  Frames 

Cellarettes 

Portable  Lamps 

Cigar  Humidors 

Pottery 

Cigar  Lighters 

Reading  Tables 

Clocks 

Rugs 

Cushions 

Serving  Trays 

Curates 

Sewing  Baskets 

Cut  Glass 

Shades 

Desks 

Statuary 

Desk  Sets 

Tables 

Desk  Lamps 

Table  Decorations 

Door  Stops 

Talking  Machines 

Draft  Screens 

Talking  Machine  Records 

Electric  Lamps 

Teapots 

Fur  Rugs 

Tea  Bells 

Gas  Lamps 

Tea  Tables 

Gongs  and  Strikers 

Tea  Caddies 

Hall  Clocks 

Tea  Trays 

Easy  Chairs 

Tea  Wagons 

Hall  Trees 

Telephone  Stands 

Invalid  Tables 

Thermos  Bottles 

Invalid  Chairs 

Tobacco  Bottles 

Knockers 

Vases 

Lazy  Susans 

Venetian  Glass 

Lacquered  Goods 

Wardrobe  Trunks 

Leather  Goods 

Willow  Furniture 

Mahogany  Book  Wagons 

Wicker  Furniture 

Mantel  Clocks 

Work  Baskets 

A  list  useful  II like  to  the  dealer  and  his  customers. 


holiday  gift  goods  is  in  full  swing  they  will  be  in  a 
position  to  play  their  cards  and  win  much  business. 

A  Good  Trade  Indicated 

The  ensuing  Christmas  holiday  trade  will  be  a  good 
one.  There  can  be  no  doubt  on  this  point.  Prosperity 
abounds  on  every  hand.  At  no  time  in  the  history  of 
the  Dominion  was  money  as  plentiful  as  it  is  to-day,  for 
at  no  time  was  prosperity  so  generally  diffused.  The 

farmers  are  getting  unusu- 
ally high  prices  for  every 
thing  they  produce,  while 
the  wages  of  the  working 
people  were  never  at  the 
high  level  they  are  to-day. 

This  means  that  every 
furniture  dealer  is  war- 
ranted in  expecting  a  big- 
ger Christmas  holiday  trade 
than  he  has  ever  hitherto 
experienced.  And  if  he  is 
warranted  in  believing  so 
he  is  warranted  in  prepar- 
ing for  it. 

Need  of  Cultivation 

No  matter  how  favorable 
the  conditions  may  be,  big 
results  in  business,  as  well 
as  big  results  in  farming, 
are  only  obtainable  after 
adequate  preparations  have 
been  made  to  bring  them 
about.  In  other  words 
there  must  be  cultivation 
for  business  as  well  as  for 
agricultural  crops.  And 
the  better  the  cultivation 
the  better  the  yield. 

About  the  first  thing  the 
furniture  dealer  should  do 
in  order  to  break  ground 
for  a  good  business  during 
the  Christmas  holiday  sea- 
son, is  to  plan  for  the  crea- 
tion of  a  gift  department  in 
his  store.  This  department 
should  be  conveniently  lo- 
cated, and  in  a  place  where 
either  natural  or  artificial 
light  is  good,  for  even  the  nature  of  the  lighting  facili- 
ties has  an  influence  in  the  making  of  sales. 

Naturally  a  great  deal  of  the  success  which  attends 
the  Christmas  holiday  gift  trade  will  depend  upon  the 
character  of  the  goods  which  the  dealer  has  in  stock 
for  the  occasion. 

While  the  potential  possibilities  of  all  stores  are  not 
the  same,  yet  there  is  a  general  underlying  condition 
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which  applies  to  each  and  every  store.  And  this  con- 
dition is  that  in  all  parts  of  the  country  much  the  same 
class  of  goods  for  gifts  are  demanded.  The  difference 
will  be  more  one  of  degree  than  of  kind.  Consequently 
it  is  up  to  every  detdcr  to  determine  for  himself  such 
matters  as  variety  and  extent  of  goods  he  shiill  stofk 
for  the  holiday  trade. 

It  does  not  matter  whether  the  store  is  a  large  one 
or  ;i  small  one,  is  located  in  a  large  or  in  a  small  centre 
of  poj)ulation,  the  stock  should  be  in  variety  as  wide  as 
possible,  in  order  that  the  dealer  may  be  in  a  position  to 
cater  to  the  various  needs  of  the  customers  who  are 
abroad  on  purchasing  expeditions  during  the  holiday 
season. 

It  is  always  wise  to  have  a  good  supply  of  odd  pieces 
of  furniture  on  hand,  for  they  are  sure  to  sell  well. 
And  then  there  is  another  advantage  in  selling  odd 
pieces  of  furniture:  It  means  that  the  recipient  of  the 
gift  will,  in  perhaps  not  a  few  instances,  buy  additional 
pieces  later  on.  It  would  therefore  be  advisable,  Avhen- 
ever  an  odd  piece  of  furniture  is  sold,  to  attach  a  card 
or  other  mark  of  identification  upon  it,  so  that  the  per- 
son who  receives  it  may  know  where  he  or  she  can  go 
to  get  the  additional  piece  if  so  desired.  It  will  serve 
as  an  advertisement  at  any  rate,  whether  one  or  more 
pieces  the  complement  of  that  received  as  a  gift  is  de- 
sired or  not. 

The  Means  and  the  Tastes  of  Customers 

It  is  also  well  to  bear  in  mind,  when  purchasing 
stock  for  the  holiday  trade,  the  tastes  and  means  of  the 
customers  that  are  peciriiar  to  the  particular  neighbor- 
hood in  which  the  store  is  located.  Every  dealer  will 
know  from  experience  what  these  are.  While  custom- 
ers are  not  as  a  rule  so  much  influenced  by  price  during 
the  Christmas  holiday  trade  as  they  are  on  ordinary 
occasions,  yet  they  are  of  necessity  influenced  to  some 
extent  by  the  measure  of  their  purchasing  power.  It 
is  consequently  well  for  the  dealer  to  bear  this  in  mind, 
for  it  is  the  customer  of  limited,  as  well  as  of  unlimited, 
means  that  he  desires  to  attract  to  his  store.  And 
there  is  such  a  variety  of  lines  obtainable,  both  in 
staples  and  novelties,  that  no  dealer  need  be  Avithout 
an  adequate  supply  of  both. 

In  the  way  of  novelties  the  dealer  has  variety  at  his 
disposal  which  is  practically  unlimited,  for  anything 
which  is  decorative  in  character  is  quite  eompatable 
with  the  furniture  trade.  Electric,  gas,  and  oil  lamps, 
brass  goods  of  various  descriptions,  bronze  goods,  Vene- 
tian glassware,  photo  frames,  plaster  of  paris  goods, 
picture  frames,  and  glassware  can  be  obtained  in  such 
wide  variety,  both  in  regard  to  price  and  quality,  that 
every  dealer  can  safely  give  some  attention  to  them  for 
the  holiday  trade.  And  what  is  more,  as  far  as  the 
dealer  is  concerned,  is  that  they  yield  a  good  profit. 
Some  even  an  hundred-fold. 

Gifts  for  Different  Members  of  the  Family 

A  good  hit  will  invariably  be  made  by  the  dealei'  pay- 
ing particular  attention  to  the  needs  of  different  mem- 
bers of  the  family.  That  is,  for  grandmother  and 
grandfather,  father  and  mother,  daughter  and  son, 
sister  and  brother.  By  going  about  this  in  a  proper 
way  the  dealer  will  attract  a  lot  of  people  to  his  store. 

Ladies'  writing  desks  and  work  tables  are  always  in 
good  demand  for  gift  purposes,  and  they  are  obtainable 
at  such  a  variety  of  prices  that  they  come  within  the 
province  of  every  dealer.  The  same  may  be  said  of 
ladies'  dressing  stands  and  screens. 


For  men,  easy  chairs,  desks,  chiffoniers,  and  smok- 
ers' sets  are  always  acceptable  as  gifts,  and  conse- 
quently always  in  demand. 

Fixtures  and  Supplies  for  the  Kitchen 

Fixtures  and  supplies  of  various  kinds  make  appro- 
priate gifts.  They,  too,  are  in  such  wide  variety, 
ranging  from  stoves  and  kitchen  cabinets  to  potato 
mashers,  that  the  tastes  and  re(|uirements  of  everybody 
can  be  satisfied.  With  a  view  to  future  as  well  as  to 
present  business  it  would  be  a  good  idea  for  dealers  to 
have  a  fully  equipped  kitchen  fixed  up  in  the  store  in 
connection  with  the  gift  department  or  adjacent  to  it. 
There  is  scarcely  anything  which  w^ould  interest  the 
average  housewife  more. 

Department  for  Gifts  to  Children 

A  department  in  which  some  arrangement  was  not 
made  for  the  display  of  gifts  for  children  would  natur- 
ally be  incomplete.  That  a  department  of  this  kind 
would  attract  attention  there  can  be  no  doubt.  Without 
a  great  deal  of  trouble  it  could  be  made  both  attractive 
and  useful.  Its  attractfulness  would  of  course  be  in 
the  children  which  it  would  bring  to  the  store.  Its 
usefulness  would  be  in  the  fact  that  with  practically 
every  child  that  it  attracted  to  the  store  would  be  an 
accompanying  parent.  And  that  means  the  possible 
linking  up  with  a  future  customer. 

Talking  Machines 

The  dealer  who  is  handling  talking  machines  is  for- 
tunate, for  not  only  are  they  a  good  line  to  handle,  be- 
cause of  the  immediate  profit  they  bring  through  their 
sale,  but  they  also  serve  the  purpose  of  assisting  to  at- 
tract people  to  the  store  through  the  music  they  emit. 
Dealers  who  are  not  yet  handling  talking  machines 
would  be  doing  a  wise  thing  to  immediately  arrange 
for  a  supply,  for  machines  and  records  naturally  sell 
well  during  the  holiday  season.  And  with  every  ma- 
chine sold  a  new  avenue  is  opened  up  for  future  bu.si- 
ness. 

Grouping-  Displays  in  the  Gift  Department 

It  would  be  a  good  idea,  both  for  the  convenience  of 
customers  and  clerks,  to  form  within  the  gift  depart- 
ment groups  of  kindred  lines.  For  example,  staples 
here,  stoves  and  heaters  there,  toys  in  another  section, 
children's  furniture  in  another,  novelties  and  knick- 
nacks  in  another  and  rugs  and  carpets  in  still  another. 
The  extent  to  which  this  can  be  done  will  of  course  de- 
pend on  the  floor  space  available.  But  the  idea  can 
be  followed  out  to  some  extent  even  in  the  small  stores. 
Where  there's  a  will  a  way  will  be  found. 

Importance  of  Advertising 

No  really  successful  sale  of  Christmas  holiday  goods 
can  be  carried  on  without  the  co-operative  force  of  ad- 
vertising. The  better  the  advertising  the  better  of 
course  the  results.  But  the  preparation  of  advertising 
copy  is  not  the  difficult  task  that  some  may  possibly 
imagine.  All  that  a  good  advertisement  doe.s  is  to  tell 
in  simple  and  effective  language  the  news  of  the  store 
in  regard  to  the  goods  carried  in  stock.  That  every 
dealer  can  do,  whether  he  has  had  experience  in  writ- 
ing advertising  copy  or  not. 

If  the  dealer  is  located  in  a  town  in  which  there  are 
none  but  weekly  papers  he  should  use  good-sized  space 
in  order  that  he  can  pretty  Avell  cover,  before  the  sea- 
son is  over,  the  list  of  articles  which  make  suitable 

Continued  on  page  27) 
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Go  After  Xmas  Trade 
by  a  Series  of 
Window  Displays 


How  window  can  be  made  valuable  selling,' 
agent— a  Christmas  sufrgeslion. 


AT  no  other  period  of  the  year  is  the  display  win- 
dow of  so  much  value  in  attracting  trade  to 
the  store  as  from  now  until  the  end  of  the  year. 
The  Christmas  spirit  that  arises  in  all  its  strength 
every  year,  causing  people  to  spend  more  money  and 
spend  it  freer  than  at  any  other  time,  makes  this  the 
big  harvest  season  for  the  retailer.  There  is  business 
to  get  and  it  is  the  dealer  who  goes  after  it  in  a  real 
aggressive  manner  from  now  to  the  turn  of  the  year 
who  is  going  to  carry  off  the  largest  share  of  passing 
business. 

Plan  Schedule  of  Windows 

The  amount  of  business  depends  to  a  large  extent 
on  the  attention  given  to  window  display  during  this 
time.  The  window  is  an  important  factor  in  remind- 
ing people  of  the  coming  event  and  suggesting  to 
them  that  they  get  their  Xmas  buying  under  way. 
By  getting  as  much  of  this  trade  as  possible  over  early, 
the  dealer  is  in  a  better  position  to  get  the  best  out 
of  the  last  couple  of  weeks  previous  to  Christmas. 

The  dealer  would  do  well  to  plan  out  a  schedule 
of  lines  that  he  deems  desirable  to  feature  each  week 
and  then  study  out  how  they  can  be  shown  to  the 
best  advantage.  Windows  should  be  changed  fre- 
quently so  as  to  present  as  wide  a  range  of  sugges- 
tions as  possible  to  the  public. 

Get  Under  Way  Early 

The  window  campaign  should  be  gotten  under  way 
early  enough  before  Christmas  to  get  peoplv~  think- 


advantage  that  comes  from  an  early  start  in  the  Xmas 
campaign. 

The  trimmer  should  aim  to  get  away  from  the  usual 
set  form  of  window  display  during  the  period  previous 
to  Xmas  and  arrange  something  that  will  be  outstand- 
ing and  attract  attention.  Well  before  Christmas  is 
at  hand,  the  gift-giving  spirit  should  be  injected  into 
customers,  and  this  can  best  be  done  by  settings  of  a 
Christmassy  nature.  Every  dealer  should  put  forth  an 
effort  to  have  his  Christmas  displays  surpass  those  at 
ordinary  times  of  the  year. 

Cheesecloth  can  be  used  to  good  advantage  in  win- 
.  dow  decorations,  as  can  also  tissue,  crepe  paper,  tinsel 
and  bells.  Attention  should  be  given  to  background 
arrangement  and  plenty  of  show  cards  should  be  used. 
Plan  in  Advance 

Plan  your  windows  carefully  in  advance.  Have  a 
definite  idea  in  mind  when  you  start.  The  time  your 
window  is  closed  to  the  public  is  advertising  lost,  and 
if  time  can  be  saved  in  arranging  a  display  it  means 
a  good  deal. 

The  trimmer  who  goes  into  his  window  fully  pre- 
pared, and  knowing  what  he  is  going  to  do,  can  have 
his  display  in  shape  in  a  fraction  of  the  time  required 
by  the  man  who  takes  his  goods  into  the  window  and 
then  decides  how  he  is  going  to  arrange  them. 

Link  up  the  advertising  with  the  window  displays. 
While  a  window  display  should  be  so  strildng  as  in  it- 
self be  able  to  arrest  attention,  yet  when  the  advertis- 
ing is  co-operating  its  etfectiveness  is  naturally  much 
enhanced.  When  the  advertisement  draws  attention 
to  the  window  display  people  will  be  on  the  alert  for 
it,  and  some  will  even  be  induced  to  go  out  of  their 
way  in  order  to  see  it. 


How  window  can  be  made  valuable  selling  agent — a  Christmas 
suggestion 

ing  of  the  coming  event  and  to  impress  on  them  that 
you  carry  a  good  range  of  holiday  goods.  There  are 
a  few  lines,  such  as  silverware  and  cut  glass,  that  do 
not  sell  to  any  great  extent  until  the  holiday  is  close 
at  hand,  but  with  other  lines  a  good  many  sales  can 
be  induced  by  early  display,  and  at  any  rate  you  are 
giving  general  publicity  to  your  store  as  headquarters 
for  Christmas  goods.  The  dealer  should  not  pass  up  the 


MAKE  THE  TRIM  TYPICAL 

Simple  window  trims  are  the  most  effective.  Very 
often  some  little  occurrence  in  the  town  or  a  notice  in 
one  of  the  local  papers  gives  you  the  cue  for  a  trim 
that  will  attract  more  attention  than  many  of  the  most 
carefully  thought  out  trims.  By  adding  a  little  local 
color  to  your  window  to  tie  up  with  National  advertis- 
ing, you  can  always  make  more  of  a  hit,  because  town 
folks  are  strictly  local  people,  and  Bill  Smith  likes  to 
know  that  Jack  Jones,  who  lives  right  next  to  him, 
also  uses  the  same  kind  of  tools  that  he  does. 


AN  IDEA  FOR  YOUR  WINDOW 

A  model  kitchen  in  which  a  large  doll  standing  on  a 
chair,  was  working  at  a  kitchen  cabinet,  with  various 
time-saving  kitchen  utensils  and  equipment  displayed, 
from  each  of  which  a  ribbon  led  to  a  sign  on  the  win- 
dow, that  summed  up  its  advantages  in  a  few  words, 
was  a  window  trim  that  paid  one  energetic  dealer. 
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The  Christmas  Advertising 


One  of  the  first  things  to  get  ready  for  the  Christmas 
sales  season  is  the  advertising,  and  this  should  be 
handled  in  a  manner  in  keeping  with  the  spirit  of  the 
season.  It  makes  no  difference  how  inatter-of-faet 
one's  advertising  may  be  at  other  times,  it  should  have 
a  strong  spice  of  sentiment  during  the  weeks  that  pre- 
cede Chi'istmas.  The  custom  of  giving  at  Christmas 
time  is  purely  a  sentimental  one  and  this  spirit  should 
be  injected  into  the  store's  advertising.  Use  plenty 
of  ullustrations  showing  Santa  Claus,  Christmas  trees, 
holly,  etc.  There  are  a  large  variety  of  hnlid;iy  cuts 
to  be  had,  and  these  can  be  bought  in  (|uantiti»'s  at 
small  cost.  Every  printei'  has  a  catalogue  of  these 
illustrations  and  will  order  them  for  you.  If  you 
want  special  designs,  you  have  plenty  of  time  to  get 
them  made  before  the  holiday  advertising  commences. 

The  advertiser  who  constantly  shouts  bargains  and 
prices  is  like  a  man  addicted  to  some  drug — the  dose 
has  to  be  increased  constantly  to  produce  the  desired 
effect.  No  store  can  live  by  bargains  alone  and  this 
the  public  knows.  It  would  be  better  to  admit  that 
a  reasonable  profit  is  made  on  merchandise  and  talk 
about  quality  and  style.  That  is  the  way  the  truly 
great  retail  establishments  are  built  up. 


MORE  "PEP"  WANTED  IN  ADVERTISING 

In  the  course  of  an  able  address  given  by  Horace 
Chevrier,  Winnipeg,  president  of  the  Dominion  Board. 
R.  M.  A.,  recently  at  Ottawa,  he  referred  to  the  part 
advertising  plays  in  the  upbuilding  of  the  retail  busi- 
ness. He  said  he  had  seen  some  remarkably  good  ad- 
vertising in  the  newspapers  of  that  city,  but  he  thought 
there  was  not  so  much  of  it  as  there  should  be. 

"The  more  advertising  that  appears  in  the  journals 
of  the  city  the  better  it  is  for  the  advertiser,"  he  said, 
adding  that  the  more  competition  there  was  in  adver- 
tisement writing,  the  more  "pep"  and  the  more  spirit 
and  originality  in  the  copy,  would  redound  to  the  credit 
of  the  merchant  who  sought  development  by  keen  ad- 
vertising. 


HOW  TO  DISPLAY  MERCHANDISE 

There  can  be  no  question  now  about  the  advisability 
of  merchandise  display,  said  Geo.  J.  Cowan,  a  window 
dressing  expert,  recently.  The  question  now  of  vital 
importance  is,  "How  shall  we  arrange  our  merchandise 
in  order  to  get  best  results'?"  Looking  back  thousands 
of  years  and  also  making  a  study  of  merchandising  con- 
ditions in  even  the  most  primitive  countries  of  to-day, 
we  find  that  the  first  essential  in  most  merchandising  is 
to  get  the  goods  out  where  they  can  be  seen.  This  is 
what  the  great  mass  of  merchants  are  doing  at  the  pre- 
sent day.  Of  course,  the  average  store  in  the  more  pro- 
gressive countries  has  improved  wonderfully  in  the 
last  few  hundred  years,  this  being  particularly  true  of 
the  show  window  in  so  far  as  construction  and  lighting 
is  concerned.  The  introduction  of  plate  glass  about 
seventy-five  years  ago  has  been  the  most  powerful 
factor  in  the  improvement  of  the  show  window. 

No  matter  how  up-to-date  your  show  window  may  be 
it  is  still  vitally  important  that  someone  in  the  store 
knows  something  about  the  more  important  principles 
governing  the  display  of  the  goods  that  the  store  has 


for  sale.  One  very  important  rule  that  can  be  applied 
to  almost  all  lines  is  to  try  to  show  goods  as  they  will 
appear  when  in  use.  Let  us  apply  this,  for  instance,  to 
ready-to-wear  garments.  Compare  in  your  mind's  eye 
a  window  having  suits,  dresses,  waists,  or  any  other 
items  of  ready-to-wear  hung  up  on  bars,  garment 
hangers  or  cross  T  stands,  with  a  window  in  which  the 
garments  are  placed  on  forms  or  wax  figures.  In  such 
a  window  as  the  latter  the  po.ssible  customer  can  see 
exactly  how  the  garment  will  look  when  worn ;  will 
have  a  clear  idea  of  how  they  fit,  can  see  perfectly 
every  detail  of  make  and  thus  will  be  created  a  desire 
on  the  customer's  part  to  possess  these  goods  which 
she  knows  are  pleasing  in  style,  and  perfect  fitting. 

Applying  this  same  principle  to  the  showing  of  hard- 
ware and  other  housefnrnishings  in  order  to  follow  out 
this  principle  of  showing  merchandise  the  way  it  will 
appear  when  in  use,  let,  say,  articles  for  the  kitchen  be 
sbown  in  natural  surroundings,  while  other  articles 
should  be  shown  in  an  appropriate  setting.  This 
system  of  display  compared  with  the  old  method  of 
showing  a  heterogeneous  collection  of  all  kinds  of  hard- 
ware in  an  open-back  window  means  that  the  same 
items  of  merchandise  will  look  a  hundred  per  cent, 
better  and  actually  suggest  how  they  can  be  used  to 
advantage  in  the  home. 


WHY  ADVERTISING  SHOULD  BE  CONTINUOUS 

Stopping  an  ad.  to  save  money  is  like  stopping  a 
clock  to  save  time. 

If  all  thought  alike,  there  would  be  no  horse  trading 
or  advertising. 

The  time  to  advertise  is  all  the  time.  The  man  who 
fishes  longest  has  the  largest  basket  of  fish. 

Advertising  is  an  insurance  policy  against  forgetful- 
ness.     It  compels  people  to  think  of  you. 

The  unprofitableness  of  advertising  is  not  in  doing 
too  much  of  it — it  is  in  not  doing  it  correctly. 

Like  eating,  advertising  should  be  continuous.  When 
to-day's  breakfast  will  answer  for  to-morrow's  you 
can  advertise  on  the  same  principle. 

Advertising  does  three  things :  Informs  the  public 
who  you  are,  where  you  are,  and  what  you  have  to 
sell,  thus  strengthening  your  correspondence  and  back- 
ing your  salesmen. 

No  one  lies  awake  thinking  of  your  business ;  out  of 
print,  out  of  mind. 


THREE  REASONS  FOR  NOT  ADVERTISING 

There  are  three  things  that  probably  contribute  to 
retailers  not  advertising:  Disbelief  in  the  value  of  ad- 
vertising, a  feeling  that  you  can't  write  an  advertise- 
ment, and  lack  of  co-operation  on  the  part  of  your 
home  newspaper  men.  The  first  two  are  closely  re- 
lated. Failure  to  realize  benefit  from  advertising  is 
largely  due  to  improper  advertising — to,  if  you  please, 
poorly  written  advertisements  and  failure  to  grasp  the 
essential  thing  in  advertising. 


B  yyy. 

Oh,  merchant,  in  thine  hour  of  eee. 
If  on  this  paper  u  should  ccc. 
Take  our  advice,  and  now  b  yyy. 
Go  straightway  out  and  advertiii, 
U'll  find  the  project  of  some  uuu ; 
Neglect  can  offer  no  exqqq ; 
B  yyy  at  once,  prolong  ur  daaa, 
A  silent  business  soon  dkkk. 
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Healthier  That  the  business  men  in  Canada 

Business  are  finding  it  easier  than  a  year 

ago  to  keep  afloat  on  the  mercan- 
tile sea  is  evident  from  the  record  of  failures  for  the 
first  six  months  of  the  present  calendar  year. 

The  total  number  of  failures  was  1.037,  which  was  a 
decrease  of  nearly  25  per  cent,  compared  with  a  year 
ago.  But  the  most  marked  decrease  was  in  the  amount 
of  the  liabilities,  the  total  being  $10,088,963,  compared 
with  $18,392,239,  a  decline  of  over  45  per  cent. 

Assets,  either  in  total  or  in  proportion  to  liabilities 
were  not  as  large  as  they  were  a  year  ago,  the  amount 
for  distribution  among  the  creditors  and  to  meet  the 
expenses  incidental  to  winding  up  the  estates,  being 
$3,997,259,  as  compared  with  $8,329,119.  In  other 
Avords  the  assets  to  liabilities  were  39  per  cent,  as  com- 
pared with  45  per  cent. 

The  fact,  however,  that  the  decrease  in  the  number  of 
failures  and  in  the  amount  of  the  liabilities  was  so 
marked,  more  than  compensates  for  a  diminished  pos- 
sible dividend  for  the  creditors. 

Decreases  in  failures  and  in  liabilities  indicate 
healthier  business  conditions. 

Don't  trust  all  the  people  all  the  time. 

A  Good  One  of  the  most  interesting  fea- 

Indication  tures  in   the   trade   situation  in 

Canada  is  the  condition  of  the 
earnings  of  the  big  railway  companies. 

During  the  last  fiscal  year,  the  combined  gross 
earnings  of  the  three  transcontinental  railways 
amounted  to  the  enormous  sum  of  $211,902,942,  an  in- 
crease of  $44,521,485,  or  25yo  per  cent.  And  one  of 
the  interesting  features  about  this  increase  is  the  fact 
that  during  the  first  few  months  of  the  fiscal  year  there 
was  almost  a  steady  decrease  in  earnings. 

It  was  the  big  crop  of  1915,  the  better  trade  condi- 
tions of  the  early  summer  and  fall  and  the  transporta- 
tion of  munitions  that  brought  about  the  boom  in 
earnings. 

In  view  of  the  fact  that  there  is  more  than  a  usually 
large  quantity  of  grain  of  last  year's  production  still 
to  be  moved  before  the  new  crop  comes  on  the  market, 
together  with  the  fact  that  the  transportation  of  gen- 
eral merchandise  and  munitions  is  likely  to  be  heavy 
for  some  time  to  come,  indicates  that  the  railways  will 
experience  another  good  fiscal  year. 

When  the  railways  are  busy  it  is  a  pretty  good  indi- 
cation of  the  condition  of  the  trade  and  commerce  of 
the  country. 

Don't  allow  your  accounts  to  get  old. 

Solving  the  Bank-  During  the  recent  convention  of 
rupt  Stock  Evil.  the  Retail  Merchants'  Associa- 
tion, at  Red  Deer,  Alta.,  an  ad- 
dress was  delivered  by  F.  R.  Freeze  on  the  subject: 
"What  is  to  be  Done  with  Bankrupt  Stocks?" 


After  pointing  out  that  in  the  Province  of  Alberta 
in  February  last  bankrupt  stocks  to  the  value  of  $300,- 
000  were  placed  upon  the  market,  he  referred  to  the 
many  suggestions  which  had  been  made  for  the  solu- 
tion of  the  pro'blem  from  the  retailers'  standpoint,  and 
wound  up  by  defining  what  he  considered  to  be  the 
best  solution. 

In  brief,  it  was  his  opinion  that  where  an  insolvency 
occurs  in  a  town  in  which  three  or  four  other  merchants 
are  operating  that  these  merchants  should  unite  to 
buy  the  stock  at  a  fair  market  price. 

"The  Avholesale  houses,"  he  declared,  "would  give 
every  benefit  to  the  merchants  Avho  Avould  unite  in  this 
way,  and  it  would  clean  up  the  stock  Avithout  having 
any  slaughter  of  legitimate  prices  or  place  the  town 
in  danger  of  having  a  bankrupt  depot  established.  The 
merchants  could  either  unite  in  placing  a  man  in  charge 
to  dispose  of  the  stock  in  a  regular  retail  way  or  could 
close  up  the  store  and  divide  the  goods  around  among 
their  respective  places  of  business." 

While  the  solution  that  Mr.  Freeze  advances  is  not  a 
new  on'e,  having  been  carried  out  by  retailers  in  cer- 
tain towns  in  Canada,  yet  it  seems  to  be  a  most  feasible 
solution,  which  should  be  more  generally  adopted.  For 
that  reason  it  is  worth  iterating  and  reiterating. 

At  the  same  time  it  is  worth  draAving  the  attention  of 
the  trade  to  the  fact  that  when  a  group  of  local  re- 
tailers unite  to  purchase  a  bankrupt  stock  that  they 
should  be  prepared  to  pay  a  fair  market  price  for  it. 
This,  Mr.  Freeze  alleges  they  have  not  always  been 
prepared  to  do.  In  one  case,  for  example,  only  twenty- 
five  cents  on  the  dollar  was  offered  for  a  stock  which 
sv;bsequently  sold  for  fifty-five  cents  on  the  dollar.  He 
also  ventured  the  further  information  that  for  twenty- 
five  stocks  recently  disposed  of  for  Avhich  he  had  a 
record,  an  average  price  of  61  2-5  cents  on  the  dollar 
had  been  obtained. 


PUT  A  LITTLE  PEP  INTO  THE  XMAS  CAMPAIGN 

IT  behooves  the  clerk  to  lend  his  best  efforts  ami 
energy  to  the  Christmas  campain^n  that  is  about  to 
oipcTi — ^to  put  a  little  pep  and  ginsrpr  into  his  work 
and  back  it  up  by  real  enthusiasm.  We  all  know  that 
things  have  not  been  as  rosy  as  they  might  have  been 
this  year  and  the  boss  needs  all  the  business  ho  can  get 
if  he  is  to  make  a  creditable  showing  when  the  books 
are  balanced  at  the  end  of  the  year. 

So,  do  your  best  for  him  during  the  balance  of  the 
year.  You  are  one  of  his  lieutenants  and  he  needs  your 
best  assistance  in  the  fight  for  business  and  a  favor- 
able record  for  1915.  He  will  recognize  and  appreciate 
the  fact  Chat  you  are  doing  your  best  for  him  and  the 
business.  Leaving  aside  the  fact  that  it  may  prove 
beneficial  to  you  in  a  financial  way  there  is  much  sat- 
isfaction to  the  clerk  in  knowing  that  he  has  done  his 
best. 
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Brief  Editorial  Comment  on  Business  Topics 


By  THE  SCRIBE 


Not  only  show  your  goods  but  show-card  them. 


Personality  is  the  big  trade  attraction  for  the  small 
retailer. 

#    *  # 

Omitting  advertising  because  you're  busy,  is  like 
stopping  at  third  base  on  a  home-run  drive. 


Make  to-day  that  "some  day"  that  you  have  been 
promising  to  do  so  many  things. 


religionists  on  Sunday,  but  forget  to  put  their  profes- 
sions into  practice  on  week  days. 

*   *  * 

The  person  who  frequently  visits  retail  stores  and 
who  is  observant,  could  write  a  book  on  "Things  that 
should  not  be."  While  the  writer  was  in  a  store  re- 
cently, a  customer  waited  to  be  served  for  fully  five 
minutes  while  the  man  in  charge  talked  leisurely  over 
the  'phone  with  a  friend.  Such  service,  or  rather  lack 
of  service,  certainly  is  not  likely  to  induce  customers 
to  revisit  the  store. 


As  long  as  a  man  does  his  level  best  he  is  not  likely 
to  go  down  hill. 

*  *  * 

Now  that  the  weather  is  becoming  colder,  the  dealer 
should  begin  to  speed  up  for  the  last  stretch  of  the 
business  year. 

*  #  # 

Silence  is  said  to  be  golden,  but  not  when  a  customer 
makes  an  enquiry  regarding  goods  and  the  clerk  is 
unable  to  answer  it. 

*  *  * 

Peoi)le  judge  stores  by  their  outward  appearance  .just 
as  they  size  up  people  in  the  same  way.  Make  your 
store  front  create  a  favorable  impression. 


It  is  not  merely  the  use  of  big  type  that  puts  a  punch 
into  your  advertisements,  but  catchy  headings  and 
forceful  sub,iect  matter  presented  in  an  attractive  man- 
ner. 

*   *  * 

When  one  gets  an  exalted  opinion  of  himself  there 
are  liable  to  be  breakers  ahead.  There  is  much  truth 
in  the  proverb  that  "pride  goeth  before  a  fall."  When 
sizing  yourself  up.  do  so  through  the  eyes  of  others 
and  not  through  a  magnifying  glass. 


It  is  important  that  you  teach  your  clerks  if  you 
desire  to  conduct  your  business  profitably.  Teach  your 
clerks  to  be  careful  in  all  things — not  to  handle  stock- 
carelessly — liot  to  forget  to  make  proper  records  of 
goods  sold  on  credit  or  money  paid  on  account.  Show 
them  how  to  handle  stock  without  waste. 


You  can  find  out  many  things  of  practical  value  to 
you  in  your  business  from  your  trade  .iournal.  but  this 
is  not  possible  unless  you  read  it.  Make  a  practice  of 
reading  your  trade  paper  thoroughly,  and  you  will  be 
delighted  with  its  value  to  you.  Set  aside  a  little 
time  each  month  for  a  perusal  of  your  trade  paper. 
Mark  important  articles  and  then  pass  it  along  to  your 
clerk. 

#   #  « 

Sit  down  at  your  desk  and  take  a  little  time  to  make 
sure  that  you  are  figuring  your  profits  correctly.  The 
number  of  merchants  who  do  not  is  surprising  and  you 
cannot  aflPord  to  be  one  of  them.  If  you  buy  an 
article  at  $2.25  and  your  expenses  are  20  per  cent,  and 
you  want  to  make  5  per  cent  net  profit,  what  price  will 
you  sell  it  at?  Figure  it  out  yourself  and  see  if  your 
answer  is  $3.00. 

GETTING  MONTHLY  STATEMENTS  OUT  ON  TIME 

( CSitinued  from  page  26 ) 

l)urchases  and  steady  customers.  He  attributes  his 
success  to  having  the  money  in  hand  himself  to  buy  to 
advantage  and  to  take  his  discounts.  The  ability  to 
do  this  has  depended  in  part  upon  his  collection  system, 
to  which  lie  has  adhered  strictly  for  a  number  of  years. 


Passing  Thoughts  on  Business 


Bv  W.  L.  E. 


When  business  is  quiet  give  thought  to  ways  and 
means  of  stimulating  it. 


We  hear  a  good  deal  these  days  about  business  being 
hampered  by  red  tape,  but  the  average  store  is  sufi'er- 
ing  more  from  lack  of  a  little  system  than  an  overplus. 
A  proper  system  in  the  store  facilitates  the  handling  of 
work  and  also  guards  against  mistakes.  Study  the 
use  of  systematic  methods  that  will  benefit  you  in  this 
regard. 

*   «  # 

It  is  surprising  the  number  of  dealers  who  declare 
their  faith  in  the  value  of  window  display  in  a  most 
emphatic  manner  and  who  nevertheless  do  not  make 
the  use  of  their  windows  that  they  should.  They 
may  be  likened  to  the  church  people  who  are  strong 


Advertising  is  to  business  ivhat  oil  is  to  a  machine 
— it  ensures  better  running. 

A  store  window  costs  money  whether  it  is  neg- 
lected or  wisely  used. 

Inattention  to  business  tends  to  decrease  customers 
and  multiply  difficulties. 

He  who  has  merchandise  to  sell  is  not  free  to 
dispense  discourtesy. 
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As  Viewed  from  the  Business  Office 


<^^HERE  is  as  much  reason  for 
a  retail  dealer  to  study  cost 
accounting,  credits,  insurance,  etc. , 
as  for  the  large  manufacturer. 


CREDIT  CONDITIONS  IN  WESTERN  CANADA. 

Extract  from  an  address  by  Harry  Annis,  Marshalls- Wells  Co., 
Winnipeg,  before  the  Winnipeg  Credit  Men 's  Association. 

ANEW  agricultural  country  like  "Western  Canada 
is  largely  developed  on  credit.     Men  represent- 
ing the  business  operations  of  Winnipeg,  dis- 
tributing goods  to  three  provinces,  know  this  statement 
to  be  correct. 

All  of  you,  familiar  with  the  conditions,  know  the 
class  of  settlers  that  have  come  to  settle  on  the  vacant 
lands  in  these  provinces.  Most  of  them  start  with 
little  and  it  takes  years  of  toil  and  hardship  for  them 
to  gradually  attain  comparative  comfort — through  this 
period,  credit  has  to  be  extended. 

When  the  time  comes  that  we  do  not  give  credit,  the 
country  will  have  all  been  occupied 
with  farmers,  or  else  immigration 
will  have  ceased. 

We  have  been  too  lenient  with 
credits  in  the  past.  We  have  talked 
to  each  other  freely  about  it,  but 
we  have  all  kept  on  playing  the 
game  the  same  old  way.  I  do  not 
care  how  good  the  conditions  have 
been,  or  will  be,  credit  to  the  ex- 
tent we  have  been  accustomed  is 
not  consistent  with  good  business. 
More  care  and  good  judgment 
should  be  exercised. 

But  the  extension  of  credit  to 
worthy  people  is  as  much  a  vital 
part  of  our  business  as  buying  our 
stock  of  goods,  and  will  continue  to  be  so.     We  surely 
have  gained  some  knowledge,  had  some  experience  by 
which  we  can  profit  in  the  future. ' 


PROFITS,  EXPRESSED  IN  DOLLARS  AND  CENTS, 
ARE  EASILY  UNDERSTOOD 

"Taking  everything  into  consideration,"  a  hardware 
retailer  wrote  the  other  day,  in  connection  with  cost 
accounting,  "my  judgment  endorses  the  plan  suggested 
of  figuring  profit  in  dollars  and  cents  rather  than  per- 
centage. 

"It  is  common  practice  to  add  a  fixed  charge  of  10 
per  cent,  to  cover  freight  and  drayage  in  reaching  the 
cost  price.     This  is  sufficient  to  cover  these  items. 

"It  is  easy  to  see  that  salaries,  rents,  lighting  and 
other  incidentals  are  just  as  much  items  of  expense  as 
freight  and  drayage,  but  not  quite  so  easy  to,  figure,  and 
one  difficulty  that  presents  itself  to  my  mind  in  figuring 
cost  on  gross  sales  would  be  in  opening  up  a  new  busi- 
ness, when  you  have  no  data  to  figure  on,  and  then 
having  to  change  the  marks  on  your  entire  lot  of 
goods,  when  you  wish  to  adopt  a  different  method. 
Fluctuations  in  gross  sales  as  well  as  in  selling  expense 
would  also  require  some  consideration. 

"It  is  absolutely  out  of  the  question  to  add  a  fixed 
percentage  of  profit  in  making  a  selling  price.     It  is 


an  established  fact  that  an  article  is  worth  just  what  it 
will  bring,  and  also  a  recognized  fact  that  there  is  an 
established  selling  price  for  nearly  everything  we  sell. 
It  is,  therefore,  up  to  the  buyer  always  to  keep  this  in 
mind  in  making  his  purchases.  He  should  buy  the 
quality  best  suited  to  his  locality,  and  in  the  grades 
tliat  will  allow  a  safe  margin  of  profit.  It  is  not  so 
much  a  question,  what  the  goods  cost,  but  what  will 
they  bring,  never  forgetting,  however,  that  quality 
counts,  and  that  it  is  always  the  best  policy  to  give 
value  received. 

"After  all  is  said,  in  the  writer's  opinion,  it  is  the 
buying  end  that  needs  the  most  attention.  Given  a 
good  market  and  goods  judiciously  bought,  with  cour- 
teous treatment  to  customers  and  ordinary  business 
acumen,  sales  will  take  care  of  cost,  and  show  a  good 
margin  of  profit." 


GETTING    MONTHLY  STATE- 
MENTS OUT  ON  TIME 

A  certain  prosperous  retail  hard- 
wareman  has  found  interesting 
results  from  considerable  experi- 
menting, relates  Russell  Wilmot  in 
the  Hardware  Age. 

He  found  that  statements  mailed 
the  twelfth  day  of  the  month 
brought  from  twelve  to  fifteen  per 
cent,  of  prompt  returns ;  those 
mailed  from  the  seventh  to  the 
twelfth  brought  from  fifteen  to 
thirty  per  cent,  of  returns ;  those  mailed  from  the  third 
to  the  seventh,  from  thirty  to  sixty  per  cent,  of  returns ; 
those  mailed  the  second  day  of  the  month,  from  sixty 
to  sixty-five  per  cent,  of  returns :  those  mailed  the 
morning  of  the  first  day,  from  sixty-five  to  eighty-five 
per  cent. 

This  proved  beyond  a  doubt  to  the  business  man  in 
question  that  the  majority  of  his  customers  expected 
to  meet  as  many  of  their  monthly  credit  accounts  as 
they  could  the  first  of  every  month  and  that  those  get- 
ting their  bills  in  promptly  on  time  were  taken  care  of, 
as  a  general  rule,  while  there  was  money  in  hand  with 
which  to  do  it.  Being  a  wise  man  he  instructed  his 
bookkeeper  to  keep  the  day  book  posted  to  date,  and  to 
have  monthly  bills  all  ready  to  drop  into  the  mail  the 
night  of  the  last  day  of  the  old  month.  He  argued 
rightly  that  he  was  then  on  hand  the  first  mail  in  the 
morning,  ready  to  get  his.  share  of  the  monthly  dis- 
bursements. He  declared  that  it  takes  no  more  time  to 
make  out  the  bills  at  the  right  time  than  at  the  wrong 
time;  that  bills  promptly  rendered  gave  a  record  of 
items  still  fresh  in  mind;  that  most  people  would  rather 
pay  a  monthly  bill  of  moderate  size  than  a  very  large 
one  representing  a  considerable  outlay. 

He  has  proved  to  his  own  satisfaction  that  in  the  long 
run  the  prompt  rendering  of  bills  insures  larger  cash 

{^Continued  on  page  24) 


If  you  add  50  per 
cent,  to  your  cost 
price  your  profit  is 
33^  per  cent,  of 
your  selling  price. 
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PASSED  BY  HOUSE  OF  COMMONS,  1905. 


BILL  NO.  196. 


An  Act  in  amendment  of  the  Criminal  Code,  1892. 


H 


IS  Majesty,  by  and  with  the  advice  and  consent  of  the  Senate  and  House 
of  Coiiinions  of  Canada,  enacts  as  follows: 


1.  The  Criminal  Code,  1892,  is  amended  by  inserting  the  following  sections 
iiinuediately  after  section.  525: 


1892,  c  29, 
new  sections, 
respecting 
trading 
stamps. 


"526a.    In  this  section — 

"(a)  The  expression  "trading  stamps"  includes,  besides  trading  stamps,  commonly 
so  called,  any  form  of  cash  receipt,  receipt,  coupon,  premium  ticket  or  other  device, 
designed  or  intended  to  be  given  to  the  purchaser  of  goods  by  the  vendor  thereof  (or  his 
employee  or  agent)  and  to  represent  a  discount  on  the  price  of  such  goods  or  a  premium  to 
the  purchaser  thereof,  which  is  redeemable  either 

"i)  by  any  person  other  than  the  vendor,  or  the  jierson  from  whom  he  purchased  the 
goods,  or  the  manufacturer  of  the  goods,  or 

"  (ii)  by  the  vendor,  or  the  person  from  whom  he  purchased  the  goods  (or  the  manu- 
facturer of  the  goods)  in  cash  or  goods  not  his  pro[)erty,  or  not  his  exclusive  property,  or 

"  (iii)  by  the  vendor  elsewhere  than  in  the  premises  where  such  goods  are  purchased, 
or  which  does  not  show  upon  its  face  the  jilace  of  its  delivery  and  the  merchantable  value 
thereof,  or  is  not  redeemable  at  any  time;  but  an  offer,  printed  or  marked  by  the  manu- 
facturer upon  any  wrapiier,  'box,  or  receptacle  in  which  the  goods  are  sold,  of  a  premium  or 
reward  for  the  return  of  such  wTapi)er,  box,  or  receptacle  is  not  a  trading  stamp  within  the 
meaning  of  this  section; 

"(b)  The  exjjression  "goods"  means  anything  which  is  merchandise  or  the  subject  of 
trade  or  manufacture; 

"(c)  The  expression  "every  one,"  "vendor,"  "purchaser,"  "merchant,"  "agent" 
or  "person"  includes  any  partnership,  or  company  or  body  corporate. 

"2.  Every  one  is  guilty  of  an  indictable  offence  and  liable  to  one  year's  imprisonment, 
and  to  a  fine  not  exceeding  five  hundred  dollars,  who,  by  himself  or  his  emplo.yee  or  agent, 
directly  or  indirectly,  issues,  gives,  sells  or  otherwise  disposes  of,  or  offers  to  issue,  give, 
sell  or  otherwise  dispose  of  trading  stamps  to  a  merchant  or  dealer  in  goods  for  use  in  his 
business. 

".3.  Every  one  is  guilty  of  an  indictable  offence  and  liable  to  six  months'  imprison- 
ment, and  to  a  fine  not  exceeding  two  hundred  dollars,  who,  being  a  merchant  or  dealer  in 
goods,  by  himself  or  his  employees  or  agent,  directly  or  indirectly,  give  or  in  any  way 
disposes  of,  or  offers  to  give  or  in  any  way  dispose  of  trading  stamps  to  a  purchaser  from 
him  of  any  such  goods. 

"4.  Every  one  is  guilty  of  an  offence  and  lialdo  on  suniniavv  conviction,  to  a  fine  not 
exceeding  twenty  dollars,  who, 'being  a  purcliascr  of  ^oods  ficjin  a  merchant  or  dealer  in 
goods,  directly  or  indirectly  receives  or  takes  trailiii<;  stani|i.s  from  the  vendor  of  such  goods 
or  his  p7ii|iloyee  or  agent." 

"526b.  Any  executive  ofiBcer  of  a  corporation  or  company  guilty  of  an  offence  under 
subsection  2  or  subsection  .'i  of  the  next  preceding  section  who  in  any  way  aids  or  abets  in 
or  counsels  or  procures  the  commission  of  such  offence,  is  guilty  of  an  indictable  offence  and 
liable  to  the  punishment  stated  in  the  said  subsections  resiiectix  ely. " 

2.  This  Act  shall  not  apply  to  any  trading  stamp  issued  l)y  a  manufacturer  or  vendor  Exemption, 
before  the  first  day  of  November,  one  thousand  nine  hundred  and  five. 
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Features  of  the  Dominion  Trading  Stamp  Act 

Passed  in  1905 — Many  retailers  unknowingly  violate  the  Act 
and  leave  themselves  open  to  prosecution — Features  of  the  Act. 


FOR  many  years  prior  to  1905,  the  retail  merchants 
of  Canada  found  the  system  of  giving  trading 
stamps  then  considerably  in  vogue  to  be  a  detri- 
ment to  business.  In  that  year  through  the  efforts  of 
the  Retail  Merchants'  Association,  an  amendment  was 
made  to  the  Criminal  Code  prohibiting  the  use  of  trad- 
ing stamps.  The  amendment  is  generally  known  as 
the  Trading  Stamp  Act  of  1905. 

On  the  opposite  page  we  print  the  full  text  of  this 
Act  and  every  merchant  should  become  acquainted 
with  the  Act  because  from  time  to  time  eases  are  com- 
ing to  the  attention  of  the  R.  M.  A.,  where  the  Act  is 
being  violated,  and  quite  often  the  merchants  who  are 
leaving  themselves  open  to  prosecution  are  not  ac- 
quainted with  the  Act  and  do  not  know  they  are  doing 
something  illegal. 

What  Trading  Stamps  Include 

A  good  many  merchants  issue  various  kinds  of  cou- 
pons in  their  business  and  naturally  want  to  know  if 
the  particular  coupon  they  issue  is  legal.  Note  that 
"Trading  Stamps"  include,  beside  trading  stamps 
commonly  so  called,  any  form  of  cash  receipt,  receipt, 
coupon,  premium  ticket  or  other  device  given  by  the 
merchant  to  the  customer  and  intended  to  represent  a 
discount  on  the  price  of  such  goods  or  a  premium  to 
the  purchaser.      It  is  not  redeemable  by  any  person 


WAYS  AND  MEANS  OF  PUSHING  GIFT  TRADE 

{Continued  from  pa^e  20) 

Christmas  gifts.  During  the  advertising  campaign 
give  illustrations  as  far  as  possible  and  prices  always. 
Publish  also  lists  of  goods  which  make  suitable  presents 
to  members  of  the  family  and  to  friends.  Where 
thought  advisable  this  method  of  advertising  might  be 
supplemented  by  circulars  or  booklets.  In  fact  all 
means  should  be  employed  whereby  some  business  can 
be  brought  to  the  store. 

Window  Displays  of  Christmas  Goods 

_  The  importance  of  utilizing  the  windows  in  connec- 
tion with  the  Christmas  holiday  trade  campaign  can 
scarcely  be  over-estimated.  But  naturally  the  results 
that  are  obtained  from  the  use  of  the  window  depends 
upon  the  effectiveness  of  the  displays.  The  displays 
should  be  distinctly  Christmas-like  in  character.  The 
more  striking  they  are  the  more  effective  will  they  be. 
The  effective  window  is  the  Avindow  that  sells  goods. 
Because  a  window  draws  a  crowd  it  does  not  always 
follow  that  it  is  a  good  selling  window.  But  putting 
an  absurdity  into  the  window  a  crowd  can  be  attracted. 
Back  of  every  window  display  should  be  the  idea  that 
its  purpose  is  to  make  sales.  In  the  desire  to  sell 
goods  do  not,  however,  crowd  the  window.  On  the 
contrary  so  arrange  each  display  that  even  he  who  runs 
can  grasp  its  contents  and  become  interested. 

Both  for  interior  and  window  displays  make  a  free 
use  of  show  cards.  Take  plenty  of  time  over  their  pre- 
paration in  order  that  they  may  be  made  as  effective 
as  possible.     If  there  is  no  one  in  the  store  who  is  an 


other  than  the  vendor,  or  the  person  from  whom  he 
purchased  the  goods,  or  the  manufactu.rer. 

When  Coupons  are  Not  Legal 

Note  that  a  coupon  is  not  within  the  Act : 

(1)  If  it  is  redeemable  elsewhere  than  in  the  prem- 
ises where  the  goods  are  purchased. 

(2)  If  it  does  not  show  upon  its  face  the  place  of  its 
delivery  and  the  merchantable  value  thereof. 

(3)  If  it  is  not  redeemable  at  any  time. 

The  last  is  a  very  important  provision — that  a  cou- 
pon must  be  redeemable  at  any  time.  It  is  a  feature 
in  which  many  dealers  have  offended,  innocently  or 
otherwise. 

Popular  Voting  Contests 

The  "popular  voting"  contests  put  on  by  promoters 
are  frequently  illegal — if  the  customer  has  to  buy  a  cer- 
tain amount  of  goods  to  get  a  coupon  and  the  coupon 
does  not  have  a  merchantable  value  and  is  not  redeem- 
able at  any  time.  Of  course,  if  the  contest  is' entirely 
free,  it  is  different.  A  fine  of  $200  was  imposed  on  a 
Toronto  firm  last  year  for  a  contest  in  which  they  gave 
a  coupon,  as  it  did  not  state  on  the  face  of  it,  its  exact 
value,  and  it  was  not  redeemable  at  any  time. 

The  intention  of  the  Act  is  really  to  prevent  schemes 
whereby  customers  will  think  they  are  getting  some- 
thing for  nothing  when  they  are  paying  indirectly. 


adept  at  sketching,  clip  from  the  magazines  and  trade 
journals,  suitable  illustrations  and  paste  them  on  the 
cards.  By  this  simple  method  the  effectiveness  of  the 
cards  can  be  materially  increased.  ^ 

Refreshments  for  Customers 

Shopping  during  the  Christmas  holiday  season  is 
particu]a]']y  arduous.  Dealers  can  modify  this  by  hav- 
ing a  rest  room  in  connection  with  the  store  to  which 
lady  customers  can  repair  for  a  few  minutes.  The 
attractiveness  of  this  rest  room  will  be  made  doubly 
eff'ective  if  light  refreshments  are  served.  By  keeping 
a  talking  machine  in  operation,  the  rest  room  might  also 
be  made  a  sort  of  salesroom  for  the  sale  of  talking  ma- 
chines and  records.  A  bright  young  lady  in  attend- 
ance might  serve  the  double  purpo'^'e  of  serving  tea  and 
coffee  and  acting  in  the  capacity  of  a  sales  lady. 

He  who  has  not  yet  matured  his  plans  for  the 
Christmas  holiday  trade  should  set  Iniiiself  to  the  task 
at  once,  and  Avhile  he  is  considering  ways  and  means  let 
him  take  his  clerks  into  his  confidence.  By  doing  this 
he  will  not  only  get  their  ideas  but  Avill  lead  to  the  de- 
velopment of  a  spirit  of  enthusiasm  as  well. 


Geo.  TI.  Hees,  president  of  Geo.  H.  Hees  &  Son  Co., 
makers  of  window  shades,  and  vice-president  of  the 
Adams  Furniture  Co..  Toronto,  died  at  his  home  in 
Toronto,  on  October.  27.  He  was  born  in  Syracuse, 
N.  Y.,  but  had  been  in  business  in  Canada  since  1887. 
Mr.  Hees  Avas  quite  a  traveller  and  had  been  twice 
around  the  world, 
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The  Furniture  Manufacturer 

A  Department  of  Ideas  and  News  for  the  Factory  and  the  Office 


Red  Gum  as  a  Mahogany  and  oak  are  our  most 

Furniture  Wood  popular  furniture  woods  because 
they  have  been  given  the  widest 
possible  distribution  in  furniture,  because  of  the  high 
quality  furniture  in  which  they  have  been  used  and 
because  of  the  fine  finish  it  is  possible  to  give  them. 
And,  too,  they  have  been  known  by  the  general  public 
as  high-class  furniture  woods.  A  number  of  other 
woods  possess  (qualities  that  would  popularize  them  in 
furniture  if  they  were  as  widely  known  as  either  oak 
or  mahogany,  and  providing  that  the  manufacturers  of 
high-grade  furniture  would  use  them  in  good  designs 
instead  of  cheapening  them  in  poorly  designed  pieces. 

Color  has  a  great  deal  to  do  with  the  popularity  of 
any  wood  used  in  furniture.  Witness  the  decline  of 
"black"  walnut  in  public  favor.  The  horrible  black 
formerly  given  this  beautiful  wood  killed  the  demand, 
and  for  years  American  furniture  manufacturers 
hardly  used  a  piece  of  it.  But  when  we  wanted  a 
"new"  furniture  wood  for  high-class  goods,  we  were 
sensible  enough  to  pay  some  attention  to  the  color  of 
finish  we  gave  it.  Now.  American  walnut  is  given  a 
beautiful  brown  color  that  harmonizes  with  its  en- 
vironments, the  hangings,  the  rug  colors  and  other  fur- 
niture in  any  room.  American  walnut  is  not  yet  what 
we  know  as  a  "popiilar"  furniture  wood,  but  this  is 
only  because  the  general  public  does  not  know  that  it 
has  "come  back"  in  a  new  dress. 

When  Circassian  walnut  was  built  into  good  furni- 
ture we  immediately  accepted  it  as  a  choice  new  furni- 
ture wood,  and  those  who  could  afford  it  bought  it  lib- 
erally. Possibly  the  reason  it  was  first  taken  up  here 
was  because  it  was  known  as  a  rare  wood  with  possi- 
bilities of  fine  finish  coloring.  The  good  designs  into 
which  this  new  rare  wood  was  built  soon  made  it  well 
liked.  But  the  users  of  it  as  a  furniture  wood  didn't 
do  their  calculating  as  to  its  supply  close  enough,  and 
they  were  forced  by  the  popularity  of  it  to  look  for  a 
real  supply.  Fortunately  it  was  already  at  hand.  Red 
gum  was  given  an  excellent  opportunity  at  this  stage 
of  the  game  to  make  good,  and  it  has  made  good. 

Red  gum  has  the  color,  a  soft,  delicate  brown  offset 
by  lighter  brown  shadings,  that  harmonizes  beautifully 
in  almost  any  room  in  the  hoxise.  It  has,  so  far,  been 
particularly  favored  in  bed-room  furniture  and  to  some 
extent  in  dining-room  pieces.  In  the  bed-room  it  is 
particularly  pleasing,  because  of  its  soft  coloring  and 
the  character  given  the  wood  by  the  figure,  which  in 
properly  cut  red  gum  is  rather  fascinating. — Chicago 
Furniture  Journal. 

*   *  « 

Forest  The  C.  M.  A.  wisely  decided  to  align 

Preservation  itself  on  the  side  of  those  who  are  advo- 
cating more  efficient  methods  for  the 
preservation  of  our  forest  reserves.  Canada  has  been 
very  prodigal  in  this  respect,  and  it  is  therefore  a  good 
sign  to  see  the  manufacturers  of  the  country  demand- 
i^'T  the  inaugurntion  .»f  better  methods  of  protection 
and  conservation. 

As  there  are  more  than  five  thousand  wood-working 
industries  in  Canada   with   a  capital   investment  of 


$260,000,000,  paying  out  $40,000,000  a  year  to  110,000 
employees,  it  naturally  follows  that  the  manufacturers, 
from  a  sense  of  self-preservation,  are  in  duty  bound  to 
co-operate  in  the  conservation  movement.  It  is  to  be 
hoped  that  the  action  of  the  C.  M.  A.  will  have  a 
stimvilating  effect  upon  the  movement. 


SCARCITY  OF  MIRROR  GLASS 

A  problem  that  promises  to  be  a  serious  one  for  the 
manufacturers  of  lines  in  which  mirrors  are  utilized  is 
the  scarcity  of  glass,  which  is  being  felt  more  and  more 
as  importers'  stocks  run  lower  or  are  exhausted. 
Europe,  instead  of  exporting,  is  now  importing  glass, 
and  owing  to)  the  shutting  down  of  the  big  manufac- 
tories in  the  Verdun  district  in  France  and  Belgium, 
supplies  can  be  no  longer  obtained  from  this  district. 
Should  a  building  boom,  with  its  requirements  of  glass, 
strike  the  country  this  Fall,  it  is  possible  that  the  use 
of  glass  in  furniture  and  other  lines  may  have  to  be 
curtailed.- — Chicago  Furniture  Journal. 


EXHIBITION  OF  GERMAN  MANUFACTURES 

The  (xerman  and  Austrian  samples  collected  by  the 
British  Board  of  Trade  and  brought  to  Canada  at  the 
request  of  Right  Honorable  Sir  Ceorgc  E.  Foster  were 
on  exhibition  in  Montreal,  from  September  28  to 
Oetober  7.  and  at  Toronto  from  October  23  to  November 
'6.  The  exhibition  at  Montreal  was  a  great  success. 
There  was  an  attendance  of  over  1,700.  nearly  all  of 
whom  were  manufacturers.  The  Duke  and  Duchess 
of  Connaught  visited  the  exhibition  on  the  29th  Sep- 
tember and  spent  some  time  in  inspecting  the  samples. 
His  Royal  Highness  expressed  the  hope  that  Canadian 
manufacturers  would  not  neglect  the  opportunity  of 
examining  these  samples  of  German  and  Aiistrian  goods 
with  a  view  to  considering  whether  any  of  them  can  be 
made  in  Canada. 


VENEERS  FOR  PIANO  CASES,  ETC.,  IN  DEMAND 

There  is  an  active  demand  for  veneers  for  making 
piano  cases  and  for  high-class  cabinet-making  in  Aus- 
tralia, says  the  Department  of  Trade  and  Commerce. 
Ottawa.  Walnut  veneer  is  especially  favored  in  the 
.Australian  piano  industry.  Canadian  manufacturers 
sending  a  range  of  small  samples,  together  with  quota- 
tions upon  the  basis  of  free-on-board  .steamer  Montreal 
or  St.  John,  are  assured  of  their  veneers  being  promptly 
brought  under  the  notice  of  the  principal  Australian 
importers. 


INTERESTING  TO  MANUFACTITRERS 

"We  are  always  glad  to  receive  The  Canarlian 
Fiiiiiitiire  Wnrlil.  which  contains  nnuch  of  interest  to 
tli(>  mamifactui  er. " 

WT^TBSOK  FURNITURE  CO.,  Ltd.. 
WiTKlsor.  N.  S..  Oct.  22.  T.  A.  Shand.  Manager. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions 
for  the 
Christmas 
Season 

Specimens  of  new  season's  holiday  furniture  items — pedestals  and  taborettes — from  The  Meaford  (Ont.)  Mfg.  Go's  ine. 


Two  work  tables 
Nos.  9103  and  9483) 
suitable  for  Xmas 
selling  —  from  the 
Canada  Furniture 
Manufacturers  Ltd., 
line. 


No.  2592,  parlor:  2644,  jardiniere,  and  2569,  sewing  table— three   new   items   from   the   holiday   gift   line   made  by 
The  George  McLagau  Furniture  Co.,  Ltd.,  Stratford,  Ont. 
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No.  S&S-New  mantel  mirror  from  catalogue  K,  Phillips  Miy  >  o..  Toronto.   This  mirror  has  the  new  copper  back 

feature  which  the  PhilUps  Co.  are  pushing. 
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From  one  of  the  new 
dining  suites  made 
this  season  by  The 
Stratford  Chair  Co., 
Ltd.,  Stratford.  A 
practical  gift  line, 
noted  for  strength  and 
beauty. 


Three  items  from  rattan  suite 
of  attractive  and  original  design 
made  by  The  Imperial  Rattan 
Co.,  Ltd.,  Stratford. 
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Baby  Grand  Sonora,  made  in  golden,  fumed,  early  English  or  mission  oak,  and  Shera- 
ton mahogany  and  mahogany.  I.  Montagnes  &  Co.,  Toronto,  are  Canadian  distrib- 
utors. 
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Knobs  of  News 


John  Ashdown's  willowwaro  woi-ks  at  Toronto,  were 
(Ifuiiaged  by  fire  recently. 

The  Regina  Phonograph  Co.,  J^td.,  with  a  capital  oF 
;|<2.000,  has  been  given  pi'ovincial  incorporation  at 
liegina,  Sask. 

A  I^ritish  Chamber  of  Commerce  has  been  established 
in  Rio  de  Janeiro,  Brazil,  and  a  Canadian  section  of  this 
chamber  is  proposed. 

One  Canadian  city  at  least,  has  found  the  daylight 
saving  plan  a  success.  Halifax,  N.  S.,  is  likely  to  re- 
peat "daylight  saving"  next  year. 


Interior  of  Robt.  .1.   Reid's  furniture  store  at  King.ston.  Mr. 

Reid   is   standing-   in    coiitre  of    store.       A    description   of  this 

establishment  will  lie  found  in  the  Undertaker's  section  of  this 
is.sue. 


The  Vanaphone  Co.  have  removed  from  McKinnon 
Bldg.,  to  7  King  Street  East,  Toronto.  Mr.  Wilson 
has  given  up  the  Ontario  agency  and  is  succeeded  by 
Mr.  White. 

According  to  a  report  received  from  W.  J.  Egan, 
Canadian  Trade  Commissioner  at  Cape  Town,  there  is 
an  opening  for  an  agency  for  iron  and  enamel  beds  in 
South  Africa. 

The  Fischman  Mattress  Co.  and  the  Toronto  Pad  Co., 
have  removed  to  Montreal,  and  will  hereafter  be  known 
as.  the  Uneeda  Mattress  Co.  M.  Fischman  is  still  at 
the  head  of  the  company. 

Ed.  Lii)pert  has  disposed  of  his  interests  in  his  fur- 
niture business  at  Kitchener,  to  his  father,  and  here- 
aftei"  the  firm  will  be  known  as  the  George  Lippert 
Hovisefurnishing  Co..  Ltd. 

Petrolia,  Ont.,  merchants  are  complaining  of  the 
ti'ading  stamp  nuisance,  which  seems  to  be  prevalent 
there  just  at  present.  Furniture  and  tinware  are  the 
l)i-emiums  held  out  by  other  than  furniture  dealers.  On 
another  page  we  i)ublish  the  Act  which  governs  this 
phase  of  business.  ff  the  furniture  dealers  of  Petrolia 
and  vicinity  wouhl  draw  the  attention  of  their  fellow 
mei'chants  to  tht;  clauses  of  this  Act  it  might  prevent 
them  ti'ansgressing  the  law. 


COLLERAN  BED  CO.,  INCORPORATED 

The  Colleran  Spring  Bed  Co.,  Ltd.,  Toronto,  has  re- 
ceived an  Ontario  charter  to  make  and  deal  in  furni- 
ture, beds  and  bedding,  woven  wire  and  metal  and 
wood  products.  The  capital  is  set  at  $40,000.  and  the 
provisional  directors  are  Thos.  W.  Colleran.  Peter 
Endress.  Mary  Gallagher,  Robt.  J.  Smyth  and  Grace 
Burley. 


CAME  THROUGH  SEVERE  TEST 

The  PliillipH  Mfg.  (Jo.,  Toronto,  who  have  put  on  the 
market  recently  a  copper-back  mirror,  subjected  this  to 
a  somewhat  severe  test.  A  sheet  of  this  was  put  in 
water  where  it  remained  for  a  whole  year.  When  it 
came  out  a  few  days  ago  it  was  demonstrated  that  the 
water  had  not  had  the  least  injurious  efiFect,  the  lustre 
of  the  mirror  being  as  sharp  as  if  it  had  just  been  re- 
silvered.  This  mirror  is  silvered,  then  covered  with 
copper  before  the  paint  is  put  on,  the  copper  protect- 
ing absolutely  the  silver  from  air  or  moisture  effects. 


SIDWAY  EXHIBITION  AT  TORONTO 

The  third  annual  exhibition  of  the  Sidway  Mercan- 
tile Co's  baby  carriages,  go-carts,  etc.,  will  be  held  in 
Toronto  on  November  27,  and  for  ten  days  thereafter. 
The  Sidway  Mercantile  Co.  are  removing  from  God- 
ri  ich  to  the  W.  J.  Craig  building,  21;")  Victoria  St.,  Tor- 
onto, whei'e  permanent  show  rooms  and  general  offices 
will  always  be  open  to  the  trade. 

'I'hc  exhibit  will  be  held  this  year  on  the  second 
floor  of  this  building.  All  of  the  1917  designs  will  be 
shown.  For  beauty  of  design,  excellent  finish,  and 
new  and  exclusive  selling  features,  the  Sidway  peof)le 
chiini  1()  l)e  •56;")  days  ahead  of  all  competitors. 

The  Ci-aig  building  where  the  exhibit  will  be  held,  is 
but  a  few  doors  north  of  Shuter  St..  on  the  east  side  of 
\'ict(ii  i;i  St.  All  dealers  are  invited  to  come  and  look 
over  thi'  exhibits.  F.  R.  Hodgens.  numager,  and  C.  A. 
('oi-yell,  Ontario  rejjresentative,  will  be  in  attendance. 


CHAIRS,  CHAIRS  and  CHAIRS 

The  Noi-lli  American  Bent  Chair  Co.,  Ltd.,  Owen 
Souiul,  Out.,  have  just  issued  their  catalogue  No.  26, 
containing  all  their  new  styles  for  1917.  With  an 
;ittr;i('t  ivc  colored  cover  ;ind  the  illustration  and  letter- 
pics.s  all  on  su])er  calcndni'd  paper,  the  catalogue  is  a 
splendid  book,  one  that  will  be  cared  for  by  dealers  re- 


Exterior  of  Robt.  .T.  Roid's  furniture  store  and  undertaking  par- 
lors at  Kingston.  The  front  has  been  very  mMch  improved,  a 
large  door  is  in  the  centre  with  plate  glass  on  each  side  the 
gateway.  The  entrance  has  tiled  flooring  with  name  set  in  the 
tiles  in  colors.  The  building  is  outlined  with  electric  lamps,  and 
an  electric  sign  sits  in  the  centre. 


ceiving  a  copy.  Over  60  pages  are  given  over  to  pic- 
tures of  chairs  of  all  kinds  for  all  persons  and  for  all 
conditions.  Costumiers,  umbrella  stands,  cradles  and 
stools  also  find  a  place,  and  quite  a  big  section  of  the 
catalogue  is  devoted  to  the  company's  new  line  of  Can- 
adian-made bentwood  chairs.  If  a  dealer  is  interested 
at  all  in  chairs — and  who  is  not — he  should  write  for  a 
copy  of  this  catalogue. 
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ELITE  $240 

It  was  the  only  instrument  to  be 
awarded  a  perfect  score  for  100%  tone 
quality  at  the  Panama  Pacific  Exposition. 

The  motor  of  a  Sonora,  made  in  Switzer- 
land and  absolutely  noiseless,  runs  twice 
as  long  as  any  other  at  the  same  price. 

The  Tone  Modifier  is  a  feature  protected 


When  you  see  this  trade 
mark  on  a  phonograph  you 
know  and  the  public  knows 
that  it  is  the  name  of  the  in- 
strument that  won  the 
highest  score  for  tone  quality 
at  the  Panama  Pacific  Expo- 
sition. 

Our  list  of  dealers  numbers 
a  good  many  furniture  men, 
and  we  notice  that  they  are 
always  successful. 

We  are  open  for  negotia- 
tions for  the  retailing  of  our 
line  of  the  highest  grade 
phonographs  (ranging  in 
price  from  $62.50  to  $1,500) 
and  to  the  right  man  the 
"Sonora  Agency"  will  prove 
most  profitable. 

To  our  agents  we  give  the 
assistance  of  an  aggressive 
and  well  organized  advertis- 
ing service  in  the  marketing 
of  our  product. 

A  word  about  the  Sonora 
itself.  It  is  unquestionably 
the  Highest  Class  Talking 
i\Iachine  in  the  World. 


by  us,  and  the  beautiful,  mellow  tone 
which  it  gives  is  not  obtainable  in  other 
instruments. 

The  Sound  Box  of  the  Sonora,  like  the 
Motor,  is  made  in  our  Swiss  factory,  the 
true  home  of  musical  and  mechanical 
instruments. 


$62.50     $80  $100 


TEN  SUPERB  MODELS 
$135      $200       $270  $265 


$300      $475  $1,500 


Manufactured  by 

SONORA  PHONOGRAPH  CORP.,  NEW  YORK 

Get  agency  terms,  discounts,  etc.,  from  the  CANADIAN  DISTRIBUTORS 


I.  MONTAGNES  &  COMPANY 

Ryrie  Building,  Yonge  and  Shuter  Sts.,  TORONTO 
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Opportune  Time  for  Pushing  Talking  Machines. 

And  a  discussion  of  ways  and  means  whereby  retail  furniture 
dealers  can  obtain  the  best  results  during  the  Xmas.  season. 


Hy  W.  I 

THE  Xmas  season  is  tlie 
fiiriiitnre    d  o  a  1  c  r  '  s 
hafvcst    time    in  the 
talking  machine   l)ranch  of 
his  trade. 

Rnt  it  is  only  the  dealers 
who  sow  that  can  expect  to 
reap.  And  the  better  they 
sow    the   larger,  naturally, 

will  be  the  crop  they  reap.  'i'liat  tlie  conditions  foi' 
a  good  Xmas  trade  this  ycai-  arc  |)i'oiuising  there  can  be 
no  doubt. 

Not  only  is  the  financial  and  commercial  position  of 
the  country  exceptionally  strong,  but  the  attitude  of 
the  Canadian  people  toward  talking  machines  is  be- 
coming more  and  more  cordial. 

The  talking  machine  is  no  longer  looked  upon  as  a 
fad.  Neither  is  it  considered  so  much  in  the  character 
of  a  luxury  as  formerly. 

In  fact  as  people  become  more  enlightened  they  are 
beginning  to  realize  more  fully  that  a  home  without  a 
musical  instrument  of  some  kind  is  as  lacking  in  com- 
pleteness as  a  home  without  tables  and  chairs.  In 
other  words  musical  instruments  are  becoming  a  ne- 
cessity. And  they  are  becoming  so  because  the  fact 
is  being  more  widely  recognized  that  music,  like  food, 
is  necessary  to  the  welfare  of  the  human  race. 

Why  Talking  Machines  are  Becoming  Popular 

That  the  talking  machine  is  doing  more  to  supply  the 
human  race  with  music  than  any  other  kind  of  musical 
instrument  there  can  be  no  doubt.  There  are  many 
reasons  why  it  should  be  so. 

In  the  first  place  it  is  in  price  more  within  the  reach 
of  the  means  of  the  great  mass  of  the  people  than  any 
other  musical  instrument.  That  is  one  very  strong 
feature  in  its  favor.  But  it  is  by  no  means  the  only 
one,  important  and  all  as  it  might  be  from  that  par- 
ticular standpoint. 

Still  another  strong  feature  about  the  talking  ma- 
chine is  its  simplicity.  Some  musical  taste  may  be  de- 
manded in  the  selection  of  records.  But  when  it  comes 
to  operating  the  machine  itself  it  is  within  the  province 
of  every  one — young  or  old,  great  or  small. 

But  the  greatest  and  most  outstanding  feature  in  re- 
gard to  the  talking  machine  is  the  variety  of  music  that 
can  be  obtained  from  it,  either  vocal  or  instrumental. 
Those  whose  preference  is  for  the  classical  can  be  fur- 
nished with  it  to  their  heart's  content.  Those  who 
want  "rag  time"  music  or  current  popular  songs  can 
be  just  as  readily  supplied.  It  is  a  case  of  "paying 
your  money  and  taking  your  choice." 

Furniture  Dealers  the  Natural  Vendors 

That  the  furnitiire  dealer  is  the  natural  vendor  of 
the  talking  machine  there  can  be  no  doubt.  A  good 
many  of  them  discovered  that  fact  long  ago.  Those 
who  have  not  yet  discovered  the  fact  should  get  their 
"thinking  caps"  on  I'ight  away.  If  after  putting  them 
on  they  do  not  discover  the  truth  of  this  statement 
then  there  must  be  something  wrong  with  their  view- 
point. 

Of  course  no  dealer  can  handle  talking  machines  in 


THERE'S  money  in  handling  talking 
machines  for  the  furniture  dealer 
who  will  put  vim  into  his  selling 
methods. 


KDMOXD.S 

.iust  the  same  way  he  would 
bed  room  furniture  and  make 
them  a  success.  He  has  got 
to  get  after  business  in  a 
little  different  way. 

ft  won't  do.  for  example, 
to  keep  them  at  the  back  of 
the  store,  where  they  can 
neither  be   seen   or  heard. 
They  must  be  kept  where  they  can  be  both  seen  and 
heard. 

Some  of  them  must  be  kept  where  they  will  greet 
customers  as  they  enter  the  store  and  kept' supplying  a 
variety  of  music  that  will  suit  a  variety  of  tastes. 

Some  Selling  Methods 

It  should  also  be  seen  that  the  window  is  made  to  do 
its  part  in  effecting  sales.  Talking  machines  lend 
theTuselves  exceedingly  well  to  making  of  striking  and 
attractive  displays. 

Advertising  is  another  factor  in  the  sale  of  talking 
machines  that  no  dealer  can  afford  to  overlook.  For- 
tunately the  manufacturers  do  a  great  deal  of  national 
advertising.  By  this  the  public  mind  is  being  edu- 
cated in  regard  to  the  importance  of  the  talking  ma- 
chine in  the  home.  When,  therefore,  the  dealer  puts 
in  a  line  of  machines,  and  by  the  aid  of  window  dis- 
plays and  various  forms  of  advertising,  announces  the 
fact,  he  finds  a  soil  already  cultivated  for  him.  His 
duty  is  to  do  his  bit  towards  landing  the  orders. 

A  Word  as  to  Variety 

It  is  generally  conceded  by  those  who  have  had  the 
widest  experience  that  when  putting  in  a  stock  of  talk- 
ing machines  and  records  the  best  results  are  obtained 
by  making  the  variety  as  broad  as  possible  in  order  that 
the  dealer  may  be  in  a  position  to  cater  to  all  tastes. 
Otherwise  his  opportunities  will  be  limited.  Of  course 
it  would  be  unwise  for  the  dealer,  in  his  aim  to  secure 
variety,  to  lay  in  a  stock  that  would  put  an  undue 
strain  upon  his  capita]  or  that  would  exceed  require- 
ments of  his  territory.  In  this,  as  well  as  in  other 
branches  of  his  business,  it  is  well  for  him  to  cut  his 
garment  according  to  his  cloth. 

As  a  preliminary  effort  in  his  campaign  for  the  Fall 
season  it  would  be  a  good  thing  for  the  dealer  to  get 
out  a  neat  and  attractive  folder  or  circular  dealing 
specifically  with  talking  machines.  These  should  be 
wi'itten  carefully  and  with  the  object  of  impressing 
upon  the  people  in  his  neighborhood  the  importance 
and  place  of  the  talking  machine  in  the  life  of  the  home. 
And  don't  forget  to  point  out  that,  in  addition  to  enter- 
taining the  adults  within  the  confines  of  he  home,  and 
the  guests  that  may  visit  it,  it  tends  to  neutralize  that 
desire  for  roaming  the  streets  at  night  which  is  so  com- 
mon with  most  children. 

Demonstrations  and  Refreshments 

Another  thing  that  should  not  be  neglected  during 
the  Fall  campaign  is  demonstrations.  These  might 
be  held  occasionally  afternoons  and  evi>nings.  It  is 
well  to  fix  up  a  I'oom  for  this  purjiose,  where,  away  from 
the  noise  of  the  street  the  best  results  can  be  obtained 
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MODEL  B.aH)$45 
Golden,  MiesiMi^  Fumed  Oak 
Mahogany 


MODEL  A,  $65 
Mahogany,  Golden, 4fi99im,  Fumed  Oak 


For 
Christmas 
Trade 


MODEL  C,  t/f  $32.50 
Golden  Oak  Mahogany 


What  More  Suitable  Gift  Could  You 


Suggest  to  a  Customer  Than  a 


Ph 


onoia 


1 


MODEL  DUKE.ns  $90 
Mahogany,  Golden,  Mission,  Fumed  Oak 


The  Phonola  Talking  Machine  is  Made  in  Canada 
by  Canadians,  and  there  is,  therefore,  no  duty  added 
to  the  price.  It  will  play  any  needle  disc  record,  and 
play  it  better  than  any  other  machine,  it  has  a  noise- 
less durable  motor  and  the  latest  improved  design, 
which  is  patented. 

it  is  made  in  seven  different  sizes,  the  price  ranging 
from  $20  to  $250.  The  highest  priced  machine 
illustrated  on  this  page  retails  at^Bi$90 

The  agency  proposition  is  open. 
You  can  handle  anything  else 
you  like  with  the  Phonola. 


Let  us  send  you  all  particulars 

THE 

POLLOCK  MANUFACTURING 

COMPANY,  LIMITED 

Manufacturers  of  the  Phonola 
KITCHENER,  CANADA 
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from  the  music  rondored  on  the  machines.  These  oc- 
casions sliould  be  advertised,  and  a  large  card  placed 
in  the  v\^indow  or  hung  in  a  prominent  place  announc- 
ing the  demonstration  and  inviting  people  to  enter  and 
enjoy  it. 

Occasionally  light  refreshments  might  be  served  in 
connection  with  these  demonstrations. 

It  might  not  be  a  bad  idea  to  have  a  visitor's  register 
on  hand  at  the  same  time  in  which  the  names  of  those 
who  enter  can  be  placed.  In  time  by  this  means  a 
good  list  could  be  compiled  which  would  come  in  handy 
when  carrying  on  subsequent  campaigns,  either  for  the 
sale  of  talking  machines  and  records  or  ordinary  furni- 
ture lines. 

A  list  of  this  kind  would  prove  valuable  either  when 
literature  is  being  mailed  or  when  it  is  thought  desir- 
able to  send  a  bright  young  salesman  out  to  make  a 


cause  the  dealer  some  concern  until  he  ascertains  the 
reason  and  applies  the  remedy  if  in  his  power. 

The  unused  machine  is  to  be  avoided  because  of  its 
moral  effect  as  well  as  for  the  profit  represented  in  the 
regular  record  sales. 

Despite  all  the  efforts  of  manufacturers  the  fre- 
((uently  repeated  prediction  that  there  will  be  a  short- 
age of  machines  for  fall  trade  this  year  seems  to  be  well 
founded.  If  the  dealer  cannot  supply  all  the  machine 
customers  that  he  could  sell  to  he  at  least  has  the  con- 
solation of  knowing  that  he  can  get  records  and  that 
by  energetically  featuring  them  sales  can  be  made  to 
show  the  normal  increase. 

Local  advertising  of  retailers  has  heretofore  been 
characterized  by  an  absence  of  anything  more  than  a 
passing  reference  to  records.  As  the  camera  supply 
houses  feature  cameras  by  creating  a  desire  to  get  pic- 


personal  call  upon  the  people  whose  names  are  in- 
scribed upon  it. 

There  is  money  in  talking  machines  for  the  dealer 
who  will  undertake  to  handle  them  and  handle  them 
well.  And  there  is  something  more  they  will  do:  They 
will  help  the  dealer  to  sell  regular  furniture  lines. 


CONCENTRATE  ON  RECORDS 

The  shortage  of  machines  has  brought  many  retailers 
into  more  intimate  relationship  with  record  business 
and  the  possibilities  of  keeping  sales  up  by  concen- 
trating on  records.  So  long  as  machines  were  easily 
available  there  was  the  ever-present  inclination  to  spe- 
cialize on  machines  because  of  the  larger  amounts  re- 
presented in  the  individual  sales.  Because  of  this 
comparative  neglect  to  give  record  sales  the  same  in- 
tensive cultivation  too  many  machine  owners  became 
non-purchasers  of  records.  Left  to  the  impetus  of  his 
own  enthusiasm  the  average  machine  owner  will  gradu- 
ally become  less  and  less  interested  until  he  finally 
ceases  purchasing  records  altogether. 

The  retailer  need  not  feel  elated  over  his  machine 
sales  if  be  is  not  giving  some  kind  of  service  to  keep 
the  customer  interested  in  records.  The  fact  that  the 
customer  ceases  record  purchases  should  be  enough  to 


tures  of  scenes,  events  and  persons  so  might  machines 
as  well  as  records  be  sold  by  creating  the  desire  to  hear 
the  various  kinds  of  music.  The  scarcity  of  machines 
seems  to  make  it  desirable  to  work  backwards  so  to 
speak.  That  is  instead  of  featuring  the  machine  as  a 
means  of  providing  music  as  so  many  dealers  have 
always  done,  feature  the  records  and  music,  which  ap- 
peals not  only  to  machine  owners  but  to  non-owners 
who  might  just  as  readily  be  influenced  this  way  as 
through  a  direct  machine  appeal. 

As  to  featuring  records  there  are  many  ideas  and 
many  opinions..  There  are  some  well  tried-out  plans 
such  as  recitals,  mail  or  telephone  follow^-up  of  machine 
sales,  but  there  is  probably  no  i)lan  more  successful 
than  personal  work. 


COLUMBIA  BUSINESS  BOOMING 

The  Columbia  Graphophone  Co's  Canadian  business 
has  increased  so  much  this  year  that  it  has  been  found 
almost  impossible  to  meet  dealers'  demands  for  ma- 
chines. The  company  has  been  able  to  keep  delivery 
of  records  even  with  the  demand,  however.  September 
sales  were  the  largest  month's  record  in  the  history  of 
the  company. 
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The  Sign  of  the  Red  Rooster 


Get  this  Trade  Mark 
on  your  Store  Front. 


Prices  range 
from 

$21.00  to  $300.00 


A  Winner 
for  the  Furniture  Dealer 


H  Afternoon  and  evening,  week  in  and  week  out, 
every  month  in  the  year,  this  little  rooster  is  being 
flashed  before  countless  thousands  of  Canadian  peo- 
ple in  moving  picture  theatres  over  the  entire  coun- 
try. On  the  film  it  guarantees  the  best  in  drama 
and  the  cleanest  in  comedy. 

U  "THE  SIGN  OF  THE  RED  ROOSTER"  on 
Pathe  Pathephones  and  Pathe  Records,  stands  for 
twenty  years  of  huge  success  in  the  manufacture  of 
these  goods  in  Europe.  Pathe  lines  are  now  to  be 
manufactured  here  in  Canada  by  Canadian  work- 
men to  suit  the  tastes  of  the  Canadian  public. 

71  Should  you  secure  this  trade  mark  and  tlie  Pathe 
agency  for  your  store  it  means  that  people  will  flock 
to  see  and  hear  the  instrument  that  plays  all  makes 
of  disc  records  perfectly  and  reproduces  music  in  a 
richer,  more  natural  tone  than  thej^  have  ever  heard 
before. 

The  Pathe  Pathephone 

Something  New^Different— Better 

H  You  will  be  interested  in  its  many  new  and  ex- 
clusive features. 

H  PATHE  SAPPHIEE  BALL,  which  cannot  scratch,  in- 
stead of  sharp  metal  needles  that  wear  and  rip  the  record. 
No  needles  to  change,  since  the  sapphire  never  wears  out. 

If  PATHE  ALL  WOOD  TONE  CHAMBER  built  on  the 
violin  princijile,  producing  a  sweet,  mellow,  full  tone. 

U  PATHE  TONE  CONTROL  DEVICE  to  regulate  the 
volume  of  tone  at  your  will. 

H  Due  to  exclusive  and  entirely  different  process  of  re- 
cording and  manufacture  Pathe  records  possess  qualities  un- 
dreamt of  in  other  records.  A  full,  rich,  mellow  and  nat- 
ural tone,  linked  with  an  indescribable  artistic  charm,  are  its 
distinguishing  features. 

H  PATHE  REPERTOIRE  includes  the  world's  most 
famous  artists — Ruffo,  Muratore,  Sammarco,  Didur,  Cavalieri, 
Fitziu,  Urlus,  Slezak,  Ober,  Cisneros,  Weil,  Parvis,  Boninsega, 
Giorgini,  Constantino,  Lauder,  and  many  others  beside  the 
greatest  instrumentalists,  bands,  and  orchestras  of  Europe 
and  America. 


The  wise  Furniture  Dealer  will  linl^  up  with 
the  Pathe  Line.     Write  to-day  for  agency. 

Pathe  Freres  Phonograph  Co, 

of  Canada,  Limited 

Toronto,  Ontario 
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TALKING  MACHINES  ON  THE  FARM 

Tt  seems  to  me,  says  the  editor  of  Pierce's  Farm 
Weeklies,  that  there  is  no  end  nowadays  to  the  com- 
mendable i)lans  to  improve  conntry  life  conditions.  We 
are  adding  modern  comforts  and  conveniences  to  our 
farm  homes;  w^e  are  beautifying  our  rural  schools  and 
churches;  we  are  bringing  town  and  country  closer 
together  in  a  diversity  of  ways  and  removing  the  isola- 
tion that  once  charactei-i/.ed  life  on  the  farm.  Let  me 
call  your  attention  to  one  of  the  things  which  is  playing 
an  important  part  in  this  praiseworthy  work,  bringing 
cheer  and  pleasure  to  young  and  old. 

We  have  one  of  the  standard  makes  of  talking 
machines  in  our  home,  and  nothing  gives  us  all — 
young  and  old — greater  pleasure.  Our  assortment  of 
records  ranges  from  "Believe  Me,  If  All  Those  En- 
dearing Young  Charms,"  to  the  always  beautiful  bar- 
carolle from  "Tales  of  Hoffman."  and  the  Tntertnez;^o 


T.  H.  IIoFF.MAN 

Assistant  Manager  of  Columbia  Co.  s  Canadian  business. 


from  "Cftvalleria  Rustieana. "  My  musical  education 
was  sadly  neglected  in  my  youth.  I  attended  a  round- 
log  schoolhouse,  and  reading  and  writing  and  arith- 
metic were  considered  sufficient  unto  the  day  and  were 
really  about  all  that  it  was  po.ssible  to  give  us,  so  that 
I  am  not  as  well  posted  on  music  as  are  the  young  folks 
of  to-day,  with  their  splendid  opportunities  both  in  the 
schoolroom  and  at  frequent  concerts.  I  have  to  thank 
the  talking  machine  (which  I  consider  one  of  the  most 
marvelous  inventions  of  my  time)  for  acquainting  me 
with  musical  masterpieces  which  would  otherwise  be 
unfamiliar  to  me.  I  am  quite  as  bad  as  General  Grant, 
who  knew  only  one  tune,  and  that  one,  "Hail  to  the 
Chief,"  played  every  time  he  made  his  appearance,  but 
before  we  installed  the  talking  machine  in  our  home  I 
knew  only  a  few  tunes,  and  now  T  am  being  educated 
and  entertained  at  a  rapid  rate. 

"I  had  an  interesting  experience  out  West  a  few 
years  ago,"  continued  the  editor.     "Business  called  me 


to  a  little  settlement  twenty-five  miles  across  the  sage- 
bru.sh  plains  from  a  railroad  station.  We  made  the 
trip  by  stage,  spending  the  night  at  a  typical  frontier 
'hotel,'  a  two-storey  frame  l)uilding.  right  on  the  bank 
of  one  of  the  brawling  mountain  streams  which  irrigate 
that  country.  The  next  morning,  before  sunrise,  a 
young  rancher  reached  the  hotel,  having  travelled  fifty 
miles  on  foot  and  horseback  (coming  down  the  moun- 
tain side  on  snowshoes)  in  order  to  catch  the  stage 
back  to  the  railway  where  he  was  to  receive  a  shipment 
of  new  records  for  his  talking  machine.  He  had  packed 
the  machine  up  the  long,  steep  trail  and  was  spend- 
his  winter  nights  in  the  com{)any  of  the  best  operas 
and  the  best  singers  of  the  whole  world.  That  talk- 
ing machine  was  keeping  him  in  touch  with  civiliza- 
tion and  culture,  it  was  whiling  away  the  long  winter 
nights  and  giving  him  an  enjoyment  otherwise  impos- 
sil)le  to  him. 

"My  friends,  lliere  is  not  one  of  us  who  cannot  en- 
joy tlie  same  privilege,  thanks  to  these  talking  ma- 
chines. With  music  in  our  homes  and  our  schools  we 
are  almost  certain  to  have  our  lives  refined  and  sweet- 
ened so  that  we  will  confront  the  future  with  brighter, 
cheerier  hearts  and  find  greater  good  in  everything 
that  comes  our  way." 

Does  not  this  talk  give  you  furniture  dealers  some 
suggestive  sales  hints  in  regard  to  pushing  this  de- 
l)artment  among  people  living  in  the  country  and 
;i\vay  from  the  large  centres? 


COLUMBIA'S  NEW  ASSISTANT  MANAGER 

F.  R.  Hoffman  has  been  appointed  assistant  manager 
of  the  Canadian  business  of  the  Columbia  Graphophone 
Co.,  with  head(|uarters  at  Toronto.  He  has  already 
taken  hold  of  his  work  as  assistant  to  Manager  Ralph 
Cabanas. 

Mr.  Hoffman  has  been  thirteen  years  with  the  Colum- 
bia Co.  He  is  a  native  of  Connecticut  and  has  been  on 
the  Columbia  staff  at  the  factories  in  Bridgeport  oc- 
cut)ying  an  important  position  in  the  executive,  having 
charge  of  a  large  department.  He  has  that  intimate 
knowledge  of  Columbia  policy,  methods,  lines  and  de- 
velopment only  possible  by  a  personal  contact  of  many 
years. 

Mr.  Hoffman  spent  several  Aveeks  in  Toronto  a  year 
or  two  ago  and  became  sufficiently  well  acquainted  to 
readily  accept  the  proposition  to  come  here  permanently 
when  that  opportunity  presented  itself.  Mrs.  Hoff- 
man accompanied  her  husband  and  they  have  taken  up 
residence  in  Toronto. 


NOVEL  ADVERTISING  PLAN 

An  Alabama  furniture  company  recently  conceived  a 
novel  idea  for  the  advertising  of  their  phonograph  de- 
partment. A  large  phoiu)graph  was  mounted  on  the 
chassis  of  an  electric  runabout,  upon  which  had  been 
built  a  miniatui-e  latticed  summer  house.  The  wood- 
work was  painted  white  and  with  vines  twining  about 
it  an  excellent  effect  was  obtained.  The  runabout  is 
driven  around  the  city  and  many  a  street  concert  given. 
This  plan  we  understand  is  jiroving  a  great  advertis- 
ing success. 


It  is  enough  to  make  the  wooden  furniture  manufac- 
turer spring  a  sardonic  grin  to  hear  a  lumberman  shout- 
ing for  wooden  construction  in  everything  and  then  to 
see  that  same  lumberman  using  steel  filing  cases. 
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'I  'HE  most  significant 
^     trade-mar}^  in  the 
World  of  music. 

What  do  the  two  tied  music  notes 
mean  to  you  as  a  dealer? 

Musical  sounds — that's  what  they 
meant,  and  that's  all  they  meant,  until 
we  put  Columbia  on  them  and  then 
put  them  on  Columbia  products. 

Soundness — that's  what  they  mean  right 
now :  merchandising  soundness — soundness  of 
manufacturing  method,  soundness  of  selhng 
policy. 

The  Columbia  twin  music-note  trade-mark, 
this  prosperous  month  of  November,  1916, 
stands  for  prestige- — prestige  of  dealer  and 
manufacturer,  in  equal  quantities,  on  equal 
terms. 

We  don't  need  to  tell  you  to  keep  your  eye 
on  it — you  have  unmistakably  been  doing  it. 

Columbia  Graphophone  Co. 

365  Sorauren  Ave. 
TORONTO 
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Popular  Merchandising  Man  Goes 
With  Pathe  Freres 

The  Pathe  Freres  Phonograph  Co's  wholesale  repre- 
sentation in  Ontario  has  been  placed  in  the  very  cap- 
able hands  of  George  H.  Honsberger,  of  Toronto,  who 
joined  that  firm's  organization  in  October,  and  has  al- 
i-eady  visited  several  centres  in  connection  with  the 
Pathe  line. 

Mr.  Honsberger,  who  was  born  in  Haldimand  County, 
is  of  Pennsylvania  Dutch  descent,  his  father,  now  de- 
ceased, having  been  a  successful    farmer   and  fruit 


Geo.  H.  Honsberger 
Recently  added  to  the  Path(5  Freres  staff. 

grower  well  known  throughout  the  Province.  The 
subject  of  this  sketch  continued  on  the  farm  until  young 
manhood,  when  he  removed  to  BufPalo  and  joined  the 
selling  organization  of  the  Adams'  stores.  Preferring 
residence  in  his  native  province,  however,  he  removed 
to  Toronto  in  1904  to  take  the  circulation  management 
of  a  group  of  trade  papers.  He  soon  afterwards  joined 
the  advertising  branch  of  the  business,  in  which  line  he 
has  continued. 

He  just  recently  resigned  the  business  management 
of  Canadian  Piirniture  World"  to  connect  with  the 
Pathe  firm,  having  unlimited  confidence  that  the  super- 
ior merits  of  the  line  and  the  character  of  the  men  be- 
hind the  company  will  eventually  make  Pathe  a  domin- 
ating factor  in  the  talking  machine  field  in  Canada.  P>e- 
ing  musical  by  nature  and  training,  having  done  con- 
siderable choir  and  quartette  work,  the  line  now  taken 
up  naturally  appeals  to  him.  He  has  been  particularly 
successful  in  his  conduct  of  a  children's  choir  in  one  of 
the  Toi'onto  Methodist  churches. 

In  addition  to  an  extensive  acquaintance,  particu- 
larly among  the  furniture  trade,  Mr.  Honsberger  has 
ihe  advantage  of  an  experience  in  retailing  extending 
over  many  years,  so  that  he  can  view  his  proposition 
from  the  retailer's  as  well  as  the  manufacturer's 
pei-spective,  and  can  give  the  dealer  valuable  aid  in 
bnilding  up  his  phonograph  departTuent.  Dealers  at 
all  times  can  count  upon  Mr.  Honsberger 's  fullest  co- 
oj)rr'ati(iii  anil  keiMi  interest  in  all  their  problems. 

Added  to  his  genial  and  obliging  personality,  he 
commences  a  career  in  the  music  trades  with  all  the  ad- 


vantages of  enthusiasm  and  confidence  in  his  line, 
linked  with  a  long  and  siiccessful  mercliandising  exper- 
ience. The  talking  machine  trade  will  like  Mr.  Hons- 
berger and  appreciate  his  sterling  qualities. 


RECENT  VISITORS  TO  TORONTO 

James  Ross,  of  New  Glasgow,  N.  S.,  one  of  the  most 
prominent  funeral  directors  in  the  Maritime  Provinces, 
was  a  recent  visitor  to  Toronto,  attending  the  Presby- 
terian Anti-Union  Congress.  He  was  a  guest  at  A.  J, 
H.  Eckardt's  home. 

Another  guest  at  Mr.  Eckhardt's  home  during  the 
month  was  Mr.  Gordon,  of  Katnloops,  B.  C.,  where  he  is 
a  prominent  funeral  director  and  furniture  dealer.  Mr. 
Gordon,  who  lately  lost  his  wife,  came  east  with  the 
remains  to  her  old  home  town,  Kincardine,  Ont.,  where 
the  funeral  was  held.  Mr.  Gordon  is  now  in  Brooklyn. 
N.  Y..  visiting  his  brother-in-law.  He  will  return  west 
via  Toronto,  spending  a  few  days  as  guest  with  J.  H. 
Eckardt. 

N.  A.  Beaton,  A.  J.  Beaton  &  8on,  Sydney,  C.  B.. 
who  visited  Toronto  during  the  convention  of  the  C.  E. 
A.,  in  September,  and  since  then  has  been  touring  in 
the  West,  returned  east  during  the  past  month.  He 
spent  a  few  days  in  Toronto,  before  leaving  for  his 
home,  as  the  guest  of  A.  J.  H.  Eckardt. 


ONE  OF  THE  NEWER  FURNITURE  STORES 

One  of  the  newer  furniture  dealers  of  Peterborough, 
Ont.,  is  Harry  Zacks,  whose  store  is  at  420  George  St., 
the  main  business  thoroughfare  of  that  city,  right  op- 
posite The  Examiner  office. 

The  premises  occupied  are  over  125  ft.  long,  and  Mr. 
Zacks  carries  an  assortment  of  home  and  office  furni- 


Harry  Zacks  and  his  furniture  store. 

tnre,  carpets,  linoleums,  baby  carriages  and  furnish- 
ings. Considering  the  short  time  he  has  been  in  the 
business  Mr.  Zacks  has  done  very  well,  as  all  his  cus- 
tomers seems  to  be  perfectly  satisfied.  Both  cash  and 
easy  payment  plans  are  followed. 


WEDDING  BELLS 

E.  Russell  I'nrtle,  office  manager  for  Snyder  Bros., 
Waterloo,  Ont.,  was  married  on  October  11  at  St. 
Mary's  Church,  Kitchener,  to  Miss  Ida  M.  Gabel. 
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Undertakers'  Department 

[Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada.  I 


Poliomyelitis,  or  Infantile  Paralysis 

By  HowAKD  S.  Eckels,  Ph.D. 
Dean  of  Eckels'  College  of  Embalming,  Philadelpliia 

INFANTILE  Paralysis  presents  fewer  problems  to  the 
undertaker  than  it  does  to  the  physician,  yet  just 
now,  when  its  ravag-es  are  so  manifest  over  large 
sections  of  the  country,  a  discussion  of  its  effects  both 
before  and  after  death  may  be  interesting. 

A  physician  in  describing  a  case  of  this  kind  would 
term  the  disease  "acute  anterior  poliomyelitis,"  be- 
cause it  is  distinctly  an  acute  infection,  involving 
either  the  spinal  cord  or  the  brain.  It  probably  is  due 
to  a  filterable  virus  or  poison  as  yet  unidentified.  It  is 
supposed  to  gain  entrance  to  the  body  by  means  of  the 
air  passages  and  to  gain  access  to,  or  rather  to  enter, 
the  lymph  system,  especially  of  the  spinal  cord. 

The  term  "anterior"  denotes  the  particular  portion 
of  the  cord  involved.  The  anterior  part  of  the  spinal 
cord  contains  the  motor  fibres  or  those  which  control 
motion;  the  posterior  part  carries  the  sensory  fibres  or 
those  which  control  feeling  and  pain.  Infantile  par- 
alysis first  attacks  the  motor  fibres,  thereby  inducing 
paralysis.  In  most  cases,  however,  the  sensory  fibres 
are  also  involved  sympathetically  so  that  attacks  of  this 
disease  are  frequently  accompanied  by  severe  pain. 

Infantile  paralysis  differs  from  apoplectic  paralysis 
in  that  the  disease  is  caused  by  a  specific  affection  and 
a  wasting  of  vital  portions  of  the  body.  Apoplectic 
paralysis  is  caused  by  pressure,  not  by  a  diseased  con- 
dition. Usually  this  pressure  is  located  in  the  motor 
centres  of  the  brain  and  is  caused  by  a  clot  of  blood. 
"While  it  is  universally  termed  "infantile  paralysis," 
it  is  by  no  means  confined  strictly  to  infants.  It  may 
attack  any  individual,  but  children  up  to  sixteen  years 
of" age  are  much  more  susceptible  than  are  adults. 

Every  fact  in  connection  with  all  of  the  eases  which 
have  occurred  in  the  great  centres  of  population  has 
been  carefully  analyzed  and  these  statistics  show  that 
the  blonde  or  fair-complexioned  child  is  more  suscep- 
tible than  the  brunette  or  dark-complexioned,  that  boys 
are  more  susceptible  than  girls,  and  that  the  negro  is 
almost  immune.  Of  the  more  than  eight  thousand 
cases  reported  in  New  York  City,  not  one  was  a  negro, 
so  far  as  I  am  able  to  learn.  I  have  read  of  but  tAvo 
negro  cases  in  Philadelphia  and  vicinity  out  of  some- 
thing like  three  thousand  persons  stricken. 

Scientists  have  not  yet  identified  the  specific  virus 
or  germ  which  causes  the  disease,  nor  have  they  yet 
determined  just  how  it  is  communicated  from  one  per- 
son to  another,  but  they  do  know  that  it  is  readily 
transmitted.  In  most  experiments  for  germ  diseases, 
rats,  rabbits  and  guinea  pigs  are  used,  but  I  believe  that 
none  of  these  have  yet  successfully  been  infected  with 
poliomyelitis ;  indeed,  the  only  animal  to  which  it  has 
been  suceessfidly  transmitted  is  the  monkey. 

Infantile  paralysis  has  been  transmitted  from  one 


monkey  to  another,  until  over  one  hundred  have  been 
inoculated  in  the  Rockefeller  Institute  of  New  York. 
The  virus  with  which  the  first  of  these  was  inoculated 
was  obtanied  from  the  spinal  cord  of  a  person  who  had 
died  of  the  disease.  Each  succeeding  monkey  was  in- 
jected by  virus  from  a  monkey  which  had  died  of  the 
disease.  The  method  of  procedure  was  as  follows : — 
With  the  development  of  paralysis  in  one  and  after  its 
death,  the  cord  was  emulsified  and  injected  into  the 
next  monkey,  with  the  result  that  a  continuous  series 
of  one  hundred  monkeys  was  injected  Avith  the  disease. 

The  definite  cause  is  unknown,  but  in  the  emulsified 
cords  of  the  monkeys  almost  ultra-microscopic  bodies 
of  germs  were  found,  which  are  looked  upon  as  being 
the  possible  cause  of  the  infection.  I  may  add  that  the 
spinal  cord  at  death  shows  in  some  cases  small  con- 
gested or  hemorrhagic  areas.  The  spinal  fluid  is 
found  to  be  increased  in  quantity  and  under  consider- 
able pressure.  The  disease  frequently  brings  sudden 
death,  resulting  in  some  cases  within  twenty-four  hours, 
but  more  frequently  Avithin  thirty-six  to  seventy-two. 

If  the  child  survives  the  early  stages  of  the  disease, 
it  is  almost  certain  to  be  partly  paralyzed  for  life.  Yet, 
singular  as  it  may  seem,  cases  which  at  first  were  the 
most  severe  have  been  followed  by  the  least  disability. 
In  many  of  those  who  have  been  attacked  in  past  years, 
no  effects  are  noticeable  to  the  untrained  eye. 

Among  the  ((ucstions  most  frequently  asked  are  the 
following : 

1.  What  is  the  cause  of  the  disease  and  how  may  it 
be  prevented? 

2.  When  a  ease  appears,  what  are  the  probabilities 
of  a  fatal  termination? 

3.  In  case  the  patient  suiwives,  what  are  the  proba- 
bilities of  his  regaining  his  health? 

4.  Aside  from  impaired  vitality,  what  physical  mal- 
formations, if  any,  result  from  the  disease,  and  to  what 
extent  do  they  affect  the  prospects  in  life  of  the  person 
suffering  from  them? 

5.  What  effect  does  it  have  upon  the  Avork  of  the 
embalmer  ? 

The  first  of  these  questions  has  been  ansAvered  inso- 
far as  science  has  yet  been  able  to  determine.  Physi- 
cians do  not  knoAV  how  it  may  be  prevented,  but  as  a 
broad,  general  proposition,  it  may  be  said  that  good 
diet,  clean  surroundings,  pure  air  and  a  high  degree 
of  personal  cleanliness  certainly  are  helpful.  The  per- 
centage of  deaths  varies,  ranging  from  ten  or  twelve  to 
as  high  as  fifty,  depending  largely  upon  the  condition 
and  surroundings  of  the  case. 

It  is  hardly  probable  that  any  case  ever  recovers  en- 
tirely. A  sloAvness  of  movement,  especially  of  the 
loAver  limbs,  a  malformed  foot  and  a  drooping  shoulder, 
as  well  as  sloAvly  I'esponding  muscles  on  one  side  are  apt 
to  persist  through  life  to  a  greater  or  lesser  extent,  but 
in  comparatively  fcAv  cases  is  the  mental  activity  of  the 
sufferer  affected.     Indeed,  the  effect  upon  the  men- 
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tality  is  said  to  bo  rather  beneficial,  although  this  may 
result  from  the  fact  that  the  serai-isolation  of  child- 
hood, due  to  deformity,  may  give  an  active  mind  still 
greater  exercise  by  the  child's  being  thrown  more 
than  normally  upon  its  own  resources,  and  because  it  is 
driven  from  active  sports  more  than  an  ordinary 
amount  of  reading  may  be  induced. 

Where  death  results,  it  usually  is  caused  by  the 
paralysis  extending  to  the  motor  centres  which  con- 
trol the  muscles  of  respiration.  In  other  words,  death 
is  caused  by  the  lungs  ceasing  to  act.  Occasionally  the 
heart  muscles  are  affected  and  some  cases  have  been 
recorded  where  the  brain  itself  has  been  stricken,  but 
the  very  great  majority  of  deaths  have  been  caused  by 
lung  failu)'e.  The  inevitable  result  of  this  is  that  the 
heart  will  continue  to  act  sometimes  for  hours  after 
breathing  has  ceased,  the  body  then  will  show  practi- 
cally all  the  symptoms  of  a  drowned  body.  The  blood 
deprived  of  oxygen  will  still  be  forced  through  the 
system,  gathering  impurities  as  it  goes,  just  as  in  a 
drowned  case.  Arterial  blood,  as  we  know  it,  will 
cease  to  exist,  and  all  the  blood  in  the  body  will  be, 
extremel}'  dark  in  color,  making  an  attractive  cosmetic 
effect  almost  impossible  to  obtain,  unless  the  entire 
circulatory  system  be  thoroughly  washed  out  with  a 
capillary  wash  and  blood-solvent  to  get  rid  of  the 
blood  before  fluid  is  injected.  It  is  true  that  being  a 
contagious  case,  the  laws  in  many  places  do  not  re- 
quire that  the  body  be  embainried.  But,  since  the  fam- 
ily are  permitted  to  view  the  body,  the  careful  and 
painstaking  undertaker  will  embalm  this  ease  just  as 
he  would  any  other. 

Treatment  of  the  disease  in  life  is  now  being  con- 
ducted along  the  lines  of  serum  therapy,  or  the  injec- 
tion of  serum  taken  from  the  spinal  cords  of  persons 
who  have  previously  had  infantile  paral.ysis.  At  this 
time,  it  is  hard  to  say  definitel.v  what  will  be  ac- 
complished by  this  mode  of  treatment,  but  its  effects 
in  most  cases  seem  to  have  been  helpful.  Several 
other  methods  of  treatment  have  been  advocated,  such 
as  the  removal  of  the  spinal  fluid,  the  injection  of 
adrenalin  and  the  use  of  coal  tar  antiseptics,  none  of 
which,  however,  are  specific  or  cure-alls. 

While  the  name  would  seem  to  indicate  that  the 
spinal  cord  alone  is  affected,  it  must  not  be  overlooked 
that  fi'e((uently  the  brain  and  its  coverings  also  are  in- 
volved. Indeed,  if  the  brain  alone  is  attacked,  the 
case  so  closely  resembles  menieritis  that  there  is  a 
natural  possibility  of  error  in  diagnosis.  As  I  have 
said  before,  practically  all  discolorations  in  the  em- 
balmed body  come  from  the  blood  and  of  failures  to 
secure  at  least  a  reasonably  good  cosmetic  effect  and 
due  to  the  presence  of  blood  in  places  from  which  it 
should  have  been  removed.  This  is  true  in  no  case  to  a 
greater  extent  than  in  bodies  dead  of  infantile  par- 
alysis. 

It  should  be  borne  constantly  in  mind  that  a  body 
embalmed  by  the  older  methods  which  shows  pink  to- 
day, will  show  putty  color  to-morrow  and  a  deep  dis- 
coloration by  the  day  of  the  funeral.  There  is  no 
known  way  to  procure  a  life-like  body  without  the  re- 
moval of  blood^ — at  least  in  many  eases.  No  better 
test  of  "Embalming  b.v  a  new  princi[)le  and  a  new 
method"  can  be  afforded  than  by  putting  it  into  use 
on  infantile  paral.ysis  case  and  closely  observing  results. 

There  are  special  precautions  being  taken  in  different 
places  in  the  care  of  infantile  paralysis.  These  rules 
and  regulations  are  very  stringent  in  territory  where 
the  disease  is  the  most  prevalent.      Some  boards  of 


health  have  notified  the  railroads  not  to  accept  for 
transportation  bodies  dead  of  this  disease.  When 
death  occurs  in  the  house,  the  board  of  health  rjuaran- 
tines  the  home  for  three  weeks.  They  refjuire  that  the 
body  shall  be  placed  in  the  casket,  that  the  corpse  shall 
be  viewed  only  by  the  members  of  the  family  and  that 
no  others  come  into  the  home  at  the  time  of  the  fun- 
eral. Also  that  the  body  shall  be  buried  within 
thirty-six  hours  of  the  time  of  death  and  disinfection 
be  done  the  same  as  in  other  contagious  diseases. 


Professional  Notes 

The  Western  Undertaker,  published  at  Chicago,  has 
been  sold  to  the  Periodical  Pub.  Co.,  Grand  Rapids, 
Mich.  Herbert  S.  Fassett  will  remain  as  editor  under 
the  new  management. 

Kensal  Green  Cemetery  (London,  Eng.),  authorities 
in  the  early  part  of  1915  set  apart  a  special  plot  of 
ground,  called  the  "Soldiers'  Plot,"  for  the  burial  of 
P>ritish  soldiers  who  have  been  wounded  in  the  war  and 
have  died  in  England.  The  graves  for  the  burial  of 
soldiers  from  the  Dominions  are  in  future  to  be  so  sep- 
arated that  there  will  be  a  section  each  for  the  Canad- 
ian, the  Australian,  and  the  New  Zealand  members  of 
the  forces. 

The  Casket  Mfrs.  Association  of  America,  met  in  an- 
nual convention  at  Hotel  Linton,  Cincinnati,  Ohio,  last 
month. 


CANADIANS  AT  NATIONAL  CONVENTION 

Among  the  Canadian  funeral  directors  at  the  Na- 
tional Funeral  Directors'  Convention  held  at  Colum- 
bus, Ohio,  last  month,  were  J.  B.  Mclntyre,  St.  Cath- 
arines, one  of  the  three  surviving  charter  members  of 
the  National  Association ;  R.  W.  Stone,  Toronto,  and 
F.  W.  Matthews,  Toronto,  secretary  of  the  C.  E.  A. 
T.  E.  Simpson,  Sault  Ste.  Marie,  secretaiy-treasurer  of 
the  Ontario  Embalmers'  Examining  Board  was  also 
there,  as  were  Dr.  and  Mrs.  Ferguson  of  the  Champion 
Co.,  and  Prof.  Chas.  0.  Dhonau,  of  Cincinnati,  who 
conducted  the  last  C.  E.  A.  school  at  Toronto. 


CASKET  COMPANY  ASSIGNS 

The  Dominion  Casket  Co.,  of  Guelph,  which  has  a 
paid-up  capital  of  $50,000,  has  assigned  to  N.  L.  Mar- 
tin &  Co.  The  assets  and  liabilities  each  approximate 
$100,000. 


FACIAL  IMPERFECTIONS  AND  DISCOLORATIONS 

{^Continued  from  pagv  -fS.) 

blood  and  fluid  leaves  an  insufficient  amount  of  liijuid 
material  in  the  blood  vessels  and  allows  heavy  venous 
blood  from  the  sinuses  of  the  brain  to  drain  into  the 
vessels  of  the  face.  A  condition  of  this  kind  will  pro- 
bably not  show  itself  until  about  two  days  after  em- 
balming. At  this  time  it  is  most  too  late  to  help  the 
condition.  I  have  case  reports  from  outside  districts 
in  which  this  condition  caused  blue  .spots  to  appear 
from  two  to  three  days  after  embalming.  A  treat- 
ment with  cosmetics  is  all  that  can  be  done  in  the  latter 
ease. 
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Motor  Cars  in  Funeral  Directing 

In  a  recent  issue  of  The  Ford  Times,  to  which  paper 
we  are  indebted  for  the  use  of  these  illustrations,  there 
appeared  an  article  dealing  with  the  use  of  the  motor 
ear  by  funeral  directors  in  various  parts  of  Ontario  ; 
the  capacity  of  the  auto  hearse  and  funeral  car  meaning 
a  better  funeral  ceremony. 

The  undertaker  may  be  called  the  "general  man- 
ager" of  a  funeral  says  the  Times,  and  he  has  a  lot  of 
travelling  to  do,  beside  furnishing  transportation  for 
many  others.  A  vehicle  of  some  sort  is  necessary  to 
his  business  for  carrying  caskets,  etc.,  and  so  it  is  not 
much  wonder  that  he  has  been  one  of  the  first  business 
men  to  equip  himself  with  a  motor,  and  in  many  cases 
more  than  one. 

Scores  of  undertakers  have  adopted  the  Ford  car  as 
a  light,  strong  means  of  transportation,  thereby  handl- 
ing their  business  so  efficiently  and  quickly  that  they 
are  forging  ahead  of  their  competitors  who  travel  by 
the  horse  and  rig  route. 

Brophey  Bros.,  of  Goderich,  are  enterprising  under- 
takers who  have  seen  the  wisdom  of  investing  in  a  Ford 


for  their  business.  They  decided  to  transform  a  tour- 
ing car  into  a  conveyor  for  caskets,  and  did  so  by  cut- 
ting the  sill  of  the  car  in  the  middle  under  the  rear 
doors  and  removing  the  rear  seat  and  top  from  the  car. 

The  commercial  box  was  then  fitted  on  the  frame, 
and  it  can  be  changed  back  into  a  pleasure  car  at  any 
time  in  twenty  to  thirty  minutes,  and  it  is  not  at  all 
noticeable  where  the  body  has  been  cut. 

One  of  the  most  handsome  hearses  imaginable  is  be- 
ing used  on  a  Ford  chassis  by  Mr.  Williams,  under- 
taker at  St.  Thomas.  The  body  is  as  beautiful  as  any 
carriage  hearse  to  be  seen,  and  is  much  cheaper  to 
maintain,  especially  on  account  of  the  fact  that  there  is 
no  expense  of  upkeep  when  it  is  not  in  use,  as  in  the 
case  of  a  horse. 

For  country  funerals,  in  particular,  the  Ford  car 
hearse  is  almost  a  necessity,  on  account  of  the  dis- 
tances which  have  to  be  travelled.  The  rural  eem.e- 
tery  is  almost  always  from  two  to  twenty  miles  from 
the  home  of  the  deceased,  and  the  long  enervating  ride 
in  buggies  of  former  days  does  not  appeal  to  one  when 
machines  can  be  secured.  With  a  Ford  hearse  head- 
ing the  procession  the  trip  to  the  cemetery  can  be  cov- 
ered in  an  hour  rather  than  a  half  a  day,  resulting  in 
better  feelings  for  all  concerned. 

T.  S.  Harris,  undertaker  at  Shel- 
burne,  can  testify  to  the  advantage  of  a 
motor  car  in  rural  work.  On  one  occa- 
sion, one  of  his  funerals  was  held  at 
Prospect  Cemetery,  Toronto,  65  miles 
away,  and  the  trip  was  made  with  the 
casket  in  three  and  a  half  hours.  The 
casket  was  carried  on  a  trailer  behind 
I-  a  Ford  touring  ear.     Mr.  Harris  also 

ll^M  uses  the  car  for  the  purpose  of  deliver- 

^^n^^  furniture,  a  speedy  delivery  at  low 

,/-^f^   !i  cost. 
^^5(r^!^^  There  are  many  forms   of  business 

where  a .  light,  strong  motor  car  has 
come  to  be  most  expedient  and  a  good 
investment,  but  for  the  undertaker  who 
wishes  to  keep  up  with  his  competitors 
in  his  profession  a  motor  car  is  an  abso- 
lute necessity. 


Upper  picture — C.  H.  Linklater, 
Teeswater,  Ont..  finds  this  car  a 
great  help  in  his  business. 

Lower  picture  —  Car  used  by 
Bropliy  Bros.,  Goderich,  Ont.,  to 
deliver  caskets  and  cases. 


Photos  courtesy  of  The  Ford 
Times,  Windsor,  Ont. 
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Funeral  Directors  in  Old  Quebec 

In  our  late  visit  to  the  (|UHint,  old,  liistorical  eastern 
Canadian  City  of  Quebec,  not  only  are  the  different 
sightseeing  ti'ips  very  interesting,  and  the  glimpse  of 
Artillery  Hill  a  reminder  of  the  time  when  the  then 
great  Americans  Generals  Montgomery  and  Arnold 
were  repulsed  in  their  etforts  to  conquer  the  last  rest- 
ing place  of  Frontenac,  but  also  the  many  old  estab- 
lished business  firms  which  have  been  handed  down 
from  generation  to  generation  are  (piite  noteworthy; 
and  none  any  more  so  than  the  undertaking  concern  of 
that  well-known  pioneer  (Jernuiin  Lepine,  who  started 
this  successful  establishment  in  1845,  some  71  years  ago, 
at  his  death  leaving  the  business  to  his  son  and  present 
proprietor,  (ici'niain  Lei)ine,  Ji'.,  who  is  ably  assisted  by 
five  sons.  (J.  A.  Lepine.  l)usiness  maiiHger,  A.  A..  J.  E., 


Gkrmain  I.ICI'INI;.  .In, 


Gus,  and  H.  J.,  the  latter  four  having  charge  of  the 
various  departments  of  both  the  factory  and  funeral 
details. 

In  addition  to  the  usual  amount  of  work,  together 
with  the  planning  of  time,  connected  with  the  caring 
for  and  conducting  of  75  funerals  each  month,  which  in 
itself  is  no  small  item,  with  the  help  of  some  20  em- 
ployees, casket  manufacturing  mostly  for  their  own  use 
is  quite  exclusively  carried  on. 

Included  in  their  complete  e(iuipment  are  about  18 
head  of  Canada's  best  bred  horses,  each  of  which  has 
the  living  room  luxury  of  a  small  domain  all  to  himself; 
seven  hearses  of  the  most  exquisite  designs ;  and  about 
thii-ty  sets  of  silver-mounted  harness,  each  cabinetted 
in  a  highly  polished  closet,  by  itself. 

Including  the  new  factory,  the  undertaking  depart- 
ment and  ecpiipment  room,  the  entire  four  floors  cover 
a  space  of  21,000  square  feet,  most  of  which  is  newly 
built  and  arranged  within  the  la.st  two  years;  and  at 
present  there  is  under  construction  a  modern  chapel, 
floored  and  ceiled  in  the  rarest  golden  oak,  and  trim- 
med in  the  finest  of  polished  material. 

Each  Mr.  Lepine  is  a  gentleman  of  the  congenial 
type  and  correspondingly  like  their  splendid  establish- 
ment, where  nothing  seems  to  have  been,  left  undone, 
any  of  them  will  drop  his  work  to  show  a  stranger 
around  and  make  him  feel  at  home.  Quebec  is  as  it 
should  be,  proud  of  such  a  responsible  factor  as  this 
firm  of  Germain  Lepine,  founded  upon  seven  decades 
of  time  aiul  biiilded  upon  character,  integrity  and 
ability. 


A  STRANGE  SOCIETY 

III  the  streets  of  Leghorn,  Italy,  may  frecjuently  be 
seen  a  procession  of  a  dozen  men,  clothed  from  head  to 
toe  in  black,  their  face  concealed  by  black  calico  masks 
falling  to  the  waist,  with  two  narrow  openings  for  the 
eyes  and  surmounted  by  black,  broad-brimmed  hats. 
Black  gloves  and  girdle  and  a  rosary  of  black  beads 
com{)lete  the  funeral  equipment. 

With  downcast  eyes,  what  appears  like  a  coffin 
borne  on  the  shoulders  of  four  of  them  and  preceded 
by  a  man  carrying  a  large  silver  crucifix,  they  march 
quickly  past,  with  a  reverent  mien  and  in  the  utmost 
silence.  If,  in  their  progress,  the  processionists  pass  a 
church,  they  raise  their  hats;  if  they  encounter  a  priest, 
they  [)ut  down  their  burden  and  fall  on  their  knees 
to  receive  his  blessing. 

This  spectacle  has  been  familiar  in  Tuscany  for  four 
centuries.  The  black-garbed,  black-veiled  men  are 
simply  engaged  in  a  work  of  mercy — the  carrying  of 
the  dead  to  their  grave  and  of  the  injured  or  sick  to 
the  hospitals.  They  are  members  of  the  great  Miseri- 
eoidia  Society,  a  brotherhood  of  pity,  who  give  their 
services  to  this  good  work  and  wear  their  masks  to  hide 
their  identity  from  curious  eyes. 

Four  centuries  ago  the  society  was  founded  at  Flor- 
ence, where  its  headquarters  are,  and  throughout  Tus- 
cany it  has  to-day  no  fewer  than  seventy  branches.  In 
Leghorn  alone  it  has  9.000  member.s — probably  one  out 
of  every  five  of  the  adult  male  population,  and  every 
member'  gives  his  services  gladly  and  gratuitously. — 
Pearson's  Magazine. 


WHY  CONTAGIOUS  DISEASES  SPREAD 

The  following  letter,  which  illustrates  how  ignorance 
is  one  of  the  greatest  obstacles  in  combating  contagious 
diseases,  was  written  by  a  caretakei-  on  an  i.sland  to  his 
enq:)loyer  on  the  mainland  of  the  New  England  coast: 
"Your  letter  came.  Glad  you  bought  a  team  of  horses. 
Hilda  is  sick.  She  has  diphtheria  and  will  die  I  think. 
Clara  died  this  eve.  She  had  it  too.  We  are  quaran- 
tined. Five  of  Fisher 's  family  have  got  it.  My  wife  is 
sick.  She  hain't  got  it.  If  this  thing  gets  worse  we 
may  have  to  get  a  doctor.  Them  trees  are  budding 
good.     Everything  is  O.  K. '" — Western  Undertaker. 


DOES  MARTYN  SNORE 

N.  G.  M.  Hendrikz.  of  the  National  Casket  Co..  tells 
this  of  F.  J.  Martyn.  of  North  Bay,  who  was  down  to 
this  year's  convention-  Travelling  through  the  New 
Ontario  country  recently,  both  Hendrikz  and  Martyn 
put  up  in  a  so-called  hotel  where  the  bedroom  partitions 
ran  up  half  way  to  the  ceiling,  just  like  the  stalls  in  a 
stable.  In  the  next  stall  was  a  commercial  traveller 
who  coiild  be  heard  continually  complaining  in  the 
stilly  watches  of  the  night  of  the  finest  demonstration 
of  plain  and  fancy  snoring  that  it  had  ever  been  his 
fate  to  hear.  It  was  no  straight  ahead  affair,  robust, 
monotonous,  but  full  of  sudden  and  awful  variations. 
Among  the  best  selections  was  that  of  Martyn 's.  Some- 
times strangulation  seemed  imminent;  then  in  the 
middle  of  a  fantasia  the  agony  stopped  suddenly,  and 
there  was  silence.  From  the  next  stall  was  then  heard 
the  drummer's  voice  exclaim  wearily.  "Thank  heaven! 
He's  dead." 


"How  are  you  going  to  like  your  new  neighbors?" 
"Can't  tell.  I  happened  to  be  out  when  their  furni- 
ture was  moved  in.'" — Judge. 
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Maxwell  Vaults  and 
Shipping  Cases 


Patent  Nos.  759727;  759728;  800929;  800930;  840077 


Among  numerous  unsolicited  testimonials  appears  the  following: 

MAXWELL  STEEL  VAULT  CO.,  Schenectady,  N.  T. 

ONEIDA,  N.  Y.  July  17,  1916. 

Gentlemen: 

In  the  past  two  years  we  have  used  two  hundred  and  fifteen  of  your  vaults  in  our  business  and  we  think 
it  night  be  of  interest  to  you  to  know  the  number,  and  that  we  sell  a  Maxwell  vault  with  nearly  every  good 
burial  that  we  make,  and  at  a  reasonable  profit.  We  fi  id,  by  recommending  The  Maxwell  to  our  customers,  we 
have  attained  a  higher  grade  of  excellence  than  ever  before.  We  consider  your  vault  the  best  article  of  its 
kind  ever  placed  upon  the  market.  Having  tried  them  all,  we  have  not  yet  found  its  ei|Ual.  We  believe  any 
undertaker  who  pushes  these  vaults  is  on  the  highroad  to  success,  because  they  give  the  greatest  satisfaction  to 
the  relatives  and  friends  of  the  deceased,  and  the  best  a  Ivertisement  is  the  satisfied  customer.  It  gives  us 
grea!,  pleasure  to  handle  your  goods,  as  there  is  never  any  dissatisfaction  or  "come-back.''  Wishing  you  success, 
we  beg  to  remain, 

Very  truly  yours. 

TIMESON  &  FRONK. 

MAXWELL  SANITARY  STEEL  VAULT 
MAXWELL  AMBULANCE  TRANSFER  CASE 
MAXWELL  COPPER  ALLOY  VAULT 

Our  customers  are  assured  of  Superlative  Quality  and  Prompt  Delivery. 
MAXWELL  GOODS  are  carried  in  stock  by  all  leading  jobbers. 

Wh^  Not  Have  the  Best  ? 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY   -   Oneida,  N.Y. 

iliiiiiiiiiiiiiiiiiiiiiiiiiiii^^^ 
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A  lifetime  in  the  undertaking  profession  is  certainly 
some  record,  but  it  is  the  proud  record  of  R.  J.  Reid, 
heading  undertaker  and  furniture  dealer,  of  Kingtson, 
Out. 

Mr.  Reid  conducted  the  combined  furniture  and  un- 
dertaking business  under  the  name  of  James  Reid  (his 
father)  for  25  years,  and  he  is  one  of  the  first  practical 
embalmers  in  Canada.  He  has  always  made  a  specialty 
of  the  undertaking  and  ambulance  business  with  an 
average  of  about  five  funerals  per  week. 

He  has  both  motor  and  horse  vehicles  and  makes  a 
specialty  of  shipping  work.  Mr.  Reid  has  been  in 
business  for  himself  under  his  own  name  for  over  six- 
teen years.  He  started  on  a  small  scale  and  has  now 
one  of  the  best  and  most  convenient  furniture  and  un- 
dertaking establishments  in  Canada,  as  will  be  seen  by 
the  accompanying  views.  He  has  a  good  morgue  in 
connection  with  his  business,  located  on  the  ground 
floor.     There  is  also  an  elevator  in  the  building. 

Reception  room  and  large  living  room  with  par- 
(|uetry  flooring  and  finished  in  oak,  walnut  and 
mahogany  are  also  on  this  floor.  The  best  of  rugs  of 
Oriental  pattern  are  on  the  floors  and  the  furniture  is 
made  up  of  Jacobean  design.  Chesterfields  with  large 
easy  chairs  to  match.  The  large  living  room  is  used 
for  funerals  as  it  makes  a  more  homelike  room  and  is 
much  more  comfortable  than  a  chapel. 

The  morgue  is  finished  in  cement  with  wood  work 


The  Up-to-the-Minute  Morgue 


trimmings  of  white  enamel,  white  iron  Miid  glass  furni- 
ture, glass  cupboards  in  the  wall,  filled  with  glass 
shelves,  all  of  white  enamel  inside  and  out.  All  the 
l)ottles  are  labelled  the  .same  as  in  a  drug  store.  Run- 
ning water  is  laid  on.  and  the  taps  and  basins,  drains 
and  ventilators,  are  of  white  porcelain.  The  walls  and 
ceiling  can  be  washed  with  water  and  broom,  and  no 
whiting  is  rec|uired.  The  walls  are  as  smooth  as 
marble,  and  the  more  they  are  washed  the  whiter  they 
get. 

In  the  furniture  business  Mr.  Reid  carries  the  highest 
grade  of  goods  and  he  always  buys  the  latest  designs. 
He  has  his  two  sons  with  him.  who  like  himself,  were 
brought  up  in  the  business.  They  are  very  artistic  in 
their  tastes,  which  makes  capital  in  the  undertaking 
business,  and  they  command  the  best  trade  in  the  city 
and  surrounding  country.  Business  is  done  strictly  on 
a  busines.s  basis  and  Mr.  Reid  has  neither  runners  nor 
agents. 

The  accompanying  cut  of  his  building  does  not  do 
the  stand  justice,  as  the  building  has  been  much  im- 
proved since  the  photo  was  taken.  It  will,  however, 
give  some  idea  of  the  size  of  the  block  which  is  66  ft  by 
110  feet,  three  stories  high,  with  good  cement  yard. 
The  stable  is  floored  in  cement,  and  has  iron  fittings. 
Mr.  Reid's  dwelling  is  on  the  premises,  and  is  fitted  up 
with  electric  bells  and  speakiiig  tubes  connecting  sit- 
ting room  and  bedrooms. 


Mr.  Reid  in  his  office 
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Facial  Imperfections  and  Dis- 

colorations        .        Prof.  Chas.  O.  Dhonau 

Being  the  seconrl  address  delivered  at  recent  convention  of 
C.  E.  A.  at  Toronto. 


IN  my  work  here  live  years  ago  I  described  and  classi- 
fied seven  or  eight  forms  of  facial  imperfections  or 
discolorations.  The  advance  made  in  our  knowl- 
edge of  abnormal  conditions  of  the  face  has  enabled  me 
to  offer  additional  conditions  at  this  time.  B^r  more 
convenience  in  stiid.y  I  will  classify  them  according  to 
whether  they  exist  as  an  ante-mortem  condition  (before 
death)  or  as  a  post-mortem  condition  (after  death). 
The  ante-mortem  conditions  are : 
Cyanosis — A  blnish  discoloration  of  the  skin  result- 
ing from  less  than  the  normal  amount  of  oxygen  pre- 
sent in  the  blood.  This  is  quite  a  common  discolora- 
tion before  death,  especially  in  such  cases  as  valvular 
disease  of  the  heart,  drowning,  asphyxiation  or  in  most 
of  the  causes  of  death  in  which  the  death  of  the  person 
is  preceded  by  an  obstruction  of  the  pulmonary  cir- 
culation through  the  lungs.  This  discoloration  is  the 
characteristic  blue  color  on  the  face  of  one  who  has 
been  strangled. 

Treatment  for  Cyanosis — Raise  the  right  and  left 
common  carotid  arteries  and  right  and  left  internal 
jugular  veins,  using  the  crescent  incision.  A  crescent 
incision  is  made  to  begin  from  the  middle  of  the  collar 
bone,  passing  circularly  to  the  top  of  the  third  rib,  and 
thence  to  the  middle  of  the  opposite  collar  bone.  The 
skin  is  dissected  back  until  the  thyroid  gland  and 
sterno-mastoid  muscles  of  the  neck  are  exposed — then 
separate  the  gland  from  the  muscle  and  raise  the  art- 
eries and  veins.  When  the  operation  is  complete,  the 
line  of  the  incision  is  stitched  and  in  this  way  the  inci- 
sion itself  is  hidden  below  the  collor  band  of  the  eloth- 
ijig.  Direct  iipward  injection,  using  mild  fluid  or  a 
capillary  wash  until  the  color  has  disappeared,  and 
then  injection  of  sufficient  normal  fluid  to  secure  pre- 
servation is  next  in  order.  During  the  injection  and 
drainage  the  face  in  general  and  the  discolored  spots 
in  particular  should  be  massaged  thoroughly.  The 
principal  argument  from  a  practical  standpoint  in  favor 
of  an  immediate  direct  upward  injection  in  a  case  of 
cyanosis  is  that  the  method  offers  a  straight  and  short 
course  to  the  parts  affected  and  that  the  drainage  is 
also  direct,  giving  the  embalmer  such  control  of  his 
operation  that  the  removal  of  blood  is  made  positive  in 
all  cases  excepting  those  in  which  the  blood  is  no  longer 
in  a  movable  condition.  To  put  it  in  this  way  takes 
all  the  mystery  from  the  operation.  I  believe  you  will 
all  agree  with  me  that  exact  knowledge  of  a  condition 
is  necessary  before  any  scientific  measures  of  eradica- 
tion can  be  practiced. 

Ecchymosis — The  passage  of  blood  from  a  series  of 
ruptured  capillaries  into  the  tissues  just  below  the  skin, 
or,  into  the  lower  layer  of  the  skin  itself.  This  con- 
dition is  marked  by  a  purple  coloration  of  the  skin,  the 
color  gradually  changing  to  brown,  green  and  yelloAV. 
This  is  the  ordinary  condition  known  as  the  "black 
eye"  or  the  discoloration  that  results  from  a  bruise  or 
contusion. 

Treatment  for  Ecchymosis — As  this  discoloration  ex- 
ists because  blood  coloring  matter  has  escaped  from  the 
blood  vessels  into  the  skin  itself,  no  method  of  utilizing 


the  blood  vessels  for  injection  and  drainage  will  be  en- 
tirely satisfactory.  The  treatment  which  offers  the  best 
possible  results  is  one  in  which  the  outer  layer  of  skin  is 
scalded  by  the  application  of  an  89  per  cent,  or  95  per 
cent,  solution  of  phenol  (carbolic  acid).  The  scalding 
of  the  skin  changes  it  in  color  to  a  grayish  white  shade 
which  can  be  treated  more  satisfactorily  with  cosmetics 
than  the  original  purple  shade.  In  common  with  the 
behavior  of  the  skin  of  the  dead  body  in  relation  to  a 
burning  match,  no  blisters  result  from  the  application 
of  such  a  strong  solution.  The  swollen  condition  of  the 
eye  cannot  be  reduced  by  any  method  known  to  science 
at  the  present  time.  The  use  of  bleaching  solutions 
via  the  hypodermic  needle  while  sometimes  effective  in 
bleaching  the  condition,  only  serves  to  make  the  savoI- 
len  condition  more  pronounced. 

Petechiae — Petechial  eruptions — Small  colored  spots 
due  to  the  rupture  of  diseased  blood  vessels,  particu- 
larly from  vascular  disease  aft'ecting  the  capillaries. 
This  is  a  common  condition  in  septic  endocarditis  and 
is  sometimes  found  in  typhoid  fever,  typhus  fever,  and 
pneumonia.  It  is  also  found  in  cases  of  arteriosc- 
lerosis, especially  when  the  disease  is  in  what  is  known 
as  the  "diffuse"  form. 

Treatment — The  treatment  of  petechial  eruptions 
cannot  take  on  a  specific  form  because  at  the  present 
time  all  we  have  along  that  line  is  the  customary  injec- 
tion and  drainage  methods  and  the  effects  of  such 
methods  on  discolorations  that  exist  by  reason  of  the 
cause  being  outside  of  the  blood  vessels  is  positive  only 
when  the  chemicals  used  have  some  positive  action  on 
the  color  itself.  We  have  seen  cases  in  which  the 
drainage  method  and  the  use  of  capillary  washes  have 
reduced  the  color  materially. 

Wounds,  scars,  etc. — The  tearing  of  the  cuticle  itself 
or  the  entire  skin  leaves  a  characteristic  deep,  brown 
mark  from  the  drying  of  the  parts. 

Treatment — Annointing  parts  of  this  kind  with  cold 
cream  before  drying  process  has  set  in  usually  prevents 
the  formation  of  the  brown  discoloration.  In  the  case 
of  accident,  where  several  hours  pass  between  the  time 
of  death  and  the  appearance  of  the  embalmer  on  the 
scene,  in  which  time  the  discoloration  has  had  time  to 
appear,  the  only  treatment  which  gives  satisfaction  is 
the  use  of  the  proper  cosmetics.  This  will  be  consid- 
ered later  under  the  title  "demi  surgery." 

Gangrene — The  death  of  a  certain  portion  of  the  skin 
allows  decay  to  set  in  with  the  result  that  we  find 
normal  putrefactive  conditions  existing  after  a  time. 
The  work  of  the  bacillus  fluorescens  and  the  effect  of 
sulpho-ammonia  on  the  iron  of  the  blood,  causes  a 
greenish  color  to  appear.  We  will  find  a  condition  of 
this  kind  more  comtnonly  in  cases  of  old  age,  in  which 
senile  gangrege,  particularly  of  the  lower  limbs,  exists 
as  a  result  of  the  lack  of  proper  blood  circulation  to  the 
lower  limbs.  In  the  absence  of  a  supply  of  fluid  to  a 
certain  part  of  the  body,  possibly  to  the  face  in  some 
cases,  this  same  greenish  color  may  appear,  and  if  so  it 
may  be  treated  hypodermically  Avith  the  following  solu- 
tion :  Alum',  10  grains ;  corrosive  sublimate,  5  grains ; 
zinc  chloride,  5  grains ;  Ethyl  spirits,  4  fluid  ounces ; 
formaldehyde,  2  fluid  ounces.  As  the  condition  known 
as  gangrene  usually  only  affects  remote  portions  of  the 
body  the  embalmer  will  rarely,  if  ever,  be  called  upon 
to  treat  it,  excepting  to  bandage  it  with  cotton  saturated 
with  fluid. 

Cancerous  Spots — What  is  intended  in  describing 
this  as  a  specific  discoloration  is  not  the  ordinary  can- 
cer or  epithelioma  which  has  destroyed  the  skin  itself. 


50 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


November,  1916 


but  a  form  of  cancer  which  affects  aged  persons  and  in 
which  death  has  occurred  with  the  cancer  having  pro- 
gressed to  a  point  just  below  the  nkin.  In  this  case 
there  will  be  a  brownish  discoloration  just  over  the 
cancerous  area.  The  treatment  advised  for  gangrene 
will  harden  the  spot  and  bleach  the  color  to  a  certain 
extent.  The  hardening  of  the  spot  will  allow  you  to 
use  cosmetics  as  an  independent  treatment. 

Yellow  Jaundice — The  condition  as  a  specific  discol- 
oration is  due  to  the  retention  in  the  liver  of  bile  col- 
oring matters  and  the  subsetiuent  passage  of  these  col- 
oring matters  into  the  main  blood  circulation  to  be 
deposited  in  solution  in  the  serum  of  the  blood,  in  the 
cells  of  the  skin,  and  in  fact  in  all  of  the  tissues  of  the 
body.  The  embalmer  very  often  refers  to  yellow 
jaundice  as  a  cause  of  death.  This  is  erroneous,  as 
yellow  jaundice  itself  is  only  a  symptom  indicating 
some  form  of  derangement  of  the  gall  bladder  or  the 
bile  ducts.  Yellow  jaundice  may  be  present  in  pneu- 
monia, heart  disease,  malaria,  yellow  fever,  liver  dis- 
ease, etc.,  etc.  The  yellow  color  itself  is  an  indica- 
tion for  the  use  of  such  special  treatments  as  will  re- 
auce  the  color  or  eliminate  it.  There  are  special 
chemical  compounds  on  the  market  which  have  a 
selective  action  on  bile  pigment  discolorations  and  these 
should  be  used  in  the  manner  directed  by  the  makers. 

The  post-mortem  conditions  are  : 

Dessication — Any  reduction  of  the  percentage  of 
moisture  in  a  given  part  of  the  skin,  or  any  chemical 
action  which  reduces  the  available  amount  of  water  in 
the  skin  causes  a  variation  of  the  normal  color  to  ap- 
pear. Thus  Irom  natural  evaporation  we  will  find  that 
the  skin  becomes  successively  yellow  and  then  brown  in 
color ;  irom  the  use  of  an  excessive  strength  of  form- 
aldehyde we  find  the  same  condition.  In  a  later  lec- 
ture 1  intend  to  take  up  for  discussion  the  subject  of 
the  moisture  percentage  ot  the  body  tissues  and  its  re- 
lation to  the  lormaldehyde  percentage  of  the  embalm- 
ing fluid,  the  discussion  to  be  along  the  line  of  a  re- 
commendation of  grading  the  strength  of  the  fluid  ac- 
cording to  the  percentage  of  dilution  which  is  to  occur 
in  a  given  body.  1  have  worked  this  out  in  a  practical 
way  and  find  that  I  can  prevent  excessive  drying  out 
oi  the  body  by  varying  the  strength  of  the  fluid  ac- 
cording to  the  apparent  moisture  percentage  of  the 
body.  To  prevent  ordinary  drying  of  the  skin  of  the 
face  I  find  that  water  or  the  commercial  face  solutions 
are  valuable  when  applied  externally.  I  also  find 
that  prevention  must  be  practiced  as  the  loss  of  mois- 
ture to  the  skin  cannot  be  corrected  once  it  has  oc- 
curred. 

Putrefactive  discolorations — A  normal  putrefactive 
discoloration  occurring  only  after  death  is  due  to  the 
same  condition  and  causes  as  would  apply  to  a  gangren- 
ous spot.  We  find  the  same  bacillus  fluerescens  and 
the  same  effect  of  sulpho-ammonia  on  the  iron  of  the 
blood.  The  treatment  recommended  for  gangrene 
would  also  apply  for  this  condition. 

Chemical  discolorations — In  certain  diseased  condi- 
tions of  the  living  body  it  has  become  customary  to 
prescribe  methyline  blue  as  an  internal  antiseptic.  The 
drug  is  taken  up  by  the  blood  and  passes  wherever 
the  blood  passes,  a  certain  proportion  being  eliminated 
from  time  to  time  along  with  the  normal  urine.  In 
the  average  body,  the  bladder  will  be  found  to  contain 
some  urine,  and  in  diseases  like  chronic  malaria,  or  the 
venerial  diseases,  the  embalmer  shi)uld  aspirate  from 
the  bladder  to  disclose  the  presence  or  absence  of 
methyline  blue.     The  urine,  where  the  drug  has  been 


given,  will  be  colored  blue.  Should  the  drug  be  found, 
a  non-formaldehyde  fluid  should  be  injected.  In  the 
absence  of  such  a  fluid  on  the  market  you  can  have 
your  druggist  prepare  one  for  him  from  the  formula 
which  \  will  give  you: — Carbolic  acid.  oz. ;  glycerine, 
1  oz. ;  water  sufficient  to  make  1  gallon.  If  mixed  ac- 
cording to  the  Imperial  gallon,  one-fifth  more  of  the 
ehemieals  should  be  used.  The  color  resulting  from 
the  use  of  the  usual  formaldehyde  fluid  in  a  body  in 
which  methyline  blue  has  been  given  is  a  light  shade  of 
green.  This  discoloration  will  be  found  over  the  en- 
tire body,  and  will  be  especially  well  marked  where  the 
skin  is  the  thinnest. 

Cadaveric  lividity  or  post-mortem  discoloration — 
When  the  body  dies  and  the  blood  circulation  stops,  the 
blood  gravitates  to  the  lower  levels  of  the  body,  fills 
the  capillaries  to  engorgement  and  thus  the  red  dis- 
coloration comes  on  which  afterward  changes  to  blue. 
The  location  of  .the  discolorations  depends  on  the  posi- 
tion of  the  body  after  death.  If  the  head  is  allowed 
to  occupy  a  rather  low  position  between  the  time  of 
death  and  the  appearance  of  the  embalmer  the  face 
may  be  affected.  Should  the  face  become  affected  the 
treatment  should  be  the  same  as  was  accorded  the  cases 
of  cyanosis  .mentioned  before.  This  is  a  blood  dis- 
coloration in  which  the  color  is  due  to  the  presence  of 
an  excess  of  blood  in  the  capillaries  of  a  part  and  in 
order  to  relieve  the  color  it  becomes  necessary  to  re- 
move the  blood,  hence  the  necessity  for  the  use  of  a 
very  mild  solution  or  of  a  capillary  wash.  As  long  as 
the  blood  remains  in  liquid  condition  it  can  be  removed. 
es|ieeially  by  the  use  of  such  a  method  as  the  direct 
upward  injection  of  the  carotids  and  downward  drain- 
age through  the  internal  jugulars. 

Post-mortem  staining  —  When  a  body  is  allowed  to 
stand  for  a  long  period  without  treatment,  as  in  the 
ease  of  a  drowned  person  or  one  who  has  been  lying  un- 
discovered for  sometime,  the  decay  processes  take 
their  usual  course.  Decay  or  decomposition  of  the 
blood  allows  the  corpulscles  to  break  up  or  disintegrate 
and  the  oxygen  escapes  toward  the  surface  of  the  body 
and  carries  the  coloring  matter  of  the  blood  with  it. 
with  the  result  that  the  courses  of  the  superficial  veins 
are  clearly  marked  on  the  surface.  I  have  seen  eases 
of  this  kind  where  the  entire  tree-like  formation  of  the 
long  sa{)henous  vein  of  the  lower  limbs  was  plainly 
marked,  and  in  these  same  cases  the  superficial  veins  of 
the  face  and  chest  were  clearly  outlined.  This  form 
of  discoloration  comes  on  at  the  same  time  tissue  gas  is 
formed  and  as  the  combination  of  conditions  is  en- 
tirely too  complicated  for  our  meagre  knowledge  of  the 
present  day,  I  have  never  been  able  to  produce  a  sat- 
isfactory condition.  In  a  case  of  this  kind  my  advice 
would  be  to  bury  in  haste. 

Capillary  and  Venous  Congestion — Rapid  injection 
of  embalming  fluid, in  a  case  where  there  is  blood  in  the 
arteries  may  result  in  the  congestion  of  blood  in  the 
surface  veins  and  capillaries  of  the  face.  A  red  or 
flushed  face  is  the  result.  Unless  this  is  removed  al- 
together by  the  proper  method  of  removing  blood  the 
color  may  become  deeper  on  account  of  the  continuous 
loss  of  oxygen  from  the  congested  blood.  In  a  case 
of  congestion  of  this  kind  the  direct  upAvard  injection 
of  the  carotids  using  a  good  capillary  wash  ahead  of 
the  fluid  and  the  direct  downward  drainage  of  the  in- 
ternal jugulars  promises  the  most  positive  results.  A 
blood  discoloration  of  this  kind  is  sometimes  caused  by 
the  injection  of  an  insufficient  amount  of  embalming 
fluid  which  when  coupled  with  copious  drainage  of 

(Continued  on  page  44.) 
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Annual  Event 

TO  BE  HELD  AT  45  NIAGARA  STREET 
BUFFALO,  N.  Y. 


It  is  absolutely  free  to  the  Undertaking  trade  and  all  their  licensed  assist- 
ants. It  is  no  school  for  beginners  and  has  nothing  to  do  with  any  associa- 
tion. It  is  a  plain  business  talk  of  the  latest  methods,  for  the  members  of  the 
profession  who  desire  to  be  strictly  up-to-date.  To  the  Undertaker  who  wishes 
to  find  out  just  what  is  new  in  the  art  of  embalming,  he  will  find  himself  well 
repaid  by  taking  advantage  of  this  free  course  of  lectures,  demonstrations, 
quiz  questions,  etc. 

Watch  for  the  date  in  next  issue  which  will  be  either  in  the  first  or  second 
week  of  January. 

Members  of  the  trade  will  be  notified  by  personal  invitation,  but  in  ease  of 
an  oversight  kindly  consider  this,  that  you  are  just  as  welcome.  Come  along, 
we  will  make  it  worth  your  while. 


CENTRAL  CASKET  COMPANY,  LIMITED 


Bridgeburg,  Ont. 

Telephone  1 26 


R.  S.  Flint,  241  Fern  Ave.,  Toronto 

Telephone  Parkdale  3257 


SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 
CALLY EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  why. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 


We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 
balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY 


241  FERN  AVENUE 
TORONTO,  ONTARIO,  CANADA 
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Impressions  of  a  Visitor  to  the 
National  Convention 

My  'I'.  SiMi'soN 
Sec.  'I'reas.  of  f)nl;irio  Board  of  Kxainiiicrs. 


Ill  iespoii.se  to  your  re(pu\st  lor  a  summary  of  my  im- 
pi'cssions  of  the  National  Funeral  Directors'  Conven- 
tion lield  in  Columbus,  Ohio,  October  llth,  12th  and 
l;Uh,  I  would  say  that  my  impressions  were  so  numer- 
ous and  varied  that  it  would  be  difficult  for  me  to  sum- 
marize them. 

I  was  first  impressed  by  the  large  attendance  and 
j)articu]ai  ly  to  see  so  many  ladies  present.  T  learned. 
hoAvever.  that  it  was  the  usual  custom  for  the  delegates 
to  ))(■  accomiianied  by  their  wives  and  tliat  the  ladies 
attended  the  different  sessions  of  the  convention  along 
with  their  husbands  and  while  they  did  not  participate 
in  any  of  the  discussions  yet  their  presence  certainly 
added  dignity  to  the  gathering. 

1  was  impressed  by  tlie  high  type  of  delegates  pres- 
ent, by  the  magnificent  addresses  delivered,  particu- 
larly the  address  of  Prof.  W.  P.  Tlohenschuh  on  "Adver- 
tising as  it  relates  to  the  Funeral  Director  under  pres- 
ent day  conditions."  and  the  address  of  Dr.  W.  O. 
Thompson,  president  of  th"  Ohio  State  University,  on 
"Th"  Education  of  the  Funeral  Director  and  Em- 
balmer:'"  in  fact  the  whole  program  Avn«  of  a  vry  high 
order  and  the  funeral  director  who  was  attending  the 
convention  for  the  first  time  could  not  help  but  have 
a  higher  o|)inion  of  the  profession  to  Avliich  lie  belongs 
than  he  had  before  he  attended  the  convention. 

The  vj'lue  of  the  state  or  pi'ovincial  association  to 
the  individual  undertaker  was  impressed  upon  the 
delegates  by  almost  every  s|)eaker,  and  also  the  ne- 
cessity of  every  undertaker  being  not  only  a  member 
of  but  an  actiA'C  Avorker  in  his  oAvn  state  association,  and 
I  thought  many  of  the  undertakers  in  Ontario  might 
have  profited,  and  the  membership  in  our  association 
increased,  if  they  had  been  [)rivileged  to  hear  these 
addresses. 

My  special  mission,  however,  avrs  to  attend  the  con- 
ference of  Undertakers  and  Embalmers  Examining 
I>oai'ds  of  North  America  and  try  to  pick  up  a  few 
pointers  that  might  coine  in  useful  to  us  in  Ontario, 
r,  therefore,  made  application  to  have  the  Ontario 
Board  of  Examiners  affiliated  Avith  the  conference,  paid 
the  fee,  and  Avas  admitted  to  membershij).  This  eoii- 
ferenee  is  very  actively  engaged  in  raising  the  standard 
of  the  embalming  profession,  especially  from  an  educa- 
tional standpoint:  they  have  adopted  a  regulation  to 
the  etiPeet  that:  "No  application  for  examination  for 
embalmer's  license  should  be  accepted  unless  the  ap- 
plicant lias  had  not  only  a  common  school  education 
but  a  high  school  education  as  Avell."  They  are  hoav 
trying  to  get  each  state  to  adopt  this  regulation  so 
that  it  may  go  into  efifect  in  December.  1920.  Reci- 
procity in  embalmers'  licenses  betAveen  the  different 
states  is  a  mattei'  that  is  receiving  the  attention  of  the 
conference  as  well  as  a  uniform  examination  |)aper  foi' 
all  candidates  lor  license  as  embalmers.  It  Avas  also 
decided  that  all  iindertaker.s  Avho  did  not  profess  to  be 
embalmers  should  not  only  be  licensed  but  should  be 
re(|uired  to  have  some  knoAvledge  of  sanitation  and  dis- 
infection, so  that  they  could  safely  be  entrusted  Avith 


the  burial  of  a  body  fiead  of  a  contagious  or  infectious 
disease. 

1  Avas  j)leased  to  have  as  my  felloAV-tra vell(;r  to  the 
convention  Mr.  F.  W.  MatheAvs,  of  Toronto,  the  genial 
secretary  of  the  Canadian  Embalmers'  Association. 
Fred  was  paying  particular  attention  to  all  that  Avas 
going  on,  and  T  would  not  be  surprised  if  he  and  Dr. 
P'erguson  Avould  Avork  out  something  ncAv  and  striking 
for  the  next  convention  in  Toronto. 

Others  from  Ontario  Avho  attended  the  convention 
Avere  Mr.  and  Mrs.  R.  U.  Stone,  of  Toronto;  Dr.  and 
Mrs.  Ferguson,  Toronto,  and  Mr.  and  Mrs.  J.  B.  Mc- 
Intyre,  of  St.  Catharines.  Mr.  Mclntyre  has  been  at- 
tending these  conventions  for  the  past  tAventy  years, 
and  has  been  honored  Avith  a  place  on  the  program  at 
eighteen  of  the  annual  gatherings.  He  is  highly  re- 
spected by  the  members  of  the  National  Funeral  Direc- 
tors' Association,  and  as  a  mark  of  their  esteem  they 
made  him  an  honorary  member  of  the  association  a 
fcAv  years  ago. 

Tn  conclusion  let  me  say  that  T  consider  the  time  Avell 
spent  in  attending  this  annual  meeting  and  1  regret 
that  it  Avas  not  possible  for  more  of  the  funeral  direc- 
tors from  Ontario  to  have  shared  Avith  us  the  jileasure 
of  attending  this  splendid  convention. 
Sault  Ste.  Marie,  Oct.  27. 


EXPLAIN  MODERN  EMBALMING  METHODS 

The  Central  Casket  Co.  announce  that  they  will  con- 
duct their  annual  series  of  embalming  lectures  and  de- 
monstrations during  the  first  oi'  second  Aveek  in  Janu- 
ary. These  lectures  Avill  be  given  at  their  Buffalo 
head  office,  45  Niagara  St..  and  Avill  be  free  to  the  un- 
dertakers and  embalmers  of  Canada  as  well  as  the 
United  States. 

The  plan  of  the  session  is  to  give  j)lain  business  talks 
and  a  complete  revicAV  of  the  latest  methods  of  em- 
balming, to  those  Avho  Avish  to  keep  up  to  date.  The 
work  of  the  Aveek  Avill  be  devoted  to  lectures,  demon- 
strations and  (|uiz  classes. 


A  CORRECTION 

In  our  rejiort  of  the  C.  E.  A.  annual  convention,  pub- 
lished in  last  issue,  we  mentioned  that  Philip  Fitz- 
patrick,  of  St.  John,  was  a  son  of  the  late  Patrick  Fitz- 
patrick.  Mr.  Fitzpatrick  states  that,  "Thank  God,  my 
father  is  still  living."  The  elder  Mr.  Fitzpatrick  re- 
tired from  business  tAvo  years  ago,  selling  out  the  busi- 
ness to  his  sons,  Patrick  J.  and  Philip  Fitzpatrick.  the 
firm  being  noAV  knoAvn  as  Fitzpatrick  Brothei's. 

Patrick  J.  Fitzpatrick  returned  recently  from  New 
York,  AAdiere  he  took  a  post  graduate  course  at  Barnes' 
School  of  Embalming,  where  he  got  the  American  style, 
Avhile  Philip  got  the  Canadian  method. 


Honest:  I'm  so  poor  I  couldn't  buy  bird  seed  for  a 
cuckoo  clock. — "Doc''  Ferguson.    ^ 


Canadian  School  of  Embalming 

Instruction   in    Practic  al   Enibalminjj  and  Fum  ial  Directinjj 
PREPARATION  FOR  EXAMINATIONS 

New  Address 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 
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Do ds worth,  A.  H. 
59  King  St.  W. 

Berlin — 

Dwver,  James, 

A.  G.  Scbreiters 

16  Caanon  E. 

Bobcaygeon — 

Robinson,  J.  H.  &  Co.,  19-21 

Byng,  G.  C. 

John  St.  N 

Bowmanville,  Ont. — 

Harrow,  Ont. — 

Morris  &  Son,  L.    'Phone  10. 

Madill,  J.  H.,  &  Co. 

Brampton,  Ont.— 

Himtsville — 

McKillop  &  Mclntvre. 

Hilliar,  Joseph. 

Burks  Falls — 

Tn  cpyQrtll— . 

Hilliar,  .Toseph.    Box  21. S. 

Mclntyres,    P.    W.  Keeler 

Chatham,  Ont.  

and  R.  A  Skiunei,  props. 

Coltart  &  Son. 

KemptvlUe — 

Coboconk — 

McCaughey,  Geo.  A. 

Orpenley,  A. 

Kingston — 

Dorchester,  Ont. — 

Corbett,  S.  S. 

Lnjjan,  R.  A.     'Plone  2107. 

Reid,  Jas.,  254  Princess  St. 

Dungannon — 

London,  Ont. — 

Sproiil.  Willvam 

Ferguson's  Sons,  .John 

Dimnville — 

174  to  180  King  St. 
Smith,  Son,  &  Clarke, 

D.  P.  Fry.    'Phone  68. 

Elmira — 

115  Dun  das  St. 

T^rpioinfjer,  Chris. 

Orillla — 

Grlencoe — 

W.  A.  Strachan, 

Goiisrh,  J.  B.,  &  Son. 

'Successor  to 

Hamilton.  Ont. — 

H.  A.  Bingliam. 

BlafTifnrd  Sr  Sons. 

'Phone  453. 

57  King  Street  Went. 

D.  Clark.    Tel.  159. 

You  can  break  the  shackles 
of  fear  and  assure 
yourself  of 

Perfect  Preservation 
Perfect— Cosmetic  Effect 


which  are  the  two  important 
factors  in  the  art  of  embalming. 

CARANAC 

Embalming  Fluid 

is  a  specially  compounded  fluid  which 
requires  no  pre-injection  of  other 
chemicals  to  assure  perfect  circulation. 

Try  us  for  your  next  order  of  fluid 

CARANAC  LABORATORY 

PETERBOROUGH,  ONT.,  CAN. 


Oshawa — 

Disney  Bros. 

Luke  Burial  Co. 
Parry  Sound,  Ont. — 

Logan,  Alexander. 
Port  Perry 

Disney,  R.  !S. 
Rodney — 

Liebner  &  Walker. 
Schomberg,  Ont. 

F.  Skinner. 
St.  Catharines — 

Gro'bb  Bros. 

144-146  St.  Paul  St 

St.  Thomaa— 

Williams,  P.  R.,  &  Sons,  519 

Talbot  St. 
Stirling — 

Ralph,  Jas.    'Phone  102. 
Stratford — - 

Greenwood  &  Vivian,  Ltd., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Toronto — 

Cobblediek,     N.     B.,  2068 

Queen  St.  East  and  1508 

Danforth     Ave.  Private 

Ambulance. 
.J.  A.  Humphrey  &  Son, 

46.3  Church  St. 
Raper,   Washington,  Fleury 

Burial  Co.,  685  Queen  St. 

East. 
J.  C.  Van  Camp, 

.SO  Bloor  St.  W. 
Washington  &  .Johnston. 

707  Queen  St.  E. 

Corner  of  Broadview, 
Thedford,  Ont. — 
W'oodhall,  J.  B. 


The  Original 
Patented 
Concentrated 
Fluid 

Patented  Formula 
Strongest  and  Best 

Essential  Oil  Base,  com- 
bmed  with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

A$k  others  for  their  Formula 

Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamihon,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amhers\  N.S. 


Wallaceburg,  Ont. — 

Heath,  W.  H.,  &  Son. 

Saint,  J.  T. 
WeUand— 

Patterson  &  Dart 

Sutherland,  G.  W. 
Woodstock — 

Mnek,  Paul. 
Whitby,  Ont. — 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  WIest. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
St.  John,  N.  B. 

Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 

Dauphin — 

Farrell,  A.  F. 
Winnipeg — • 

Clark-Leatherdale  Co.  Ltd. 
2:^2  Kennedy  St. 

Thomipson  Co.,  J.,  501  Main. 

SASKATCHEWAN 

Moose  Jaw— 

Broadfoot  Bros. 
Saskatoon — 

Young,  A.  E. 

ALBERTA 
Edmonton.  Alta. — 

Wainwright  &  .Jackson. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 
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CLASSIFIED  ADVERTISEMENTS 


FOR  SAIiE — Good  hearse  for  town  and  country  use.  For 
photo  and  particulars  apply  to  F.  Robertson  &  Son,  Redclifif, 
Alta.  s.o.n. 


FOR  SALE — We  have  the  following  lines  left  on  our  hands  for 
which  we  have  no  use:  a  quantity  of  upholstering  silks,  sev- 
eral boxes  V.  S.  O.  orange  shellac,  a  quantity  of  40  in.  10 
oz.  Hessian,  3^/4  in.  webbing,  oxidized  upholstering  nails. 
These  we  want  to  dispose  of  and  will  let  same  go  at  a  bargain. 
For  prices  and  samples  write  to  Box  No.  781  Canadian 
Furniture  World,  Toronto,  On.t. 

FOR  SALE — Double  deck  wagon,  rubber  tires,  Collinge  axles, 
lamps,  pole,  shafts,  also  sleighs  to  track  in  country  roads. 
Rodgers  and  Burney,  283-5  Laurier  Ave.  W.,  Ottawa,  Ont.  -n 

FURNITURE  DEALERS— If  you  need  ready  cash  or  want  to 
sell  out  and  find  it  hard  to  realize  on  your  stock  let  us  show 
you  a  quick  way  out.  No  loss,  new  customers,  independence. 
A  big  furniture  and  rug  auction  will  bring  you  the  cash  now. 
People  have  money  to  spend  and  we  know  how  to  get  them  to 
spend  it  for  your  line  of  goods.  Geo.  W.  Wisnom  &  Co., 
auctioneers  and  sale  directors.  Care  Furniture  World  Box 
782,  32  Colborne  St.,  Toronto,  Ont.  — 3mos 

WANTED — Position  by  first-class  Embalmer  and  Funeral 
Director  with  six  years  experience.  Both  Ontario  licenses,  26 
years  old,  married,  Protestant,  strictly  temperate.  Capable 
of  taking  entire  charge.  Al  references.  Small  city  or 
large  town  preferred.  State  full  particulars  to  box  783 
Canadian  Furniture  World,  Toronto.  -n 

POSITION  WANTED— Man  who  has  had  many  years  experience 
in  furniture,  and  capable  of  assuming  some  responsibility,  is 
open  for  engagement.  Might  take  an  interest  in  the  busi- 
ness later  if  agreeable.    Box  784  Canadian  Furniture  World. 

BUSINESS  WANTED— Would  buy  Furniture  and  House- 
furnishing  business.  State  particulars.  Apply  Box  785 
Canadian  Furniture  World. 


BABY  BORN  IN  FUNERAL  CAR 

Otto  Rodenberg,  a  ehauflPeur.  employed  by  a  firm  of 
ea.sket  manufacturers  at  Chicago,  was  spinning  along 
on  a  hearse  that  contained  a  casket  for  a  party  who  had 
died  out  in  West  Twelftli  Street,  according  to  the 
Tribune. 

As  he  hurried  along  he  mopped  his  brow  and  wond- 
ered why  people  cannot  die  out  in  the  middle  of  the 
lake,  so  he  could  swim  out  and  deliver  the  coffins.  He 
drove  alongside  a  street  car  and  was  hailed  by  the 
conductor. 

"There's  a  sick  woman  in  the  car,"  .said  the  con- 
ductor.    "I  Avish  you'd  take  her  to  a  hospital." 

"Right  to,"  said  Otto,  and  he  pulled  up. 

Mrs.  Mildred  Volensky.  of  1309  North  Irving  Avenue 
was  ill.  She  had  hoped  to  reach  a  hospital,  but  she 
had  miscalculated.  The  street  car  stopped  and  a 
policeman  helped  to  place  Mrs.  Volen.sky  inside  the 
hearse  and  alongside  the  casket  for  the  late  partv  of 
Twelfth  Street.  Otto  hit  'er  up  for  the  Michael  Reese 
Hospital.  But  he  was  too  late.  Mrs.  Volensky  didn 't 
die.  She  is  doing  right  well.  And  so  is  her  son.  who 
is  the  onlv  infant  in  history  to  arrive  in  a  hearse. 


Grosz  &  Hohmeier,  Ltd.,  capitalized  at  $40,000,  has 
been  granted  {)rovincial  incorporation  to  engage  in  the 
furniture  and  undertaking  business.  The  business  is 
located  at  Kitchener,  Ont.,  and  the  provisional  direc- 
tors are  Wm.  H.  Grosz.  undertaker:  Geo.  Hohmeier. 
furniture  dealer;  M.  E.  Rollert.  Ida  Hohmeier  and  Julia 
Grosz. 
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Champion  Fluid 


— "Mama,  when  I'm  aman  and  become  papa's  partner 
in  the  underlaking  business,  I'm  alwa\)s  going  to  use 
Champion  Fluid,  because  I  heard  papa  and  grandpa 
both  say  that  Champion  always  gives  them  belter 
results  than  any  other  fluid" 


Wisdom  from  the  Mouth  of  a  Child 


Champion  Fluid  has  been  used  from  generation  to  generation,  and  has  always  been  of  highest 
quaHty,  and  so  recognized. 

As  the  art  of  embalming  has  progressed  the  formula  for  Champion  Fluid  has  been  revised  to  keep 
Champion  aWays  in  the  lead.  In  all  these  years  the  name  Champion  has  stood  for  the  best, 
as  it  does  to-day. 

The  Champion  Chemical  Co.,  Springfield,  O. 


No.  500— A  New  Mesh-End  Bed 
List  Price,  $13.00 

Posts,  liV  in.  Filling,  xtt  in.  with  mesh 
Head,  54  in. ;  Foot,  36  in.  Sizes  4-6  and  4-0  only 

This  Steel  Bed  design  now  being  placed  on  sale  for  the  first  time  is  in  a 
class  by  itself.  It  is  a  distinct  and  pleasing  departure  from  any  construction 
previously  seen  in  Steel  Beds,  regardless  of  price. 

Its  unusualness,  simplicity,  striking  appearance  and  rigid  construction  will 
make  an  instant  appeal,  especially  to  discriminating  buyers  whose  tastes  are 
too  frequently  limited  by  a  meagre  pocket  book. 

The  workmanship  of  this  Bed  cannot  be  improved  upon,  while  the  white 
enamel  finish  is  of  hard,  porcelain-hke  quality. 

This  is  only  one  of  a  complete  and  striking  new  line  of  Brass  and  Steel 
Beds  soon  to  be  placed  upon  the  market  by  us. 

The  Parkhill  Manufacturing  Co.,  Limited 

Successors  to 

The  Alaska  Feather  and  Down  Co.,  Limited 
Makers  of  Beds  and  Bedding 

400  St.  Ambroise  St.,  MONTREAL 

TRAOe.  MA«K  PCCI^TfBtO 


VoL  6   No.  12 


Featuring  Christmas  Holiday  Furniture 
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Illustrating  our  latest  William  and  Mary  Library  Suite 


The  Hour 

Has  Arrived 


When  all  men  stop  in  a  strenuous  busi- 
ness fight  to  partake  of  the  pleasures 
of  Christmastide  and  wish  their  fellow- 
men  the  joys  they  themselves  desire. 

For  your  appreciation  and  support  we 
thank  you,  but  especially  at  this  season 
our  travelling  salesmen  and  staff  unite 
with  us  in  extending  to  you,  one  and 
all,  our  sincere  wishes  for  your  happi- 
ness and  welfare. 


The  George  McLagan  Furniture  Company, 

Stratford  Ontario 
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THE 
ONLY 


K TRADE  MAttK       '  ■■■WW" 
IJDDIE-KAR 


Selling  Agents: 

John  C.  Mundell  &  Co.,  Ltd. 

ELORA,  ONTARIO 


This  Kiddie-Kar 

is  the  hit  of  the  year,  and  the  most  popular  toy  on  the 
market.  It  is  absolutely  safe,  almost  indestructible, 
and  for  use  indoors  or  out. 

Sells  on  Sight, 

is  being  very  widely  advertised,  ;iiid  in  demand  every- 
where. A  few  on  your  floor  will  convince  you. 
Strongly  made  and  handsomely  finished  in  light  orange 
with  red  wheels.  The  price  is  so  low  that  no 
.youngster  need  be  denied  one. 

No.  2.  . .  .two  to  three  years  $1.50 

No.  3.  . .  .three  to  four  years   2.00 

No.  4.  . .  .four  to  eig"ht  years   2.50 

PRICES  TO  DEALERS  on  application. 

Prompt  delivery  guaranteed.  Advertising  folders, 
posters  and  newspaper  cuts  supplied. 


Canadian  K.  K.  Company,  Ltd. 

Sole  Canadian  Rights 

ELORA  ONTARIO 


A 

CBl|rtatmafi 


THE 
ELMIRA  LINE 


19ir 


Again,  we  are  on  the  threshold  of  the  most  joyous  season  of  the  year. 

We  are  glad  of  this  opporiunity  of  extending  to  our  good  friends  in  the  Furniture  trade,  greetings  for  a  Joyous 
Xmas  and  a  Bright  and  Prosperous  1917. 

To  our  customers  of  "  Elmira  Line  " — We  thank  you  for  your  valued  business  during  the  year,  and  we 
assure  you  our  usual,  careful  and  prompt  attention  to  your  commands  for  the  coming  year,  which  we  hope  will  not  only 
deserve  a  continuance  of  our  pleasant  business  relations,  but  that  same  may  grow  two-fold. 

To  our  other  friends  who  somehow  have  not  learned  of  the  profits  of  handling  the  "Elmira  Line,"  maybe 
suggests  a  New  Year  resolution — Get  acquainted  with  the  "Elmira  Line"  and  thereby  assure  yourself  that  the  New 
Year  of  1917  will  be  a  prosperous  one. 

The  **  Elmira  Line  "  pays  two  profits  to  the  dealer,  not  only  a  good  margin  over  the  cost  price,  but  it  means 

a  satisfied  customer  which  builds  up  your  business. 


The  Elmira  Furniture  Co.,  Limited 

Elmira,  Ontario 
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DIRECTORY 
Geo.  McLagan  Furniture  Co. 

Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Imperial  Rattan  Co.,  Limited 

Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields. 

Stratford  Chair  Co.,  Limited 

Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. 
Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 

Davenport  Beds. 
Living  Room  Furniture. 

Globe- Wernicke  Co.,  Limited 

Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabintt  SupplieSf  Stationers'  Goods. 

Farquharson-Gifford  Co.,  Ltd. 

Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 

Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Card  Tables. 

Stratford  Bed  Co.,  Limited 

Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 

Office  Furniture. 

Stratford  Davenport  Co.  Ltd. 

Revolving  Seat  Davenports,  Living  Room 
Furniture. 

Diebel  Furniture  Company 

Parlor  Frames. 


Greetings 


The  most  satisfying  feature  of  our 
business  during  the  year  which  is 
now  drawing  to  a  close  is  the  very 
happy  business  relations  which  have 
existed  between  the  furniture  trade 
of  Canada  and  ourselves. 

Let  us  turn  our  thoughts  from  busi- 
ness for  a  brief  period  to  exchange 
the  season's  greetings. 

We  wish  to  convey  to  all  our  sin- 
cerest  wishes  for  a  Merry  Christmas 
and  a  Prosperous  New  Year. 

We  thank  you  heartily  for  the 
splendid  appreciation  shown  the 
Stratford  Lines  during  Nineteen 
Sixteen. 

"Stratford  Made  Increases  Trade" 

Stratford 

Furniture 

Manufacturers 
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We  are  leaders  in  the  manufacture  of 

Spring  Mattresses 

Colleran  Springs  are  made  of  the  most  rigid  construction.  Colleran's  Improved  Rope  Edge 
never  sags,  and  this  is  one  of  the  features  which  sells  the  springs.  Our  rope  edge  is  not  only 
elegant  in  appearance,  but  adds  materially  to  the  supporting  power  of  the  fabric  and  produces 
a  firm,  elastic  spring  edge.  Colleran  Springs  are  constructed  on  "Life-Time  Service  Prin- 
ciples."   Our  guarantee  covers  every  phase  of  satisfaction  to  the  user. 


No.  91  Lock  Weave,  Steel  Frame 

1  5/16  inch  Welded  Tubular  Sides;  1  1/2  inch  by 
1  1/2  inch  Hard  Steel  Angle  Ends  and  Malleable 
Corner  Castings.  Extra  fine  «?ingle  Woven  Wire 
Fabric  supported  by  160  Coppered  Steel  Interlock- 
ing Wires  and  Colleran's  Improved  Rope  Edge. 
Frame  oxidize  finish. 


The  Line  of  Better  Profit 

Colleran  Spring  Mattresses  are  more  than  a  Bed 
"Spring."  They  perform  half  of  the  service  of  the 
mattress  also.  A  demonstration  of  the  Colleran  in- 
variably makes  the  sale.  Order  now  and  get  them 
on  your  floor  for  the  Holiday  trade.  Write  for 
catalog  and  prices. 


Colleran  Spring  Bed  Company,  L  imited 

47  to  57  Hayter  Street 

Toronto  Ontario 

Successors  to 

Colleran  Patent  Spring  Mattress  Co. 
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Getting  Adequate  Xmas  Results 

that  the  appeal  of  Stratford  Chairs  to  the  beauty-loving  public  is 
a  guarantee  of  adequate  results,  satisfactory  sales.  The  finest  of 
materials  are  used,  with  high-class  conscientious  workmanship. 
Nevertheless  the  prices  are  kept  within  the  limits  which  exper- 
ience has  shown  to  be  at  once  the  most  attractive  and  the  most 
profitable  for  the  dealer. 


The  Stratford  Chair  Company,  Limited 

Stratford,  Ontario 

Extend  to  one  and  all  best  wishes  for  a  Bright,  Merry  Christmas 
and  Prosperous  New  Year. 
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SHAFER  CHESTS 
tor  XMAS  GIFTS 

This  Shafer  Chest  is  a  live  seller  because  it 
combines  attractiveness,  fashion  and  utility 
with  moderate  price.  An  appeal  the  modern 
woman  can't  resist.  Send  u<  a  trial  order 
for  the  holiday  trade.    Write  for  prices. 

D.  L.  SHAFER  &  COMPANY 

ST   THOMAS  ONTARIO 


THE  WABASH  SLIDE 


MADE  BY 


B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 


SLIDE  making  a  SPECIALTY  BUSINESS 


Becauie  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  article*. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  u.ing  WABASH  SLIDES. 

WHY?    Because  we  make  a  belter  ilide  at  a  lower  cost. 


DEALERS— INSIST  on  WABASH  SLIDES 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 


Limited 


Owen  Sound 


Ontario 


Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


STERILIZED 

^{cheese 

CLOTH 

E.   P  U  LLAN 


20"Maud  Street,  Toronto 
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SPECULATION 

Versus 

SPECIALIZATION 


Craftsman  Quality 

is  a  superior  material  on  which  you  can 
specialize  as  your  standard  for  upholster- 
ing-furniture  without  fear  of  speculation. 

Craftsman  Quality  Fabrikoid  has  the 
same  Quality  that  distinguishes  all  Du 
Pont  Products,  and  back  of  its  guarantee 
is  the  assurance  which  makes  your  invest- 
ment as  secure  as  government  bonds. 

Pave  the  way  to  gain  and  keep  the  confidence 
of  your  trade. 

Get  in  line  with  others  whose  experience  with 
Craftsman  Quality  Fabrikoid  has  convinced 
them  of  its  Superiority. 

Specialize  in  Craftsman  QualHy  Fabrikoid  by  speci- 
fying this  continuously^  advertised  and  guaranteed 
material  for  all  upholstered  and  over-sluffed  furniture. 

Write  for  Sample*  and  Full  Information. 

Du  Pont  Fabrikoid  Company 

TORONTO,  ONTARIO 


By  reputation 


one  of  the  leading 
furniture  Hrma 
of  the  continent 


OUR  1917 
SHOWING 


Correct  Period  Suites 

for  Bed  Room  and 
Dining  Room 

POPULARLY  PRICED 


On  Show  in 
Our  Grand  Rapids  Showrooms 
Keeler  Building,  Grand  Rapids 

January  2nd. 

TORONTO  FURNITURE  CO. 

LIMITED 
Showrooms  &  Cabinet  Shops 

TORONTO 

CANADA 


MR.  FURNITURE  DEALER ! 

Have  you  ever  sold  a  nice  piece  of  furniture,  and 
on  making  it  ready  for  delivery  found  the  mirror 
spotted  in  the  silvering,  thus  causing  delay  and 
sometimes  loss  of  sale?  This  cannot  happen  if 
furniture  is  fitted  with  COPPER  PLATED  MiRRORS. 
Dampness,  heat  or  cold  does  not  affect  them. 

Manufactured  by 

PHILLIPS  MANUFACTURING   CO.,  LIMITED 


258  to  326  CARLAW  AVENUE 


TORONTO,  ONTARIO 
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Upholstered  Seats 
Chairs  and  Rockers  to  match 
our  Davenports  and 
Folding  Beds 

WILL  BE  READY  BY 
FIRST  OF  JANUARY 


THA  T  good  old  wish  :      We  extend  to  you  the  heartiest  well  wshes  of  the  season 
May  your  Christmas  be  a  merry  one,  and  may  you  prosper  throughout  the  New  Year 

The  Kttld^l  Bed  Company  -  Stratford,  Ontario 


Illustrating 
Two  Chairs  in  Jacobean  Design 
Manufactured  by 
Stratford  Chair  Co.,  Limited 
Stratford,  Ont. 
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No.  2S9.  R. 


Popular  Windsor  Rocl^er 


made  in  nicely  finished  oak,  imitation 
mahogany,  or  imitation  walnut,  with 
solid  seat,  well  braced.  It  is  very 
durable,  yet  surprisingly  low  in  price. 

We  also  manufacture  small  chair  and 
arm  chair  to  match  this  rocker. 

IV  rite  for  price  and  copy  of  our  new  catalogue 
THE 

NORTH  AMERICAN  BENT  CHAIR  CO. 

LIMITED 
OWEN  SOUND.  ONTARIO 


An  appreciation 


AT  THIS  CHRISTMAS  SEASON  WE  WISH  TO  EXTEND  TO  THE 
FURNITURE  TRADE  OUR  THANKS  FOR  THE  MANY  FAVORS 
RECEIVED  THROUGHOUT  THE  YEAR.  OWING  TO  THE  SHORTAGE 
OF  LABOR  AND  MATERIALS  WE  HAVE  NOT  BEEN  ABLE  TO 
DELIVER  GOODS  AS  PROMPTLY  AS  WE  WOULD  LIKE,  AND  WE 
APPRECIATE  THE  FACT  THAT  MANY  HAVE  HAD  TO  WAIT  FOR 
THEIR  DELIVERIES.  THIS  SITUATION  HAS  NOW  BEEN  REMEDIED 
AND  ORDERS  RECEIVED  IN  THE  FUTURE  WILL  RECEIVE  OUR 
PROMPT  ATTENTION.  q  WE  WISH  ONE  AND  ALL  A  VERY 
MERRY    XMAS    AND  A  PROSPEROUS  AND  HAPPY    NEW  YEAR 


Standard  Bedding  Company 


27  Dames  Avenue 
Toronto,  Or}tario 
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Christmas  Requirements 


for  the 

Christmas 
Trade 

Anticipating  the  demand 
for  this  kind  of  Furniture 
we  have  endeavoured  to 
provide  for  the  hohday  sea- 
son, and  will  do  our  best 
to  supply  your  needs. 

Let  us  hear  from  you 
if  ^ou  are  interested 


IMPERIAL  RATTAN  CO.,  LIMITED,  STRATFORD,  ONTARIO 


"Usefulness"  In  Every  Inch  of  Space 

Stratford  Kitchen  Cabinet  No.  63 


No  other  one  piece  of  furniture  in  the  home  is 
of  more  practical  utility  to  the  housewife  than  a 
Stratford  Kitchen  Cabinet. 

It  has  bread  and  flour  drawers,  which  eliminates 
the  overhead  lifting  of  heavy  flour  sacks. 

Large  tilting  sugar  bin,  two  drawers  for  cutlery, 
and  numerous  other  advantages.  Write  for  our 
catalogue  and  get  complete  information  and  prices. 

We  take  this  opportunity  of  wishing  to  all  our  friends 
A  Bright  and  Joyous  Xmas  and  A  Happ^  New  Year. 

The  Stratford  Manufacturing  Co. 

Limited 

Stratford,  Ontario 
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The  One  lo&ical 
Place  io  Buy 

FURNITURE 

To  get  the  best  ideas  in  modern,  up-to-date  furniture 
— to  make  your  selections  from  the  largest,  most 
varied  assortments  —  to  buy  to  best  advantage — to 
come  in  delightful  contact  with  hundreds^  of  the  biggest, 
broadest,  most  progressive  retail  dealers  in  the  country, 
decide  now  to 

Visit  the  Big  1917 
January  Furniture  Exposition 


No  longer  is  the  pre-C7ninence  of 
Chicago  as  a  furniture -buying 
center  a  subject  of  debate.  Its 
prestige  and  leadership  is  estab- 
lished. 

Every  semi-annual  Furniture  Ex- 
hibitiorj  held  in  Chicago  has  shown 
an  overwhelming  increase  in 
dealer  attendance.  From  present 
indication,  the  January  Market 
will  show  a  bigger  increase  than 
ever.  Come !  Bring  your  wife 
with  you—  let  her  enjoy  the  "show" 
and  the  sights  of  the  city,  too! 
Chicago  lies  in  the  very  heart  of 
the  furniture  manufacturing  belt. 
It  is  now  the  world's  greatest 
furniture  market.  It  is  the 
logical  place  for  you  to  buy 
furniture,  because 

— more  leading  furniture  man- 


ufacturers exhibit  here  than  in  any 
other  city. 

— an  unequalled  number  of  mod- 
ern,splendidly  equipped  Exhibition 
Buildings  attract  larger  and  better 
displays  on  the  part  of  the  manu- 
facturers and  facilitate  buying  as 
well. 

— twenty-eight  railroad  systems 
operating  in  and  out  of  Chicago 
provide  ideal  transportation  to 
every  state  in  the  Union. 

— mixed  cars  and  pool  cars  shipped 
out  of  Chicago  materially  reduce 
freight  rates. 

— and  Chicago's  famous  retail 
stores  give  you  a  matchless  op- 
portunity to  secure  new  ideas  in 
modern  retail  merchandising. 


Comfortable  Accommodations,  Too! 

No  "doubling  up"  with  stranRers  when  you  come  to  Chicago!  The  finest 
hotels  in  America  offer  you  comfort  and  sq:lusion  regardless  of  crowd.  And 
if  you  want  relaxation,  amusement,  you'll  find  that,  too — in  the  finest  theatres 
and  cafes  in  America. 

Everything's  here— nothing's  lacking— COME !  Make  your  mind  up  NOW ! 
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IVe  wish  to  thank  our  friends 
and  customers  for  their  patronage 
during  the  past  year  and  extend 
to  them  our  cordial  Christmas 
greetings  and  best  wishes  for  a 
prosperous  New  Year,  which  we 
trust  will  bring  us  victory  and 
lasting  peace 

The  Gold  Medal  Furniture  Mfg.  Co. 

Limited 

Toronto  Montreal  Winnipeg 

and  Uxhridge 
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MIDWINTER 
FURNITURE  EXHIBITION 


An  unusually  large  and  attractive  display  of 
New  Furniture  Styles  will  be  on 
exhibition  throughout  the 
month  of  January 
at  our 

TORONTO  SHOWROOMS 


136-140  KING  STREET  EAST 


Come  and  see  this  exhibition.  Think  of  the  in- 
terest, pleasure  and  profit  you  will  derive  from  look- 
ing over  the  largest  and  most  complete  line  of 
Canadian-made  furniture  displayed  under  one  roof. 


The  Only  Exclusive,  Permanent 
Wholesale  Furniture  Show-rooms 
in  Canada 


This  Exhibition  will  give  you  a  better  idea  than 
you  can  get  from  any  other  source  as  to  the  great 
strides  being  made  by  the  furniture  manufacturing 
industries  of  Canada.  Every  jnece  on  exhibition 
will  be  "Made  in  Canada"  from  start  to  finish,  and 
every  article  shown  will  be  such  as  you  can  sell 
with  profit  to  yourself,  satisfaction  to  your  cus- 
tomer ami  pride  in  the  knowledge  that  it  is  in 
every  respect  equal  to  anything  that  foreign  coun- 
tries can  produce. 

Why  encourage  foreign  manufacturers,  who  have 
no  interest  in  Canadian  aspirations,  by  visiting 
their  exhibitions,  when  an  equal  and  even  better 
showing  can  be  seen  right  in  Toronto? 

Remember  the  Month — January 

THE  PLACE— C.  F.  M.  WAREROOMS,  136-140 
KING  ST.  ir.— the  Nortli  side  of  King  Street,  just 
East  of  St.  James'  Cathsdral;  King  Street  or  Belt 
Line  Cars  will  take  vou  right  to  the  doors. 


ANADA  FURNITURE  Manufacturers 


Limited 


WOODSTOCK   -  ONTARIO 
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The  Most  Salable  of 


Fall  and  Holiday  Goods 


No..l70~Smoker 


I  'HE  increasing  popularity  for 
^  Surface  Oak  and  Mahogany 
places  us  in  the  responsible  posi- 
tion of  supplying  the  demands. 
We  are  able,  with  increased 
capacity,  to  do  this  as  well  as 
add  many  new  and  attractive 
features  to  the  line. 

You  cannot  but  be  interested  in 
the  bigger  and  better  "Meaford 
Lines.'*  Every  visit  of  our  re- 
presentatives will  give  you  an 
opportunity  of  placing  something 
new  on  your  floor. 


The  Meaford  Manufacturing  Co.,  Limited 

Meaford  Ontario 
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The  Modern  Upholstering 

Endorsed  and  adapted  by  the  best  furniture  manufacturers 


-   Showing  Spring  Work.      Each  Spring  enclosed  in  individual  pockets. 

The  average  cushion  contains  from  75  to  1  00  of  these  small  springs 


Showing  finished  Cushion.    One  end  open. 


The  most  resilient  and  durable  cushion  made.  Our  construction 
is  fully  guaranteed.  Watch  for  our  trade-mark  on  cushion. 


NOTICE  TO  FURNITURE  TRADE 

Improved  Marshall  Sanitary  Mattresses.    The  tufts  have  been 
discarded  and  a  special  tape  takes  their  place. 
Patent  applied  for 


The  Marshall  Sanitary  Mattress  Company 

Limited 

CHICAGO.  ILL.  1 73  King  Street  East,  Toronto  London,  eng. 


December,  1916 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


17 


No.  78 
Mahogany  Finish 
$2.70 


No.  79 
Empire  Mahogany 
$5.55 


No.  89 
Quartered  Oak 
$5.25 


No.  85 
Quartered  O  ak 
$9.75 


These  prices 
are  subject  to 
our  old  cata- 
log discount. 
661  per  cent. 


r 


No.  90 
Quartered  Oak 
$6.75 


No.  84 
Quartered  Oak 
$10.50 


No.  82 
Empire  Mahogany 
$9.75 


No.  17 
Empire  Mahogany 
$6.75 


No.  86 
Quartered  Oak 
$12.75 


You'll  Have  To  Hurry  ! 

If  you  want  any  more  of  these  goods  before  Christmas.  Although  our 
packing  room  is  working  overtime  every  night,  the  orders  keep  coming,  and 
we  want  yours  before  it  is  too  late  to  fill  it  for  Christmas  business. 

We  hope  that  you  will  have  a  Busy  Christmas  and  a  Profitable  New  Year. 

THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 
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Greatest  Furniture  Buying  Center 

Manufacturers'  Exhibition  Building  Co. 

1319  Michigan  Avenue,  Chicago 
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The  Furniture  Dealer  and  the  Christmas  Gift  Trade 


Some  suggestions  regarding  ways  and  means  of  getting  the  best  results  from 
a  business  which  this  year  promises  to  be  even  more  than  usually  good. 


THE  holidays,  the  furniture  dealer's  harvest  time, 
will  soon  be  here,  and  it  behooves  the  enter- 
prising retailer  to  get  busy  now  in  order  that  he 
may  get  the  full  advantage  of  this  easy-money  season. 
Every  one  spends  money  at  Christmas  time  and  busi- 
ness that  at  other  seasons  must  be  hustled  for,  comes 
without  an  effort.  Nevertheless,  the  dealer  who  does 
the  most  hustling  before  December  gets  the  lion's  share 
of  the  trade. 


SOME  CHRISTMAS  SHOPPING  HELPS 

If  people  could  be  induced  to  shop  early  in  the  day 
during  December,  the  strain  on  the  salesforce  would  be 
greatly  relieved.  Some  merchants  accomplish  this  by 
offering  special  bargains  that  are  on  sale  only  during 
certain  hours  in  the  morning. 

Many  stores  are  kept  open  evenings  during  the  holi- 
days. In  the  case  of  such  stores  it  is  a  good  plan  to 
advertise  "After  Supper  Sales"  and  offer  a  few  spe- 
cials at  bed-rock  prices. 

In  most  stores  salespeople  are  instructed  not  to  im- 
portune visitors  to  .make  purchases,  and  this  is  a  very 
good  policy.  Some  salespeople,  however,  evidently 
take  this  instruction  a  bit  too  seriously  and  are  alto- 
gether indifferent  to  customers. 

Each  year  in  December,  a  big  Philadelphia  store  has 
a  drawing  contest  for  children.  A  large  number  of 
prizes  are  offered  and  just  before  Christmas  the  draw- 
ings are  placed  on  exhibition  in  the  store.  This  event 
attracts  large  crowds. 


USE  PRICE  CARDS 

Use  plenty  of  price  tickets  on  your  holiday  stocks. 
They  will  save  much  time  for  the  sales  force  and  will 
help  to  make  many  sales  that  might  otherwise  be  lost. 
If  you  haven't  plenty  of  sign  holders,  you  can't  make 
a  better  investment  than  to  lay  in  a  supply  that  will 
meet  every  requirement.  They  cost  comparatively 
little  and  their  usefulness  is  unlimited. 


A  GIFT  DEPARTMENT 

The  value  of  a  gift  department  in  furniture  stores 
is  becoming  recognized  more  than  ever,  and  the  manu- 
facturer and  dealer  are  giving  more  attention  to  the 
development  of  this  business.  For  Christmas  there 
is  a  big  demand  for  suitable  gifts  not  necessarily  ex- 


pensive ones,  but  anything  novel  and  attractive  can 
be  sold. 

If  the  dealer  will  devote  a  space  especially  to  this 
department  and  show  the  new  novelties  as  they  come 
out,  it  will  be  found  that  a  great  deal  of  interest  will 
be  shown  by  patrons,  and  this  space  will  be  a  big  pay- 
ing proposition.  This  has  been  done  in  a  number  of 
the  larger  furniture  and  department  stores  elsewhere 
with  big  success. 

Framed  pictures  are  especially  desirable  for  the  gift 
department,  and  along  with  the  display  of  framed  pic- 
tures can  be  shown  candle-sticks,  book-ends,  standing 
frames  for  portraits,  pottery,  etc. 

The  endeavor  should  be  in  this  department  to  keep 
up  to  date  with  all  the  new  popular  pictures  as  fast  as 
they  come  out,  also  to  convince  the  public  that  when 
they  purchase  here  that  they  are  getting  the  most  up- 
to-date  merchandise  that  money  can  buy.  Attractive 
little  things  for  children  should  always  be  shown,  for 
through  this  means  much  interest  will  be  secured  in 
this  department.  Through  proper  attention  to  this  de- 
partment the  dealer  can  keep  posted  on  the  likes  and 
dislikes  of  the  public,  and  this  will  assist  in  anticipating 
for  the  holiday  business,  which  is  always  the  one  big 
season. 


TABLE  FLAGS  AS  SOUVENIRS 

The  wave  of  patriotic  sentiment  now  sweeping  over 
the  country  has  resulted  in  a  big  demand  for  flag  novel- 
ties of  all  kinds,  and  what  is  more  suitable  at  the  pre- 
sent time  for  a  gift  to  customers  or  an  opening  day 
souvenir  than  a  miniature  flag  that  can  be  placed  on 
the  table  or  on  the  piano  in  the  home,  as  an  ornament 
and  a  reminder  of  the  sentiment  that  should  prevail  in 
every  Canadian  home.  An  American  firm  has  brought 
out  a  line  of  flag  novelties  with  very  attractive  little 
mahogany  mounted  flag  staffs  with  the  national  em- 
blem in  silk.  The  use  of  these  flags  has  become  popular 
for  all  patriotic  occasions  and  for  decorations  for 
stores,  as  well  as  for  table  decoration.  The  flag  staffs 
are  all  mahogany,  26  inches  high,  and  have  cord  at- 
tached for  lowering  or  raising  the  flag  as  desired. 


Canadian  Furniture  World  wishes  its 
readers  a  very  Happy  Christmas. 
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Practical  Suggestions  For  Promoting  Xmas  Goods  Sales 


Ideas  that  the  retail  dealer  can  use  to  ad- 
vantage in  his  bid  for  Christmas  business. 


SOME  motion  feature  is  a  good  thing  to  have  in 
your  store  at  Xmas  time  to  attract  attention. 
It  is  so  desirable  that  many  dealers  pay  con- 
siderable money  to  get  some  mechanical  figure  to  place 
in  the  window  or  interior  each  year.  Here  is  a  plan 
for  a  revolving  show  card  rack  entirely  operated  by 
the  heat  waves  from  the  furnace.  It  was  used  by 
a  dealer  in  Nova  Scotia  last  year. 

An  old  bicycle  wheel  is  made  use  of  in  the  con- 
trivance. It  is  suspended  some  distance  down  from  the 
ceiling,  and  has  vanes  made  of  cardboard  interwoven 
with  the  spokes.  The  heat  waves  catch  these  and  cause 
the  wheel  to  rotate.  The  wheel  is  on  roller  bearings, 
so  that  it  rotates  easily. 

Triangular  sheets  of  cardboard,  advertising  various 
lines  of  goods,  are  nailed  around  the  entire  rim  of  the 
wheel.  Being  in  continual  motion  they  attract  atten- 
tion, and  accordingly  receive  more  notice  than  if  they 
were  stationary. 

Not  only  does  the  moving  wheel  serve  to  catch  the 
customer's  eye,  but  if  it  is  going  slowly  the  proprietor 
knows  that  the  furnace  needs  attention,  when,  other- 
wise, in  the  rush  of  work  he  might  not  notice  that 
the  store  was  getting  cold. 

This  idea  can  be  extended  if  desired.  By  means  of 
belts  a  number  of  these  could  be  operated  from  the 
main  wheel,  or  additional  registers  could  be  used  for 
rotating  signs  in  different  parts  of  the  store,  or  in  the 
windows.  No  doubt  this  original  idea  will  be  found  of 
interest  and  value  by  other  dealers. 


A  CENTRAL  FEATURE  TO  ATTRACT  CHILDREN 

We  reproduce  here  a  central  feature  for  either 
a  window  or  interior  display  that  will  appeal 
particularly  to  the  children.  It  is  taken  from  the 
Butler  Way,  and  shows  a  double  circular  platform. 


Central  feature  that  will  catch  the  eye  of  both  children  and  adults. 
Read  of  its  construction  Id  accompanying  article. 

with  a  snow  man  standing  on  the  top.  Make  the 
snow  man  by  stuffing  out  a  large  grain  sack  with  waste 
paper  and  drawing  it  in  with  a  cord  for  the  waist. 
Make  the  head  out  of  a  smaller  sack. 

Cover  the  head  and  body  with  a  layer  of  cotton 


batting  put  on  smooth.  Make  up  rolls  of  the  batting 
for  the  arms  and  attach  to  tha  body.  The  hands, 
feet,  nose  and  ears  are  made  out  of  separate  rolls  of 
cotton.  For  the  mouth  paint  a  black  strip  or  use 
a  piece  of  black  cloth.  For  the  eyes  use  two  black 
buttons. 


AN  XMAS  WINDOW  SHOWING  FIREPLACE 

The  old  custom  of  hanging  the  Xmas  stocking  in 
front  of  the  fireplace  furnishes  a  good  idea  for  a,  cen- 
tral feature  that  will  catch  the  eye  of  the  younger 
generation  and  remind  grown-ups  that  Christmas  i-'' 
fast  approaching.  The  fireplace  may  be  constructed 
out  of  old  packing  cases  and  covered  with  brick  paper 
or  can  be  built  with  suitable  package  goods.  If  you 
want  to  represent  a  fire,  put  an  electric  light  under 
red  tissue  paper  and  cover  it  with  charred  sticks  of 
wood.  Two  Xmas  stockings,  one  at  either  side  of  the 
fireplace,  are  filled  with  Xmas  goods  and  a  Xmas  tree 
may  be  used  at  one  side  and  Xmas  goods  placed  on  it 
The  tree  can  be  illuminated  by  small  electric  lights 
of  various  colors.  Suitable  goods  may  be  placed  in 
the  foreground. 


SKATING  DOLL  IN  WINDOW 

A  good  mechanical  feature,  representing  a  skating 
doll,  will  make  a  good  window  feature.  The  scheme 
is  very  easily  arranged  and  yet  can  be  worked  so 
effectively  as  to  make  the  illusion  almost  perfect. 
Fasten  an  old  bicycle  wheel  to  the  ceiling  of  the  win- 
dow and  connect  it  up  with  a  heavy  cord  belt  running 
over  pulleys  to  an  electric  motor. 

Directly  below  this,  on  the  floor  of  the  window, 
place  a  large  mirror  flat  and  bank  up  around  this 
high  piles  of  cotton  sprinkled  with  diamond  dust.  Also 
sprinkle  diamond  dust  on  the  mirror  to  represent  ice. 

Then  suspend  the  doll  on  a  thin  wire  or  piece  of 
black  thread  from  a  spoke  of  the  wheel.  Cut  skates 
for  the  doll  out  of  pieces  of  tin.  These  should  just 
clear  the  mirror.  When  the  wheel  revolves  slowly 
the  doll  will  skate  around  in  different  evolutions  and 
give  the  appearance  of  actually  skating. 

Dress  the  doll  in  furs  or  some  other  Christmas  cos- 
tume. This  skating  effect  can  be  made  a  part  of 
almost  any  Christmas  window  trim. 


Now  is  the  time  to  collect  in  your  outstanding  ac- 
eount?  and  get  your  bank  account  in  shape  for  the 
winter  months. 

•    •  • 

If  you  are  sending  out  calendars  this  year,  for 
goodness  sake  see  that  they  arrive  in  customers'  homes 
in  proper  condition.  Last  year  we  received  a  beauti- 
ful and  expensive  calendar — at  least  it  had  been  when 
mailed — but  it  reached  us  in  very  bad  condition  and 
had  to  go  into  the  waste  paper  basket.  When  you 
pay  good  money  for  calendars,  don't  spoil  their  ad- 
vertising value  by  having  them  reach  customers  in  a 
torn  or  mutilated  state. 
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Hints  on  Good  Window 
Dressing 

Preparing  for  the  Christmas  season — Arranging 
a  scenic  background — Use  price  cards 
and  study  colors  of  display 

The  first  essential,  of  course,  is  the  right  kind  of  a 
window.  A  good  many  windows  could  be  materially 
improved  by  being  closed  in,  as  this  variety  of  con- 
struction simplifies  the  arrangement  of  a  good  back- 
ground and  many  lines  of  goods  sold  by  the  furniture 
store  can  be  shown  to  advantage  in  a  background  ar- 
rangement. 

Where  the  store  has  only  one  window,  and  it  is  a 
large,  long  one,  the  best  thing  to  do  is  to  cut  it  up 
into  sections  by  means  of  movable  dividers  that  can 
be  shifted  about  to  meet  requirements.  The  glass 
shelf  fixtures  are  made  good  use  of  by  many  retail 
stores  for  background  purposes,  allowing  rapid  ar- 
rangement of  the  back  portions  of  the  display. 

Why  Price  Cards  Should  be  Used 

The  writer  is  a  strong  believer  in  the  plentiful  use  of 
price  cards  on  goods  displayed.  On  seeing  anything 
he  wants  in  a  window,  the  first  thought  that  pops  into 
the  mind  of  the  average  person  is,  "How  much  does  it 
cost?"  Consider  some  experiences  of  your  own.  Is 
it  not  true?  Then,  why  not  just  as  well  give  the  price 
in  the  window,  as  it  has  to  be  announced  sometime  if  a 
sale  is  made.  If  the  price  is  in  the  window  and  is  sat- 
isfactory, a  sale  may  be  made  upon  the  spot;  if  the 
price  is  not  there,  the  possible  customer  may  pass  on. 
If  prices  are  right,  there  is  every  reason  why  they 
should  be  displayed  in  the  window ;  if  they  are  not 
right,  there  is  little  use  of  displaying  the  goods. 

A  Word  re  Frequent  Change 

I  would  like  to  say  a  word  about  changing  window 
displays.  Every  dealer  realizes  that  displays  should 
be  changed  frequently,  but  something  more  than  mere 
belief  in  that  policy  is  essential,  and  that  is  actual 
practice  of  it.  A  thing  that  appears  odd  to  me  is 
that  it  is  the  dealers  in  busy  sections  who  generally 
change  their  displays  the  oftenest. 

If  it  is  well  for  dealers  on  the  main  streets  of  large 
centres  where  there  is  a  constant  stream  of  different 
people  passing  the  store,  to  change  their  displays  often, 
how  much  more  desirable  must  it  be  for  the  dealer  in 
the  small  town  or  residential  section  where  the  same 
people  pass  the  same  store  nearly  every  day,  and  who 
must  get  real  tired  of  looking  at  the  display  that  is  left 
in  for  any  length  of  time. 

When  the  window  is  changed,  it  should  be  changed 
altogether — it  should  be  made  to  look  entirely  different 
from  the  way  it  locked  before,  otherwise  many  people 
will  think  it  the  same  window  and  pass  it  by.  If 
practicable,  the  class  of  merchandise  shown  should  be 
entirely  changed. 


SPEND  MORE  ON  WINDOW  DISPLAYS 

Correct  and  proper  window  displays  are  so  im- 
portant that  a  mere  mention  of  the  more  important  de- 
tails will  serve  to  show  what  an  absolute  necessity  good 
window  displays  are  to  y^y  enterprising  store. 


Suggested  background  for  Christmas  goods. 

In  a  measure,  the  net  results  are  just  as  essential  or 
more  so  than  the  services  of  the  salespeople  behind  the 
counters.  Displaying  merchandise,  as  practiced  by 
the  average  store,  is  too  often  neglected  and  given  sec- 
ondary place  as  a  salesgetter,  while  much  money  is 
spent  yearly  through  newspaper  advertising.  If  more 
time  and  a  small  per  cent,  of  the  same  expense  be  given 
to  windows  and  window  space  the  net  results  would  be 
nearly  double.  Prospective  buyers  not  only  read  of 
the  merits  of  "unequaled  values,"  but  the  old-time 
adage  that  "Seeing  is  believing"  still  holds,  and  a  good 
display  of  the  same  advertised  article  strengthens  the 
desire  to  buy. 

Window  trimming,  while  simplified  to  a  certain  ex- 
tent in  the  last  few  years,  is  still  work  requiring  care- 
ful study  and  forethought  on  the  part  of  the  workman. 
An  attractive  display,  no  matter  how  small,  or  how 
staple  the  article,  is  sure  to  produce,  just  as  sure  as 
a  hurried  or  careless  manner  fails  to  secure  the  proper 
amount  of  sales. 

The  progressive  merchant  will  see  a  marked  in- 
crease in  business  if  he  devotes  more  time  and  atten- 
tion to  valuable  window  display — he  will  improve  the 
looks  of  the  store  and  fascinate  his  customer  by  twen- 
tieth century  methods. 


HOW  SCENIC  BACKGROUND  CAN  BE  ARRANGED 

A  good  background  can  be  made  to  make  a  window 
more  attractive.  Here  is  a  plan  for  producing  a  scenic 
effect  which  will  be  very  Christmassy.  Make  a  circle 
of  cardboard  about  three  feet  in  diameter  and  cover 
it  with  red  crepe  paper  or  red  flannel,  being  sure 
that  the  covering  is  put  on  neatly.  Fasten  this  to  the 
background  in  the  centre  of  the  place  for  the  border. 

The  border  should  be  about  15  or  18  inches  wide,  of 
green  crepe  paper  or  some  suitable  cloth  material.  This 
can  be  pinned  to  the  background.  Care  should  be 
taken  to  do  this  work  neatly. 

Then  mount  in  the  centre  of  the  circle  some  suitable 
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scene  effect.  You  may  get  this  out  of  a  framed 
picture.  Then  place  a  row  of  cotton  icicles  over  the 
lop  of  the  border  and  on  top  of  the  picture  and  another 
row  along  the  border  under  the  picture.  Finish  the 
effect  by  pinning  a  band  of  red  ribbon  along  the  edge 
of  the  border,  making  it  match  the  edge  of  the  picture. 

A  background  that  will  interest  the  children  is  made 
by  representing  a  Santa  Glaus  going  down  a  chimney 


Siig-gestion  for  a  background  for  rt  Christnias  window.  The  backgromiil 
is  an  ituportanl  part  of  th  ;  display. 


with  a  bundle  on  his  back.  The  dummy  is  made  by 
covering  a  packing  box  with  brick  paper.  A  cut-out 
or  figure  to  represent  Old  Kris  can  be  shown  in 
the  position  of  going  down  the  chimney.  The  back- 
ground can  be  made  of  black  with  cut-outs  to  represent 
the  moon  and  stars.  These  openings  can  be  covered 
with  yellow  tissue  paper  and  the  lights  from  the  store 
interior  will  produce  an  effective  evening  scene.  Gilt 
stars  may  be  pasted  on  the  black  background. 


GOOD  WINDOW  DISPLAY  ADVICE 

Plan  window  displays  months  ahead  and  you  will 
not  only  have  them  ready  in  time,  but  they  will  be 
much  better  displays  than  if  executed  at  the  last 
minute. — Edward  Marshall. 


TO  PHOTOGRAPH  YOUR  WINDOW  DISPLAY 

Remember  that  the  awnings  over  your  windows  must 
be  adjusted  from  time  to  time  throughout  the  day  to 
overcome  reflection.  The  matter  of  reflection  is  espe- 
cially important  when  you  desire  to  photograph  your 
window.  It  is  better,  however,  to  take  photographs 
of  your  display  at  night  if  the  artificial  light  is  correct. 
When  you  are  competing  in  a  window-display  contest, 
you  must  use  every  precaution  to  avoid  reflection. 

The  most  effective  way  of  cutting  off  all  reflections 
in  taking  a  photograph  of  a  show  window  at  night  is 
to  have  someone  hold  a  large  screen  of  black  cloth  be- 
hind the  camera.  The  cloth  can  be  fastened  to  two 
long  poles  and  these  can  then  be  held  up  behind  the 
camera  in  such  a  way  as  to  effectually  cut  out  all  re- 
flections of  objects  across  the  street  or  back  of  the 
camera.     If  this  is  not  done,  there  may  be  reflections. 


MAKE  USE  OF  PRICE  CARDS 

Price  cards  are  important  even  on  staple  goods. 
People  must  know  the  price  before  purchasing.  In 
fact,  when  a  person  sees  an  article  that  appeals  to 
them,  the  first  question  that  suggests  itself  is,  "What  is 
it  worth?"  If  a  price  card  is  there  to  inform  him  the 
customer  may  be  induced  to  buy  if  it  is  within  his 


means.  Not  knowing  whether  or  not  he  can  afford  it, 
he  may  pass  on,  even  though  it  does  appeal  to  him. 

The  price  card  on  a  display  should  be  where  it  can 
be  seen — and  seen  easily.  It  should  be  on  a  level  with 
the  eye,  and  the  color  such  as  to  make  it  stand  out. 


MAKE  STUDY  OF  COLORS 

A  study  of  colors  is  most  important  in  the  arranging 
of  goods  in  the  window.  There  are  a  good  many  dis- 
plays that  fall  down  badly  just  because  attention  has 
not  been  given  to  color  in  arrangement.  The  contrast 
should  be  such  as  to  make  the  various  lines  stand  out. 
It  is  especially  important  that  the  background  be  such 
as  to  show  up  the  goods  on  display  to  advantage. 

Bright  colors  always  catch  the  eye.  We  seem  to  have 
some  of  the  Indian  desire  for  bright  hues.  Experiment 
has  shown  that  many  more  people  stop  to  view  a  dis- 
play with  some  color  in  it  than  one  of  a  sombre,  dull 
character. 


THE  BEST  SALESMAN 

The  window  ought  to  be  the  best  salesman  any  store 
has.  We  move  to  amend  by  saying  that  the  salesman 
ought  to  be  the  best  salesman  any  store  has,  although 
we  are  forced  to  admit  that  in  very  many  cases  the 
window,  or  the  paint  on  the  store  front,  or  the  show 


An  interesting  display  of  Christnias  goods  containing  hints  fur 
the  dealer.    Note  tlie  clever  arrangement  of 
Santa  Clans  and  deer. 

case,  or  the  eat  in  the  cellar  is  almost  if  not  quite  as 
good. 

Good  windows  are  valuable — without  question.  So 
are  attractive  window  cards,  and  well  displayed  goods 
inside  the  store. 


Canadian  Furniture  World  wants  photos  of  window 
displays.  If  you  are  putting  in  a  Christmas  window 
take  a  photo  of  it  and  send  print  to  the  editor  with 
description.  We  will  return  the  photo  to  you  un- 
damaged, and  will  insert  cut  in  paper. 
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Make  Your  Advertising  Seasonable  and  Timely 

Lines  saleable  at  Christmastime  should  be  given  prominence  in  display. 

By  THE  SCRIBE 


THE  dealer  who  desires  to  reap  the  maximum  re- 
sults from  his  advertising  should  make  a  point 
of  always  having  it  seasonable.  There  is  a  good 
deal  of  retail  advertising  to-day  that  does  not  range 
as  high  as  it  might  in  point  of  timeliness  and  season- 
ableness.  In  saying  this  I  don't  refer  so  much  to  the 
dealer  who  was  advertising  spring  goods  a  couple  of 
weeks  ago  nor  to  the  fellow  who  up  till  a  month  ago 
was  advertising  "Get  your  lawn  and  summer  furniture 
now."  Such  a  dealer  is  not  advertising — except  that 
he  is  advertising  himself  as  a  listless  dealer. 

Feature  Goods  in  Greatest  Demand 

I  refer  rather  to  the  fact  that  there  is  a  good  deal  of 
advertising  which,  while  giving  publicity  to  goods  that 
are  salable  at  the  time,  might  be  devoted  to  lines  which, 
because  of  the  season,  should  be  in  greater  demand. 
For  instance,  we  would  not  consider  it  good  business 
for  the  dealer  to  advertise  staple  lines  at  Christmas 
time,  when  he  could  get  better  results  from  the  adver- 
tising of  Xmas  goods,  yet,  at  other  seasons,  a  good 
many  dealers  neglect  to  give  prominence  in  their  adver- 
tising to  articles  that  are  seasonable.  It  must  be  agreed 
the  time  to  make  an  appeal  for  trade  in  any  line  is  when 
that  article  for  special  reasons  is  most  apt  to  be  wanted 
by  the  customer.  That  is  the  big  reason  for  having 
advertising  seasonable  and  timely. 


MAKE  XMAS  ADS.  REAP  RICH  REWARDS 

Let  this  be  a  call  to  every  reader  to  determine  to 
make  his  advertising  of  Christmas  goods  reap  as  richly 
as  possible  for  him.  Contracting  for  space  is  only  a 
start.  Thought  should  be  given  to  the  form  and  sub- 
ject matter.  It  should  be  remembered  that  the  value 
of  an  ad.  is  reckoned  by  the  amount  of  goods  it  will  sell. 
Direct  sales  returns  are  only  possible  by  injecting  live 
selling  talks  into  your  ads.,  arranging  them  so  that 
they  will  please  the  eye,  drive  home  the  message  and 
ultimately  compel  action.  Headings  should  be  such 
as  will  attract  attention  and  introductions  should  be 
brief  but  strong  and  convincing.  Appropriate  cuts 
add  materially  to  the  appearance  and  attention  at- 
tracting power  of  an  ad. 


Christmas  Advertising  Suggestions 

RETAIL  advertising  ranges  the  highest  both  in 
quantity  and  quality  during  the  campaign  for 
Christmas  business.  Every  retailer  realizes 
that  there  is  business  to  be  had  at  this  time  and  that 
it  is  incumbent  upon  him  to  make  a  strong  bid  for  it. 
One  of  the  things  that  we  wish  to  impress  upon  the 
dealer  is  that  the  mere  use  of  larger  space  is  not  going 
to  produce  big  results.  He  must  put  selling  copy  into 
the  larger  space  used. 

Give  Time  and  Study  to  Copy 

Timp  and  attention  should  be  given  to  the  prepara- 
tion of  copy.     The  plan  used  by  one  dealer  last  year 


of  preparing  the  major  portion  of  his  Xmas  campaign 
copy  in  advance,  is  one  to  be  commended.  When  the 
big  selling  season  arrives  the  dealer  has  so  many  things 
to  look  after  that  it  is  difficult  in  the  rush  of  business 
to  settle  down  to  writing  good  copy.  This  difficulty  is 
overcome  to  a  large  extent  by  preparing  copy  in  ad- 
vance. Of  course  there  will  be  some  details  that  can- 
not be  put  in  until  just  befere  the  ad.  is  used,  but  such 
minor  matters  are  easily  looked  after  once  the  general 
scheme  of  the  ad.  has  been  arranged. 


HAVE  GOOD  INTRODUCTIONS 

The  heading  and  introduction  are  important  factors 
in  every  ad.  The  heading  should  not  be  too  long  and 
should  be  such  as  to  attract  attention.  Introductions 
should  not  be  too  long-winded.    The  average  person 


will  not  read  a  long  introduction.  The  ad.  writer 
should  introduce  his  subject  in  short  form  and  then 
get  down  to  brass  tacks. 


USE  OF  ADVERTISING 

He  who  would  get  anything  like  the  maximum  of 
results  must  advertise.  If  his  business  is  a  small  one 
and  he  cannot  employ  the  extensive  advertising 
methods  of  his  competitors,  let  him  do  the  best  he  can 
under  the  circumstances. 

The  effectiveness  of  an  advertisement  is  not  alto- 
gether governed  by  the  extent  of  the  space  used.  On 
the  contrary,  some  of  the  most  effective  of  advertise- 
ments occupy  but  moderate  space.  It  is  the  skill  with 
which  an  advertisement  is  written  and  put  into  type 
that  determines  its  effectiveness  as  a  selling  force. 

A  good  advertisement,  no  matter  what  its  size  may 
be,  will  bring  business.  But,  at  any  rate,  space  in  coun- 
try newspapers  can  be  obtained  at  such  a  low  price 
that  there  are  few  dealers  indeed  who  cannot  afford  to 
use  even  large  advertisements  on  special  occasions  and 
moderate  ones  regularly. 

But,  after  all,  it  is  the  persistent  and  regular  adver- 
tisement that  counts  for  much  in  the  long  run,  whether 
the  space  used  is  small  or  large. 


When  Santa  Comes 

We  hope  he  brings  something 
from  our  stock  of  Xmas  Gifts 

What  more  ciould  we  toipe?  Wlhat  ibefct&r  luck  could 
we  wisih  you  tlna/n  tOiat  you  get  gifts,  for  yourself, 
f rioim  our  fine  stock?  This  year  marks  our  h&st  effort — 
a  better  and  larger  stoie'k  of  igift  goods  ithian  we  ever 
hiad  before.  Tlhese  thimgs  are  eo  dieisiraible  that  you 
will  appreciate  gi^njug  tiheim  just  las  you  would  appre- 
ciate re'Ceiving  tliem — -iif  they're  good  eniouigh  for  you 
to  want  tlhey  're  certainly  the  gifts  you  can  give  to 
others. 

Sample  introduction  to  an  Xmas  ad. 
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Nearly  Sixty  Years  in  Business 

Fifty-eight  years  coiitiiiiious  business  is,  or  should 
be,  a  guai'antee  for  s(inare  dealing.  This  is  the  record 
of  Tickell  &  Sons  Co..  ['.clleville,  Ont.  The  firm  is  no 
mushroom  concern  which  has  only  made  a  good  start, 
but  one  which  has  been  given  an  opportunity  to  show 
that  it  means  to  consistently  maintain  its  early  [)aee. 


J.  L.  Tickell 

Of  Tickell  &  Sons  Co.,  Belleville,  Ont.,  who  is  also  chairman 
of  the  Ontario  Board  of  Examiners  tor  Embalmers. 

It  is  one  of  the  oldest  business  houses  in  Belleville, 
liaving  been  established  away  back  in  1858.  It  was 
founded  by  the  father  of  the  present  proprietors.  From 
small  beginnings  he  watched  the  city  and  district  grow 
u|)  around  him  and  steadily  increased  the  scope  of  his 


enterprise  to  keep  pace  with  them.  The  sons  followed 
the  parent's  methods  and  by  aggressive  and  progressive 
management  have  been  able  to  keep  the  business 
abreast  of  the  times.  This  firm  are  furniture  and 
casket  manufacturers  and  uf)holsterers.  as  well  as 
dealers  in  furniture  and  undertakers. 

The  premises  occupied  for  sales  buildings  located  at 
275  Front  street,  embrace  three  floors  of  large  dimen- 
sions, stocked  with  a  comprehensive  assortment  of 
furniture,  couches,  spring  mattresses,  brass  and  iron 
bedsteads,  parlor  suites,  and  other  upholstered  goods, 
and  a  large  stock  of  funeral  supplies. 

The  factory  equipped  with  a  full  plant  of  up-to-date 
machinery  and  electric  power  is  located  on  Foundry 
and  Pinnacle  Sts.  The  motto  of  this  house  is  right 
prices  and  entire  satisfaction  assured.  Tickell  &  Sons 
Co.  employ  only  skilled  workmen,  some  of  whom  have 
been  with  the  firm  for  over  fifty  years.  They  do  con- 
siderable wholesale  business  and  goods  of  their  manu- 
facture are  found  in  many  parts  of  Ontario  and  Que- 
bec. 

The  undertaking  department  has  personal  attention 
and  with  most  qualified  assistants.  This  firm  (E.  H. 
and  J.  L.  Tickell)  during  their  business  career  have 
become  very  popular.  Reliable,  prompt  and  obliging 
they  have  gained  the  respect  of  the  entire  community. 


RETAIL  MERCHANTS  OF  BRANDON  ORGANIZE 

Winnipeg  officers  of  the  Retail  Merchants'  Associa- 
tion recently  attended  a  banquet  in  Brandon  and  ad- 
dressed about  fifty  of  the  most  prominent  business  men 
of  that  city,  dealing  with  the  many  benefits  to  be  ob- 
tained from  the  organization  of  a  branch  in  the  city. 
At  the  close  of  the  addresses  the  Brandon  merchants  ex- 
pressed their  approval  of  the  proposal  and  a  branch 
of  the  association  was  formed,  with  the  following  offi- 
cers: R.  H.  Campbell,  furniture  dealer,  president;  A.  B. 
Knowlton,  first  vice-president;  T.  S.  Lawton,  second 
vice-president;  W.  A.  Robertson,  treasurer;  and  W, 
Chown,  secretary  pro  tem. 


The  Imperial  Rattan  Co.,  Stratford,  Ont.,  have  pur- 
chased the  rights  in  Great  Britain  and  the  Colonies 
for  the  manufacture  of  "Old  Hickory"  verandah  and 
garden  furniture. 


Tickell  &  Sons  factory 


Tickeli  &  Sons  retail  store 


December,  1916  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  25 

Stove  Selling  Schemes  for  Furniture  Dealers 

Plans  thai  others  have  tried — Stove  auction — Display  for  department  and  window 


In  a  department  "Little  Sales  that  Brought  Big  Pro- 
fits"— ^a  writer  in  an  exchange  tells  of  a  Pacific  Coast 
dealer  who  is  somewhat  of  a  crank  on  disposing  of 
seasonable  stock.  He  was  fortunate  enough  to  clean 
out  all  except  his  line  of  display  ranges.  One  range, 
with  a  record  of  having  been  shown  180  times  (a  care- 
ful record  is  kept  of  all  "lookers"  names,  addresses 
and  opinions^ — if  any — so  that  the  time  spent  in  show- 
ing is  not  lost)  received  high  commendation  from  those 
viewing  it,  but  it  did  not  sell. 

The  manager  decided  that  it  ought  to  move,  so  he 
planned  to  use  a  "scheme"  to  effect  the  sale.  To  the 
list  of  those  who  had  "looked"  were  added  several  hun- 
dred names  of  likely  prospects,  embracing  those  who 
had  lately  moved  into  other  houses  or  who  were  known 
from  other  records  to  be  in  the  market.  Every  attempt 
was  made  to  have  the  list  right,  for  no  matter  how 
good  the  circularization  plan,  if  the  list  is  faulty  it  is 
bound  to  fail. 

While  the  basis  of  the  plan  was  the  letter,  yet  the 
essentials  were  all  brought  out  in  a  small  advertise- 
ment, stating  that  the  regular  retail  price  of  the  range 
fully  equipped  was  to  exceed  $60,  yet  the  price  would 
be  reduced  fifty  cents  a  day  until  it  was  sold.  The  pros- 
pective purchaser  was  advised  not  to  wait,  but  to  put 
his  bid  in  the  envelope  accompanying  and  then  all  bids 
would  be  opened  fifteen  days  after  the  reduction 
started. 

Proofs  were  struck  ofi'  in  the  printing  office  and  sent 
with  a  personal  letter  calling  attention  to  the  oppor- 
tunity and  advising  a  high  and  immediate  bid.  Re- 
sults: One  bid  of  $58.51 ;  one  bid  of  $54.50;  two  bids  of 
$51.50;  one  bid  of  $49;  seven  bids  of  less  than  $49. 
Final  results :  Five  immediate  sales  at  $58.51 ;  smaller 
sales  of  four  ranges  with  equipment  at  from  $35  to  $45. 

"The  greatest  result,"  says  the  manager,  "was  the 
demonstration  of  something  that  I  have  always  believed 
but  have  never  before  actually  demonstrated,  that 
ranges  may  be  sold  fully  equipped,  and  should  be  talked 
in  connection  with  kitchen  equipment.  A  sale  of  over 
$450  resulting  from  the  attempt  to  dispose  of  a  hold- 
over range  alone  is  very  profitable,  but  the  new  sales 
angles  that  it  brings  out  are  worth  more  than  the  actual 
profit,  to  a  live  man." 


AUCTIONS  OFF  STEEL  RANGE 

A  retail  dealer  in  Michigan  who  handles  stoves, 
furniture  and  hardware,  recently  auctioned  off  a  higli- 
grade  steel  range,  selling  to  the  highest  bidder,  and 
reports  that  the  sale  did  him  a  great  deal  of  good 
from  an  advertising  standpoint. 

The  sale  was  widely  advertised  and  people  came  for 
miles  to  bid  on  the  stove — the  bids  were  scaled  bids 
and  were  all  opened  at  the  same  time  at  the  store,  so 
that  no  one  would  know  what  others  had  offered  for 
the  stove. 

When  the  bids  were  opened  it  was  found  that  the 
highest  was  $40.50 — this  took  the  stove.  The  bids 
ranged  all  the  way  from  $30.00  to  $40.50. 

In  addition  to  the  stove  that  was  auctioned  off  in 
this  way  two  other  steel  ranges  were  sold  as  a  direct 
result  of  the  advertising  of  the  auction.    But  the  dealer 


says  the  thing  that  he  really  held  the  auction  for  was 
to  get  a  line  on  people  wanting  to  buy  a  stove.  Of 
course  no  one  was  going  to  make  a  bid  on  the  range 
if  they  did  not  actually  want  to  buy  a  stove.  Tho 
store  has  thus  got  a  fine  list  of  good,  live  prospects 
that  will  no  doubt  soon  develop  into  real  sales.  The 
expense  of  advertising  the  auction  was  small  and  the 
stove  brought  just  about  the  wholesale  price  plus 
freight,  so  it  was  undoubtedly  a  good  piece  of  adver- 
tising. 


DO  NOT  OVERCROWD 

Stove  displays  should  not  be  overcrowded.  Use 
one  or  two  neat  show  cards  with  each  stove  and  point 
out  some  special  features  to  be  found  in  connection 
with  the  stove.  Every  stove  has  features  which,  if 
pointed  out,  will  prove  interesting  to  intending  pur- 
chasers. Do  not  go  over  the  customer's  head  and  deal 
in  technicalities,  biit  point  out  departures  in  which  the 
housewife  is  interested. 


SUGGESTING  STOVE  SALES 

With  a  little  ingenuity  in  preparing  his  own  adver- 
tising copy,  the  dealer  can  impress  his  possible  cus- 
tomers with  the  fact  that  he  is  alive  to  local  conditions 
and  prepared  to  meet  their  needs  most  effectively.  It 
should  always  be  borne  in  mind,  also,  that  many  a  man 
— and  woman,  too — who  really  needs  a  new  stove  or 
range  doesn't  know  it.  The  old  one  has  been  growing 
less  efficient  and  more  wasteful  of  fuel  by  imperceptible 
degrees,  and  it  requires  some  good  pulalicity  work  to 
make  the  owner  of  such  a  stove  or  range  read  an  ad- 
vertisement and  act  on  the  suggestions  it  contains. 


Western  dealer's  novel  conception  of  stove  window  display. 
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The  Retailer's  Big  Task  is  Finding  Costs 

An  exact  l^now ledge  of  costs  in  his  business  is  most  important  to 
the  retail  dealer  —  Ignorance  of  costs  generally  causes  waste. 

By  MELVIN  T.  COPELAND 
Acting  Director,  Bureau  of  HiisinesB  Research,  Harvard  University. 


I SINCERELY  believe  that  the  vast  majority  of  furni- 
ture men  are  striving  to  be  efficient,  and  T  know 
that  they  welcome  all  constructive  suggestions. 
Their  problems  are  many  and  complex  and  aid  in  solv- 
ing these  problems  can  be  rendered  only  after  long, 
painstaking  and  sympathetic  study. 

Importance  of  Knowing'  Costs 

The  retailer's  first  task  and  one  of  his  greatest  tasks 
is  to  obtain  an  exact  knowledge  of  his  costs.  Ignorance 
of  costs  in  most  instances  causes  waste.  The  figures 
which  we  have  obtained  indicate  that  as  a  rule  retailers 
who  have  poor  bookkeeping  methods,  or  none  at  all, 
are  operating  least  economically.  The  retailers  with 
the  lowest  expense  ratios,  on  the  other  hand,  know  at 
all  times  just  what  they  are  doing  and  where  they 
stand.  In  the  253  general  stores  from  which  re- 
liable figures  were  obtained  for  the  preparation  of  our 
first  bulletin,  the  common  figure  for  total  expense  was 
16.5  per  cent  of  net  sales.  Although  they  were  operat- 
ing under  similar  circumstances,  ninety-six  of  these 
stores  showed  a  higher  expense  ratio.  A  small,  but 
significant  group  of  especially  well  managed  stores, 
with  good  accounting  systems,  were  operating  at  13 
per  cent.  Of  course,  many  stores  could  not  furnish 
reliable  figures,  and  inasmuch  as  high  expense  gener- 
ally accompanies  poor  bookkeeping  methods,  probably 
a  larger  proportion  of  the  total  number  of  stores  in  the 
country  are  operating  at  more  than  16.5  per  cent. 

Hig-h  Expense  Frequently  Due  to  W:isteful  Methods. 

The  high  expense  in  such  instances  is  quite  com- 
monly due  to  wasteful  methods  at  some  one  point  and 
very  frequently  attention  is  given  to  minor  economies 
while  the  opportunities  for  larger  savings  are  neglected 
because  they  are  not  appreciated.  One  retailer,  for 
instance,  may  pay  especial  attention  to  the  saving  of 
twine  and  wrapping  paper,  and  still  employ  two  men 
to  do  the  work  of  one.  The  great  waste  in  the  general 
retail  trade  is  not  in  twine  and  wrapping  paper,  but 
in  human  labor.  The  highest  expense  for  wrappings 
and  miscellaneous  selling  expense  is  1.4  per  cent,  of  the 
net  sales  and  the  common  figure  is  0.4  per  cent.  Sala- 
ries and  wages  of  salesforce,  on  the  other  hand,  in  one 
store  amounted  to  10.6  p.  c.  of  the  net  sales;  it  com- 
monly is  6.5  per  cent,  and  may  ordinarily  be  reduced 
to  5  per  cent.  Even  if  he  were  to  save  all  of  his  twine 
and  wrapping  paper,  the  economy  would  be  small  as 
compared  to  the  saving  which  the  average  dealer  might 
make  in  his  salesforce  expense  through  better  arrange- 
ment of  his  store,  and  through  a  readjustment  of  his 
methods  to  secure  larger  sales  per  salesperson.  We 
have  found  the  average  sales  per  salesperson  varying 
from  $5,000  to  $20,000  per  year,  the  common  figure  be- 
ing about  $10,000.  The  dealer  witH  a  high  salesforce 
expense  ordinarily  shows  small  sales  per  salesperson. 

In  some  stores  it  is  through  the  item  for  salesforce 
expense  that  the  total  expense  is  inflated.  In  other 
stores  the  total  expense  is  high  because  of  excessive  de- 
livery charges;  in  others  because  of  rent;  in  others  be- 


cause of  losses  from  bad  debts.  But  the  exact  cause 
for  high  expense  and  frequently  for  ultimate  loss  can- 
not be  readily  detected  unless  a  retailer  is  keeping  his 
books  properly  with  a  detailed  classification  of  his  ex- 
penses. A  sea  captain  might  as  well  try  to  navigate 
his  ship  without  compass  or  chart  as  a  retailer  to  oper- 
ate his  store  without  proper  accounting  methods.  A 
few  retailers  may  succeed  without  a  detailed  knowl- 
edge of  their  costs,  but  sooner  or  later  the  vast  ma- 
jority are  wrecked. 

Good  Accounting  Helps 

Upon  the  retailer  himself  the  responsibility  for  his 
own  bookkeeping  primarily  rests,  and  there  is  no  valid 
reason  why  he  should  be  excused  from  this  responsi- 
bility. He  may  be  an  extraordinarily  busy  man,  to  be 
sure,  with  little  experience  in  keeping  books,  but  if  he 
is  to  succeed  in  the  retail  furniture  business  under  pre- 
sent conditions  it  is  absolutely  essential  that  he  use  at 
least  a  simple  accounting  system.  He  cannot  afford  to 
neglect  his  bookkeeping,  nor  can  his  creditors  and  the 
public  at  large  afford  to  allow  him  to  neglect  it.  The 
retailer,  however,  needs  not  only  to  know  what  his 
own  expenses  are,  he  also  needs  some  guide  with  which 
he  can  compare  his  own  figures  in  order  to  be  sure  just 
what  charges  are  excessive.  It  should  be  the  object 
of  cost  research  to  provide  this  guide  and  thereby  aid 
in  the  elimination  of  waste,  which  is  essentially  a  na- 
tional economic  loss. 

Slow  Stock-turn  is  Drawback 

Another  source  of  national  waste  is  in  the  slow  stock- 
turn  in  our  retail  furniture  stores.  The  common  figure 
for  stock-turn  is  only  seven  times  a  year  in  retail 
stores,  and  many  dealers  are  turning  their  stock  only 
two  or  three  times  a  year,  yet  a  monthly  stock-turn — 
or  twelve  times  a  year — is  apparently  possible  for  all, 
and  some  dealers  are  already  turning  their  stock  more 
rapidly  than  once  a  month.  The  slow  stock-turn 
which  is  of  such  common  occurrence  is  wasteful  be- 
cause it  involves  the  tying  up  of  capital  in  excessively 
large  stocks  of  merchandise  without  increasing  the 
sales.  It  also  involves  depreciation  and  deterioration, 
which  is  a  loss  to  the  retailer  and  certainly  of  no  benefit 
to  the  consumer. 


HOW  TO  PREVENT  FIRE 

Keep  waste  paper,  packing  material  and  rubbish 
cleaned  up. 

Make  frequent  personal  inspections  from  a  fire 
standpoint. 

See  that  your  electric  wiring  is  standard,  and  be 
careful  in  the  use  of  electric  devices. 

Don't  hang  electric  light  cords  on  nails.  The  in- 
sulation soon  wears  off  and  exposes  the  live  wire.  A 
short  circuit  therefrom  might  start  a  fire. 

Have  all  stove-pipes  and  chimneys  inspected  and 
properly  repaired  before  starting  fires  for  the  Avinter. 

Be  careful  about  the  use  of  matches.  Provide  safe 
receptacles  for  them  both  before  and  after  use. 
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Christmas  Trade  The  big  harvest  season  of  the  year 
Looms  Up  for  the  retail  dealer  is  gradually 

drawing  closer,  and  it  is  already 
time  for  the  dealer  to  be  making  his  plans  to  reap  just 
as  richly  as  possible  from  the  Christmas  trade.  Christ- 
mas business  this  year  should  reach  a  record  figure  be- 
cause conditions  generally  in  this  country  are  exceed- 
ingly good  and  when  there  is  money  on  hand  there  is 
nothing  that  draws  it  out  of  the  public's  pocket  like 
Christmas.  The  spirit  of  gift-giving  and  of  celebra- 
tion at  Christmas  time  that  has  come  down  to  us 
through  the  years,  pries  open  the  purse  strings  of  even 
the  tight-wad  and  creates  for  those  dealers  who  make 
a  proper  bid  for  business,  a  trade  harvest  that  puts  a 
fine  finish  on  the  year's  sales  figures. 

So  let  this  be  a  call  to  the  dealers  of  Canada  to 
buckle  down  to  the  Christmas,  campaign  with  the  ex- 
pectation of  making  it  the  "best  ever."  It  is  wonder- 
ful what  just  a  little  extra  effort  during  this  period  will 
effect.  A  little  more  planning  and  figuring,  slightly 
increased  advertising  space  with  careful  attention  to 
copy,  more  frequent  changing  of  windows  with  better 
arrangement  of  display,  backed  by  a  spirit  of  enthusi- 
asm and  co-operation  with  the  store  staff,  will  do  much 
in  swelling  sales  to  a  considerable  extent  over  what 
they  otherwise  would  be. 

Women  customers  demand  courtesy  and  at- 
tention. They  expect  clean,  bright  stores. 
How  does  yours  measure  up  to  this  standard  ? 

What  About  The  writer  was  in  a  village  re- 

Contests,  eently  where  a  retailer  conducted. 

a  piano  contest,  a  piano  being 
given  away  to  the  person  securing  the  largest  number 
of  votes,  votes  being  given  on  purchases. 

After  the  contest  was  over,  an  unsuccessful  contes- 
tant, who  had  a  grievance,  just  or  otherwise,  was 
heard  to  remark  that  he  would  never  deal  at  the  store 
again.  He  was  a  farmer  and  had  a  large  following 
of  friends  and  relations  in  his  section  who  had  helped 
him  in  the  contest  and  who  were,  no  doubt,  disap- 
pointed also.  Several  other  contestants,  with  their 
friends  and  friends'  friends,  were  probably  also  peeved 
at  the  outcome.  What  effect  would  such  ill  feeling 
against  the  store  have  on  future  business?  This  is  some- 
thing that  any  dealer  who  is  thinking  of  running  a 
contest  wants  to  stop  to  consider. 

He  also  wants  to  stop  to  figure  out  just  how  much 
extra  business  he  has  to  get  to  make  a  contest  profit- 
able. Say  it  costs  him  $200  to  conduct  it.  If  the  net 
profit  in  his  business  is  only  4  per  cent.,  then  he  has  to 
sell  $5,000  worth  extra  of  goods  before  he  begins  to 
derive  any  direct  profit  at  all  from  it  himself.  These 
are  things  that  the  dealer  should  bear  in  mind  when 
promoters  are  putting  their  proposition  before  him. 


Loss  to  Business  It  cost  $77,828.15  to  feed  and 
Through  Crime.  clothe  the  19,250  prisoners  which 
last  year  occupied  common  gaols 
in  the  Province  of  Ontario.  This  is  a  little  over  $30.50 
per  head. 

The  few  merchants  who  were  fortunate  enough  to 
secure  contracts  for  supplying  the  food  and  eloihing 
no  doubt  reaped  some  benefit  therefrom.  But  that  the 
great  mass  of  business  men  in  the  province  would 
have  reaped  still  greater  benefit  had  these  19,250  pri- 
soners been  free,  there  can  be  no  doubt. 

Had  each  person  incarcerated  been  free,  $30.50  would 
have  gone  but  a  short  distance  towards  supplying  his 
or  her  needs  in  food  and  clothing  for  a  twelve-month 
period.  On  the  contrary,  the  average,  at  the  very 
lowest,  would  have  been  $200,  or  $3,850,000  for  the 
19,250  people.  But  because  they  were  only  feeding 
and  clothing  prisoners,  all  the  business  men  of  the 
province  obtained  was  $77,828.15. 

This  gives  some  idea  of  the  difference  in  the  economic 
value  to  the  business  men  of  Ontario  between  people 
who  live  in  gaols  and  those  who  live  in  ordinary 
homes. 

But  even  that  does  not  include  all  the  economic  loss. 
In  order  to  ascertain  that  it  would  be  necessary  to 
know  how  much  the  purchasing  power  of  dependents 
was  curtailed  by  the  incarceration  of  those  who,  in 
whole  and  in  part,  contributed  to  their  support.  That 
is,  of  course,  past  finding  out. 

Push  your  holiday  goods  iwrn.   ICs  a  year  till 
next  Christmas. 

The  Returned  The  practice  of  returning  drafts  to 

Draft  wholesale  houses  without  follow- 

ing their  return  with  an  adequate 
explanation  of  the  reason,  may  not  be  so  prevalent  as 
some  years  ago,  but  nevertheless  it  is  general  enough 
to  give  wholesalers  cause  for  complaint. 

One  jobber  tells  us  that  he  has  suffered  to  a  consid- 
erable extent  in  this  regard  recently.  He  says  that  it 
is  a  very  common  thing  for  a  retailer  to  return  a  draft 
with  a  notation  that  he  is  writing,  but  the  letter  fails  to 
arrive.  Even  when  the  retailer  is  written  to,  he  is  fre- 
quently very  slow  in  replying. 

It-  costs  money  to  send  out  drafts,  and  when  the  re- 
tailer has  occasion  to  return  one,  he,  should,  at  least 
have  the  courtesy  to  write  the  wholesaler  and  tell  him 
the  reason  for  his  action.  If  the  amount  or  time  given 
is  wrong,  the  wholesaler  should  at  once  be  advised  so 
that  matters  may  be  properly  adjusted.  Especially 
Avhen  he  returns  a  draft  because  he  has  not  the  funds 
available  at  the  time  to  meet  it,  the  dealer  should  cer- 
tainly write  the  wholesaler  and  tell  him  exactly  when  he 
thinks  he  can  meet  it.  In  the  eyes  of  the  jobber,  the 
returning  of  a  draft  is  not  as  great  an  offence  as 
neglecting  to  write  in  regard  to  it. 
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As  Viewed  from  the  Business  Office 


COHERE  is  as  much  reason  for 
a  retail  dealer  to  study  cost 
accounting,  credits,  insurance,  etc. 
as  for  the    large  rr  orvfaclvrer. 


SHORTER  CREDITS  IN  THE  WEST 

The  present  is  an  opportune  time  for  arriving  at 
some  definite  understanding  among  the  wholesale  and 
retail  trade  for  the  general  shortening  of  credit  terms, 
says  Mr.  Detchon,  general  manager  of  the  Canadian 
Credit  Men's  Association.  The  abnormal  conditions 
created  by  the  war,  causing  a  great  shortage  in  material 
and  labor,  have  resulted  in  forcing  the  manufacturers, 
wholesalers  and  retailers  closer  to  a  cash  basis,  and  we 
know  from  our  own  experience  that  the  present  short- 
age in  the  various  lines  we  are  handling,  means  that  the 
man  whose  account  is  in  good  shape  and  who  takes  his 
discount,  is  the  one  who  gets  his  goods  first,  and  after 
that,  accounts  are  graded  in  order  of  merit.  The  re- 
tailer in  turn  is  taking  the  same  position  with  his  cus- 
tomer. 


WHAT  IT  COSTS  TO  DO  BUSINESS 

Much  has  been  written  about  the  items  that  enter 
into  the  costs  of  carrying  on  a  retail  business. 

The  following  summary  by  W.  P.  Lewis,  secretary  of 
the  Pennsylvania  and  Atlantic  Seaboard  Hardware 
Association,  is  worth  clipping  out  and  keeping  for 
reference : 

List  of  Items 


Taxes   

Insurance   

Fiiel,  light,  water,  etc  

Rent   

Salaries   

Clerk  hire   

Advertising   

8.  Express,  telephone  and  tele- 

graph   

9.  Office  supplies,  postage,  etc.... 

10.  Store  supplies   

11.  Livery,  drayage,  etc  

12.  Horses,    wagons   and  auto 

delivery  


!(!.  Repairs   

14.  Depreciation   

1 .5.  Deductions   

16.  Donations  and  subscriptions.. 

17.  Losses   

15.  Miscellaneous  expenses   

19.  Interest  on  total  investment.. 

Total  expense   

Total  sales   

Per  cent. — cost  of  doing  busi- 
ness. 

Rule — Divide  total  expense  by 
total  sales  and  result  will  be  per 
cent,  of  cost  to  do  business. 


Explanations  of  Items  Above 

1.  Taxes.    Include  all  taxes  and  licenses. 

2.  Insurance.  Fire  and  all  protection  except  life  in- 
surance. 

3.  Fuel,  light  and  water. 

4.  Rent.  Include  rent  of  all  property  used  in  the 
business  or  if  owned  by  you,  include  an  amount  equal 
to  cost  if  rented  from  others. 

5.  Salaries.  Include  all  salaries  paid  to  proprietor, 
partner,  and  officers,  and  all  others  employed  in  the 
business ;  the  amount  of  these  salaries  as  figured  should 
not  be  less  than  the  value  of  these  services  if  employed 
elsewhere. 

6.  ClerTt  Hire.    Include  canvassers  and  extra  labor. 

7.  Advertising.  Include  all  money  expended  in  ad- 
vertising, or  entertainment  of  customers  in  promoting 
trade. 

8.  Express,  telephone  and  telegraph.  Include  all 
amounts  expended  for  these  items  where  not  added  to 
invoice  price  of  goods  or  charged  to  customer. 

9.  Office  supplies,  postage,  etc.  Include  all  bills  for 
stationery,  ink,  pens,  pencils,  postage  stamps,  etc. 

10.  Store  supplies.  Include  all  bills  for  wrapping 
paper,  twine,  boxes,  crating,  brooms,  etc. 


11.  Livery,  drayage.  etc.  Figure  in  all  expenses  of 
these  items  where  hired  of  others. 

12.  Horses,  wagons  and  auto  delivery.  If  owned  by 
you  figure  all  expenses  of  their  upkeep. 

13.  Repairs.  This  item  should  include  all  amounts 
paid  to  keep  buildings  in  order  if  not  figured  in  rent, 
also  repairs  on  fixtures  and  equipment. 

14.  Depreciation.  Include  a  proper  deduction  (some 
say  10  per  cent.)  from  your  last  inventory  of  fixtures, 
tools,  and  other  personal  property  subject  to  decline  in 
value  because  of  wear  and  tear.  Also  depreciate  goods 
carried  over  which  cannot  be  sold  at  full  or  regular 
prices. 

15.  Deductions.  Include  amounts  allowed  customers 
for  damage  or  any  cause  whatever. 

16.  Donations  and  subscriptions.  Include  money  or 
goods  donated  to  charity  or  public  enterprise.  (Pri- 
vate charities  not  included.) 

17.  Losses.  Include  notes  and  accounts  which  are 
uncollectable,  also  amount  paid  attorneys  for  collec- 
tions, and  goods  lost  or  stolen  or  sent  out  and  not 
charged. 

18.  Miscellaneous  expenses.  Include  all  expenses 
not  provided  for  above. 

19.  Interest  on  total  investment.  Figure  interest  on 
your  total  assets  at  the  beginnine  of  your  bu'jiness  year 
(cash,  notes,  accounts,  merchandise,  etc.).  If  this  is 
done  it  insures  your  getting  profits  at  least  enual  to  in- 
terest had  your  capital  been  loaned  instead  of  invested. 


THE  DANGER  OF  BUYING  TOO  HEAVILY 

Being  more  or  less  unbalanced  in  a  business  sense  by 
rising  prices  and  the  difficulty  in  obtaining  merchandise 
in  certain  lines  of  trade,  a  large  number  of  the  smaller 
retailers,  and  not  a  few  of  the  bisser  ones,  have  been 
trying  of  late  "to  buy  their  heads  off."  "Were  the 
country  forever  to  stay  in  the  prosperous  condition  it 
is  at  present,  or  even  for  the  next  several  years,  there 
probably  would  be  time  to  work  off  the  surplus  stock 
that  is  now  being  accumulated  on  many  of  the  retailers' 
shelves,  but,  unfortunately,  even  the  most  optimistic 
merchants  in  the  wholesale  field,  and  the  manufactur- 
ers as  well,  harbor  the  belief  that  a  day  of  reckoning 
will  have  to  come,  says  the  New  York  Times.  When  it 
does,  a  lot  of  retailers  are  going  to  be  caught  with 
goods  on  hand  at  prices  higher  than  they  can  buy  new 
goods  for,  and  for  many  of  them  this  will  mean  going 
"up  the  chimney." 

A  good  merchant  keeps  a  perpetual  inventory  of  the 
stock  on  hand.  Every  dealer  should  set  a  mark  on  the 
amount  of  business  he  should  do  each  month  on  a  cer- 
tain amount  of  stock  and  aim  to  get  the  business  he  is 
after.  If  he  should  happen  to  fall  behind  one  month, 
he  should  make  it  up  the  next  regardless  of  the  gross 
profit.  This  can  be  done  easily  by  selling  a  well- 
known  seasonable  article  at  cost  or  near  it.  The  ex- 
tra goods  sold  at  regular  prices  will  more  than  offset 
the  loss  on  the  one  item  at  sale  prices. 
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Formula  for  Figuring  the  Proper  Selling  Price 


A  simple  formula  that  wilt  greatly  facilitate  the 
figuring  of  the  selling  price  of  goods  for  dealers. 


THE  figuring  of  profits  continues  to  be  a  big  prob- 
lem with  retail  merchants.      One  of  the  ques- 
tions that  frequently  puzzles  merchants  is  how 
to  proportion  percentage  of  profit  on  selling  price  to 
percentage  on  cost.     A  Winnipeg  reader  writes  us  as 
follows : 

"When  I  want  to  make,  say  20  per  cent, 
profit  on  the  selling  price  of  goods,  what  per- 
centage do  I  add  to  the  cost  price,  and  how  do 
you  find  it?" 

Long  Method  of  Reasoning  it  Out 

We  will  take  20  per  cent  on  selling  price  and  follow 
the  method  of  reasoning  by  which  it  is  reduced  to  per- 
centage on  cost.  You  want  to  make  20  per  cent,  on 
selling  price  or  20  cents  on  $1. 

Cost  of  article,  must  therefore,  be  80c. 

Therefore  figuring  on  cost: 

On  80c.  you  make  20  cents. 

100x20 

On  $1.00  you  make  =25c. 

80 

This  equals  25  per  cent.  Therefore  20  per  cent,  on 
selling  price  equals  25  per  cent,  on  cost.  If  an  article 
costs  $2.00  and  you  want  to  make  20  per  cent,  on  the 
selling  price  (which  you  always  figure  expenses  on)  you 
must  add  25  per  cent,  to  the  cost  price,  which  is  50 
cents.     Therefore  the  article  sells  at  $2.50. 


A  much  simpler  method  of  securing  the  percentage 
to  be  added  to  the  cost  price  is  to  use  the  following 
formula.  Let  "X"  represent  the  percentage  of  pro- 
fit it  is  desired  to  make  on  the  selling  price.  Then: 

— =percentage  to  be  added  to  the  cost  price. 


100— X 

Working  it  out  in  actual  figures,  if  a  dealer  wishes 

20 

to  make  20  per  cent,  on  selling  price  he  adds  

100—20 

20 

or  of  100,  equalling  25  per  cent,  to  the  cost  price. 

80 

Suppose  a  dealer  buys  goods  at  $2.  His  cost  of  do- 
ing business  is  17  per  cent,  and  he  wants  to  make  5  per 
cent,  net  profit,  or  a  total  of  22  per  cent  on  selling 

22  22 

price.     He  must  add  or   of  1.00,  equal- 

100—22  78 
ling  28.2  per  cent,  to  cost. 

28.2  per  cent,  on  $2  equals  56  cents,  so  that  the  article 
will  have  to  sell  at  $2.56. 

This  formula  will  greatly  facilitate  the  figuring  of 
the  selling  price  of  goods  for  the  merchant  and  he 
would  do  well  to  memorize  it  or  paste  it  up  in  a  con- 
spicuous place  in  his  ofiice. 


Dealers  Should  Know  Exactly  What  Their  Expenses  Are 


So  that  they  will  know  what  price  to  sell  at  to  net 
a  real  profit — Should  not  be  guessed  at. 


IN  these  days  of  advancing  prices  and  increased  cost 
of  doing  business  it  requires  greater  attention  to 
details  than  ever  before  in  order  to  make  a  busi- 
ness net  a  profit.  With  prices  going  up,  the  percent- 
age of  profit  is  difficult  to  maintain,  while  higher  ex- 
penses further  reduce  the  net  profit.  In  order  that  it 
may  not  be  reduced  to  the  zero  mark,  it  is  essential 
that  the  dealer  know  exactly  what  it  cost  him  to  do 
business,  so  that  he  can  mark  prices  at  a  figure  that  will 
give  him  a  net  profit. 

Do  Not  Guess  at  Figures 

It  does  not  do  to  guess  at  your  cost  of  doing  busi- 
ness. It  should  be^Known  absolutely,  with  every  item 
of  expense  included.'  An  experienced  store  account- 
ant recommends  that  the  cost  of  doing  business  be 
figured  up  each  month,  and  the  month's  showing  used 
as  a  basis  for  figuring  during  the  succeeding  month. 
He  has  prepared  a  table  that  gives  item  for  item  the 
expenses  that  are  incurred  each  month  in  practically 
all  retail  stores.     Here  is  the  table : 

Rent  of  building  (if  you  own,  state  what  it  would 
rent  for). 

Clerks'  salary  per  month. 

Taxes  (divide  annual  premium  by  12). 


Insurance  (divide  annual  premium  by  12). 
Lighting  and  heating  per  month. 
Breakage  and  repairs. 

Advertising  (newspapers  and  circulars,  etc.) 
Printing,  stationery,  books  and  supplies. 
Delivery  expense  (including  repairs). 
Telephone  per  month. 
Bad  accounts,  average  per  month. 
Paper  bags,  wrapping  paper  and  twine  per  month. 
Salary  for  yourself  (put  down  what  you  could  earn 
outside). 

Interest  paid  per  month. 

Interest  on  investment  (say  $3,000  at  6  per  cent., 
equals  $180  per  annum,  $15  per  month). 
Miscellaneous  items. 
Total  expense  per  month. 
Average  total  sales  per  month. 
Average  selling  expense,  per  cent. 


Messi's.  Reid  and  Brown,  Brantford,  Ont.,  report 
business  in  their  new  premises  to  be  good.  Both 
branches  of  their  business,  furniture  and  undertaking, 
have  shown  increases.  A  pleasing  feature  of  the 
trade  this  season  ha;s  been  a  large  sale  of  baby  car- 
riages, which  augurs  well  for  the  Telephone  City. 
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Brighton's  Big  Furniture  Store 

The  illustration  shown  here  is  the  somewhat  large 
and  commodious  furniture  store  owned  by  Burton  E. 
Brintnell,  at  Brighton,  Ont.,  a  small  town  about  one 
hundred  miles  east  of  Toronto,  on  the  Kingston  Road, 
in  the  heart  of  the  famous  apple  belt  of  Ontario. 

Our  representative  on  his  recent  trip  east,  called  on 
Mr.  Brintnell  and  obtained  the  information  that  he 


Burton  E.  Briisttnell 


Brintnell  Furniture  Store.    The  only  one. in  Brighton. 

had  bought  out  this  business  about  six  years  ago,  and 
since  then  he  had  added  to  the  general  furniture  and 
undertaking  departments,  rugs,  baby  carriages,  sewing 
machines,  phonographs  and  pianos,  and  finds  that  the 
different  departments  added  pot  only  help  in  making  a 


much  larger  turnover,  but  also  help  the  sale  of  furni- 
ture as  well,  as  they  all  necessarily  call  many  more 
people  into  the  store. 

Mr.  Brintnell  has  recently  had  the  outside  of  the 
building  painted,  and  has  installed  a  new  steel  rug 
rack  with  forty  arms,  which  enables  him  to  carry  about 
eighty  rugs,  a  fairly  good  assortment  for  the  size  of  the 
place.  An  unusually  large-sized  stock  of  furniture  is 
carried,  considering  the  population,  and  this  consists  of 
a  nice  showing  of  the  better  class  furniture,  some 
Jacobean  diningroom  suites,  also  some  genuine  mahog- 
any and  walnut  bedroom  suites  being  shown.  But  his 
trade  demanding  more  in  the  medium  grade,  conse- 
quently a  much  larger  stock  of  this  class  of  furniture 
is  carried.     A  reasonable  assortment  of  every  article 


A  SUPPLEMENT  E  GIFT  FURNITURE  fJ"  FALL  AND  CHRISTMAS 


Brintnell's  Furniture  Emporium 
BRIGHTON,  ONT.  Phone  36 


Choose  your  Furniture  and  write  or  'phone  us.  We  will  be  pleased 
to  deliver  anything'  anywhere  within  reason.  Satisfaction  gruaranteed 
or  your  money  back. 


How  Mr.  Brintnell  advertises  his  Christmas  Trade. 

of  furniture  that  is  likely  to  be  called  for  is  constantly 
on  hand,  and  by  careful  attention  to  the  buying  end  a 
very  nice  business  is  done  in  this  line. 

But  possibly  if  there  is  any  one  part  of  his  business, 
to  which  Mr.  Brintnell  gives  especial  attention  it  might 
be  the  undertaking  department.  He  recently  added  a 
new  hearse,  a  new  double-decked  wagon,  and  a  Reo 
automobile,  the  automobile  being  used  largely  in  first 
call  work.  And  just  here  we  might  mention  that  Mr. 
Brintnell  is  quite  an  automobile  enthusiast,  having 
taken  some  quite  extended  automobile  trips,  once 
going  around  Lake  Ontario  by  car,  and  another  time 
he  went  to  Montreal  and  Ottawa.  "White  horses  are 
always  used  at  funerals  of  younger  people,  and  black 
horses  at  all  others,  in  fact  every  minutest  detail  is 
very  carefully  attended  to  in  this  line. 

A  new  piano  wagon  has  just  lately  been  added  to  his 
rolling  stock,  in  order  to  more  properly  attend  to  the 
growing  piano  business,  and  as  especial  attention  is 
given  to  the  advertising  end  of  the  business  Mr.  Brint- 
nell is  to  be  congratulated  on  the  up-to-date  methods 
used  in  carrying  on  his  business. 
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The  Furniture  Manufacturer 

A  Department  of  Ideas  and  News  for  the  Factory  and  the  Office 


LUMBER  WANTED  IN  EUROPE 

"Europe  will  need  a  billion  dollars'  worth  of  lumber 
the  fii'st  year  after  the  war,"  asserted  Dr.  Edward 
Ewing  Pratt,  Chief  of  the  U.  S.  Bureau  of  Foreign  and 
Domestic  Commerce,  Department  of  Commerce,  in  an 
address  before  the  Forest  Industry  Conference  at  Port- 
land, Ore.  "There  will  not  only  be  an  opportunity  to 
sell  lumber,  there  will  be  a  duty  that  should  not  be 
shirked. 

"If  the  war  should  end  in  December,  which  is  hardly 
likely,  and  lumber  imports  into  Europe  should  in  the 
meantime  show  no  increase  there  will  be  at  the  close  of 
1916  an  estimated  deficit  in  the  normal  European  lum- 
ber supplies  of  some  $400,000,000.  This  is  entirely  out- 
side of  the  great  additional  needs  for  lumber  due  to  the 
actual  destruction  of  the  war.  No  one  knows  at  pres- 
ent the  amount  of  lumber  that  will  be  needed  by 
France,  Belgium,  Poland  and  other  countries  which 
have  suffered  directly  from  the  war,  to  replace  ruined 
buildings,  railroads,  and  bridges." 


TOY  FURNITURE  LINES  NOW  MADE  COMPLETE 

Toy  houses  may  be  as  completely  furnished  as  reguiar 
houses  these  days,  for  the  improved  lines  of  toy  furni- 
ture covers  every  facility  from  ice  box  to  vacuum 
sweeper  and  from  chiffonier  to  kitchen  table.  Sets 
of  doll  furniture,  each  packed  in  a  box  may  be  bought 
at  wonderfully  low  prices,  while  in  going  up  the  line 
into  the  larger  pieces,  many  of  which  are  large  enough 
for  the  little  girls  who  play  with  them,  one  sees  every 
imaginable  article  of  furniture  in  miniature. 


U.  S.  ELECTIONS  AND  FURNITURE  TRADE 

Under  the  Republican  administration,  in  1913,  only 
$2,850  worth  of  furniture  was  imported  from  Canada, 
but  in  1914,  under  the  Wilson  administration,  this 
amount  increased  to  $11,426,  and  in  1915  the  furniture 
sent  into  the  American  market  to  compete  with  the 
furniture  made  by  the  men  in  Portland  increased  to 
$53,896.  Statistics  for  1916  are  not  yet  compiled,  but 
Portland  furniture  factory  employees  can  rest  assured 
that  at  least  $100,000  of  Canadian  furniture  was 
dumped  in  this  country  in  the  current  year  and  the 
amount  will  increase  constantly  under  the  Underwood 
Democratic  law.  Canadian  furniture  factories  can 
undersell  the  Oregon  factories  because  they  pay  less 
wages  than  the  Oregon  employees  receive. — Pacific 
Furniture  Trade. 


LEATHER  PRICES  AND  SUBSTITUTES 

What's  going  to  take  the  place  of  leather?  Every 
day  we  hear  of  the  increasing  cost  of  leather.  The 
European  demand  is  stronger  than  ever  before.  Dom- 
estic buyers  are  covering  their  immediate  needs  only. 
Europe  is  bidding  fifteen  per  cent,  above  domestic 
prices,  and  yet  the  export  business  is  not  over  ten  per 


cent,  as  the  balance  is  being  saved  for  the  manufacturer 
on  this  side  of  the  ocean.  It  is,  however,  understood 
that  should  sales  follow  the  bidding  that  Europe  could 
easily  use  90  per  cent,  of  the  production.  This  would 
not  leave  much  for  use  here.  This  policy  is  hitting 
the  shoe  purchaser  for  knowing  of  the  foreign  demand 
the  factory  owner  or  manufacturer  is  shoving  up  the 
prices.  Of  course  leather  is  used  for  many  other  pur- 
poses besides  shoes.  The  upholstery  field  needs  it  or 
an  equivalent.  The  furniture,  automobile,  and  other 
industries  iTSe  it  extensively. 

The  increasing  prices  and  shortage  of  hides  is  mak- 
ing the  leather  user  think.  At  the  present  price  he 
can't  afford  to  use  all  genuine  leather,  hence  for  some 
uses  he  is  being  supplied  with  what  is  known  as  split 
leather.  Said  split  leather  is  merely  a  sectional  sheet 
of  a  hide.  Such  plits  will  of  course  not  equal  non- 
split  hide  leather.  In  some  cases  as  many  as  four 
splits  are  made  from  one  hide.  The  top  layer  is  used 
for  fine  book-binding.  The  second,  a  thicker  layer 
still  bears  the  natural  grain  of  the  leather  and  is  known 
as  genuine  leather  No.  1.  It  is  used  for  upholstering 
high-class  automobiles  and  furniture.  The  third  layer 
is  thicker  than  the  second  and  is  soft  and  spongy,  be- 
sides it  has  no  natural  grain.  This  part  of  the  hide  is 
again  split.  What  these  latter  splits  lack  in  appear- 
ance is  put  on  by  coating  them  with  a  surfacing  com- 
pound and  then  embossing  that  coating  so  as  to  imi- 
tate the  grain  desired.  But  the  strength  isn't  there, 
and  the  splits  don't  last,  which  adds  misery  to  the  life 
of  the  local  dealer  who  sells  the  upholstered  article. 

Many  manufacturers  have  found  a  way  to  avoid  the 
effect  of  this  fast  wearing  material.  Leather  sub- 
stitutes are  taking  its  place  for  many  uses  and  espe- 
cially upholstery.  They  are  stronger  than  split 
leather,  because  while  the  latter  is  merely  a  sectional 
sheet  of  a  hide,  a  leather  substitute  has  for  its  base  a 
specially  woven  very  strong  cotton  cloth.  That's  how 
some  people  are  taking  care  of  a  product  shortage. 


GOLD  MEDAL  PRODUCTIONS 

The  Gold  Medal  Furniture  Co.,  Ltd.,  Toronto,  re- 
cently issued  a  new  catalogue  of  their  furniture  pro- 
ductions, covering  their  medium  and  high  grade  up- 
holstered furniture  and  bedding  lines,,  as  made  at  their 
Toronto  factory.  It  is  the  intentiori  of  the  company 
to  supplement  the  present  catalogue  from  time  to  time 
with  new  and  seasonable  designs  as  they  appear.  The 
ever  increasing  cost  of  raw  materials  and  the  situation 
involved  in  the  employment  of  skilled  workmen  made 
it  imperative  to  adjust  prices  in  the  catalogue,  though 
changes  were  made  only  where  necessity  compelled 
such  change  to  be  made. 

Livin groom,  diningroom  and  parlor  furniture  are 
included  in  the  goods  shown  in  the  catalogue  as  also 
are  davenports  and  divanettes,  sofas,  couches,  camp 
beds,  cots  and  "Hercules"  bed  springs  and  "Purity" 
mattresses. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 


jfo    94  Oak        Some   items   from   the   Clii'istmas   furniture  line  made  by   The   Knechtel    Furniture   Co.,    I,td.,    Hanover,  Ont. 

umbrella  stand. 


Sugges  tions 
for  the 
Christmas 
Season 
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A  Page  of 
Living-room 

and 
Dining-room 
Chairs 


This  rocker  and  arm  chair  are 
from  a  new  oak  library  set  (No. 
761)  made  by  The  Gold  Medal 
Furniture  Mfg.  Co.,  Ltd.,  Toronto. 
The  chairs  have  spring  seats. 


Two  chairs  from  new 
William  and  Mary 
walnut  suites  made  by 
the  George  McLagan 
Furniture  Co.,  Ltd., 
Stratford,  Ont. 


The  colonial  scroll  ap- 
plied to  new  diners. 
From  the  Stratford 
Chair  Company's  line. 


34 


CANADIAN  FUENITURE  WORLD  AND  THE  UNDERTAKER 


December,  1916 


These  three  items  are  from  a  new  (No.  767)  library  set  in  oak 
with  Jacobean  trimmings,  made  by  The  Gold  Medal  Furniture  Co., 
Ltd.,  Toronto. 
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First  Recordings 
now  on  sale 
on 

Columbia 
Records 


ZARO 


'*The 
Greatest  Tenor 
since 
Rubinif 

a  greater  than 
Gayarre  " 


Here,  indeed,  is  the  biggest  news  of  the  year.  Biggest 
to  dealers.  Biggest  to  every  lover  of  great  music. 
Already  whole  countries  have  been  thrilled  with  the 
marvel-voice  of  Lazaro.  The  supreme  beauty  of  this 
remarkable  tenor's  voice  thrills  the  very  soul  in  his 
exclusive  Columbia  Records  —  records  so  wonderful 


that  we  cannot  undertake  to  describe  them  in  type. 
The  only  adequate  description  is  to  hear  them. 
These  magic  tenor  records  are  among  the  biggest 
selling  oiyportunities  to-day  in  the  entire  industry, 
because  any  record  by  Lazaro  will  sell  as  soon  as 
heard. 


Columbia  Graphophone  Co. 

365  Sorauren  Ave.,  Toronto 
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In  the  Talking  Machine  Department 


Talking  machines  as  a 
furniture  line 


No  better  indication  of  the  prospects  for  success  for 
the  sale  of  talking  machines  by  the  furniture  dealers  is 
afforded  than  the  enthusiasm  and  good  will  which  the 
manufacturers  of  these  instruments  manifest  towards 
the  furniture  men  as  prospective  sellers  of  their  iiia- 
chines.  They  are  almost  a  unit  in  declaring  that  the 
furniture  man  can  make  a  big  success  of  the  line,  and 
the  proof  of  the  pudding  is  in  the  fact  that  the  dealers 
who  have  undertaken  the  sale  of  the  instruments  in 
the  proper  manner  are  making  a  success  of  the  line. 

In  discussing  the  prosjjects  for  success  of  the  furni- 
ture dealer  Bruce  Watson,  in  The  Chicago  Furniture 
Journal,  tells  of  a  sales  inanager  for  a  maker  of  one 
of  these  machines  who  said  recently : 

"There  is  not  any  doubt  in  tlie  writer's  mind  but 
what  a  talking  machine  department  properly  installed 
with  the  right  kind  of  a  person  at  the  head  of  it  is  a 
paying  proposition  for  a  retail  furniture  store.  The 
writer  has  in  mind  several  retail  furniture  stores  that 
have  made  splendid  success  with  their  talking  machine 
departments.  The  trouble  in  a  great  many  instances 
is  that  they  go  into  it  in  a  halfhearted  way  and  it  is 
just  like  anything  else;  it  must  be  puslied  if  results  are 
to  be  gotten  and  money  made." 

The  talking  machine  business  I'anks  right  along  with 
the  moving  picture  and  automobile  as  the  three  leaders 
and  there  is  not  any  reason  why  a  furniture  dealer  with 
his  host  of  customers  buying  furniture  should  not  sell 
them  a  talking  inachine.     Objection  has  been  made  on 


T  doesn't  need  any  argument 

to  prove  to  you  the  advantage  of  owning  a 
sound-producing  machine  which  plays  any  style 
or  make  of  disc  record.  The  Phonola  not  only  does 
this,  but  It  does  more :  it  plays  them  with  an  absence 
of  blurring  and  scratching  to  irritate  your  nerves  and 
spoil  your  enjoyment.  The  Phonola  is  a  purely 
Canadian  product,  made  in  a  wide  range  of  styles 
and  sizes,  and  priced  from  $15  to  $250. 


Playi  ftll  disc  rec«v<k.  S€nd  for 
free  i]lu(ir»led  CA^logue.  uvi  receive 
also  •  copy  of  our  new  catalogue  of 


Model  B  $45 


An  example  of  what  one  of  the  iiianufactni  ers  is  doing 
to  help  I  he  dealer. 


the  part  of  furniture  dealers  thai  they  do  not  care  to 
bother  with  the  talking  machine.  They  could  well 
afford  to  learn  things  about  the  machine  providing 
Ihey  are  willing  to  fix  up  sound-proof  booths,  in  adver- 
tising and  in  getting  competent  persons  to  take  charge. 
These  things  are  imperative  if  they  expect  to  make  a 
success  out  of  it. 

One  of  the  managers  for  the  Columbia  Graphophone 


Co.,  was  enthusiastic  about  furniture  dealers  handling 
this  line.  "There  isn't  any  doubt,"  said  he,  "but 
what  fi;rniture  dealers  are  making  a  big  success  with 
our  line,  and  it  is  evident  that  every  furniture  store 
ought  to  install  it.  The  talking  machine  has  become 
as  necessary  to  the  home  of  to-day  as  almost  any  other 
ai'tiele  to  be  found  in  the  furniture  store.  There  is 
nothing  which  is  in  more  demand  at  the  present  time. 
We  all  realize  the  fact  that  human  nature  demands  a 
certain  degree  of  cheer  and  recreation,  and  the  talking 
machine  is  one  of  the  best  means  to  that  end.  It  has 
become  an  essential  feature  of  the  home  and  is  consid- 
ered one  of  the  most  important  items  in  home  furnish- 
ings. That  is  the  reason  why  a  talking  machine 
department  is  the  logical  thing  for  the  furniture  dealer. 

"The  demand  for  machines  and  records,  and  of  the 
better  class,  too,  is  a  constantly  increasing  one.  These 
articles  sell,  just  as  automobiles  and  lamps  do,  by  force 
of  suggestion.  A  man  sees  some  one  else  enjoying 
them  immensely  and  immediately  wants  one  himself. 
Tlie  man  who  can  first  drive  that  suggestion  home  to 
the  people  of  his  community  will  get  the  business.  The 
furniture  dealer  gets  the  advantage  of  the  cumulative 
force  of  the  large  volume  of  advertising  such  companies 
as  ours  are  doing.  Great  sums  have  been  spent  through 
national  mediums  and  through  the  daily  press  to  place 
our  machines  before  the  public  and  all  this  will  work 
to  the  advantage  of  the  man  who  installs  the  line  at 
this  time. 

"Then  again,  a  line  of  talking  machines  which  is 
sold  at  fixed  standard  prices,  which  plan  of  selling 
governs  the  sale  of  the  Columbia  line,  is  a  big  advan- 
tage to  the  dealer.  He  knows  just  where  he  stands  in 
handling  this  kind  of  merchandise  and  knows  that  no 
other  dealer  can  come  in  and  undersell  him.  This  is 
a  big  thing  for  the  furniture  dealer,  and  goes  a  long 
way  toward  insuring  his  investment. 

"The  line  is  especially  attractive  to  that  kind  of  a 
furniture  dealer  who  conducts  a  safe  installment  busi- 
ness. He  has  incurred  all  the  expense  of  an  organ- 
ization and  the  establishment  of  a  credit  department 
and  the  building  up  of  a  satisfactory  clientele.  To 
him  it  is  an  easy  matter  at  small  cost  to  place  a  desir- 
able outfit  in  his  establishment,  install  a  few  booths 
properly  fitted  up,  and  retain  the  trade  of  those  who 
have  already  established  satisfactory  relations  with 
the  house.  This  trade  can  be  still  further  extended 
by  means  of  the  sale  of  records,  which  will  keep  the 
customers  coming  into  the  store,  keep  the  store  in  the 
customers'  minds  and  thus  bring  them  back  when  other 
furniture  is  wanted.  In  this  way  many  accounts  are 
held  which  might  otherwise  become  inactive  on  the 
books. 

"The  selling  of  records  is  one  of  the  big  features  of 
the  talking  machine  department,  and  furniture  dealers 
are  everywhere  appreciating  the  advantage  of  this 
class  oP  trade.  With  evening  concerts,  a  great  many 
will  be  drawn  into  the  store  w^ho  would  not  otherwise 
come  in,  and  business  throughout  the  entire  store  is 
stimulated  thereby.  On  the  whole,  I  think  there  is  a 
big  field  for  the  furniture  man  in  this  line.  Our  line 
is  already  a  big  business  with  the  leading  furniture 
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From  Every  Standpoint 

It  Will  Pay  You  to  Show 
and  Recommend  the 

Phonola 

Disc  Talking  Machine 

The  Ideal  Instrument 
For  Any  Home 

It  is  made  in  Canada,  by  Canadians.  There  is  no  duty 
— no  war  tax,  added  to  the  price.  It  gives  the  customer 
bigger  value  than  any  other  sound-producing  instrument 
he  can  buy,  and  the  dealer  gets  a  better  profit.  The 
agency  proposition  is  open.  You  can  handle  anything 
else  you  like  with  the  Phonola.  The  Phonola  will  play 
any  needle  disc  record  and  play  it  better.  It  has  several 
exclusive  features — notably,  the  noiseless,  smooth  run- 
ning, durable  motor. 


The  Retail  Prices  Range  from 

$20  to  $250 

The  newest  type  Phonola 
is   fitted   with  resonating 
chambers,   which  amplify 
and  purify  the  tone.  This 
device  is  in  no  instrument 
but  the  Phonola.    It  is  our 
invention  and  we  hold  the 
patents.    It  will  get 
you  the  highest  class 
trade. 


The 

Pollock  Mfg. 


MODEL  "DUKE"  $90.00 
Mahogany,  Golden,  Mission,  Fumed  Oak 


Co.,  Limited 

Kitchener,  Ontario 


MODEL  A,  $65.00 
Golden  Fumed  Oak,  Mahogany. 


MODEL  C,  $32.50 
Golden  Oak,  Mahogany 


MODEL  "PRINCESS"  $135 
Oak  and  Mahogany 
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houses.  It  is  profitable,  easy  to  handle  and  is  con- 
stantly growing.  The  sales  in  records  are  steady  and 
help  to  stimulate  trade  in  general." 


TALKING  MACHINES  IN  ENGLAND 

As  a  hint  to  retail  furniture  dealers  in  London,  Eng- 
land, where  the  streets  are  darkened  every  night  to 
keep  the  city  from  being  located  by  Zeppelins  and 
whfre  the  people,  having  to  stay  at  home  more,  need 
indoor  amusements,  the  London  Furniture  Record 
says : 

"Clearly,  the  demand  for  talking-machines  will  be 
very  large  this  winter.  These  machines,  of  course, 
can  be  had  at  various  prices,  but  we  believe  there  will 
be  a  good  mai-ket  this  year  for  the  higher-priced  lines. 
It  is  difficult  to  exaggerate  the  extent  of  the  new  op- 
portunity. Many  a  family  seeking  for  something  to 
enliven  the  winter  evenings  would  become  purchasers 
of  a  high-class  gramophone  if  they  were  able  to  ex- 
amine it  in  a  local  shop.  In  this  connection,  the  re- 
tailer should  have  on  hand  plenty  of  good  modern  re- 
cords and  full  lists  of  others  procurable.  He  should 
be  ready  to  explain  exactly  what  records  the  particular 
machine  will  play.  This  is  a  point  too  often  over- 
looked. The  trader  should  not  assume  that  the  cus- 
tomer knows  all  the  intricacies  of  the  various  machines. 
Pushed  with  intelligence  and  determination,  the  talk- 
ing-machine business  should  .yield  the  retail  furnisher 
a  really  splendid  harvest." 

The  advice  is  good  for  Canadian  furniture  dealers 
as  well. 


WHY  HE  FAILED 

He  was  finally  compelled  to  admit  defeat.  When 
the  house  which  supplied  him  with  machines  and  re- 
cords received  still  another  request  for  the  renewal  of 
a  bill  that  should  have  been  settled  long  ago  the  man- 
agement decided  to  let  him  out.  His  stock  was  ap- 
praised and  taken  ot¥  his  hands. 

An  examination  of  the  premises  brought  to  light  a 
considerable  collection  of  supplements,  catalogues, 
leaflets,  etc..  prepared  and  printed  at  considerable  cost 
and  for  the  purpose  of  boosting  sales.  These  had  been 
collecting  dust  under  the  counter  for  months.  They 
were  not  only  useless  but  a  waste. 

Their  discovery,  however,  confirmed  the  opinion 
that  the  man  did  not  deserve  the  opportunity  he  had. 
His  location  was  good,  so  were  his  store  and  show 
window.  He  had  all  the  assistance  the  wholesaler 
could  possibly  give  him,  but  when  that  wholesaler  saw 
that  he  did  not  have  gumption  enough  to  use  the  litera- 


Talking  Machines  in  Furniture  Stores 

The  rise  of  the  talking  machine  has  been  almost  as 
phenomenal  as  that  of  the  automobile.  The  output 
and  sale  of  them  have  grown  enormously.  Instead  of 
three  or  four,  several  years  ago,  there  are  a  large 
number  of  manufacturers  of  them. 

The  talking  machine  is  an  excellent  article  for  the 
furniture  store  to  carry.  It  is  a  good  seller,  and 
promises  to  remain  popular.  It  may  be  sold  on  install- 
ment.    It  bears  as  large  a  profit  as  furniture. 

Don't  let  the  music  houses  and  the  stationers  and 
drug  stores  have  all  of  this  business,  when  you  can 
handle  it  to  better  advantage.  Investigate,  and  get 
into  the  game. 


ture  supplied  him  free  of  charge  he  decided  that  he 
should  be  out  of  business  and  so  he  is.  It  is  not  here 
insinuated  that  because  he  neglected  to  use  the  litera- 
ture he  failed,  but  because  he  had  not  sufficient  enter- 
prise to  appreciate  the  purpose  and  value  of  the  litera- 
ture.    Use  the  literature  and  use  it  intelligently. 


SELL  HIGH  PRICED  MACHINES 

That  better  margins,  less  irregularity  in  collections, 
a  minimum  of  complaints  and  a  more  satisfactory 
business  in  every  way  are  coincident  with  the  sales  of 
the  higher  priced  machines  as  contrasted  with  the 
business  in  the  cheap  machines  is  probably  generally 
conceded.  But  it  is  not  generally  conceded  in  either 
manufacturing  or  retail  circles  that  the  cheap  instru- 
ment is  a  detriment  to  the  business  even  though  the 
margin  is  almost  negligible  for  the  maker  find  the 
dealer's  profit  but  a  small  figure. 

The  cheap  machine  has  its  champions  in  men  who 
argue  that  its  ownership  results  in  an  accumulation 
of  records  and  though  not  in  itself  all  that  its  pur- 
chaser expected,  he  is  still  not  discouraged,  but  on  the 
contrary  his  desire  to  own  a  good  machine  has  been 
increased. 

Whether  the  cheap  machine,  by  which  is  meant  one 
retailing  at  twenty-five  dollars  or  under,  is  beneficial 
in  a  business  way  each  dealer  must  figure  out  for  him- 
self, but  there  can  be  no  doubt  about  the  wisdom  of 
concentrating  on  the  better  types  and  encouraging  in- 
terest in  them  to  the  extent  that  the  possible  buyers 
appreciate  the  fact  that  a  machine  below  twenty-five 
dollars  is  less  worthy  of  consideration  than  one  above 
one  hundred  dollars. 


PATHE  FRERES  IN  WESTERN  CANADA 

li.  J.  Whitla  &  (_'.o.,  Ltd.,  WiRnijjeg,  have  been  ap- 
pointed agents  and  distributers  for  the  Pathe  Freres 
pathephones  and  records  in  Western  Canada,  their  ter- 
ritory extending  from  Fort  William  to  the  Pacific  Coast 
and  the  Yukon.  They  will  carry  in  their  Winnipeg 
warehouse  a  large  and  complete  stock  of  machines  and 
records. 

C.  B.  Moore,  manager  of  the  housefurnishings  de- 
partment for  Whitla 's,  will  have  charge  of  this  new 
department.  In  an  interview  with  Canadian  Furni- 
ture World,  Mr.  Moore  said  the  taking  on  of  talking 
machines  was  somewhat  forced  on  his  house  owing  to 
conditions  now  existing  in  the  West,  and  also  because 
of  the  number  of  inquiries  his  firm  had  received.  In 
this  connection,  and  when  the  principals  decided  to 
handle  a  talking  machine  line,  Mr.  Moore  was  sent  on 
a  tour  of  investigation  to  get  information  about  the 
best  line.  He  visited  Chicago.  Indianapolis,  Richmond, 
Buffalo,  Philadelphia,  New  York,  Montreal  and  To- 
ronto, and  decided  the  Pathe  line  filled  the  bill.  He 
returned  to  Winnipeg  with  his  report,  and  was  sent 
back  almost  immediately  to  Toronto  to  open  and  con- 
clude negotiations.     This  has  now  been  done. 

The  Whitla  company  is  one  of  the  largest  concerns 
operating  in  Western  Canada,  having  business  rami- 
fications extending  to  the  Arctic  Circle.  Their  prin- 
cipal warehouse  occupies  nearly  a  whole  city  block, 
having  three  frontages  on  McDermott,  Arthur  and 
King  Streets. 


Don't  be  afraid  to  spend  some  of  your  money  to  get 
good  window  dressing  ideas.  You  can't  think  up  all 
the  good  plans  yourself. 
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"INVINCIBLE." 


(Construction  and  Design  Patented) 
$475.00. 

Circassian  Walnut,  $65.00  extra. 
Golden,  Fumed  or  Early  English  Oak 
Sheraton  Miihogany  or  Mahogany.  12 
inch  Turntable.  Extra  Heavy  Triple 
spring  Motor,  Gold-plated,  playing  three 
quarters  of  an  hour,  or  fifteen  10-inch  re 
cords,  in  one  winding.  Motor  Meter 
Spring  Control.  Tone  Modifier.  Multi 
playing  Needle.  Sapphire  Needle.  Dia- 
mond Needle.  Automatic  Starter  and 
Stopper.  Equipment  for  playing  all 
makes  of  disc  records  in  the  world.  Trim- 
mings Gold-plated.  Envelope  Filing  sys- 
tem with  capacity  for  110  records. 
Dimensions:  Width,  24  in.,  Height,  50 
in.,  Depth,  24  in. 


So  wonderful  has  been  the  public's  appre- 
ciation of  the  merits  of  Sonora,  that  the 
sales  have  gone  far  beyond  the  amounts 
anticipated  by  the  Sonora  Corporation,  and 
even  with  a  manufacturing  capacity  very 
many  times  greater  than  that  of  last  year, 
the  supply  is  being  forced  to  the  utmost  to 
keep  pace  with  the  tremendous  demand. 

We  suggest,  however,  that  if  you  are  in  a 
position  to  do  justice  to  the  selling  of  an 
instrument  with  the  wonderful  reputation 
which  Sonora  has — we  suggest  that  you 
write  us,  and  we  shall  be  pleased  to  go 
into  the  matter  with  you. 


We  might  mention  here  that  a  Sonora  agency  is  valuable. 

We  must  have  the  very  ablest  of  representatives  and 
we  carefully  choose  the  best. 

Write  us  at  once  and  we  will  endeavour  to  supply  you 
with  machines  for  the  late  holiday  trade. 

Each  Sonora  Phonograph  priced  above  $100.00  can  be 
equipped  with  Electric  Motor  at  an  additional 
cost  to  the  consumer  of  $45.00. 

Manufactured  by^ 

SONORA  PHONOGRAPH  CORP.,  NEW  YORK 

Get  agency  terms,  discounts,  etc.,  from  the  CANADIAN  DISTRIBUTORS 

I.  MONTAGNES  &  CO, 

Ryrie  Building,  Yonge  and  Shuter  Sis.,  TORONTO 


'IMPERIAL 


(With  Swell  Front)  $135 
Oak  or  Mahogany,  all  finishes 
12-inch  Turntable.  Strong 
Double-spring  Motor,  Nickel-plated, 
playing  five  10-inch  records  with 
one  winding.  Tone  Modifier. 
Multi-playing  Needle.  Sapphire 
Needle.  Diamond  Needle  $5.00 
extra.  Automatic  Starter  and 
Stopper.  Equipment  to  play  all 
disc  records  in  the  world.  Trim- 
mings Nickel-plated,  Envelope  Fil- 
ing System,  with  capacity  for 
holding  80  records. 
Dimensions:  Width  20  in.,  Height 
42%   in..  Depth  20  in. 


40 


CANADfAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


December,  1016 


A  factory  for  inakiiig  cjiiic  liii  iiitiiro  has  been  opened 
at  Kerrobcrt,  Sa.sk. 

Tlie  Standard  Furniture  Mar!,  (ialgary,  was  slightly 
danuiged  by  fire  recently. 

The  Cantian  Fiirnitui'e  ('o.,  at  (iarinan,  Man.,  is  suc- 
ceeded in  business  by  A.  S.  Doyle. 

G.  W.  Gaetz,  furniture  and  hardware  dealer,  at 
Leduc,  Alta.,  has  sold  his  business  to  Skinner  &  Dalg- 
leish,  Ltd. 

S.  Levinter,  furniture  dealer,  at  415  Queen  Street 
West,  Toronto,  has  moved  his  business  across  to  the 
north  side  of  the  street. 

The  Kilgour  Davenport  Co.,  Toronto,  are  building  a 
three-story  addition  to  their  plant,  which  will  add 
20,000  s(|uare  feet  to  their  space. 

N.  S.  Valliquette,  Ltd.,  Montreal,  have  purchased  the 
stock,  fixtures,  equipment  and  book  debts  of  Leroux, 
Daignault  &  Brault.  furniture  dealers,  of  the  same 
place,  who  assigned  recently. 

The  Melotone  Talking  Machine  Co.  have  established 
a  factory  at  236  Foi't  Street,  Winnipeg.  They  will  use 
only  high  grade  mahogany  and  oak  lumber  in  the  con- 
struction of  the  cabinets  for  their  machines. 

The  Knechtel  Furniture  Co.  have  installed  a  ma- 
chine at  their  Southampton,  Ont.,  factory  for  applying 
finishing  materials  by  air  pressure.  The  Bell  Furni- 
ture Co.  of  the  same  place  have  also  installed  two  air 
varnish  sprayers. 

The  Carola  Co.  of  Canada,  Ltd.,  has  been  incorporated 


with  capital  of  .+40,000.  to  manufactui-e  talking  ma- 
chines. The  head  office  of  the  company  is  to  be  at 
Toronto,  and  the  provisional  directors  are  W.  K.  (.'ook. 
II.  R.  Peterson,  F.  J.  Foley  and  D.  J.  Coffey. 

Louis  Yolles,  furniture  dealer  at  377  Queen  Street 
West,  Toronto,  has  enlar-ged  his  store  by  taking  in  the 
adjoining  f)remises  and  almost  doubling  his  store  front. 
F'late  glass  display  windows  on  the  street  level  and  on 
the  first  floor  greatly  add  to  the  attractiveness  of  the 
store. 

The  Toronto  Furniture  Co.,  Ltd..  ToJ-onto.  have  is- 
sued through  the  Instalment  Investment  Co.,  of  Mon- 
treal, $.300,000  worth  of  thirty-year  six  per  cent,  gold 
mortgage  bonds  in  denominations  of  -t-^OO  and  $100. 
Of  these  bonds  .$100,000  worth  are  being  held  for  the 
future  purposes  of  the  company. 


JANUARY,  1917,  FURNITURE  EXHIBITIONS 

No  concerted  a(;tion  will  be  taken  by  the  Canadian 
furniture  manufacturers  next  month  in  regard  to  a 
general  furniture  exhibition.  The  manufacturers  of 
Kitchener  and  Stratford,  however,  will  make  showings 
of  their  productions  on  the  floors  of  their  showrooms 
during  January,  and  hope  to  see  many  furniture  buyers 
from  Canadian  points. 

FURNITURE  PRICES  GOING  HIGHER 

The  growing  scarcity  of  hardwoods  and  the  higher 
costs  of  labor  have  brought  about  increased  prices  on 
nearly  all  furniture  items.  This  condition  is  applic- 
able both  in  Canada  and  the  United  States.  This 
coming  winter  is  not  expected  to  increase  the  supply 
of  timber,  as  some  camps  will  be  entirely  closed,  and 
most  of  those  working  their  limits  will  be 
under-manned. 


CANADIAN  FOREST  PRODUCTS 

The  state  of  Canada's  trade  in  timber 
since  the  war  began  is  a  matter  of  the 
greatest  importance  to  our  citizens.  The 
figures  for  the  calendar  years  1014  and 
1015  are  given  in  the  bulletins  of  the 
Forestry  Branch  of  the  Department  of 
the  Interior.  The  sub.ject  is  divided  in 
this  way :  lumber  is  dealt  with  in  Bulletin 
.58A ;  pulp  and  pulpwood  in  .58B :  and 
poles  and  cross-ties  in  58C.  Any  citizen 
interested  who  has  not  received  a  copy  of 
any  of  these  bulletins  may  secure  one  free 
by  writing  to  the  Director  of  Forestry, 
Ottawa. 


The  "Barcarolle"  Sonora.  made  in  golden,  fumed,  early  English,  mission  oak,  Sheraton 
mahogany  and  mahogany.   Canadian  distributers,  J.  Moutagnes  &  Co.,  Toronto. 


INQUIRIES  FOR  CANADIAN 
FURNITURE 

Inquiries  for  Canadian  furniture  have 
been  received  by  the  Department  of  Ti'ade 
and  Commerce,  Ottawa  .  from  a  Port 
Elizabeth  (South  Africa)  firm,  which  re- 
quests catalogues,  pamphlets  and  particul- 
ars of  packing  on  any  furniture  shipped 
in  the  k.d.s.,  including  bentwood,  folding 
and  other  chairs. 

An  East  London  firm  also  makes  a  de- 
mand for  supply  from  Canada  of  furni- 
ture. They  request  catalogues,  pamph- 
lets and  particulars  of  packing  on  any 
furniture  shipped  in  the  k.d.s..  including 
bentwood,  folding  and  other  chairs. 
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What  a  Salesmen  Really  Is 


This  definition  of  a  salesman  won  a  prize  recently: 
"One  who  sells,  satisfies  both  employer  and  customer, 
justly  serving  the  interests  of  both,  using  initiative  and 
originality  constantly  to  increase  sales  without  misrep- 
resentation or  losing  customers  by  selling  something 
not  wanted.  A  good  salesman  will  study  to  acquire 
knowledge  concerning  the  goods  and  their  merits.  Also, 
to  cultivate  a  pleasing,  magnetic,  dependable  person- 
ality that  will  inspire  and  hold  confidence." 


•  THE  POWER  OF  ENTHUSIASM 

Enthusiasm  intelligently  directed  will  do  anything 
that  can  be  done.  The  reason  everyone  has  not  en- 
thusiasm is  because  it  takes  some  little  trouble  to  get  it. 
If  it  were  easy  to  get,  all  would  have  it  and  then  it 
would  be  cheap.  Enthusiasm  feels  good;  the  most 
persistent  opposition  will  melt  before  real  enthusiasm 
because  the  buyer  feels  the  salesman  must  be  right  or 
he  could  not  be  so  enthusiastic.  The  clear,  sparkling 
spring  suggests  enthusiasm;  the  black,  muddy  pool, 
despair.  Which  influence  do  we  radiate  in  our  sales 
personality? 

Enthusiasm  should  be  our  personal  experience,  for  it 
blooms  and  blossoms  out  from  expert  knowledge  of 
merchandise  and  merchandising  methods. 


PERSUASION  AND  TACT 

Powers  of  persuasion  should  be  cultivated  by  all 
salesmen.  Persuasion  is  soothing.  It  cools  the  fires 
of  distrust  and  resentment.  It  finds  common  ground. 
Sometimes  it  works  through  argument ;  sometimes 
through  example,  comparison,  or  contrast.  It  may 
question  or  perhaps  lead  the  other  into  talking.  It 
always  says  the  right  thing  at  the  right  time.  Its  re- 
ward is  the  sale,  and  the  sale  is  the  means  to  many 
others. 

Progressive  salesmen  are  tactful.  Tact  is  a  refusal  to 
become  irritated,  a  pleasing  insistence  and  grit  to  stay 
Avith  the  game  and  win  out. 

Salesmanship  is  the  art  of  probing  and  finding  the 
point  of  least  resistance  in  the  other  fellow.  By  read- 
ing human  nature  this  is  determined,  for  no  man  is 
armor-clad. 


PERSONALITY  IN  SALESMANSHIP 

Sheldon  tells  us  there  are  eight  things  that  determine 
a  man's  personality : 

1.  Knowledge  of  self  for  the  betterment  of  self-de- 
velopment. 

2.  Knowledge  of  your  goods,  your  business,  your  de- 
velopment. 

3.  Knowledge  of  your  competitor's  goods,  business 
and  proposition  in  so  far  as  possible. 

4.  Knowledge  of  human  nature. 

5.  Knowledge  of  business  psychology. 

6.  Knowledge  of  the  field  in  which  you  are  operating. 

7.  Knowledge  of  the  particular  individual  with  whom 
you  are  dealing.  You  ought  to  know  a  man's  chief 
pleasure,  habits,  likes  and  dislikes,  ideals  and  all  those 
things  that  give  you  a  point  of  contact  with  the  indi- 
vidual. The  more  points  of  contact  with  the  individual 
the  better  you  will  get  along  with  him. 

8.  Knowledge  of  general  business  conditions. 


ANALYSIS  OF  A  SALE 

Every  sale  can  be  analyzed  and  the  fundamental 
principles  of  approach — attention — interest — desire — 
and  closing  can  be  traced  from  the  beginning  to  the 
end.  First  impressions  are  usually  more  lasting  than 
the  last.  It  is  important  then  to  make  a  good  first 
impression,  if  you  desire  to  create  the  interest  in  your 
goods  and  to  create  a  desire  on  the  part  of  your  cus- 
tomer to  purchase  what  you  have  to  sell. 

Be  careful  of  your  upproac.h.  If  your  customer  is 
busy,  wait  until  he  is  at  leisure  to  listen  to  you,  or  else 
make  an  appointment  to  see  him  at  a  future  time.  If 
he  appears  to  be  in  bad  humor  endeavor  to  create  a 
friendly  feeling  that  will  dispel  this  handicap. 

After  you  have  passed  through  this  first  stage  in  the 
sale  the  next  step  is  to  create  such  an  interest  in  your 
goods  that  your  prospect  will  give  you  the  necessary 
hearing  and  consideration.  In  order  to  interest  your 
customer  you  must  have  the  proper  knowledge  of  your 
goods.  You  must  explain  various  details  of  your  pro- 
position and  use  such  language  as  he  will  easily  and 
readily  understand.  Know  what  you  are  talking  about 
so  that  you  feel  perfectly  at  home  in  exploiting  the 
merits  of  your  line.  Be  honest  and  frank  about  your 
proposition.  Do  not  misrepresent  or  make  any  state- 
ments concerning  your  products  you  can  not  back  up. 
Have  your  whole  heart  and  soul  in  your  proposition. 
Learn  to  sell  yourself,  then  you  can  sell  your  customer. 


THE  EMPLOYEE'S  GOLDEN  RULE 

He  was  a  keen  business  man  who  said  the  other  day: 
"I  do  not  care  for  a  salesman  Avho  is  not  anxious  to 
be  more  than  a  salesman."  Here  are  a  few  suggestions 
to  ambitious  fellows : 

Do  unto  your  employer  as  you  would  have  yoiir  em- 
ployer do  Tinto  you,  were  your  conditions  reversed. 

Do  everything  within  your  poAver  to  make  your  em- 
ployer's business  a  success,  knoAAang  that  such  success 
through  your  efiPorts  Avill  mean  your  success. 

If  you  are  a  salesman,  make  each  week's  sales  this 
year  more  than  the  same  Aveek  last  year. 

Give  your  customer  every  attention  within  your 
poAver. 

Make  up  your  mind  to  sell  every  prospect,  making  up 
your  mind  is  half  the  battle. 

No  matter  A'rbat  your  position,  put  your  employer's 
siiccess  first.  Do  your  Avork  as  painstaking  as  it  lies 
AA-ithin  3^our  power  to  do  it.  If  you  haven't  faith  en- 
ough in  your  employer  to  know  that  his  success  means 
your  success,  find  another  job. 


PROFIT  MAKERS 


Efficiency 
Cleanliness 
Clear  heads 
Good  credit 
Co-operation 
Watchfulness 
Tell  the  truth 
Concentration 
Fire  protection 
Good  equipment 
Don't  generalize 
Correct  receiving 
Well   kept  records 


Increasing  sales 
Higher  standards 
Accurate  shipping 
Run  your  business 
Watching  due  rates 
Decreasing  expenses 
Utilizing  good  ideas 
Intelligent  salesmen 
Perpetual  inventories 
Imparting  ideas  clearly 
Improving  the  ordinary 
Fresh  air  and  sanitation 
Knowledge   that  quickens 
N.  A.  HaAvkins 


Don't  rest  on  your  laurels.     Get  some  more. 
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Undertakers'  Department 

I Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  inoited  to  send  letters  ^^^^^^^^^^^^^^^^^^^ 
expressing  their  views  on  any  of  the  subjects  dealt  with    News  of  the  profession  throughout  Canada. 


Consumptive  Complications 

By  Howard  S.  Eckels,  Ph.G. 
Dean  of  Eckels' College  of  Embalming,  Philadelphia.  Pa. 

CONSUMPTIVE  eases  present  some  features  not  al- 
together appreciated  by  every  embalmer.  Fre- 
quently we  hear  an  undertaker  say,  "'Consump- 
tive cases  are  easy  to  embalm."'  Another  will  make 
the  remark  that  "The  hardest  cases  I  have  are  tuber- 
culosis cases."  One  thing  it  is  well  not  to  forget,  and 
that  is  that  a  consumptive  case  in  winter  and  a  con- 
sumptive case  in  summer  may  present  entirely  different 
complications. 

Another  thing,  and  what  is  (|uite  as  important,  is  to 
remember  that  all  consumptive  cases  are  not  alike. 
From  the  appearance  of  the  body  the  embalmer  should 
be  able  to  judge  the  stage  of  disease  and  whether  death 
has  been  caused  by  a  wasting  of  the  lung  tissue  and 
whether  either  or  both  the  pulmonary  circulation  and 
the  systemic  circulation  had  been  interfered  with. 

In  quick  or  galloping  consumption,  when  the  disease 
was  contracted  by  inoculation,  the  ravages  probably 
would  not  be  confined  to  the  lung  tissue  but  would  be 
found  to  have  affected  the  other  organs,  causing  death 
without  the  tissue  in  any  of  these  organs  having  been 
broken  to  such  an  extent  that  leakage  would  occur 
from  the  general  arterial  circulation.  In  that  event 
the  case  would  present  few  complications.  The  body 
should  be  laid  on  the  embalming  table  with  the  head 
and  shoulders  elevated  so  that  all  parts  of  the  face, 
neck  and  ears  would  be  above  a  line  level  with  any 
other  portion  of  the  body.  In  such  cases  blood  drain- 
age is  a  necessity,  and  T  have  found  the  axillary  vein 
and  artery  the  best  ones  to  use. 


I  Crossing  the  Bar  | 

S  Sunset  and  evening  star  8 

S         And  one  clear  call  for  me!  8 

Q  And  may  there  be  no  moaning  of  the  bar  fi 

S         When  I  put  out  to  sea.  g 

S  But  such  a  tide  as,  moving,  seems  asleep,  S 

8         Too  full  for  sound  and  foam,  S 

S  When  that  which  drew  from  out  the  boundless  deep  S 

S         Turns,  again,  home.  « 

Q  Twilight  and   evening  bell,  S 

8         And  after  that  the  dark!  8 

X  And  may  there  be  no  sadness  of  farewell  S 

S         When  T  embark.  8 

Q  For  though  from  out  the  bourne  of  Time  and  Place  S 

M         The  flood  may  bear  me  far,  8 

8  T  hope  to  see  my  Pilot  face  to  face  S 

8         When  I  have  crossed  the  bar.  g 

8  — Tennyson.  g 


Do  not  be  surprised  if  purging  occurs  after  two  or 
three  quarts  of  fluid  have  been  injected  into  the  artery. 
By  the  time  this  stage  is  reached,  if  it  should  come,  you 
will  be  able  to  judge  at  once  whether  you  have  satis- 
factory arterial  circulation  or  whether  there  is  suffi- 
cient leakage  to  interfere  with  this  method  of  embalm- 
ing. The  first  purged  material  is  usually  a  frothy 
substance  which  is  caused  by  a  slight  fermentation  of 
the  mucus  and  other  materials  in  the  bronchial  tubes. 
Its  direct  cause  may  be  from  the  pressure  caused  by 
the  distension  of  the  tissues  by  the  circulation  of  the 
fluid  in  the  organs  of  the  body,  and  particularly  in  the 
lung  tissue.  This  would  occur  both  from  the  blood 
filling  up  the  pulmonary  circulation  as  well  as  from  the 
fluid  forced  into  the  capillary  system  of  the  lung  tissue 
by  the  bronchial  arteries. 

Blood  purging  from  consumptives  is  venous  blood 
which  has  circulated  from  the  superior  and  inferior 
vena  cava  into  the  right  auricle  of  the  heart  and 
through  the  tricuspid  valve  into  the  right  ventricle. 
From  thence  it  flows  as  venous  blood  in  life  until  it  is 
purified  by  the  air  we  breathe  into  the  lungs.  It  will 
be  seen  that  similar  circulation  of  embalming  fluid  fill- 
ing up  the  cells  of  the  lungs,  expands  them,  and  thus 
compresses  the  bronchial  tubes  or  air  passages  which 
may  contain  a  greater  or  less  quantity  of  mucus.  Hence 
the  purging  which  may  perhaps  also  carry  some  blood 
forced  from  the  pulmonary  circulation. 

A  few  days  ago  I  received  a  letter  from  a  remarkably 
good  undertaker  in  the  middle  West,  in  which  he  says: 
"A  peculiarly  troublesome  case  puzzles  us.  The  sub- 
ject was  a  man  about  59  years  old  who  died  of  tuber- 
culosis of  the  lungs.  We  reached  the  body  shortly 
after  death  and  found  it  in  fair  condition.  We  in- 
jected one-half  gallon  of  weak  fluid,  drawing  blood 
from  the  axillary  and  endeavoring  to  drain  as  much  as 
possible.  We  then  injected  nearly  a  gallon  of  fluid 
of  regular  strength.  Then  with  double-strength  fluid 
we  injected  the  lung.s  through  the  nose  and  barely 
puncturing  the  abdominal  wall  with  the  trocar,  flooded 
the  intestines.  The  abdomen  was  perfectly  flat,  how- 
ever ;  no  gas,  and  we  were  very  careful  not  to  injure 
the  circulation.  We  did  the  work  on  the  afternoon 
of  the  2nd  and  had  the  funeral  on  the  morning  of  the 
4th  inst.  We  were  very  careful  to  do  our  work  well 
and  really  expected  a  good  (exceptionally  so)  subject 
on  the  day  of  the  funeral,  but  to  our  great  surprise  we 
found  some  slight  odor  coming  from  the  casket  when 
we  reached  the  funeral  house,  and  two  hours  later 
when  w'e  opened  the  casket  at  the  church  there  was  con- 
siderable odor  and  the  body  showed  signs  of  general 
decomposition. 

"From  all  external  signs,  hands,  arms  and  face,  we 
had  a  thorough  circulation  when  injecting,  and  when 
through,  we  placed  the  body  nearly  on  a  level,  where 
it  remained  until  the  casket  was  delivered  on  the  fol- 
lowing day.     We  can  not  see  where  we  were  at  fault 
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and  we  know  the  fluid  has  a  good  reputation.  Would 
you  advise  using  it  stronger  in  hot  weather,  even  on 
emaciated  cases  such  as  this,  or  can  you  recommend 
any  method  better  than  the  one  we  used?  Any  in- 
formation you  can  give  will  be  appreciated." 

Now,  here  was  a  case  which  had  been  embalmed  by  a 
method  which  would  have  been  right  ninety-nine  times 
out  of  a  hundred ;  yet,  the  real  trouble  is  easily  ap- 
parent, as  I  pointed  out  in  my  letter  which  ran  some- 
thing as  follows : — 

"The  method  you  describe  in  your  letter  is  modern 
and  thoroughly  coi'rect,  and  in  the  great  majority  of 
cases  would  have  proved  entirely  satisfactory.  After 
reading  your  letter  carefully.  I  can  attribute  the  odor 
and  signs  of  putrefaction  only  to  one  condition — 
broken  down  lung  tissue.  Many  deaths  from  tuber- 
culosis have  their  immediate  cause  in  severe  hemorrh- 
age, which  in  the  majority  of  cases,  is  due  to  ruptured 
arterial  circulation.  When  such  bodies  are  embalmed 
there  frequently  exists  sufiflcient  leakage  from  the  arter- 
ial circulation  while  being  injected  with  fluid  to  im- 
pair circulation  (not  to  prevent  it)  but  just  divert 
enough  fluid  from  the  natural  stream,  so  that  in  certain 
parts  of  the  body,  particularly  the  extremities,  there  is 
not  sufficient  force  to  drive  the  fluid  from  the  small 
lateral  branch  arteries  (of  the  face,  for  instance,  or  the 
hands)  into  the  capillaries  throughout  the  tissues  of 
these  extremities.  During  injection,  the  veins  even 
in  these  extremities  may  fill  up  and  thus  indicate  that 
circulation  has  been  obtained,  but  this  is  not  a  positive 
proof  in  all  cases  that  circulation  has  been  complete. 

"I,  therefore,  practice  in  our  professional  embalming 
and  teach  our  school  that  all  bodies  dead  of  consump- 
tion should  be  most  carefully  examined  with  the  view 
of  a  second  injection  on  the  next  visit.  Indeed,  in  75 
per  cent,  of  the  cases  that  I  personally  embalm  for  the 
trade  here,  I  give  this  second  injection,  to  be  more  sure 
that  all  parts  of  the  body,  particularly  the  surface  tis- 
sues of  the  extremities,  shall  have  a  circulation  of  fluid 
through  the  capillaries  and  thus  insure  preservation. 
Wherever  the  fluid  reaches  the  tissues  through  capil- 
lary circulation,  they  become  dry  and  firm,  so  that  the 
embalmer  need  have  no  doubt  about  its  presence." 

Purging  does  not  necessarily  mean  that  the  general 
or  systemic  circulation  is  impaired.  You  may  collect 
this  purged  material  on  cotton  or  a  sponge,  and  if  there 
be  any  great  quantity,  it  may  be  prevented  from  escap- 
ing from  the  mouth  and  nostrils  by  aspirating  the  gases 
from  the  abdominal  cavity  and  particularly  from  the 
transverse  colon.  Aspirating  the  gases  from  the  large 
intestines  and  from  the  transverse  colon  will  receive 
the  pressure  from  the  diaphragm  and  the  lung  tissue, 
allowing  the  latter  to  expand  to  their  normal  size  which 
will  then  hold  all  the  liquid  contained  in  the  bronchial 
tubes,  until  a  later  period  of  your  embalming  process, 
when  the  gases  may  be  safely  relieved  from  all  of  the 
cavities.  The  injection  may  be  continued  through  the 
arteries  until  complete  capillary  circulation  is  had  all 
through  the  tissue  of  the  body,  after  which  time  it  will 
be  more  safe  to  explore  with  the  trocar  through  the 
cavities  both  to  prevent  purging  and  to  relieve  the 
gases  and  liquids  contained  therein. 

(  To  be  continued. ) 


The  Champion  Chemical  Co.,  of  Springfield,  Ohio, 
have  brought  out  a  new  hood  and  radiator  cover  for 
automobiles.  It  is  named  the  "Champion,"  and  is 
designed  as  equipment  to  meet  requirements  of  cold 
weather. 


Early  Days  of  C.E.A. 

Chas.  R.  Bolton,  a  prominent  undertaker  of  Toronto, 
has  loaned  Canadian  Furniture  World  and  The  Un- 
dertaker, a  copy  of  the  "Constitution,  By-laws.  Rules 
of  Order,  etc.,  of  the  Undertakers'  Association  of  On- 
tario," together  with  the  "proceedings  of  the  second 
annual  convention,  held  at  Toronto,  on  the  16th  Sept., 
1885."  The  association  was  instituted  at  Toronto, 
July  3,  1884. 

A  portrait  of  J.  B.  Mclntyre,  St.  Catharines,  occupies 
the  frontispiece,  and  a  copy  of  Mr.  Bolton's  certificate 
of  membership,  signed  by  the  late  C.  D.  Blachford, 
Hamilton,  as  secretary,  takes  up  one  of  the  early  pages. 

The  officers  of  the  Association  for  the  year  1885-86 
were  President,  J.  B.  Mclntyre,  St.  Catharines;  Vice- 
Presidents,  Geo.  Hess,  M.P.P.,  Listowel ;  W.  H.  Hoyle, 
Cannington;  W.  H.  Stone,  Toronto;  H.  Neilson,  Chat- 
ham, and  S.  Rogers,  Ottawa.  C.  D.  Blachford,  Ham- 
ilton, was  secretary ;  J.  Young,  Toronto,  treasurer ;  and 
the  executive  committee  was  composed  of  John  Fergu- 
son, London,  chairman;  James  Muir,  Port  Elgin;  W. 
Wilson,  Owen  Sound;  J.  W.  Pattison,  Brantford,  and 
M.  Robertson,  Seaforth.  The  delegate  to  the  National 
convention  was  the  president,  Mr.  Mclntyre. 

The  object  of  the  organization  as  laid  down  in  the 
preamble,  "Is  to  secure  harmony  in  business,  cultivate 
a  more  friendly  spirit  socially,  to  elevate  and  bring  to 
a  higher  state  of  perfection  our  profession,  to  dissemin- 
ate correct  principles  of  business  management,  the  best 
methods  of  protecting  the  interest  of  undertakers  in 
the  practice  of  their  profession,  as  well  as  those  of 
patrons,  and  to  promote  the  interests  of  all  recognized 
legitimate  undertakers  doing  business  in  the  Province 
of  Ontario." 

The  secretary,  in  a  card  which  accompanied  each 
copy  of  the  constitution  sent  out,  said:  "This  pamph- 
let, containing  the  constitution,  by-laws  and  proceed- 
ings of  the  second  annual  meeting  of  our  Association 
is  sent  to  every  known  undertaker  in  the  Province  of 
Ontario,  some  five  hundred  in  number.  We  want  you 
to  give  it  your  careful  perusal  and  we  feel  confident  if 
it  receives  the  attention  it  should  from  every  one  of 
you,  it  will  not  only  tend  to  give  you  a  better  opinion 
of  the  profession  you  are  engaged  in,  but  act  as  an  in- 
centive in  urging  you  to  lend  your  individual  aid  to 
place  it  on  a  higher  level.  To  those  who  are  not  mem- 
bers of  the  Association  we  hope  it  will  be  the  means  of 
showing  them  it  is  not  only  their  duty,  but  will  be  to 
their  interest  to  join  us. 

"Our  manufacturers  are  doing  their  best  to  help  us 
by  working  in  unison  with  the  Association.'  We  are 
now  united  with  the  National  Association  of  the  United 
States,  which  will  materially  strengthen  our  position. 
We  have  a  membership  of  over  three  hundred  out  of 
four  hundred  and  eight  undertakers  in  Ontario,  and 
are  now  prepared  to  deal  with  would-be  undertakers 
who  are  trying  to  start  business  and  cut  off  our  patron- 
age all  over  the  country.  We  have  means  in  our  power 
to  prevent  it,  and  we  shall  not  be  slow  to  use  them. 
The  evils  we  are  subject  to  at  present  we  shall  soon  be 
able  to  abate  if  we  work  harmoniously  together  and 
put  in  practice  the  motto,  'In  unity  there  is  strength.' 
Act  honestly  toward  one  another  and  follow  the  instruc- 
tions laid  down  in  the  code  of  ethics,  and  many  of  the 
present  difficulties  will  soon  cease  to  exist.  To  those 
who  are  not  yet  members  we  say,  send  in  your  applica- 
tion and  join  us  before  the  admission  fee  is  raised,  and 
you  will  never  regret  it." 

We  will  publish  more  of  this  iii  our  1ie:^t' issue,' 
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Embalming  Scholarships  for  Furniture 
World  and  Und  ertaker  Readers 

The  faculty  of  The  Cincinnati  College  of  Embalming 
authorize  the  editor  of  Canadian  Furniture  World  and 
The  Undertaker  to  av/ard  the  Chas.  0.  Dhonau  scholar- 
ship in  The  Cincinnati  College  of  Embalming  to  a 
reader  of  this  paper. 

The  Chas.  0.  Dhonau  scholarship  is  for  the  "year 
course  of  twenty-six  weeks,"  and  Prof.  Dhonau  has 
placed  in  trust  sufficient  funds  to  cover  the  cost  of 
eight  scholarships,  one  of  which  is  to  be  awarded  to 
the  man  selected  by  the  editor  of  each  of  the  journals 
circulating  among  the  profession. 

The  conditions  of  the  award  are  to  be  as  follows : — 
The  recipient  thereof  must  be  a  graduate  of  a  high 
school  maintaining  a  four  years'  course:  He  must  apply 
for  this  scholarship  in  writing,  the  penmanship  and 
general  style  of  the  letter  to  count  in  making  the 
award ;  He  must  write  an  essay  of  not  less  than  500 
words,  the  title  of  which  is  to  be  "Higher  Education 
for  the  Embalmer — its  relation  to  the  advancement  of 
the  profession."  The  editor  shall  decide  the  contest 
and  make  the  award  in  accordance  with  the  conditions. 
On  receipt  of  the  decision  of  the  editor,  the  secretary 
of  the  Cincinnati  College  of  Embalming  shall  mail  the 
scholarship  certificate  to  the  winner,  and  this  cer- 
tificate will  allow  the  recipient  thereof  to  begin  his 
course  on  the  first  Monday  in  March.  1917. 
The  curriculum  is  as  follows : 

1.  The  principles  of  embalming  (150  hours).  Lec- 
tures, recitations,  demonstrations  in  the  theory  of  in- 
jection, pressure,  osmosis,  ionization,  cell  fixing,  fluid 
actions,  prevention  and  removal  of  discoloration, 
pathologic  conditions  and  their  influence  in  embalming. 
Recitations  in  pathologic  terms  and  definitions.  Lec- 
tures in  the  history  of  embalming. 

2.  Applied  embalming  (208  hours).  Each  student 
treats  104  individual  bodies  under  faculty  supervision. 

3.  Applied  embalming  in  the  external  division. 
(Time  indeterminate.)  Each  student  assists  practic- 
ing undertaker  in  his  private  practice.  Practicing 
undertaker  is  rated  as  "Instructor  in  the  external  divi- 
sion" of  the  department  of  "funeral  science."  Fif- 
teen leading  Cincinnati  undertakers  are  members  of  the 


Cincinnati  Undertakers  Institute,  which  is  affiliated 
with  the  Cincinnati  College  of  Embalming  as  its  ex- 
ternal division. 

4.  Anatomy  (100  hours).  Lectures,  recitations,  de- 
monstrations, laboratory  work  in  dissections.  Cells, 
tissues,  organs,  framework,  musculature,  topography  of 
the  viscera,  alimentary  canal,  circulatory  system, 
respiratory  system,  urinary  system,  and  the  repro- 
ductive system. 

5.  Bacteriology  (80  hours).  Lectures,  recitations, 
demonstrations  and  practical  work.  Classification  of 
bacteria,  saprophytes,  parasites,  difi^erentiating.  culti- 
vating and  estimating  bacteria.  Practical  studies  of 
disinfection  and  disinfectants. 

6.  Public  health  and  sanitation  (50  hours).  Lectures, 
recitations,  demonstrations  and  practical  work.  Public 
health  and  sanitary  laws,  rules  and  regulations  affect- 
ing the  embalmer.  Practical  sanitation  and  prevent- 
able diseases.    Chemistry  of  sanitation. 

7.  Chemistry  (60  hours).  Lectures,  recitations  and 
laboratory  work.  Matter,  elements,  compounds,  physi- 
cal and  chemical  changes  in  matter.  Study  of  the 
following  elements  with  those  compounds  which  are  of 
special  importance  to  embalmers:  Oxygen,  nitrogen, 
hydrogen,  chlorine,  sulphur,  carbon  and  such  common 
metals  as  sodium,  potassium,  calcium  and  magnesium. 

8.  Funeral  management.  (Time  indeterminate).  Lec- 
tures and  practical  work  (including  salesmanship). 
Lectures  by  faculty,  internal  division.  Practical  work 
by  instructors  in  external  division. 

9.  Funeral  accounting  (52  hours).  Lectures  and 
practical  work.  Systematic  office  routine,  accounting 
of  costs,  overhead  expense,  rolling  stock,  etc.  Funeral 
finance,  bookkeeping. 

In  connection  with  this  scholarship  award  Prof. 
Dhonau  writes  Canadian  Furniture  World  and  The 
Undertaker,  as  follows: 

"I  have  decided  to  advance  sufficient  funds  to  cover 
eight  scholarships  for  the  "year  course  of  twenty-six 
weeks,"  one  of  which  is  to  be  awarded  by  each  of  the 
editors  of  the  journals  circulating  among  the  profes- 
sion. 

"The  conditions  of  the  award  are  all  scholastic  and 
it  is  my  desire  to  have  you  pick  out  the  best  man  from 
the  basis  of  mental  equipment  and  advanced  education 
from  among  the  readers  of  your  paper. 


This  Beautiful  Car 
is  For  Sale 

Has  been  improved  from  cut.  New 
rubber  tires,  carved  wood  around  seat, 
and  all  newly  painted  and  varnished. 
All  bevel  glass  and  Collins  axles.  The 
owner  having  retired  from  business  four 
years  ago,  reserved  this  car.  Will  sacrifice 
at  eight  hundred  dollars  for  quick  sale. 

Ira  Green 

62  Victoria  Ave.  N. 

Hamilton  Ontario 
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Maxwell  Sanitary  Steel  Vaults 
and  Shipping  Cases 

The  original  medium  weight  vault.       We  lead    -    Others  follow 

Abundantly  strong  for  all  burial  purposes,  yet  light  and  easy  to  handle,  jj  Its  superiority 
IS  proven  by  the  fact  that  both  design  and  construction  are  closely  copied  by  imitators. 
II  A  full  line  carried  in  stock  by  all  leading  jobbers.     1|  Ask  your  dealer  for  prices. 


Maxwell  Ambulance  Transfer  Case 

Improved 


^  Designed  for  handling,  removal  and  transportation  of  bodies  by  rail  or  otherwise.  An  in- 
dispensable ad.junct  for  the  modern  and  progressive  undertaker.  T[  Removable  interior  tray 
retains  all  leakage  and  discharge  and  greatly  facilitates  the  handling  of  bodies.  Finished  in 
hard,  durable  enamel  readily  kept  clean.  Handles  convenientlv  placed  to  enable  two  per- 
sons to  move  case  without  difficulty.  Inside  dimensions  75  in.  long,  20  in.  wide.  15  in. 
deep.     Price  with  tray  .$25.00.     Price  without  tray  $23.00.     Price  of  'tray  alone  $4.00. 

Sold  by  all  leading-  jobbers.     Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY   -   Oneida,  N.Y. 
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"Such  a  man  will  be  provided  with  a  certificate  al- 
lowing him  to  enter  the  "year  course  of  twenty-six 
weeks'  the  tuition  for  which,  $125,  will  be  paid  by 
myself. 

"This,  of  course,  has  been  running  for  over  three 
years  and  the  700  hours  of  scientific  training,  when 
added  to  the  104  cases  of  actual  practice,  has  given  re- 
sults which  have  convinced  me  that  this  is  the  logical 
course  to  substitute  for  the  three  years  apprenticeship 
under  licensed  embalmers  which  is  effective  only  as  a 
restriction  on  the  advancement  of  the  profession. 

"Your  co-operation  in  this  instance  will  enable  me 
to  add  one  more  highly  developed  man  to  our  class 
which  now  contains  18  men  for  this  course  from  ten 
states  and  provinces.  It  will  also  enable  me  to  show 
that  my  contentions  against  the  three-year  apprentice- 
ship requirements  are  based  on  sound  principles.  The 
experience  of  state  examining  boards  with  my  scholar- 
ship men  will  do  much  to  convince  them  of  the  folly  of 
the  present  rules  and  legislation." 


CASKET  PRICES  ADVANCE 

Canadian  and  United  States  prices  on  caskets  have 
been  withdrawn,  and  on  the  lines  on  which  new  lists 
have  been  issued  prices  show  a  substantial  increase.  As 
The  Toronto  Daily  Star  facetiously  remarks,  this  shows 
"the  high  cost  of  dying." 


CENTRAL  CASKET  CO.  EMBALMING  SCHOOL 

The  dates  for  the  embalming  school,  mentioned  in 
our  last  issue,  and  which  will  be  conducted  by  the  Cen- 
tral Casket  Co.,  Ltd.,  at  their  Buffalo  offices,  45  Niagara 
Street,  have  been  set  for  January  2,  3,  4  and  5,  1917. 
Mr.  Chandler,  of  that  company,  says  he  is  looking  for- 
ward to  the  largest  assemblage  of  funeral  directors  in 
these  parts.  He  emphasized  the  fact  that  while  he  is 
issuing  personal  invitations,  it  may  be  that  because  of 
his  mailing  list  not  being  correct  or  complete,  some  per- 
son might  be  missed.  To  guard  against  this  he  wishes 
Canadian  Furniture  World  and  The  Undertaker  to 
invite  all  Canadian  funeral  directors  to  attend  the  Cen- 
tral Casket  Co's  school. 

Prof.  Eckels,  of  Philadelphia,  will  conduct  the  school. 


and  according  to  his  representative  Mr.  Eckels  will 
"under  the  personal  pledge  of  secrecy  given  by  every 
undertaker  present,  reveal  the  in.side,  unpublished,  and 
secret  facts  concerning  embalming  by  a  new  principle 
and  a  new  method."  This  will  be  illustrated  by  his 
new  color  picture  machine. 

The  Central  Casket  Co.  will  make  a  display  of  their 
complete  line  of  undertakers'  goods  during  the  week  of 
the  school. 


A.  J.  H.  ECKARDT  IN  BIG  LUMBER  DEAL 

Arrangements  for  the  biggest  deal  in  timber  limits  in 
the  history  of  Canada  are  being  made  by  A.  J.  H.  Eck- 
ardt,  former  owner  of  the  National  Casket  Co..  To- 
ronto, and  two  associates,  with  a  large  New  York  cor- 
poration. The  timber  limits  concerned  are  in  the 
Province  of  Quebec,  and  cover  an  area  of  2,900  square 
miles.  The  deal  is  for  1,062  stjuare  miles  of  this,  and 
the  price  to  be  paid  by  the  corporation  is  in  the  mil- 
lions, one  estimate  placing  it  at  $4,000,000,  and  another 
at  $7,000,000. 

The  New  York  company  will  erect  lumber  and  pulp 
mills  in  Quebec,  and  they  claim  that  they  will  be  the 
largest  in  Canada.  They  count  on  making  a  huge  in- 
vestment and  supplying  great  quantities  of  lumber  for 
the  re-building  of  the  shattered  part  of  Europe.  Full 
advantage  of  the  tide  water  will  be  taken  and  the  com- 
pany plans  to  operate  on  such  a  large  scale  that  Can- 
ada, United  States  and  Europe  will  be  able  to  secure 
lumber. 

Mr.  Eckardt,  interviewed  by  Canadian  Furniture 
World  and  the  Undertaker,  admitted  that  the  story  was 
true,  although  he  refused  to  discuss  details  as  the  deal 
had  not  yet  been  completed.  He  and  his  two  associates 
have  been  buying  the  limits  since  1897,  and  have  in- 
vested fortunes  in  them. 


AN  UP-TO-DATE  FUNERAL  ESTABLISHMENT 

R.  U.  Stone,  the  Toronto  embalmer  and  undertaker, 
has  installed  an  electric  embalmer,  the  only  one  we  have 
heard  of  in  Canada.  He  is  also  erecting  a  cremation 
plant  at  his  parlors  on  Sherbourne  Street,  and  adding 
a  motor  casket  wagon,  built  on  lines  of  his  own  design. 


Handsome  Ford  hearse  used  by 
P.  R.  Williams,  St.  Thomas.  Ont. 


Til  iistration  bu  courtesy  of  the 
Ford  rimes,  Windsor,  Ont. 
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I  An  Invitation  to  our  Annual  Event  | 

I  "To  be  held  at  45  Niagara  Street,  ^Buffalo,  N.Y.  | 

I  2nd  -  3rd  -  4th  and  5  th  January,  1917  | 

B  !f  We  want  jou  to  come,  Ave  will  be  glad  to  see  you.   If  you  have  been  overlooked  in  not  J 

B  receiving  a  personal  invitation  please  accept  this  invitation  now  and  come  along.     It  is  m 

H  absolutely  free  to  the  Undertaking  Profession  and  their  licensed  assistants.      It  is  no  H 

H  school  for  beginners  and  has  nothing  to  do  with  any  association.    It  is  a  plain  business  g 

I  talk  of  the  latest  methods  for  the  members  of  the  profession  who  desire  to  be  strictly  m 

M  up-to-date.    T|  Prof.  Eckels  is  always  interesting,  and  this  year  we  are  assured  that  g 

g  Mr.  Eckels  will  "under  the  personal  pledge  of   secrecy,   given   by   every   undertaker  J 

H  present,  reveal  the  inside,  unpublished  and  secret   facts   concerning   embalming  by  a  g 

B  new  principle  and  a  new  method,  illustrated  by  his  new  colored  picture  machine."  H  To  m 

H  the  undertaker  who  wishes  to  know  just  what  is  new  in  the  art  of  embalming,  he  will  find  g 

g  himself  well  repaid  by  taking  advantage  of  this  free  course  of  lectures,  demonstrations,  g 

B  quiz  questions,  etc.  M 


CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ontario  R.  S.  Flint,  24 1  Fern  Ave.,  Toronto 

Telephone  1 26  Telephone  Paikdale  3257 


SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 
CALLY EVERY  GOOD  UNDERTAKER! 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming- Fluid. 


We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 
balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fiuid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor ;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY    TORONTO,  ONTARIO,  CANADA 
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Tlic  li-nts  ;it  Matheson  where  the  liodies  were  prepared  for 
Inirial  or  sliii)ment. 


Aiiollicr  \  ii-w  "f  I  In-  njnr-u,.  i,i„|  lr>in-  trnf  .,•  •.[.,>,..  .-is 
quickly  as  possible  railway  cars  were  brought  in  ami  the 
bodies  shipped  to  their  destination. 


A  page 
of  pictures 

of  the 
Northern 
Ontario 
forest  fires 


Two  of  the  heroes  of  the  great  conflagration — Rev.  Messrs. 
Conn,  of  Matheson,  and  McDonald,  of  Englehart,  who  with 
two  priests  attended  to  all  the  hurials  in  the  district,  be- 
sides comforting  and  Ijelping  those  who  escaped  death  in 
the  great  fire. 


In  the  .September  Furni- 
ture World  and  The  Under- 
taker, N.  G.  M.  Hendricks 
told  the  story  of  the  pre 
T'aration  for  burial  of  nearly 
two  hundred  victims  of  thi' 
great  fire  which  swept  over 
the  Temiskaming  district  in 
Northern  Ontario. 

Here  are  some  views 
showing  incidents  interest 
ing  to  funeral  directors  fol 
lowing  that  conflagration. 

The  photos  were  collected 
and  loaned  by  O.  J.  Thorpe, 
of  Thorpe  Bros.,  New  Lis 
keard  and  Haileybury,  whd 
with  .J.  C.  McNabb,  Cobalt, 
and  F.  J.  Marty n.  North 
Bay,  prepared  for  burial  all 
the  bodies  found  in  the 
burned  district. 


Thorpe  Bios.'  loriy  at  Uailuybury,  delivering  a  load  of  bodies 
at  the  cemetery. 


The  embalmers  and  helpers  who  prepared  the  bodies  for 
burial — Those  marked  are  (1)  F.  .J.  Martyn ;  (2)  J.  0.  Mc- 
Nabb;  (3)  O.  J.  Thorpe. 


Digging  graves  at  Haileybury  cemetery.  A  long  trench  was 
prepared  for  the  bodies. 


Burying  the  victims  at  Haileybury — 6'>  bodies  weru  pl.iod  in 
this  trench. 
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Oshawa — 
Disney  Bros. 
Imke  Burial  Co. 

Port  Perry 
Disney,  B.  S. 

Schomberg,  Ont. 
F.  Skinner. 

St.  Catharines— 
GTObb  Bros. 
144-146  St. 


ONTARIO 

Bobcaygeon — 
Byng,  G.  G. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.   'Phone  10. 

Burks  Falls — 

Hillior,  Joseph.    Box  213. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 

Logan,  R.  A.    'Phone  2107. 

Dungannon — 
Sproul,  William 

Dunnville — 

D.  P.  Fry.    'Phone  68. 

Elmira — 

Dreisinger,  Ohris. 

Hamilton,  Ont. — 
Blachford  &  Spns, 
57  King  Street  West. 


Dodsworth,  A.  H. 

59  King  St.  W. 
Eobinson,  J.  H.  &  Co.,  19-21 

John  St.  N 

Huntsville— 

Hilliar,  Joseph. 

Ingersoll — 

Mclntyres,    F.    W.  Keeler 
and  R.  A  Skiunei,  props. 

Kemptville — 

McCaughey,  Geo.  A. 

Kingston — 
Corbett,  S.  S. 

Beid,  Jas.,  254  Princess  St. 

London^  Ont. — 

Ferguson's  Sons,  John 
174  to  180  King  St. 

Orlllia — 

W.  A.  Strachan, 
Successor  to 

H.  A.  Bingham. 
'Phone  453. 
D.  Clark.    Tel.  159. 


Pa«l  St. 

St.  Thomas — 

Williams,  P.  B.,  &  Sons,  519 
Talbot  St. 

Stirling — 
Ralph,  Jas.  'Phone  102. 

Stratford — 

Greenwood  &  Vivian,  I/td., 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 

Toronto — 

Cobbledick,     N.     B.,  2068 

Queen  St.  East  and  1508 

Danforth    Ave.  Private 

Ambulance. 
J.  A.  Humphrey  &  Son, 

463  Church  St. 
Raper,   Washington,  Fleury 

Burial  Co.,  685  Queen  St. 

East. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston. 

707  Queen  St.  E. 

Corner  of  Broadview, 

Thedford,  Ont.— 

.  Woodhall,  J.  B. 


Wallaceburg,  Ont. — 

Cousins,  Burlington  &  Saint. 

WeUand— 

Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — 
Mack,  Paul. 

Whitby,  Ont.— 

Nicholson  &  Seldon. 

QUEBEC 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  Wlest. 

NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

St.  John,  N.  B. 

Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — 

Clark-Leatherdale  Co.  Ltd. 

232  Kennedy  St. 
Thomipson  Co.,  J.,  501  Main. 

SASKATCHEWAN 
Moose  Jaw — 
Broadfoot  Bros. 

Saskatoon — 
Young,  A.  E. 


You  can  break  the  shackles 
of  fear  and  assure 
yourself  of 

Perfect— Preservation 
Perfect — Cosmetic  Effect 

which  are  the  two  important 
factors  in  the  art  of  embalming. 

CARANAC 

Embalming  Fluid 

is  a  specially  compounded  fluid  which 
requires  no  pre-injection  of  other 
chemicals  to  assure  perfect  circulation. 

Try  us  for  your  next  order  of  fluid 

CARANAC  LABORATORY 


PETERBOROUGH.  ONT.,  CAN. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formnla 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 
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For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
—no  accounts  booked. 


FOR  SALE — We  have  the  following  lines  left  on  our  hands  for 
which  we  have  no  use:  a  quantity  of  upholstering  silks,  sev- 
eral boxes  V.  S.  0.  orange  shellac,  a  quantity  of  40  in.  10 
oz.  Hessian,  3%  in.  webbing,  oxidized  upholstering  nails. 
These  we  want  to  dispose  of  and  will  let  same  go  at  a  bargain. 
For  prices  and  samples  write  to  Box  No.  781  Canadian 
Furniture  World,  Toronto,  Ont. 

FURNITURE  DEALERS — If  you  need  ready  cash  or  want  to 
sell  out  and  find  it  hard  to  realize  on  your  stock  let  us  show 
you  a  quick  way  out.  No  loss,  new  customers,  independence. 
A  big  furniture  and  rug  auction  will  bring  you  the  cash  now. 
People  have  money  to  spend  and  we  know  how  to  get  them  to 
spend  it  for  your  line  of  goods.  Geo.  W.  Wisnom  &  Co., 
auctioneers  and  sale  directors.  Care  Furniture  World  Box 
782,  32  Colborne  St.,  Toronto,  Ont.  — 3mos 

FOR  SALE — Undertaking  business  in  B.  C.  town.  No  opposi- 
tion. Side  line  of  marble  and  granite.  Picture  framing 
could  be  added.  Average  for  past  6  years  100  eases  per 
year.  Reasons:  Want  to  go  east.  Write  Box  786  Canadian 
Furniture  World,  Toronto. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming-  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

New  Addreis 

R.  U.  STONE  525  Sherbourne  St. 

Principal  Toronto 


WHEN  THE  SHADES  ARE  DRAWN 

It  is  related  of  a  Methodist  Bishop  that  when  pre- 
siding over  a  district  conference  he  had  an  attack  of 
hay  fever  and  in  consequence  was  somewhat  irascible 
and  impatient.  A  young  preacher  who  gave  a  rather 
poor  account  of  his  work  was  given  a  severe  reprimand 
by  the  Bishop  and  asked  to  state  the  reason  for  his 
failure. 

"Well,  Bishop,"  he  explained,  "we  had  a  lot  of 
trouble  the  first  of  the  year  with  a  grass  widow,  and — " 

"A  grass  widow!"  roared  the  Bishop.  "And  what, 
pray,  is  a  grass  widow?" 

"A  grass  widow,  Bishop,"  responded  the  young 
clergyman,  "is  a  woman  whose  husband  died  of  hay 
fever." 

*  *  » 

A  negro  died  without  medical  attendance  and  the 
Coroner  went  to  investigate. 

"Did  Samuel  Williams  live  here?"  he  asked  the 
weeping  woman  who  answered  the  door. 

"May  I  see  the  remains?"  asked  the  Coroner. 

"I  is  de  remains,"  she  answered  proudly. — Philadel- 
phia Record. 

*  *  * 

Medium:  "The  spirit  of  your  wife  is  here  now;  do 
you  wish  to  speak  to  her  through  me?" 

Widower:  "Yes,  I  do.  Ask  her  where  the  dickens 
she  put  my  winter  underwear." 


Miss  Annie  F.  O'Neil,  undertaker,  St.  John,  N.  B., 
was  a  recent  visitor  to  Toronto. 

The  Canadian  Commercial  Motor  Car  Co.,  Windsor, 
Ont.,  are  commencing  to  build  special  bodies  for  the 
undertaking  profession. 
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Champion  Fluid 


Champion  Fluid 
Made  in  Canada  from 
Canadian  Chemicals 

Order  direct  from  us 
or 

from  your  Jobber 

Accept  no 
Substitute 


100%  PURE  CHEMICALS 

PEefEGI  COSMETie  [fTICT 
COMBINED:  Wild  tlHSUePASSEti 

PEESEMAiiVE,  mmm 
m  mmmiu  mmm. 

OiRECTiOK^, 


THE  CHAMPION 

CHEM!CALC9. 

SPRINGFIELD.  OHIO.  - 


\ 


100%  Pure 
Chemicals 


Every  1 6  oz.  bottle  of  Cham- 
pion Embalming  Fluid  is 
1 00%  pure.  The  richest  and 
purest  compound  that  will 
remain  in  solution. 


War  conditions  have  greatly  increased  the  cost  of  fluid  ingredients,  tempting  fluid  manufacturers  to  use 
cheaper  and  inefficient  substitutes,  but  Champion  Quality  will  be  maintained,  no  matter  what  the  cost. 

ALWAYS  BEWARE  THE  CHEAP  FLUID,  BUT  ESPECIALLY  SO  NOW 

Champion  for  Uniformity,  Purity,  Dependability.    It's  Worth  the  Price. 
DR.  G.  W.  FERGUSON,  CANADIAN  MANAGER 


The  Champion  Chemical  Co.   :   Springfield,  Ohio 


Mesh  Bed  -  No.  501 

Specifications: —  Pillars,  IxV  in-;  Filling-,       in.  and  Mksh,  (on  ends,  ^  in. 
brass  rod  wilh  large  husk);  Head,  54  in.  ;  Foot,  3(i  in.    Sizes,  4/6  and  4/0. 


Here's 

A 

Brand 
New 
Idea  in 
Steel 
Beds 

—  and  it's  as 
attractive 
as  it  is  new 


The  novelty  of  this  new  mesh-end  design  will  strongly  appeal  to 
the  average  buyer,  but  particularly  to  the  woman  who  wants  sorriething 
different  from  her  neighbors,  yet  very  attractive  and  moderate  in  price. 

It  is  light  in  weight,  yet  rigid  in  construction,  with  a  hard  white  enamel 
finish,  to  which  the  brass  fillers  with  their  large  husks  add  just  the  right  tone, 
therefore,  it  will  harmonize  nicely  with  the  furnishings  of  the  average  bedroom. 

With  I  his  bed  on  your  floor,  you  can  also  readily  interest  the  people  who 
are  spending  some  of  their  Christmas  gift  money  on  the  home. 

We  are  prepared  to  make  immediate  shipments.    Order  to-day. 

List  Price  $15.00 


6RK  BE-Ciiltftt 


^  Jmited 

Successors  to 

The  Alaska  Feather  and  Down  Co.,  Limited 

Makers  of  Bedsteads  and  Bedding 

MONTREAL 

"Alaska  on  an  article  means  high-grade  every  particle" 


